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PROGRAM 


PHILADELPHIA BUSINESS SHOW 
OF 1922 


The Commercial Museum 


Thirty-Fourth Street. Below Spruce, 


Philadelphia, Pennsylvania 


March 6th to 11th, Inclusive 


THIS PROGRAM embraces particulars regarding various 
exhibits, where to findthem, andthenames of persons incharge 








{ Alphabetical list of exhibitors, {| Classified list of exhibitors, 
with booth numbers. with booth numbers. 


{ Exhibits described, with names 
{ Advertising Announcements of persons in charge of each. 








\LL VISTTORS are cordially invited to visit the booth of 
Othce Appliances. Information regarding articles exhibited 
or anything in the line of office equipment will be furnished 
cheerfully. The Business Show Company’s booth will also 
oladly supply information to visitors. 
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THE EXHIBITS 


ADDRESSOGRAPH COM PANY, 


1211 Arch street, Philadelp . Pent 
QR 
I hane a ' 
so tl S | 
( sograph. 
ly wieles 
y me S C 
rye | e < hi t 
de er, assistec ~ 
ie. R it \ S 
gel 
AL EXANDE R, W. H., Ne York, } 
hiladelphia, Penna. Booth } 15! 
3 sts of Id 
\l ( s in chat 
R Pratt \ me Adams 
AMBERG FILE & INDEX COMPANY, 
York, N. Y., and 1001-3-5 Market street, P 
. Pent Booths Nos. 143 
ee is the Amber 
eer ayant 
a Phil: rt 
ei P. ts. Ae 
\ } \ \ \ 
rs. B 
Py] 


AMERICAN MULTIGRAPH 


SALES COM- 
PANY, THE, Cleveland. O O1n (7 caead 
treet, Philadelphia, Penna 
nt Multicr 
pape 
A C 


AME RICAN SALES BOOK COMPANY, LTD., 


: ] d YOR Cf] 
Pent oth No. 164 


AUSTIN, GEORGE M., | Chi 
, ] lal] Penna Boot! ‘ ( 
- d 
AUTOGRAPHIC REGISTER COMPANY 
, \ ] | incol rre : |? 
130 


manager, is in charge of the 


BAUM, RUSSE LL beer ge ns 


‘enn $ phia, Penna. 


Broad and South 
Booths Nos. 40 


ess and automatic feed, Liberty 
as well as the Aldrich folder 
latter two being shown for the 
Jusiness show. 
irge of Russell Earnest Baum. 
BECK DUPLIC ATOR COMPANY, THE, New 
\ 1 N\ | I Ni , 28 5 
\t 1 t 1 Speedo grap »h duplicator is featured in 
of duplicators. 
of this booth. 


BIRCHER- COMPANY, THE, INC., 


N.Y 


Rochester, 
. mailing machines, letter opéners, 
f the Lightning letter openers, two 
ght ¢ sealing machines and the power oper- 
P mailing machine. The Lightning 
illustrated by photographs and 

5s now in operation. 
rge of the exhibit. 


BRANDT M AN UFAC TURING COMPANY, 
Wat c., and 26 South Fifteenth street, 
phia, | Booth No. 41. 


lt automatic cashier, Brandt pay- 
Brandt payroll machines, models 


68. ( +, 65, as well as smaller type machines 


in paying machines in use by 
( m manager, is in charge of this 
( Kerstetter, J. C. Morris, N. F. 
String M. Donahower, demonstrators. 
sident of the company, is also in 


ALVAH, beer 925 

‘enn Booth No. 20. 
Q nie of filing containers and 
) yor fans made from rope fiber 


BUSHNELL, Filbert 


é 1 eres 


+ +1 
nes 


DALTON ADDING MACHINE SALES COM- 
PANY, THE, | nati, O. Booths Nos. 79, 80. 

. model adding, statement and 

latter consisting of both non- 

ind the daily extended balance 


of Perry & Collins, Philadelphia 

\dding Machine Company. 
CHECK WRITER CORPORA- 
I Rochester, N. y. sooth 


DEFIANCE 
TION, ‘a 


ng and protecting devices. 
PRODUCTS CORPORATION, 
1 1309 Walnut street, Phila- 
No. 155 
working demonstration of an 
\ typical intercommunication 
tograph stations are placed at 
yout, salesmen demonstrating the 
tograph solves this intercommuni- 


DICTOGRAPH 


er of the Philadelphia office, 
isted by A. F. Rodewald and 
Phila- 


DITTO SYSTEMS, 1011 Chestnut street, 


Nos. Ol. 62. 
duplicating machines and ac- 
ting series of forms of installa- 

splay. 

‘ gw . Smith, manager, assisted 
( ' Frank R. King, I. Brodsky, M. B, 
P. McCarthy, consulting in- 
ittendance, explaining the vari- 
tion with billing and order 








EGRY REGISTER COMPANY, THE, Dayton, 


M., and 406 Central Trust building, Philadelphia. 
Booth No. 5/7. 

Exhibiting a complete line of Egry register systems and 
the department of systems service maintained by the com 
pany ior the benefit of the trade 

This booth is in charge of F. M. Shotwell, special repre 
sentative of the sales department, C. R. Hall, assistant sales 
manager, and lL. W. Marks, assisted by sales agents from 
adjoining territory. 


ELECTRIC SEALING MACHINE CORPORA- 


TION, New York, N. Y. Booth No. 157 

On exhibition here is an electric sealing wax machine 
which melts, drops and makes the impression of sealing 
wax. A line of sealing wax is also being displayed. 

This booth is in charge of Ernest Hyde of the main 
office and J. G. Montgomery, Jr., representing Wm. | 
Murphy's Sons Company, Philadelphia stationers. 


ELLIOTT COMPANY, THE, Cambridge, Mass.. 
and 1520 Chestnut street, Philadelphia, Penna. 
Booth No. 101. 

Exhibiting a rotary hand machine, standard foot machine 
and selector, electric machine, equipped with sheet feed 
attachments for pay roll work and listing attachment for 
dick-mailer strips, for publishers’ work. There is also 
being displayed for the first time a new inking process 
whereby the Elliott address card cut on the typewriter 
will be made to give an imprint the exact replica of type- 
written work, especially adapted for filling in form letters 
Gothic cutters, used in payroll work and in making slides 
for moving picture houses, form part of the exhibit. A 
portable projector with a reel illustrating the various proc 
sses of manufacture both of the machines and typewrite1 
address cards is proving of interest 

S. L. Mershon, district manager is in charge of the ex 
hibit, assisted by J. A. Rowley, C. Pohl and A. Wagner 


ELLIOTT-FISHER COMPANY, 342 Madison 
avenue, New York, N. Y. Booths Nos. 35-3&, 67-70 

Featuring plain Simplex and Universal accounting ma 
chines, in actual operation showing how some Philadelphia 
concerns apply these machines to their accounting methods. 
There will also be demonstrated the pen method of book 
keeping, showing various operations and the Elliott-Fisher 
way, showing how the various pen records can be written 
up at one operation. 

ae Slingerland, of the general sales ottice at New York, 
is in charge, assisted by I. L. Benedict, district manager, 
and W. C. Johnston, local manager, and the Philade!phia 
sales force 
ELLIS ADDING-TYPEWRITER COMPANY, 
Newark, N. J., and 608 Chestnut street, Philadel 
phia, Penna. Booth No. 104. 

Displaying the commercial bookkeeping and statement 
machine, bank ledger posting machine, bank statement ma 
chine, bank transit machine and a split platen full automatic 
duplex machine for statistical and auditing work. 

P. Laing, district sales manager, is in charge of the 
exhibit, assisted by H. L. Nace, F. O’Leary and I. N 
Bowen of the New York office and W. D. Sheck of the 
Baltimore office. 

GENERAL FIREPROOFING COMPANY, THE, 


Youngstown, ©., and 614 Bulletin building, Phila 
delphia, Penna. Booths Nos. 96, 97 


Here can be seen practically everything in the GF All 
| J 7 5 

steel line, including steel office furniture, filing equipment 

safes for records, filing cabinet supplies, etc. A very com 


p lete teller’s coun ater front andc age is also on exhibition. 

B. H. Potts, Philadelphia branch manager, is in charg 
of the exhibition, assisted by Mr. Miller of the Youngstown 
sales department, and the Philadelphia salesmen. Mr 
French, president and general manager of the company, is 
also in attendance 
HAMILTON AUTOGRAPHIC REGISTER 
COMPANY, Hamilton, O., and 712 Denckla build 
ing, Philadelphia, Penna. Booth No. 19. 


Showing autographic registers, all kinds of roll printing 


and business systems 
This booth is in charge of E. iF McBride. 


HAMMOND TYPEWRITER CORPORATION, 
THE, 208 South Eleventh street, Philadelphia 
Penna. Booth No 59. 

Here is a general display of the several Hammond Multi 
plex typewriters, including the Hammond portable machine 





HARRISON, CHARLES R., & COMPANY, 130° 
Sansom street, Philadelphia, Penna. Booth No. 22 

Showing a varied line of stationery devices 
HEVENOR, CHARLES D., COMPANY, INC., 
THE, Mutual Life building, Buffalo, N. \ Booth 
No. 105. 

\n ingenious and useful system for salesmet ither 
is shown here. 
HUSH-A-PHONE CORPORATION, 41. Union 
Square, New York. N. Y. Booth No. 23 

Showing the “Hush-A-Phone,” a device for effecting con 
fidential conversation and clear transmission over thi 
telephone 

This booth is in charge of G. L. Reasor, special represen 
tative, assisted by H. C. Tuttle, president of the « pany 
and L. S. Scher, secretary 
INDEX VISIBLE, INC., New Haven. Conn 
Booths Nos. 116, 117 


Showing a full line of visible card record system yt 
reference lists, posting equipments and book visible units 
his exhibit is in charge of Walter Jay of the Philadel 


phia office. 
INDUSTRIAL DIGEST, 25 West 45th street. 
New York, N. Y. Booths Nos. 134, 135 

\n interesting industrial publication for the use of busi 
ness men is explained at this booth. 
INTERNATIONAL ACCOUNTA ha TS SO- 
CIETY, Chicago, Ill., and 509-511 Widener build 
ing, Philadelphia, Penna. Booth No. 33 


This exhibit is strictly educational and consists of a 


series of framed charts showing the scope of tl O 
the International Accountants Society, which 
thoroughly up-to-date complete course of ad ( 


counting for home study 

S. Evans Clark, district manager, is in charge f this 
booth, assisted by \\ Ris ‘| racy, \ M Cornell \ Milles 
Mrs. S. E. Clark and others 
INTERNATIONAL POSTAL SUPPLY COM- 
PANY, 643 Prospect place, Brooklyn, N. Y. Booths 
Nos. 45, 60. 

Mailing room devices are shown here 
INTERNATIONAL TIME RECORDING COM- 
PANY, 50 Broad street ~ New York. N. \ oot 
No. 126 

Here a wide variety of time clocks, 


is demonstrated. 


KARDEX SALES COMPANY, Tonawanda, N. \ 


time 1 YY et 


ind Transportation building, Philadelphia, Penna 
Rooth No. 103. 

This exhibit consists of visible filing syste redit 
registers, bank equipment and a full line of st nd 
ibles 

The booth is in charge of H. H. Johnson, district mar 
iger, assisted by P. D. Jamison, Fred Buch, P Bristor 


lr. J. English, Ralph Lischy and O. S Moyer 
LANSTON MONOTYPE MACHINE COM- 
PANY, 24th and Locust streets, Philadelphia 
Penna Booth No. 100 


This exhibit includes the Barrett portable adding, listing 
nd cal ulating machine and the Monotyp« composing 
machine There 1s a complete showing of t tterent 
sarrett models and demonstrations are being given of its 
idding, listing, calculating and proof printing tures 
Specimens of the work done on the Monotype ca so be 
seen 

S. S. Dixon and F. L. Loomis with six demonstrators 
ire in charge of the Barrett division and C, 7 lal repre 
sents the Monotype section Sol Hess, typogra mal 


ager of the company, is at the head of the 


LA SALLE EXTENSION UNIVERSITY, 1046 


South Michigan avenue, Chicago, Ill. Booths Nos 
LS, 20, 

Hlere can be seen al interesting display or t t oks 
nd educational literature 

Registrars are on duty in the booth, fully 


various courses, 


earns wil ghd he COMPANY, 1029 


(Chestnut street, Philadelphia, Penna. Booth No. 92 

Exhibiting Corona typewriters. 

his booth is in charge of A. G. McGlathery and W. I 
Prickitt, assisted hy Wm H Barford, ar old-ti type 











Thomas A. Edison Announces 


The Electrip Ediphone 


How it is maintaining 
high efficiency for the 
office worker 














AT 63% 
=o 

OFFICE WORKER'S SALARIES _ f 
60% Source of} figures, Report wf 
New York/State Dept.) Labor QY F 
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ODAY it is 63% more 
important to handle the 
mail in the easiest. 





speediest way. The new 
Klectrip [diphone is so 
simple and 
dictators welcome this 
help. It makes them in 
dependent of time-wasting shorthand 
routine and doubles the value of thei 


services, to themselves and the firm 


USINESS women, too. 
& are gladly proving them 
selve s at least 63% more 


rf 
—_— 


y) . ‘fhcient in writing the 
{ 


effective that 






























j " “Radadryale more dictators 
a ~ lonh » Qo 
> on the oe Se . CON 
“t ELECTRIC TOUCH-CONTROL/ 
| retaries with a olume ’ FOR THE DICTATOR | FROM TYPEWRITER 
of correspondence art 
eee oe ee: nas 
dictating to the new diphone (made Any finger resting on Touch typewriting now 
sensitive for light see es instead of do the key f the Electrip includes electric touch 
ine tvpewritineg Sanitube controls the control of the voice. A 
ge ty] S: Ediph ae | , 
Se =e. he tap on an electric key 
thought’ with sub 


ry starts, stops or repeats 
conscious toucl his 


simple arrangement is the dictation. The 


SAY ; P 
THE the modern way to comfortable, easy way 1s 
diphc one “do it electrically.’ to “do it electrically.” 

Telephone ‘‘The Ediphone”’ your Cily 

for a demonstration on your dictation, 

THOMAS A. EDISON, Inc. or write for our booklet ‘‘Getting On.” 
ORANGE, N. J., U.S.A. 























Miss E 


M. Graham ane 


Fart 


writer man, Miss G. R ell. 


H. A. Senderling. 
LIBRARY BUREAU, 
nut street, Philadelphia, 
83-85. 


Showing for th 


N. Y., and 910 Chest 
Booths Nos 


llion, 
Penna 


mrst time thie Vew Visible re ora le 


the Flexi-tile, Russell index for cards and books, “B” label 
safe, new mail-order ling course, statistical service dé 
partment, indexing and filing departments \ rotarv card 
cutting machine which « 60,000 cards per day is also o1 


Another feature is the company’s 


exhibition 
ir of 1921 guided with “Automatic 


spondence file for the y« 


Index,” producing for those rested their own corre 
spondence in record t 
M. W. Montgomery, Philadelphia manager, is in atte1 


t yaa SUDeTVISIOI 


ance at this exhibit, wl | s unde the 
ot H I. 
selling force 
LIGHTNING COIN 
401 Ravensv 
No. 118 

(Jn exhibition here are the differet 
dapted for 


Rearwi stor nager, assisted by the e1 


CHANGER COMPANY, 


Chicago, Ill Rootl 


ood avenue 


changers, a t users, including banks 


t models of Lightning 


coin differet 
theatres, restaurants i retail stores, candy shops, 
drug ‘stores imusement parks, dance’ halls, treasure 
omces, ete 

Chis booth is 7 charge of L. E. Dauer, field manager 
and H. J. Bun hilade a representative 


ACTURING oe 


and Philadelphia 


LINE-A-TIME MANU F 
PANY, INC.. hester. N. ¥ 


Roc] 


Penna. Booths Nos. 151, 152 

Chis exhibit consists irious models of the Line-A 
lime, including the standard model with a ber of 
provements, a ne motor driven mo del, book machine 
handle bound books, the Universal Luminous Lens Line 
lime magnitying and illuminating the copy, besides a nut 
ber of special attach nts to permit of the Line-a-Tim« 
being put on to transcribing machines of the type of Elliott 
Fisher, Remington and | ler od billing mac hine s, Flexo 
types, etc 

Chis booth ts in charge of | \. Longshore, Philadelphia 
district manager. assisted y ( \. Cole sberry of the Phila 


ntative trom the ho ( omc 
dat 


delphia office \ 
Rochester is t I 

MAILOMETER COMPANY, ey 
Office Device Company, 837 Chestnut 
delphia, Penna Booths Nos. 42, 43. 


iiso n 


trot, 


street. Phila 


Showing different models of envelope sealing and stat 
ifixing machines, as ell as the Automa heck endors 
and Model D or Pert t \iail eter. the mach e that « 
the envelopes and imprint t ind 1 reat d bv t yg 
ernment for the handling f first-class mail by it 
new authorization of the st office department 

i | y tf | 1) Der () 


Chis exhibit is 
Devi ( Compal! 


MARCHANT CAL 
COMPANY, 2°00 bulletin 


Penna. Boot! No bf) 


thy ’ mnt ne ot calculating 


CU LAT ING erg 
ladelp 


1 


building, Phi 


Demonstrating 
chines 
McCASKEY REGISTER COMPANY, THE, 
—— Nos 13. 14 


\N] 


ance, ©). 

Demons 
record-k: epin 
MONROE 
PANY, 4° 


1 


CALCULATING MACHINE 
Mitchell street, Orange, N. J. Boot 


Nos. 77, 82 

Here is show t I calculati ( 
successive models \ ( | 
of the machin: 


MUNSON SUPPLY COMPANY, 


N. ¥.. and Phil: delphia. Penna Rootl 

Displaying t Star 1 M pneumat tvpewr 
speed keys for ll 4 ) typewriters ind idan 
nachines 

This booth 1s 1 harg Oo \\ ti Nee sales manag 
and Irving Cooper, Philadelphia manager, assisted by M 


, 
Ssaiesmen 


Woodruff and Geor sanker 
NATIONAL C A S H 
THE, Dayton, ©. Booths Nos 

Showing the N tior il wuditing ind 


107-112, 137-142 


accounting 


work. distribution 


are idapt 


which 
charges 


" st a tinting, stock control, et the ne 


COs : a 


\Mlich ., alld 


COM- 


REGISTER COMPANY, 


machines 





NATIONAL MAP COMPANY, 162 
Trust building . Philadelphia, Penna 


( nstrated 


NOISEL ESS TYPE WRI TE nes MPANY, THE, 


( | Penna Boot RO 106 
| 
r d é S 
s tro ( 
eo nd te ; 

" , P 11 

\ will 
‘ S S 
| s rei 

| ~ 


OFFICE APPLIANCE “COMPANY. THE. 


| ] \ ' \ |? +1 
I (I Ne \\ \ IN \ Poort 
1 ' 
( \ ian S t} ' rw P 
t } | 
{ I 
gy es K 
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eqauipn 
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PHIL ADE LPHIA ME kL FURNITURE COM- 


-heniobad, Ninth and son streets 


1 \ +4 , , 
booths Nos iis. 7 
pment 
\ sé 
{ 
( S 


POL AR MANUF say deg 


Somer NY, 105 
North Marshall stre¢ 


POSTAGE METER COMPANY. 
f \ nd Stamtord. € ont Booths 


\ 


POME RANTZ, A. & COMPANY, 
idelphi: me Boot! N 


( l 


POWERS. "ACCOUNTING MACHINE 
PANY, 150 Nass t, New Yor 


. 


COM- 


r : 
. ( 


PROVIDENT LIFE 
SHE, Fourth and | 


¢ Tee) 


AND TRUST COMPANY, 


























Bright 


(THE MILLER LINE THE MILLER LINE 
IS SUPERFINE G| nN @ar [IS SUPERFINE 






































VIENERALLY FAIR TUESDAY! That makesa fine 
G report from the weather bureau but will never do from 
the stenographic department. ‘Generally fair” is not 

eood enough. Forcetul letters as well as readable carbon 


lL) 
) 


copies must be “I 


“CMa Pius i ut 
Typewriter Ribbons--Carbons 


The Miller Line of Typewriter Ribbons make possible 
the kind of letters your customers like to have go out of their 
fices. The Miller Line of Carbons produce copies that are 


right and Clear.” 


always clear, and never cloudy. 

You don’t have to take our word tor it. Tell us what 
class of trade you cater to and we'll send generous samples 
to try out in your own way. Then the decision is “up to you.” 


Give us a chance to show you what 
real trade-getters we manufacture. 


The Miller-Bryant-Pierce Co. 


General Offices and Factory 
231-241 South River Street, 
AURORA, ILLINOIS 
Cable Address, “Milpie” 


Branches ( New ' Bosto1 Cleveland; New 
Orleans: Minne St. ] lilwaukee: S Fy anapolis; Peoria; 


Europea ( enue ¢ Br Belgium, 























will be shown the necessity of business life insur- 
ance, by literature, etc 

This booth is in ¢harge of Denny D. Wright, 
McClellan, 3rd, William Ewing and Cortlandt M. 


son. 


PUBLIC LEDGER COMPANY, Independence 
Square, Philadelphia, Penna. Booths Nos. 39, 66. 

Competent people here explain the news service of one 
of the oldest publications in Philadelphia. 
RAND COMPANY, INC., North 
N. Y., 1109 Walnut street, Philadelphia, 
Booths Nos. 63. 64. 

Exhibiting the new Public model, designed espe- 
cially for large lists of names which must be placed in small 
space and still be accessible to a number of persons all at 
the same time. Also, the stock control, purchase control, 
personnel, cost, production and analysis controls, of prime 
interest in these trying times of keeping the figures from 
the red ink column. 

This exhibit is in charge of P. 
Hendler, M. M. 


Here 


Samuel 
Richard- 


Tonawanda, 
Penna. 


Service 


district sales 


Lewis, J. G. 


\. Swartz, 


agent, assisted by J. B 
McLoughlin, S Newman and D. H. Rineard of the local 
service staff. 
RAPID ADDRESSING MACHINE COMPANY, 
New York, N. Y., and 1208 Chestnut street, Phila 
delphia, Penna. Booths Nos. 47-48. 

Exhibiting addressing machines of various types, includ 


ing the hand operated addresser, capable of addressing be 
tween 1,200 and 1,800 ee of mail matter per hour, model 
No. 1-D motor driven addressing machine, equipped with 
skipping and repeating ‘attachment, the Indexograph sys- 
tem as used by mail order houses for catalogue addressing. 
Model No. 1-K rotary equipped with automatic envelope 
feed and stacking attachments is attracting considerable 
attention. This machine will actually address ten thousand 
envelopes per hour, stacking the addressed envelopes in 
alphabetical order as they come from the machine. 

E. E. Mills, general sales manager, is in charge of this 
exhibit, assisted by H. Hammig, district sales manager, 
I. B. Thomas and A. Wachsmuth, salesmen. 

REUTER, INC., CARL H., Land Title building, 
Philadelphia, Penna. Booth No. 23. 

Showing the different models of Brunsviga 
medes multiplying and dividing machines. 

Edgar H. Reuter is in charge of this booth 


ROESLER & COMPANY, 2026 North Park 
nue, Philadelphia, Penna. Booth No. 131. 

Here can be found Multipost equipment including stamp 
affixer and recorder, stamp registers, sealing machines, 
Reynold envelope sealer, ©. K. letter opening machines, 
Toledo mailing and parcel post scales and the Innovator 
mailing system providing for the latest methods of han 
dling both incoming and outgoing mail 

This booth is in charge of Miss B. H. Saylor, Elmer 
Young, Charles S. Osborne, A. E. Denise and E. R. G 
Roesler. 

ROTOSPEED COMPANY, THE, 
Dayton, ©. Booth No. 158. 

An interesting rotary duplicator is demonstrated here 

SAFE-CABINET COMPANY, THE, 


Ohio, and 623 Chestnut street, Philadelphia, 
Booth No. 105. 


Exhibiting a complete line of Safe-Cabinets 

This booth is in charge of Dean Babbitt, Atlantic district 
manager, assisted by FE. V. Anderson, A. R. Sutherland, 
T. C. Grace, E. C. Whitby, S Wass, H. R. Staley, U. V. 
Culver, W. J. Dooley. 
SHAW-WALKER COMPANY, THE, \uskegon, 
Mich., and 1010 Chestnut street, Vhiladelphia, 
Penna. So0ths Nos. 53-56. 

This exhibit consists of the Shaw 
cluding the Da-Visible index, vertical letter indexes and 
other methods of handling records. The National Train- 
ing School for Filing is occupying this booth, also going 
fully into details on the work being done. 

A committee, consisting of C. W. Norton, L. K. Straus. 
James F. Strong and Miss Spaulding, are in charge 
of this display. 


SMITH, L. C., & BROS., TYPEWRITER COM- 
PANY, Syracuse, N. Y., and 125 South Twelfth 
street, P hiladelphia, Penna. Booths Nos. 93, 102. 


The various models of the L. C. Smith typewriters are 


and Archi 


kelks 


building, 


Penna. 


Walker products, in 


Je ssie 


on exhibition with competent demonstrators in attendance 


Marietta, 





Philadelphia manager, 1s 
ippointed troi py tne 


L. J. Harrington, 
sisted by a special committe: 
sales force at the afternoon sessions and during the ning 
entire sales force of the 
from the home office, including the following 
attendance H. M. Smith, of the 
Brewster, advertising manager: J. W 
motion manager; E. kK. Ste 
representative. 


STANDARD REGISTER COMPANY, 


omce Visitors 


sessions by the 


sales depart! nt \ 
Kiplinger, s 


phe nson, special 


THE, 92 


Chestnut street, ope acne sea Penna. Booth No. 32 
Demonstrating an interesting line of commercial 1 sters 
STRAWBRIDGE & CLOTHIER, M: sae Eightl 
and Filbert streets, Philadelphia, Penna booths 
Nos. 48, 49. 
Here can be seen the Gunn “Lino” writing sks 


and bookcases, the products of the Gunn Meta 
( ompany., also Sikes chairs 
John Jackson, A. J. Eilenberg and H. ¢ 


charge of this exhibit. 


SUNDSTRAND ADDING MACHINE SALES 
AGENCY, Rockford, IIl., and 139 South Eleventh 
street, Philadelphia, Penn Booth No. 94 
Exhibiting the new Sundstrand cash register, \ 1 adds 
up the items in detail and gives a total on eacl stomer’s 
receipt, also the combination cash register and adding 
inachine, which not only gives the customer a r¢ 
also segregates the sales in different columns so t t com 
plete information is furnished the custome 
amount of each class of goods sold Che reg mode 


of adding machine is also being show1 
new features have been incorporated 

W. H. Kiefer, Philadelphia manager, is in charg sted 
by members of the Philadelphia I 
eastern manager and ] 
visor, are also in attendance 


SUTLIFF, V. E., 30 Church street, New York, 


] " 
Sales orce 


Newsom, Hanson Kerr 


N. Y. Booth No. 

TABULATING MACHINE COMPANY, THE, 
50 Broad street, New York, N. Y Booths Nos 
124, 125. 

This exhibit consists of Hollerith electric tabul and 
sorting machines, key punches, gang punches rifiers 
which are being demonstrated as to their use in a1 ing 
material costs, payroll, sales and other informati eces 
sary in conduct of business \nother product 
is a machine recently put on the market, and as 
the “Card Counting Tabulator,” which is esp te 
to vita! statistical work and can be used to ad tage by 
departments of health or wherever a unit count requires 

This display is in charge of J. T. Wilson M 


Chesney and William MacLat 


UNDERWOOD TYPEWRITER COMPANY, 


INC., 30 Vesey street, New York, N. \ sooths 
Nos. 71-73, 86-88. 
Demonstrating Underwood correspondence 


luding the nderwood Portable: also bool 
Speed typists will be present and 
onstrators at all machines 
VICTOR ADDING MACHINE COMPANY, 304, 
Carroll avenue, Chicago, II]. Booth No. 31 

The Victor adding machine is displayed he 

C. E. Dolaway, district 
beoth, assisted by several | 
make demonstrations. 


WALLER, M. P., COMPANY, INC., 82 
street, Philadelphia, Penna. Booth No 
Che Acme card system line is demonstrate 


WERTSNER, C. S., & SON, 211 
Philadelphia, Penna. Booth No. 21. 

This booth contains an interesting display of 1 ma] 
tacks, map map cabinets, and mountings 
styles and finish, everything connected with 1 
Wertsner and H. D 


( line Ss 


inager, 1s in Cl 
ompetent 


salesm« 


lhirteent street 


cases, 


is. OS Reichert are 
booth 
YAWMAN & ERBE MANUFACTURING COM- 
PANY, 655 St. Paul street, Rochester, N. \ sooths 
Nos. 119-123. 

Here is shown a line of filing devices 
counter-height units, et« 
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cial stationery. Its comprehensive news reports of the industry 
and its valuable special articles upon subjects germane to its 
field have given it unusual prestige. It serves a clientele com- 
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furnish its readers reliable information concerni the 
and development of the office appliance industry. It wil gees f 
any questions germane to its field to the best of its ability, and 
it asks its readers in all parts of the world to aid it with in- 
quiries and suggestions, to which it will give prompt and earnest 
consideration. 

{CHANGE OF ADDRESS. Subscribers may have their mail- 
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Morton Mfg. Co...... 241 
Munson Supply Co... 250 
Nielson Supply Co.. : 24 
Peerless Key Co., Inc. 154 
Pierce Sales Co.. 211 
Speed Key Mfg. eo 258 
Thorp & Martin Typew riter ( 204 
Typewriters, New. 
American Writing Machine ( 112 
Corona Typewriter Co..... 162 
Hammond Typewriter Co. 108 
Noiseless Typewriter Co. 101 
Oliver Typewriter Co....... Pack Cover 
Remington Typewriter Co. 68 
Roberts, L. R., Typewriter (« 144 
Royal Typewriter Co...... 76 
Smith, L. C., & Bros., Typewriter Co 9 
Underwood Typewriter Co.. 71 
Victor Typewriter Co...... 228 
Woodstock Typewriter Co. 263 
Typewriters, Rebuilt. 
American Writing Machine (¢ 112 
General Typewriter Exchange In 151 
Guarantee Typewriter Co. 238 
Manufacturers Typewriter Clearing llouse.185 
Regal Typewriter Co...... 258 
Shipman-Ward Mfg. Oo. 136 
Smith Typewriter Sales Co.. 240 
Typewriter Emporium .136 
United Typewriter Exch: unge ar 236 
Wholesale Typewriter Co. 180 
Young Typewriter Co.... 205 
Vault Doors. 
Se Te Ecce ccccceces 131 
Ventilators, Office. 
Chicago Mirror & Art Glass ( 163 
Wardrobes. 
Automatic File & Index Co. . 88 
Furnas Office Furniture Co .200 
Medart, Fred, Mfg. Co...... 13 
Terrell’'s Equipment Co..... 203 
Waste Baskets. 
American Vulcanized Fibre Co 
Barbee Wire & Iron Works. 


Erie Art Metal Co........ 

General Fireproofing Co.... 
Massillon Wire Basket Co., The 
Metal Office Furniture Co. 7 


Peerless Wire Goods Co.... 
Mfg. Co.... 


Vail 
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HELP WANTED. 





SPECIALTY SALESMEN and Agents 
To sell direct to consumer, nationally ad- 
vertised appliance primarily designed for 
office use but which on account of its 
adaptability is also applied to many in- 
dustrial uses. Each sale creates reorders. 
Cash proposition. Profit more than 50% 
each sale and can be sold exclusively or 
as side line. Write for details to R. 
Haverstock, Specialty Dept., 351 Jay 
street, Brooklyn, N. Y. 


WANTED—A young man to become 
active partner in a well established Sta- 
tionery and Office Furniture business in 
a large city in Massachusetts: about 
$9,000 in cash required which is needed 
to branch out. This firm has a number 
of good accounts and is growing so that 
it requires more capital and help. Ad- 
dress F-10, care Office Appliances, Chi- 
cago. 


WANTED—High Class Specialty and Sta- 
tionery Salesmen to sell a line of metal 
commercial calendars with daily date 
pads attached, to Stationery Trade. Big 
profit. No bulky samples. Commission 
paid on receipt of order. Can be handled 
in connection with any line. Write to- 
day for our proposition Fogarty Manu- 
facturing Co., Dayton, Ohio. 


WANTED—tTypewriter and adding ma- 
chine repairmen and mechanics for mem- 
bership in the Typewriter & Adding Ma- 
chine Mechanics’ Aid Ass'n, Inc., Em- 
ployment Bureau, general information 
bureau. Purpose, Nation-wide organiza- 
tion. Address 8 Nevins street, Brooklyn. 
N r.. at once, for detailed information 
City, 


Branches in Kansas Mo., and in 


Boston, Mass 


MEN capable of earning $5,000 will be 
vitally interested in our proposition. Ex- 
cellent opportunity for ACTIVE salesme 

in each important territory. Write De- 
partment P, National Bank Supply Com- 
pany, Manufacturers, 226 Lafayette street, 
New York City. 


WE HAVE an opening for a competent 
salesman, covering L. C. Smith territory 
and embracing nine counties with a 
branch office in a town of 20,000 people. 
Give references and business experience 
in the first letter. Address G-8, care Of- 
fice Appliances, Chicago. 


WANTED—Salesmen calling on station- 
ry, drug, department store and whole- 
sale stationery trade to handle an easv 
selling, good paying proposition,. Neat 
compact samople outfit can be carried in 
connection with any line. Louis F. Dow 
Co., St. Paul, Minn. 


SALESMAN WANTED to carry high 
‘rade stationery specialty, which will not 
compete with other lines. An attractive 
article which will take well. Address 
H-12, care Office Appliances, Chicago 





WANTED—Salesmen, calling on station- 
ers, drug, gift and dept. stores. Good 
line Side line comm. basis. Mention 
iines carried and territory. Address N-8, 
care Office Appliances, Chicago. 


SALESMEN—If you call regularly on sta- 
tionery stores you will be interested in 
our side line. (See display adv.) Ex- 
clusive selling rights. Eagle Envelope Co., 
Chicago. 


OFFICE FURNITURE salesman to take 
charge and build up that department in 
Chicago stationery store. State experi- 
ence and qualifications in full in first iet- 
ter. Address P-3, care Office Appliances, 
Chicago. 


TYPEWRITER repair man wanted, with 
wonderful possibilities of developing into 
sales work L. C. Smith typewriter ex- 
perience necessary. Address J-9, care 
Office Appliances, Chicago. 

SALESMEN—For Boston and New York 


—familiar with the Mimeograph or sim- 
ilar machines. Looks good for $7,000 to 


$10,000. 30x S-3, Office Appliances, Chi- 
cago. 
WANTED MALE HELP — High-class 


typewriter salesman, also efficient com- 
bination repairman and salesman. Mun- 
cie Typewriter Exchange, Muncie, Ind. 


Crs se SALESMAN, STBEL OFFICE 
FURNITURE—Young man between 21 
and 30 can make excellent connection 
with leading manufacturer of steel office 
furniture as city salesman at one of our 
branch offices. Salary and bonus Ex- 
clusive territory. Fine opening for clean- 


cut producer capable of selling both 
standard and built-to-order work Give 
full record in first letter. Applications 
confidential. Address W-5, care Office 


Appliances, Chicago. 


TRAVELING SALESMAN, STEEL OF- 
FICE FURNITURE—Notable opportunity 
with one of the largest eastern manufac- 
turers of steel office furniture, prefer 
young man, single, under 35 years, cap- 
able of selling stock steel filing equipment 
to dealer trade and built-to-order work 
to banks and courthouses. Should be 
able to make own submission drawings of 
special cases. Give full qualifications and 
references; application will be kept strict- 
ly confidential. Address N-9, care Office 
Appliances, Chicago. 


FOR SALE. 


ALL MODELS Multigraphs, duplicators, 
folding, sealing, addressing machines and 
supplies. Guaranteed serviceable as new. 
One year free service Chicago. Machines 


bought for cash, taken in trade and 
handled on consignment. Office Device 
Company, 162-H North La Salle, Chi- 


cago. 


MULTIGRAPHS—Like new at one-third 
to one-half cost. Thoroughly rebuilt, in- 
cluding new type, platens, bearings, etc. 
Iron-clad two year guarantee. Will ship 
on approval. Russell Earnest Baum, 33 
South Broad street, Philadelphia. 


ADDRESSOGRAPHS, Multigraphs, dupli- 
cators, envelope sealers, letter folders, 
Mailometers, supplies. Less than half 
price, guaranteed one year. Pruitt Com- 
pany, 112-H North Wells street, Chicago 


FOR SALE—Elliott foot power Addresser- 
press. Price $25.00 f. o. b. Austin, Tex 
Good condition. Address P. Buford, 208 
West Seventh street, Austin, Tex 


MULTIGRAPHS, Dictaphones, Ediphones, 
Writerpresses, Mimeographs bought, sold 
and rebuilt like new. Multigraph and 
Multicolor ribbons, ink and platens. We 
save you money. Price, Inc., 440 South 
Dearborn street, Chicago. 


FOR SALE—Patent rights on high class 
office specialty. Particularly designed for 
rubber stamp trade; can be handled nice- 
ly by any manufacturer of stationery spe- 
cialties. An article of proven merit now 
being handled by stationers in certain 
sections of the country. If you are 
equipped to take on this new high grade 
device, you will find it worth while to 
investigate our proposition. Address 
M-10, care Office Appliances, Chicago, Tl. 


AGENCIES WANTED. 





EXPECT to open a sales office in Los 
Angeles. At present am a rtner in an 
office supply and office furniture business 
which we established 7 years ago. Selling 
out my share. Manufacturers write and 
let me know what you have to offer. 
Address mail to K-4, care Office Ap- 
pliances, Chicago. 





STE AN. BELGE AMERICAINE, 20 rue 
des Dominicains—Liége. General agency 
for Belgium of the Royal typewriter, and 
the “MONROE” calculating machine, is 
always interested in new agencies for of- 
fice machines and equipment. 








SITUATIONS WANTED. 





EXPERIENCED adding machine repair 
man willing to spend any reasonable time 
in the factory of large concern. Man 
having road experience and capable of 
taking charge of department. Address 
G-33, care Office Appliances, Chicago. 





‘OLLEGE MAN, 27, single, now employed 
in sales organization of metal furniture 
desires new connection. Can go any- 
where. Available upon two weeks’ notice. 
Best of references furnished. Address 
D-5, care Office Appliances, Chicago. 





HIGH GRADE office furniture salesman 
is open for new connection. Has stron 
personal following among the trade an 
is capable of putting over a good propo- 
sition in a big way. Address Z-6, care 
Office Appliances, Chicago, IIL 





WAN TED—Position as manager of Office 
Furniture Department or manager of 
Branch Office of Manufacturer. Those 
doing less than $75,000 to $100,000 a year 
need not apply. Address E-7, care Office 
Appliances, Chicago. 








AGENTS WANTED. 





DO YOU WANT a really good side line? 
Sell Curtis Fibre Envelopes. Every bank, 
lawyer, abstractor, insurance company, 
every sales manager, every business with 
branches, and every manufacturer and 
jobber who have heavy or bulky mail to 
send out needs them. Outfit weighs 16 
ounces Excellent proposition for sta- 
tionery and office appliance salesmen. 
Commisison paid on acceptance of order. 
Write Curtis, 1000 St. Paul, Inc., 1000 
University avenue, St. Paul, Minn. 





AGENT WANTED in every city in 
America to sell an inexpensive new 
article that is needed for daily use in 
every office and home. Easy seller, good 
profits. Permanent exclusive arrange- 
ments possible. Write for particulars, 
mentioning this publication. P. O. Box 
1158, City Hall Station, New York City. 





DEALERS to handle Safes and Vault 
Equipment either in conjunction with 
stationery stores or alone. Write us for 
territory and further information. Ad- 
dress P. O. Box 846, Cincinnati, Ohio. 





KALLAJIAN TELEPHONE HOLDER— 
Phone Hand Free, convenient and ef- 
ficient device. eliminating old tiresome 
way. Particulars Kallajian Mfg. Co., 1930 
Washirgton street, Boston, . 








WANTED. 





WANTED TO BUY—Typewriters, - 
cially No. 5 Underwoods and Woodstocks. 
State serial Nos. and price. uncie 
Typewriter Exchange, Muncie, Indiana. 
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Association Officers | 


A LIST OF OFFICERS OF THE VARIOUS STATE AND LOCAL STATIONERS’ ASSOCIA- 

TIONS, THE REGIONAL BODIES OF THE NATIONAL ASSOCIATION OF STATIONERS 

AND MANUFACTURERS, LOCAL ASSOCIATIONS OF OFFICE APPLIANCE MANAGERS, 

AND THE VARIOUS AFFILIATIONS OF MANUFACTURERS TO FACILITATE CON- 
TRACT WITH THE FIELD. 


Secretaries are requested to notify Office Appliances of any changes in personnel or address, and to report 


B, annual elections 


—— OH 
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NATIONAL ASSOCIATION OF STATIONERS AND 
MANUFACTURERS 


J. Ogden Pierson, president; Eberhard Faber, first vice presi- 
dent; G. L. Davis, second vice president; Charles L. Mitchell, 
third vice president; A. H. Childs, treasurer; J. Herbert White, 
auditor; Fletcher B. Gibbs, general manager, 403-05 Conway 
Building, Chicago, Ill.; Mortimer W.- Byers, secretary; W. D. 
Pittman, assistant general manager; W. H. Greenleaf, field 
secretary; Charles L. Estey, advertising counsel. 


WHOLESALE STATIONERS’ ASSOCIATION OF THE 
UNITED STATES 

Paul J. Wielandy, Blackwell-Wielandy Book & Stationery 
Company), president, St. Louis, Mo. 

G. L. Davis (Adams, Cushing & Foster), 
Boston, Mass. 

R. P. Andrews (R, P. Andrews Paper Company), 
Washington, D. C. 


vice president 


treasurer 


Stationers—Regional and State 


CAPITOL DISTRICT STATIONERS’ ASSOCIATION 
R. F. Clapp, Jr., president, Albany, N. Y.; Mr. Shaffer 
(Albany News Company), Albany, N. Y., vice president; George 
H. Green, treasurer, Albany, N. Y. 
THE COLORADO STATIONERS’ ASSOCIATION 


George Matheson, chairman, 301 Colorado National Bank 
Building, Denver, Colo. 

CONNECTICUT VALLEY STATIONERS’ ASSOCIATION 

D. D. Macdonald (Bradley & Scoville Company, Inc.), New 
Haven, Conn.; J. B. Tower (John R. Rembert Company), vice 
president, New Haven, Conn.; F. L. Chamberlin (The Chamber- 
lin & Shropshire Company), treasurer, Bridgeport, Conn.; E. W. 
Pape (Adkins Printing Company), secretary, New Britain, Conn 
James E. Feeley, auditor. 

ILLINOIS STATIONERS’ AND BOOKSELLERS’ 
ASSOCIATION 
Cc. W. Follett (J. W. Wilcox & Follett), president, Chicago, 


Ih. 

George C. Brockman 
Mount Sterling, Il. 

Fred Greenwood (Woodworth’s Book Store), secretary-treas- 
urer, Chicago, Ill. 

KANSAS BOOK DEALERS’ ASSOCIATION 

Phil M. Anderson, president, Newton, Kans. 

A. 8. Allen, vice president, Wichita, Kans. 

F. G. Orr, secretary-treasurer, Wichita, Kans, 


MIDDLE ATLANTIC DIVISION 


A. Pomerantz (A. Pomerantz & Company), chairman Board 
of Governors, Philadelphia, Penna.; Mortimer W. Byers, coun- 
sel, New York, N. Y.; Francis B. Irwin (James Hogan Com- 
pany, Ltd.), Philadelphia, Penna., secretary-treasurer. 


MIDWEST DIVISION—NATIONAL ASSOCIATION OF 
STATIONERS AND MANUFACTURERS 
Charlies L. Mitchell (Crane & Company), president, Topeka, 
Kans. 
Cc. W. Seely (Hall Litho Company), vice president for Kan- 


sas, Topeka, Kans. 
Clark Field (Field Stationery Company), 
Oklahoma), Tulsa, Okla. 


(Brockman & Son), vice president, 


vice president for 


C. Whittemore, secretary, 1741 West Eleventh Street 
Brooklyn, ie Be 
Gerry A. Manning (Joplin Printing Company), vice presi 
Joplin, Mo. 


dent for Missouri, 

R. D. Latsch (Latsch Bros.), 
Lincoln, Nebr. 

Horace G. Mitchell (Democrat Printing & Litho. 
vice president for Arkansas, Little Rock, Ark. 

A. S. Matthews (Hall Lithographing Company), 
Topeka, Kans. 


NORTHWESTERN STATIONERS’ ASSOCIATION 

E. D. L. Sperry (Brown, Blodgett & Sperry Company). 

chairman, St. Paul, Minn. 
PACIFIC NORTHWEST STATIONERS’ ASSOCIATION 

J. K. Gill (J. K. Gill Company, Portland, Ore.), president. 

Pliny L. Allen (Pliny L. Allen Company, Seattle, Wash.), 
vice president. 

J. S. Ball (Kilham Stationery & Printing Company, 
Ore.), secretary-treasurer. 
SOUTHEASTERN DIVISION—NATIONAL Seaton OF 

STATIONERS AND MANUFACTURER 


vice president for Nebraska. 
Company), 


secretary 


Portland 


John R. Dewberry (Dewberry & eeacareceta i Stationery 
Company), president, Birmingham, Ala.; Sidney Gassenheimer 
(Mercantile Paper Company), vice president for Alabama, 
Montgomery, Ala.; E. T. Chambers (Chambers Office Supply 
Company), vice president for Mississippi, Jackson, Miss.; J. 
Henry Petetin (Petetin-Beaudean), vice president for Louisi 
ana, New Orleans, La.; W. S. Moody (Williams Printing Com- 
pany), vice president for Tennessee, Nashville, Tenn.; Charles 
M. Marshall (Fielder & Allen Company), vice president for 
Georgia, Atlanta, Ga.; Leo F. Johnson (Florida Office Supply 
Company), vice president for Florida, Tampa, Fla.; Geo. H 


Moore (Pound & Moore Company), vice president for North 
Carolina, Charlotte, N. C.; R. H. Pogue (Dewberry & Mont 
gomery Stationery Company), secretary-treasurer, Birming 
ham, Ala. 
STATIONERS’ ASSOCIATION OF CALIFORNIA 

Henry C. Dimond, chairman, 255 California Street, San 

Francisco, Calif. 
THE STATIONERS’ ASSOCIATION OF SOUTHERN 
CALIFORNIA 

J. L. Garner, chairman, 608 O. T. Johnson Building, Los 

Angeles, Calif. 


Stationers—Local 


ATLANTA STATIONERS’ CLUB 
A. P. Baylis (Baylis Office Equipment Company), president; 
H. M. Kopplin (The S. P. Richards Company), vice president; 
J. P. Swann, secretary-treasurer. 


BALTIMORE STATIONERS’ ASSOCIATION. 
Sanders J. Thalheimer (Meyer & Thalheimer), president. 
W. Booth Settle (Commercial Printing & Stationery Com- 

pany), vice president. 
John W. Kennedy (John W. Kennedy Company), treasurer. 
Lewis R. Curlett (John H. Saumenig & Company), secretary. 


BIRMINGHAM STATIONERS’ ASSOCIATION 
R. H. Pogue (Dewberry & Montgomery Stationery Company), 
chairman. 
(Mr. Pogue is acting secretary pending the election of a 
successor to W. G. King, who has moved from Birmingham.) 


BOSTON STATIONERS’ ASSOCIATION 
Frank J. Merrill (Francis Doane & Company), president. 
Thomas Groom (Thomas Groom & Company), vice president. 
Wm. H. Cogan (Service Stationery Company), treasurer. 
L. E. Muran (L. E. Muran Company), auditor. 
Alexander Hepburn (Adams, Cushing & Foster, Inc.), 
tary, 112 Federal Street, Boston, Mass. 


BUFFALO STATIONERS’ CLUB 
* marry T. Williams (Ryan & Williams), president. 


secre- 





Richard B. Lockwood (Millington Lockwood), vice president. 
Clarence T. White (Adams & White Company), treasurer 
Geo. W. Davis (Otto Ulbrich Company), secretary. 


CHICAGO STATIONERS’ ASSOCIATION 
Ogren, chairman, Conway Building, Chicago, II). 

CINCINNATI STATIONERS’ CLUB 

John H. Gibson (Gibson & Perin Company), president. 

Frank L. Mills (Armstrong Stationery Company), statistician. 

E. E. Davis (Sellers, Davis & Company), secretary, 311 Wal- 
nut Street, Cincinnati, Ohio. 

STATIONERS’ CLUB OF INDIANAPOLIS 

John Hampton (The Hampton Printing Company), president 

Mr. Hiller (Hiller Office Supply Company), vice president. 

Everett Agnew (W. K. Stewart Company), secretary-treas 
urer, Indianapolis, Ind. 

KANSAS CITY STATIONERS’ ASSOCIATION 

Oliver Wroughton, chairman, 801 Graphic Arts Building, 

Kansas City, Mo. 
LOUISVILLE STAMP AND STATIONERS’ CLUB 

John Fetter (Geo. C. Fetter Company), president. 

Chas. Boone (Hammer Printing & Office Supply Company), 
treasurer. 

George H. Koerner, secretary, 208 Lincoln Building, 
ville, Ky. 
MILWAUKEE STATIONERS’ ASSOCIATION 
O’Cennor, chairman, Camp Building, Milwaukee, Wis. 


John W. 


Louis 


J. L. 






































STATIONERS’ ASSOCIATION OF MOLINE, ROCK ISLAND 
AND DAVENPORT 

(The Vaile Company), president. 

L. L. Book Concern), 


E. O. Vaile, Jr. 

M. H. MacArthur (MacArthur 
president. 

D. S. Hansen (Carlson Bros., 
line, Ill. 


vice 


Inc.), secretary-treasurer, Mo- 


THE STATIONERS’ ASSOCIATION OF 
Ernest Latter, president; Paul Granger 
vice president; Thomas V. Bell (Thomas V 

retary-treasurer. 


MONTREAL 


Ferres), 
Ltd.), sec- 


(Granger 
Bell, 


NASHVILLE STATIONERS’ CLUB 
J. Victor Barr (Brandon Printing Company), president. 
John Ambrose (Davies Printing House), secretary-treasurer, 


STATIONERS’ ASSOCIATION OF NEW ORLEANS 
W. Eldredge (Petetin-Baudean, Inc.), 


STATIONERS’ ASSOCIATION OF NEW YORK 
Henry Frank (Frank & Tichenor Company), president. 
Wm. E. Ward (John Ward & Son), first vice president. 
E. EB. Huber (Eberhard Faber), second vice president. 
Mortimer W. Byers, third vice president. 

Joseph I. Kilbourn (L. H. Bigelow Company), treasurer 
J. Thomas Hill (Corlies, Macy & Company), secretary. 


Ww 


Secretary 


STATIONERS’ AND PUBLISHERS’ BOARD OF TRADE 


Edward F. Huber (Eberhard Faber), president; John E 
Gavin (Charles M. Higgins Company), first vice president; 
Nelson H. Stewart (K. & O. Company, Inc.), second vice- 


president; Gordon Cameron, secretary-treasurer, New York, N. Y. 


OMAHA STATIONERS’ ASSOCIATION 
Charles E. Moyer (Moyer Stationery Company), 
Guy McKenzie, treasurer. 
Cc. C. Cope, secretary. 


president 


Office Appliance and 


ASSOCIATED OFFICE FURNITURE MANUFACTURERS 

George W. Searles (National Desk Company), president, 
Herkimer, N. Y. 

John Dornette, Jr. (The J. Dornette & Bro. Company), Cin- 
cinnati, Ohio. 

Alf Normann 
Chicago, Ill. 

Walter Gerwig (Bentley & Gerwig Furniture Company), sec- 
retary, Parkersburg, W. Va. 

J. Arthur Whitworth, manager, 
ing, Grand Rapids, Mich. 


CARBON AND RIBBON EXCHANGE 


Sam Neidich (Neidich Process Company), president, Burling 
ton, N. J 
8 


(Central Manufacturing Company), treasurer, 


801 Michigan Trust Build- 


L A Mifflin, secretary -director, 
Philadelphia, Penna. 


DRAWING MATERIALS, BLUE PRINT AND ARTISTS’ 
MATERIALS MANUFACTURERS OF THE NATIONAL 
ASSOCIATION OF STATIONERS AND 
MANUFACTURERS 


John W. Ogren, chairman, Conway Building, Chicago, Ill. 


INTERNATIONAL STAMP MANUFACTURERS’ 


Stock Exchange Building, 


ASSOCIATION 
Charles L. Safford (Safford Stamp Works, 205 West Madison 
Street, Chicago, IIl.), president. 
B. Cairns (B. Cairns, Ltd., 134 Richmond Street, West, 


Toronto, Ont.), first vice president. 
E. T. Partridge (Partridge-Scotford Stamp & Seal Company, 
12 West Tenth Street, Kansas City, Mo.), second vice president. 
BE, Q. Cannon (Salt Lake Stamp Company, 65 Broadway, 
West, Salt Lake City, Utah), third vice president. 
H. M. Allen (Allen, Doane & Company, 29 Cornhill, 
Mass.), fourth vice president. 
R. EB. Curtis (The Dickey-Grabler Works, Madison Avenue 
and West 103d Street, Cleveland, Ohio), treasurer 
Directors—William Jenkins, chairman (Jas. H. Matthews & 
Company, Inc., 3942 Forbes Street, Pittsburgh, Penna.); R. F. 
Hershey (Pannier Bros. Stamp Company, 207 Sandusky Street, 
N. S., Pittsburgh, Penna.), G. Fred Hiss (The Hiss Stamp 
Company, 52 East Gay Street, Columbus, Ohio), George West- 
brook (Noble & Westbrook Manufacturing Company, 19 Asylum 
Street, Hartford, Conn.), A. G. Fales (Northwestern Stamp 


Boston, 


PEORIA STATIONERS’ ASSOCIATION 

Mr. Fuller (Fuller-Peerless Company), president. 

John Gallagher (John Gallagher & Company), 
treasurer, Peoria, Ill. 


PHILADELPHIA STATIONERS’ ASSOCIATION 

Frank R. Welsh (Wm. Mann Company), president. 

Wm. S. Yeo (Yeo & Lukens), first vice president. 

Walter G. Stringer (Joseph Dixon Crucible Company), sec- 
ond vice president. 

Charles A. Connell 
pany), treasurer. 

Francis B. Irwin (James Hogan Company), secretary, 607 
Chestnut Street, Philadelphia, Penna. 


PITTSBURGH STATIONERS’ CLUB 


secretary- 


(Automatic Printing & Stationery Com- 


Charles H. Langbein (Stevenson & Foster Company), presi- 
dent. 

H. B. Smith (The Looseleaf Company of Pittsburgh), vice 
president. 


John A. Brown (J. R. Weldin Company), treasurer. 


Robert Crawford (Myers & Shinkle Company), recording 
secretary. 

George H. Alexander (Geo. H. Alexander & Com ), corre- 
sponding secretary, 242 Diamond Street, Pittsburgh, Penna. 


RICHMOND STATIONERS’ ASSOCIATION 
Samuel Iseman (Virginia Stationery Company), president. 
J. 


S. Frances (The Baughman Stationery Company), vice 
president. 
A. A. Schwartz (A. A. Schwartz Company), secretary- 
treasurer, Richmond, Va. 


ST. LOUIS STATIONERS’ ASSOCIATION 
Taylor B. Wyrick, chairman, 705 Olive Street, St. Louis, Mo. 


STATIONERS’ ASSOCIATION OF SAN FRANCISCO 
Henry P. Dimond, chairman, 255 California Street, San 
Francisco, Calif. 
SEATTLE STATIONERS’ CLUB 
K. R. Terry (Lowman & Hanford), chairman. 
Harold N. Moore, Secretary, Retail Trade Bureau, Seattle 
Chamber of Commerce and Commercial Club, Seattle, Wash. 


Specialty Manufacturers 


Works, 110 East Third Street, St. Paul, Minn.). 
Information regarding district organizations may be obtained 
from the secretary, 602 Empire Building, Pittsburgh, Penna. 


NATIONAL ASSOCIATION OF CHAIR MANUFACTURERS 

Ashton P. Derby (Derby & Company, Gardner, Mass.), presi- 
dent; W. H. Gunlocke (W. H. Gunlocke Chair Company, ay- 
land, N. Y.), vice president; Wm. Baker, secretary, 531 
Monadnock building, Chicago, IIl. 


NATIONAL ASSN. OF i. LEAF MANUFACTURERS OF 


John W. Ogren, director, 407 Conway Building, Chicago, Ill. 


NATIONAL ASSOCIATION OF OFFICE APPLIANCE 
MANUFACTURERS 


Cc. K. Woodbridge (The Dictaphone), president, New York, 
N. Y. 
R. N. Fellows (Addressograph Company), vice president, 


Chicago, III. 
A. N. Smith (Wales Adding Machine Company), secretary- 
treasurer, Wilkes-Barre, Penna. 


NATIONAL ASSOCIATION OF STEEL FURNITURE 
MANUFACTURERS 
O. A. Wilkerson (Steel Equipment Corporation), president, 
Avenel, N. J. 
J. D. Rogers (Art Metal Construction Company), vice presi- 
dent, Jamestown, N. Y 


Wm. A. Vawter, II. (Baker-Vawter Company), treasurer, 
Benton Harbor, Mich. 

J. D. M. Phillips, secretary, Engineers Building, Cleveland, 
Ohio. 


NATIONAL ASSOCIATION OF WOOD FILING DEVICES AND 

SUPPLIES MANUFACTURERS 
Sprague (Weis Manufacturing Company), 
Mich. 


R. H. 
Monroe, 


secretary, 


SPECIALTY ENVELOPE MANUFACTURERS’ ASSOCIATION 
Charles H. Everly, chairman, Tribune Building, New York, 
NM. F 


Office Appliance Managers 


CINCINNATI OFFICE APPLIANCE MANAGERS’ 
ASSOCIATION 


A. E. Zugelter (Underwood Typewriter Company) president; 
W. L. Gibson (Dalton Adding Machine Company), vice presi- 
dent; George T. Baker (Corona Typewriter Sales Company), 
secretary-treasurer, Cincinnati, Ohio 

CLEVELAND BUSINESS SYSTEMS CLUB 

A. E. Blackstone (The Dictaphone), president; W. A. Helms 
(Library Bureau), vice president; A. H. Fritchman (The Rand 
Company), treasurer; K. A. von Ladau (Elliott Addressing 
Machine Company), secretary. 

DETROIT OFFICE APPLIANCE MANAGERS’ ASSOCIATION 

R. F. Chamberlain (The American Multigraph Sales Com- 
pany), president; W. M. Fuchs (Costimeter Company), vice 
president GS Dp Noble (Neostyle Department, George A. 
Drake & Company), secretary-treasurer. 


DULUTH OFFICE EQUIPMENT ASSOCIATION 

H. B. Williams (Fritz-Cross Company), president; C. D. 
Steele (C. D. Steele Company), vice president; A. N. Thomas 
(Duluth Typothetae). secretary, Duluth, Minn, 

PHILADELPHIA OFFICE APPLIANCE MANAGERS’ 

ASSOCIATION 

P. A. Swartz (Rand Company, Inc.), president; C. B. Smith 
(Ditto Sales Company), vice president; W. T. Abell (American 
Sales Book Company, Ltd.), secretary-treasurer, 908 Chestnut 
Street, Philadelphia, Penna. 


PITTSBURGH OFFICE APPLIANCES MANAGERS’ 
ASSOCIATION 


Jos. C. Russell (Burroughs Adding Machine Company), presi- 
dent; R. W. Tyler (Tabulating Machine Company), vice presi- 
dent; I. E. Wiskochi!l (Ditto Sales Company), secretary-treas- 


urer, 4001 Jenkins Arcade, Pittsburgh, Penna. 
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Copies of any one of the patents referred to below can be obtained by sending 25 cents in stamps to E. G. Siggers 
patent lawyer, Suite 33, N. U. Building, Washington, D. C., and mentioning Office Appliances. 
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No. 1,404,201. Ribbon vibrating mechanism for typewriting ma- No. 1,405,040. Copy holder for use with typewriter; patented 
January 31, by Alfred E. King, of St. Kliida, near Melbourne, 


No. 1,403,810. Invention provides improved lever actuated back 
spacing mechanism for folding typewriters, permitting of the 
folding of the keyboard carrving frame upon which the back 
space lever is mounted; patented January 17, 1922, by Carl O. 
Noack, Stamford, Conn. 

No. 1,404,388. Posting tray for use with loose leaf binders; 

7. January 22, 1922, by James F. Hanly, of Brooklyn, 


N. Y. 

chines; patented January 24, 1922, by Edward L. Harmon, of 
Groton, N. Y., assignor to Corona Typewriter Company, iInc., 
of the same place. 

No. 1,404,202. Provision of a Universal bar action in typewrit- 
ing machines adapted especially to shorten the movement 
of the space bar, while maintaining the usual key lever stroke: 
patented January 24, 1922, by Edward L. Harmon, of Groton, 
N. Y., assignor to Corona Typewriter Company, iInc., of the 
same place. 


1,402,804. Typewriting machine—Jesse A. B. Smith, 
Stamford, Conn. (Assignor to Underwood Typewriter Com- 


pany, New York, N. Y.). 


1,402,812. Combined typewriting and computing ma- 
chine—Harry H. Vickers, Corona, N. Y. (Assignor to 
Underwood Computing Machine Company, New York, 
im, 

1,403,075. Typewriting machine—Daniel T. Glackin, 


Chicago, Ill. (Assignor to Underwood Typewriter Com- 
pany, New York, N. Y.). 

1,403,076. Labeling device for loose leaf binders.—James 
C. Grant, Stamford, Conn. 

1,403,130. Combined typewriting and computing 
chine—Holmes Marshall, Cleveland, Ohio (Assignor 
Remington Accounting Machine Corporation, New York, 


um. ¥,). 


ma- 
to 


1,403,168. Check.—Utakichi Kawasaki, San Francisco, 
Calif. 
1,403,303. Loose leaf binder—Bernard R. Dutcher, New 


York, N. Y. (Assignor to Graham-Chisholm Company, 


New York, N. Y.). 


Australia. 


No. 1,401,471. Reversible tvpewriter type for enlarging of char- 
acters on type bar machines without increasing the number of 
key levers; patented December 27, 1921, by Alfonso Hering, of 
Brooklyn, N. Y 


No. 1,404,954. Calculating machine; patented January 31, 1922, 
by Hyman Eli Goldberg (now by judicial change of name 
Hyman Golter) of Chicago, IIl., assignor by mesne assiqn- 
ments to Remington Accounting Machine Corporation of New 


York, N. Y 


No. 1,404,012. Combined fountain pen and pencil holder; pat- 
ented January 17, 1922, by Attillio Conté, of Buenos Aires, 
Agentina. 

1,403,329. Typewriting machine—Seyed Khalil, Paris 
France (Assignor to Underwood Typewriter Company, 
New York, N. Y.). 

1,403,336. Addressing machine.—Walter J Maguire, 
Portland, Ore. 

1,403,494. Typewriter. —G. G. Going, Middletown, 
Conn. (assignor to the Noiseless Typewriter Company, 
Middletown, Conn., a corporation of Connecticut) 

1,403,615. Paper clip—J. S. Matthews, Wm. J. Mat 
thews and Stewart Brown, Chicago, Ill. (said Wm. J. Mat- 


thews and said Brown assignors to said J. S. Matthews). 


1,403,622. Cross reference catalogue—Henry Paulson, 
Chicago, III. 

1,403,810. Folding typewriter—Carl O. Noack, Stam 
ford, Conn. 

1,403,834. Loose-leaf filing device—Edgar H. Berry, 
Chicago, III. 

1,403,836. Typewriting machine.—Alexander Block, New 
York, N. Y. 

1,404,012. Combined fountain pen and_pencil.—Attilo 


Conte, Buenos Aires, Argentina. 
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1,404,138. Pencil—Charles Perrotti, Waterbury, Conn. 
(assignor of one-half to Frederick W. Palomba, Water- 


bury, Conn.) 

1,404,193. Multiple pocket envelope.—A. Dietsche, Jr., 
New York, N. Y. (assignor to American Lithographic 
Company, New York, N. Y., a corporation of New York). 


1,404,201. Typewriting machine—E. L. Harmon, Gro- 
ton, New York, (assignor to Corona Typewriter Com- 
pany, Inc., Groton, N. Y., a corporation of New York). 

1,404,202. Typewriting machine-——Edwin L. Harmon, 


Groton, N. Y. (assignor to Corona Typewriter Company, 
Inc., Groton, N. Y., a corporation of New York). 

1,404,388. Posting tray for use with loose leaf binders.— 
Jos. F. Manly, Brooklyn, N. Y. 

1,404,443. Adding machine.—Roy D. King, Chicago, III. 
(assignor by mesne assignments to American Sales Com- 
Monroe, La., a corporation of Louisiana). 
Inkwell_—Joseph Bachrach, New York, N. Y. 


pany, 


1,404,681. 
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1,404,843. Typewriter cabinet—Benj. P. Fortin, Hart- 
ford, Conn. (assignor to Underwood Typewriter Company, 
New York, N. Y., a corporation of Delaware). 

1,404,954. Calculating machine.—H. E. Goldberg (now 
by judicial change of name Hyman Golber), Chicago, IIl. 
(assignor by mesne assignments to Remington Accounting 
Machine Corporation of New York). 


1,405,040. Copyholder for use with typewriters.—Al- 
fred E. King, St. Kilda, near Melbourne, Victoria, Aus- 
tralia. 

1,405,209. Calculating attachment for typewriting ma- 
chines.—Hiram J. Halle, Cleveland, Ohio (assignor by 


mesne assignments to Elliott-Fisher Company, New York, 
ie 2 


1,405,210. Pencil sharpener.—Henry M. Hart, Manches- 
ter, England. 
1,405,324. Stamp affixing machine —D. E. Plumlee and 


\. E. Gruber, Sego, Utah. 


The Service Bureau of Office Appliances Is for 
the Exclusive Use of Subscribers 


and Advertisers 


For subscribers it answers by personal letters all inquiries upon matters germane to the field, it furnishes special reports upon 
articles of office equipment, supplies names of manufacturers of any article wanted, puts man and job together, 
aids foreign dealers in securing U. S. A. lines, and in many other ways performs useful service, all 
without charge. For advertisers it maintains a competent copy department, furnishes lists 
of desirable agents and dealers in nearly every country, sends actual leads for 
business in a weekly bulletin which goes to advertisers only and in other 
ways supplements the value of the advertising space. 
in every corner of the globe make good use of this bureau; 
manufacturers in every section of the field have 
evidence of the value of the service. 
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The distinguished inventor as he appears upon 
entering his seventy-sixth year. 
«x ~~ x 


Genius of perception — who draws from the 
unlimited storehouse of mind, ideas that make 
mankind his debtor. 
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POWERS OF TRADE BODIES 


Open Correspondence Between Secretary Hoover and Attorney-General 
Daugherty on an Important Subject 


This report 1s presented im detail because of the timportance of thre 
and local associations in the office equipment and stationery fields. 


tentional violation of the statutes. 


statements. He is not the final authority. 


subject to the numerous national, regional, state 
It suggests what should be avoided to prevent unin- 


It is unfortunate that the Attorney General was not in a position to make conclusive 
The Federal courts have the last word on interpretations of Congressional law. 


HE recent correspondence between the Secre- 
tary of the United States Department of Com- 
merce and the Attorney General of the Unit- 
ed States covers matters of the legal standing 
of trade associations. To state a question fully is the 
first step in solving it, hence we present this corre- 
spondence in full: 
DEPARTMENT OF COMMERCE. 
OFFICE OF THE SECRETARY. 
WASHINGTON. 


February 3, 





1Q22. 
My dear Mr. Attorney General: 

The situation regarding the activities of legitimate 
trade associations is more disturbing now than at any 
time since we first discussed the matter, and since 
Mr. Lamb was advised by Colonel Goff and Mr. Fow- 
ler that it was your desire that I present an informal, 
inter-departmental inquiry regarding the present sta- 
tus of the law relating to legitimate trade associations 
and the extent that they may engage in legitimate co- 
operative activities, I have made a further survey of 
the matter, and the questions hereinafter presented 
seem to me to be vital to trade associations based on 
present information secured through recent investiga- 
tion. 

It may not be out of place to call your attention to 
the organic act which created the Department of Com- 
merce, which imposed upon the Department the duty 
“to foster, promote, and develop the foreign and do- 
mestic commerce, the mining, manufacturing, ship- 
ping, and fishery industries, and the transportation 
facilities of the United States.” In obeying the com- 
mands of the statute, it seemed to me that the Depart- 
ment should employ all available legal means to get 
into the closest possible touch with industry in all its 
forms and secure the best information possible regard- 
ing the needs and necessities of trade and commerce. 
If the Department has to help, aid, and assist indus- 
try, it must, of course, be conversant with the facts 
and conditions influencing the carrying on of trade. 
The existence of a large number of trade associations 
being well known prompted me to make inquiry re- 
garding their forms of organization and the functions 
they were performing to ascertain whether or not 


they could be utilized as a means for securing trade 
information that would properly aid the Department 
in performing its duties. My inquiry into the affairs 
of trade associations was not with the idea of creat- 
ing a new scheme for carrying on business, but solely 
for the purpose of ascertaining whether or not they 
could properly be utilized in furnishing information 
that would not only be helpful to the Department and 
to the commercial world but to the public generally, 
always keeping in mind that whatever activities were 
carried on by such associations, they should of necessi- 
ty be within the terms of existing law. In the course 
of my inquiry, I discovered that certain trade associa- 
tions were involved in litigation which questioned the 
legality of their performances, and, by reason of the 
litigation, there was much doubt and confusion regard- 
ing the legal limits within which trade associations 
could properly operate. This situation seemed to call 
for conferences with your Department, which you 
have graciously afforded, and although no definite de- 
termination has heretofore been reached regarding the 
policy to be pursued, I realize the difficulties that con- 
front you in attempting to reach a proper conclusion, 
and while a public announcement from you would have 
been most helpful to all, I most heartily acquiesce in 
vour suggestion that the matter be presented as an 
informal, interdepartmental inquiry for my guidance 
in performing the duties imposed upon me by the or- 
ganic act creating this Department. 

So much has been said in the various conferences, 
coupled with lapse of time, in order to obviate excusa- 
ble failures in memory as to the matters that have 
heretofore been discussed and to make clear the posi- 
tion and views of this Department, I desire to offer 
some preliminary observations regarding trade associa- 
tions before asking the specific questions heretofore set 
forth in various informal memoranda and upon which I 
desire the informal expression of your views. 

Commercial progress in industry has always been 
measured by the advance in knowledge of those en- 
gaged in industry. It is impossible for men to ac- 
quire or secure all possible knowledge at one time. Its 
acquisition is a growth resulting from continuous, in- 
telligent inquiry. The knowledge of an industry that 
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is necessary and essential to its success must embrace 
all facts and circumstances that will in any way in- 
fluence that industry. These facts and circumstances 
must include economic conditions as well as scientific 
facts to the extent that science is called into play in its 
operation and all commercial conditions that make for 
efficient production, merchandising, and distribution. 
No one will dispute the foregoing statements ; they are 
fundamental and necessary to the life of trade and com- 
merce. 

The difficulty seems to lie in the determination of 
the means and methods that may be adopted to secure 
this necessary information. Little, if any, trouble is 
experienced in securing the admission that an individ- 
ual may secure knowledge of these facts by any means 
that would not constitute an individual crime, and that 
he may use the information in such manner as his best 
judgment may tell him will bring him the greatest 
benefit. 

But when two individuals engaged in the same line 
of industry undertake to provide a means for secur- 
ing facts necessary and essential to the economic and 
efficient conduct of their respective organizations, this 
form of endeavor seems to at once assume an aspect 
of difficulty that, in my judgment, is in no way justi- 
fied by a proper consideration of the underlying neces- 
sities therefor. 

The individual sets up some form of instrumental- 
ity to secure the information without which, in the 
management of his business, he would be groping in 
the dark. His competitor across thé street does the 
same thing, and each, securing his information in his 
own way, uses it as he sees fit, and the action of either 
one has not offended the majesty of the law. Yet, 
if the two seek to join the instrumentality each has 
used for information purposes and the same informa- 
tion is received through one instrumentality and the 
information given to each and it is used in the same 
way that it was before, it is suggested that the collec- 
tive activity in the use of the consolidated instrumen- 
tality should not be permitted because of the greater 
ease and facility thereby afforded for the two individ- 
uals to make improper use of the information so ac- 
quired. In other words, the objection does not go to 
the instrumentality, but to the abuse of the informa- 
tion that may be secured through the collective means. 

The principle is the same whether two or two hun- 
dred join together in securing the information. 

No form of legislation has ever yet been devised, 
nor has man, with all of his genius for invention, even 
been able to devise a rule or regulation that would pre- 
vent men from committing crimes if they are so mind- 
ed. The best that can be done is to forbid the doing 
of certain acts or to command the doing of others, pre- 
scribing proper punishments in the case of the commis- 
sion on the one hand and the omission on the other ; 
and when legislation takes that form, rules and regula- 
tions and administrative constructions which have for 
their objective the making of the prohibited thing more 
difficult will always include within their terms the law- 
abiding citizen as well as the prospective criminal. 

We have had criminals since the beginning of time, 
and human nature can not be changed by legislation. 
The criminally inclined represent a small minority, and 
it may be said in a general way that, excepting of- 
fenses against persons and property, most of the crim- 
inal statutes regulating trade and commerce and for- 
bidding acts that seem against sound public policv 
have been made necessary for the control of the mi- 
nority. None of these statutes, however, has under- 


taken to prevent the doing of a thing that would re- 
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sult in benefit to the public, but the restriction has been 
against the doing of the thing in an unlawful way. 
These statutes have not condemned lawful institutions 
or instrumentalities for the carrying on of commerce 
merely because someone might possibly abuse their 
use. The laws have condemned the abuse, and pun- 
ishments have been prescribed for those who may be 
found guilty of the abuse. Therefore, the fact that 
the minority may be known to violate given laws does 
not establish a principle that the primary means, law- 
ful in itself, which they have adopted for the purpose 
of performing the unlawful acts, should be entirely 
abolished and its use forbidden by law-abiding citi- 
zens. Each unlawful use of the means is merely an 
individual case of the violation of a law. 

Trade associations have been in existence for many 
years. The great majority are legitimate, both in form 
of organization and in activity. The minority, while 
lawfully organized under articles expressing lawful 
purposes, may engage in activities that are evidence of 
purpose contrary to and outside of the declared pur- 
poses in the articles of organization. 

Again, a trade association may have lawful form of 
organization and the activities of its officers may he 
clearly within the purposes declared in the association 
charter, and yet members of the organization may, by 
unlawful confederation, use the information lawfully 
secured for unlawful purposes. It may, therefore, 
truthfully be said that the line dividing the good as- 
sociation and the bad, the proper activity from the 
improper one, and the lawful activities of the officers 
of an association from the unlawful acts of the mem- 
bership, can not be determined, in every instance, with 
singular ease. It is my belief, however, that it is more 
easy to determine the forms of organizations and ac- 
tivities that are generally recognized as good than to 
determine in advance those that may be bad, because. 
in the latter instance, the peculiar facts relating to each 
association the subject of inquiry may determine 
whether the organization or its members are operating 
in violation of’ law. 

It is with much earnestness that I claim 
propriety, generally speaking, in trade associations. 
Their lawful field of endeavor is large, and their ac- 
tivities work for promotion and advancement of the 
public welfare and for progressive economic organiza- 
tion. In making this statement, I am not unmindful 
of the fact that the impression exists with a small mi- 
nerity that individual prohibited acts may be accom- 
plished by organization under the disguise of a trade 
association. However, to make my position clear re- 
garding the trade associations the existence of which 
I advocate, I desire to say that I have always taken the 
view that no body of men could combine in the form 
of a trade organization and do any act or thing for- 
bidden by law if they were undertaken by them out- 
side of a trade organization. The character of trade 
organization the existence of which should be pre- 
served is one that carries lawful purposes only in its 
articles of association; its activities must be in har- 
mony with its declared purposes. The articles of as- 
sociation, with their lawful, declared purposes, must 
not he used as a mask to hide unlawful purposes. In 
other words, the organization can not be used to con- 
ceal or disguise any contract, combination, conspiracy, 
agreement, or understanding, secret or otherwise, on 
the part of the officers of the organization or on the 
part of the membership or any part thereof to engage 
in activities in restraint of trade or otherwise in viola- 
tion of the anti-trust laws. 


there is 
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There has been much information collected by le- 
gitimate trade associations in which the general pub- 
lic has no interest whatsoever, yet information of this 
class has always been freely offered to the daily and 
the trade papers, as well as to any governmental agen- 
cy that might desire the information as a matter of sta- 
tistical record. On the other hand, certain statistical 
data are collected by trade organizations that would 
be of vast value to the public generally if published 
in practical, available form. 

Many of the trade associations securing and dis- 
seminating the statistical data mentioned have restrict- 
ed the same to its membership, while others have un- 
destaken to give the same to the public through the 
daily and the trade press concurrently with its mem- 
bers. The trade associations of the latter class are in 
the minority. 

Information lawfully secured regarding trade and 
economic conditions made public for the information 
of everyone can not be harmful. Information se_ured 
solely for the benefit of members and of a character 
that puts the membership, by reason of the informa- 
tion, in a position of advantage as compared with the 
public witheut such information can not be sanctioned 
by sound pubic policy. The act of securing the tn- 
formation and the use of it by the members of a par- 
ticular organization may be perfectly lawful in itself, 
but it is my belief that good morals and a sense of fair 
dealing require the giving of the information secured 
in this collective manner to the public generally, to 
the end that all persons engaged in commercial trans- 
actions involving the information in question will be 
on an even footing. 

The activities of trade associations that have re- 
ceived the greatest criticism involve the collection of 
statistics relating to volume of production, capacity to 
procuce by districts of production, wages, consump- 
tion of products in domestic and foreign trade, dis- 
tribution thereof including volume of distribution by 
districts, together with figures as to stocks on hand, 
wholesale and retail, by districts, coupled with infor- 
mation as to price, either in the form of individual re- 
ports of each member distributed to every other mem- 
ber or the individual prices reported to the association 
and by the latter compiled and averaged by districts 
for certain specified periods. 

If information regarding production, capacity, and 
distribution by districts, with average prices for grades, 
brands, sizes, styles, or qualities sold in the respective 
districts for specified periods of time could be given 
to the public at the same time that such information 
is available to the members of an association, in my 
judgment, great public good would result. With this 
information available, everyone dealing in the prod- 
ucts of a given industry, whether buyer or seller, would 
have the same information regarding conditions and 
in dealing with one another, would have knowledge of 
the same facts upon which to form their judgments 
as to the proper course to pursue. 

A majority of the associations collecting data of the 
nature indicated have distributed same only to mem- 
bers of the association, while others have undertaken 
to give the information to the public through the daily 
and trade papers. Publication of the information by 
these associations in the daily press has not been gen- 
eral, and its availability to the public has been largely 
through the medium of trade papers, and through the 
daily press to the extent that the latter may have been 
utilized. When published through trade papers this 
information should be released to members only after 
such publication. 


[t should be borne in mind that the criticism aimed 
at this form of activity has not involved the instrumen- 
tality for securing it or the subject matter of the in- 
formation, but has been directed to the use or possible 
use that might be made of the information and the 
fact that no means existed for distributing the infor- 
mation to the public at the same time that it was re- 
ceived by the members of the association. These ob- 
servations likewise apply to the criticisms directed to 
the furnishing of average price of given commodities 
according to grade, size, brand, or quality by districts 
for specified periods of time, based on past and closed 
transactions. 

With these observations, which have been extended 
at greater length than I intended, I desire the infor- 
mal expression of your views as to the following ac- 
tivities on the part of trade associations and their mem- 
bers wherein neither the form of the association nor 
the activity, which appear perfectly fair and lawful on 
the surface, is used to hide or conceal some contract, 
combination, conspiracy, agreement, or understanding, 
secret or otherwise, on the part of the association, the 
membership, or any part thereof to actually restrain 
trade or otherwise violate the Sherman Act: 

(1) May a trade association provide for its mem- 
bers a standard or uniform system of cost accounting 
and recommend its use, provided that the costs so ar- 
rived at by the uniform method are not furnished by 
the members to each other or by the members to the 
association and by the latter to the individual mem- 
bers ? 

(2) May a trade association advocate and provide 
for uniformity in the use of trade phrases and trade 
names by its respective members for the purpose of 
ending confusion in trade expressions and for har- 
mony of construction as to the meaning of trade 
phrases, names, and terms? 

(3) May a trade association, in cooperation with 
its members, advocate and provide for the standardi- 
zation of quality and grades of product of such mem- 
bers, to the end that the buying public may know 
what it is to receive when a particular grade or quality 
is specified; and may such association, after standard- 
izing quality and grade, provide standard form of con- 
tract for the purpose of correctly designating the 
standards of quality and grades of product; and may 
it standardize technical and scientific terms, its proc- 
esses in production, and its machinery; and may the 
association cooperate with its members in determining 
means for the elimination of wasteful processes in pro- 
duction and distribution and for the raising of ethical 
standards in trade for the prevention of dishonest 
practices ? 

(4) May a trade association collect credit informa- 
tion as to the financial responsibility, business reputa- 
tion, and standing of those using the products of the 
industry ; and may the association furnish such infor- 
mation to individual member upon request therefor, 
provided such information is not used by the associa- 
tion or the members for the purpose of unlawfully es- 
tablishing so-called “blacklists.” 

(5) May a trade association arrange for the han- 
dling of the insurance of its members, including fire, 
industrial, indemnity, or group insurance. In other 
words, can the members of an industry, through the 
agency of a trade association, arrange for or place all 
of the insurance of the members? 

(6) May a trade association, in cooperation with 
its members, engage in cooperative advertising for the 
promotion of trade of the members of that association 
engaged in the particular industry ; and may the asso- 
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ciation engage in such form of promotion by fur- 
nishing trade labels, designs, and trade-marks for the 
use of its individual members ? 

(7) May a trade association, for and in behalf of 
its members, engage in the promotion of welfare work 
in the plants or organizations of its members, which 
welfare work includes sick benefits and unemployment 
insurance for employees, uniform arrangements for 
apprenticeship in trade education, the prevention of 
accident and the establishment of an employment de- 
partment or bureau for cooperation with employees ? 

(8) May a trade association, in cooperation with its 
members and acting for and in behalf of its members, 
handle all legislative questions that may affect the par- 
ticular industry, regarding factories, trades, tariff, tax- 
es, transportation, employers’ liability and workmen’s 
compensation, as well as the handling of rate litigation 
and railroad transportation questions ? 

(9) May a trade association, in cooperation with its 
members and acting for and in their behalf undertake 
the promotion of closer relations between the particu- 
lar industry and the federal and the state departments 
of government which may have administration of laws 
affecting the particular industry in any form? 

(10)-A. May a trade association collect statistics 
from each member showing his volume of production, 
his capacity to produce, the wages paid, the consump- 
tion of his product in domestic or foreign trade, and 
his distribution thereof, specifying the volume of dis- 
tribution by districts, together with his stock, whole- 
sale or retail ? 

B. And may such trade association, on receipt of 
the individual reports of each member, compile the 
information in each report into a consolidated state- 
ment which shows the total volume of production of 
the membership, its capacity to produce by districts of 
production, which, in some instances, include a state 
or less area, the wages by districts of production, the 
consumption in foreign or domestic trade by districts, 
the volume of distribution by districts, and the stocks 
on hand, wholesale and retail, by districts? 

C. And if, after compiling the information as afore- 
said, the information received from the members as 
well as the combined information is not given by the 
association to any other person, may it then file the 
combined statement with the Secretary of Commerce 
for distribution by him to the members of the asso- 
ciation through the public press or otherwise and to 
the public generally and to all persons who may be in 
any wav interested in the product of the industry, it 
being understood that the individual reports for the 
members should cover either weekly, monthly, quar- 
terly, or longer periods as may be deemed desirable by 
the members, and, when a period is adopted, the re- 
port for each member shall cover that period, and the 
combined report shall be for that period ? 

(11)-A. May a trade association, at the time it col- 
lects the production and distribution statistics above 
outlined, at the same time have their members report 
the prices they have received for the products they 
have sold during the period taken, specifying the vol- 
ume for each grade, brand, size, style, or quality, as 
the case may be, and the price received for the volume 
so sold in each of the respective districts where the 
product is sold? 

B. And may the association, without making known 
to any person the individual price reports of any mem- 
ber, consolidate all of the reports into one, and show 
the average price received for the total volume of 
each, grade, brand, size, style, or quality, as the case 
may be, distributed in each district covered by the 
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distribution statistics for the period covered by each 
individual report ? 

C. And may the association, after making such com- 
pilation, send the compiled report as to average price, 
as aforesaid, to the Secretary of Commerce, to be by 
him distributed to the public and to any or all per- 
sons who may be interested in the particular industry 
making the reports. 

In order to avoid repeating this question in connec- 
tion with each one of the activities outlined in the 
eleven preceding questions, may trade associations en- 
gage in any or all of the activities named without vio- 
lating the law, provided the organization and the ac- 
tivity engaged in are not for the purpose of hiding or 
concealing some agreement, contract, etc., to actually) 
restrain trade or otherwise violate the anti-trust laws? 

As stated in the beginning, I do not ask you to ex- 
press your views in a formal opinion, but it is my 
hope that you may see your way clear to give me the 
advice that will enable me to adopt the proper admin- 
istrative action in undertaking the duties imposed upon 
the Secretary of Commerce by the organic act creat- 
ing the Department. It is unnecessary for me to say 
that the general, unsettled condition regarding the prop- 
er provinces of trade associations justifies as early a 
reply to these inquiries as your other numerous offi- 
cial duties will merit. 

Yours faithfully, 
HERBERT Hoover, 
Secretary of Commerce. 
Honorable Harry M. Daugherty, 
Attorney General, 
Department of Justice, 
Washington, D. C. 
OFFICE OF THE ATTORNEY GENERAL. 
WASHINGTON, D. C. 
February 8, 1922. 
My dear Mr. Secretary: 

Your communication of the 3rd instant relating to 
the practices in which trade associations may lawfully 
engage was received. I recognize the force of your 
able discussion of the subject, and after careful con- 
sideration of the several activities which you suggest 
can be exercised lawfully, I beg to say: 

With reference to the first paragraph, there is no 
apparent objection to a standard system of cost ac- 
counting, but I think associations should be warned 
to guard against uniform cost as to any item of ex- 
pense. For illustration, a strong effort has been made 
by some lumber associations to take as a basis for es- 
timating costs of production a uniform charge for 
stumpage. Of course, the cost of the timber in the 
tree to the different manufacturers who own their 
timber in the woods greatly varies; and as to each it 
should be charged at its actual cost. It is as clearly a 
violation of the law to agree upon the cost of an item 
that constitutes a substantial part of the total cost 
price when its cost actually varies, as to agree upon 
the sales prices, because the sales price is substantial- 
ly affected by such agreement. It has been ascertained 
that the members of one association go so far as to 
fix a uniform cost price, leaving to each member to 
determine what per cent profit he will add, thus elim- 
inating entirely competition in so far as affected by the 
cost of production. 

Furthermore, I have serious doubts about the ad- 
visability of the latter part of the sixth paragraph. I 
can see no objection to cooperative advertising designed 
to extend the markets of the particular article pro- 
duced or handled by the members of an association, 
but when the several producers or dealers use uni- 
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form trade labels, designs and trademarks it seems to 
me the ‘inevitable result would be a uniformity of 
price. Where two competing articles are advertised 
in precisely the same way and bear exactly the same la- 
bel cr trademark, it certainly would be difficult for one 
to be sold at a higher price than the other, although 
its quality may be superior. In a way this is illustrated 
in the cement industry. There a standard of quality 
has been adopted. That is, it is necessary for all ce- 
ment to comply with a certain standard, but in prac- 
tice no manufacturer undertakes tc make, or at least 
no one advertises that he does make, a grade of ce- 
ment superior to that standard. The result is that there 
is no competition in the sale of cement so far as qual- 
ity is concerned. It seems to me, therefore, that it 
would be well to eliminate the latter clause in paragraph 
six, to-wit, “and may the association engage in such 
form of promotion by furnishing trade labels, designs 
and trademarks for the use of its individual members ?” 

I can now see nothing illegal in the exercise of the 
other activities mentioned, provided always that what- 
ever is done is not used as a scheme or device to cur- 
tail preduction or enhance prices, and does not have 
the effect of suppressing competition. It is impossible 
to determine in advance just what the effect of a plan 
when put into actual operation may be. This is espe- 
cially true with reference to trade associations, whose 
members are vitally interested in advancing or, as they 
term it, stabilizing prices, and who through the medium 
of the associations are brought into personal contact 
with each other. Therefore, the expression of the view 
that the things enumerated by you, with the exceptions 
stated, may be done lawfully is only tentative; and if 
in the actual practice of any of them it shall develop 
that competition is suppressed or prices are materially 
enhanced, this Department must treat such a practice 
as it treats any other one which is violative of the anti- 
Trust Act. 

Yours sincerely, 
H. M. DAUGHERTY, 
Attorney General. 
Hon. Herbert Hoover, 
Secretary of Commerce, 
Washington, D. C. 

DEPARTMENT OF COMMERCE. 
OFFICE OF THE SECRETARY. 
WASHINGTON. 

My dear Mr. Attorney General: 

I have your letter of the eighth instant, in reply to 
my letter to you of February 3, 1922, in which I made 
informal inquiries as to the legality of certain activi- 
ties of trade associations enumerated in eleven ques- 
tions. It is very pleasing to me to note that our views 
regarding these matters are in such close harmony, 

Your observations regarding the last clause in ques- 
tion (6) in my letter are wholly sound, based on the 


VOTE—A brief analysis of this correspondence appears on page 32. The comment by Mortimer W, Byers, Counsel of 


illuminating. 


the National Association of Stationers and Manufacturers. is 
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language of that clause. It was not, however, my idea 
that each constituent member of a trade association 
would use a community trade-mark on his product, i. 
e., the same trade-mark that was used by every other 
member of the association, and, therefore, the last 
clause in that question was unhappily worded. The 
question really relates to trade promotion through co- 
operative advertising, in which certain trade slogans 
are used, such as, “Made in Grand Rapids,” which 
was adopted by the furniture manufacturers at that 
furniture center. Generally, activities covered in ques- 
tion (6) are conducted by a trade association in a given 
local community. An organization at Chicago adver- 
tises for its entire membership, which includes every 
line of commercial endeavor in Chicago, that the City 
is the great central market. It is cooperative adver- 
tising of this class that tends to promote trade exten- 
sion in given lines or collected lines of industry. Cer- 
tain of the trade associations, however, do devise trade- 
marks, not for use by all members, but for individual 
members. It is a well-known fact that when some 
manufacturer or producer is fortunate enough to se- 
lect a trade-mark that appeals to the public, it becomes 
a great aid in selling his commodity and, as a result, it 
is well advertised until] it becomes a household word. 
Other producers or manufacturers of the same kind 
of an article, in order to take advantage of this situa- 
tion, will devise a trade-name or trade-mark as near 
to that of the successful competitor as he thinks he can 
go and still escape suit under the trade-mark or unfair 
competition laws. The activities of a trade associa- 
tion regarding trade-marks to ‘which I referred in my 
letter of the third relate to the straightening out of in- 
stances of unfair competition or infringement as be- 
tween the members by undertaking to design trade- 
marks for the individual members of the association 
making the same product that would absolutely pre- 
vent confusion on the part of the public as to the 
producer or manufacturer of the given article and, at 
the same time, remove all claim of infringement or un- 
fair competition. In other words, the trade-mark ac- 
tivity referred to was that of making the trade-marks 
of each individual member distinctive instead of com- 
mon. You may, therefore, consider the part of my 
question (6) referred to in your letter as eliminated 
from the question, and that the question was really 
intended to cover the matters stated herein. With this 
explanation, I feel sure you will agree with me that 
our views on the matters presented are in complete ac- 
cord. 
Yours faithfully, 
HERBERT Hoover, 

Secretary of Commerce. 

Honorable Harry M. Daugherty, 
\ttorney General, 
Department of .Justice, 
Washington,, D. ,C. 
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Seon TOUT IME” 
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Wherein We Reprint an Editorial by ]. Ogden Armour Which Appeared in the 
January Number of the Armour Magazine — and Append 
a Few Thoughts and Data of Our Own 


HIS is the age-old excuse that has kept many 
a man from making his mark. In its capacity 
for covering a multitude of shortcomings it 
has no equal. It’s the world’s greatest alibi. 

“Whoever admits that he is too busy to improve his 
methods has acknowledged himself to be at the end 
of his rope. And that is always the saddest predica- 
ment which anyone can get into. ; 

“For there is a vast difference in being busy and 
making progress. When we see that clearly, we have 
gained an important bit of wisdom. The easiest thing 
some people do is to keep busy. You have seen the 
person who is always busy—doing trivial things. 

“Opportunity comes to him as to all others; but he 
is so occupied with sharpening his lead pencils, reading 
the mail or attending to other ordinary duties that he 
has no time to listen. The routine of his work swal- 
lows him up, and he forgets what he is busy for. His 
favorite idea, and his response to all requests is: ‘I 
haven’t time.’ 

“The man who makes progress is of a different 
stripe. He doesn’t steal the office boy’s work in order 
to keep engaged. He does not think of his job as 
something to fill up the time, but as something to ac- 
complish. He has a goal, and he is always thinking, 
planning and seeking the quickest and best way to attain 
it. 

“Man must often choose between the trivial and 
the worth while. When a proposal is put to him by his 
co-workers, who wish to guide and help him, how easy 
it is to reply: ‘I haven't time.’ But that is not the 
pathway to progress. 

“He should rather say to himself, ‘Let's assume that 
here is opportunity. | must consider carefully what 
it has to offer. Maybe I'll have to readjust my time; 
perhaps I'll have to change my methods. But I am 
ready for anything that will help the business.’ Who- 
ever reasons and acts thus can not go far astray in the 
business world. 

“The man who is eager to improve does not ignore 
requests. When he is asked to do something that he 
believes to be less important than the things that 
already occupy his time he will think the subject 
through and then prove his point. 

“And ‘I haven't time’ does not prove it! 

“All of us have time to improve—not only at the 
suggestions of others but of our own initiative. All 
of us wish to improve—for therein lies the greatest 
pleasure for honest work. All of us can improve— 
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for around about all of us are many things on which 
we may start right now. 

“Here is the most inspiring thought I can bring you 
at the beginning of the new year. And, if we are all 
agreed on this, we can round out 1922 with results 
which will make us all rejoice.” 

x * x 


(ne of the reasons why many business men are suc- 
cessful is because they profit by the mistakes of others. 
In their study of business progress they not only an- 
alyze the successful methods employed by the wide- 
awake merchants, but they likewise pay attention to 
the causes that lead to business insolvency or disaster. 

While it’s a good habit to keep close tab on the 
methods, plans and schemes of those who succeed, it is 
likewise important that we become familiar with the 
reasons for most business failures. 

Bradstreet’s tells us the causes for business failures 
are as follows: 

Per cent 

Incompetence 38.2 
SS 5.6 
Bg ERE aera 30. 
Unwise credit 
Fraud 
PU I cc havc ce ous as « 
Extravagance 
Negiect 
Competition 
Specific conditions 
CE iiss ccnkweteecaee sae. oO. 
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These figures show that incompetence and inexperi- 
ence alone make up 43.8 per cent of the total. Add 
fraud, extravagance, and neglect and you have more 
than fifty per cent of the total. 

These can be attributed to lack of ability, lack of 
education, lack of experience and we might add, willful 
neglect of the opportunities to overcome them. 

It is true that lack of capital makes up a fair propor- 
tion, but the chances are that with proper and intelli- 
gent management, cost accounting and organization, 
financing could be obtained. 

We submit these figures in the hope that some of 
those who say “I am too busy” or “I haven't time,” 
will take heed, for the principle applies to firms, cor- 
porations and companies, as fully as to the individual. 


R. B. W. 


WORK HARD—BUY WHAT YOU NEED—PROSPER- 
ITY IS JUST ’ROUND THE CORNER—ROTARY CLUB 
MEMBERS. 
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INDUSTRY 


Some Thoughts Which Arise From Reflections on the Re- 


lations Between 


This 


Industry and Othe 


Lines of Business. 


mM DENTIFICATION with a business over a se- 
ries of years sometimes robs one of a sense 
of perspective with relation to that business. 
This is true of the dealer in office equipmeni, 
the haberdasher, the blacksmith, in fact, of about any 
one in any occupation. It is sometimes true even of edi- 
tors and others who have to do with “the art preserva- 
tive of arts.” It is good for us all at times to retire a 
little way from the activities of every day and from a 
slight distance to get a line on what we are doing. If 
the commercial stationer and office equipment dealer will 
do this occasionally, he will be forced to the conclusion 
that he is engaged in a highly important occupation. 
He will discover among other things that the occupation 
he follows is not only directly related to the progress 
of the world in art, science and invention, but is linked 
with the great names in the literature of the ages, go- 
ing back to a time before Shakespeare bought his quills 
and paper in some stationery shop in Old London— 
back to the time when Chaucer wrote his queer Eng- 
lish in queerer script and perhaps to some temple on 
the Nile, where lived a priest or Horus or of Ra, who 
prepared the payrus and ink for those records which, 
considering the period in which they were made, were 
so wonderful in accuracy and so amazingly impregna- 
ble to the attacks of time. 

\lthough it is not our intention to present the his- 
tory of this industry, one can hardly overcome the 
temptation to refer to events which have so profound 
a relation to the progress of mankind. However, that 
is another story. The business of the office equipment 
dealer and the commercial stationer—and in these 
times one can not use one phrase without the other- 
touches every occupation in the economical conduct of 
its affairs. We must all have certain necessities and 
comforts of life. We must all have food, clothing and 
shelter, and the sale of these necessities does not neces- 
sarily involve the qualities of salesmanship in the sell- 
ers, although there are many men in staple lines who 
possess such qualities in high degree. Nor are the 
qualities of the expert salesman demanded to sell all 
of the items which the office equipment man handles, 
for many of such items have become staple necessi- 
ties in the course of the centuries, but practically every 
device which is now familiar to our offices has had to 
fight its way into popular favor. Those things which 
were regarded as luxuries finally became economies 
and now rank as necessities. Even yet the line of de- 
marcation is not sharply drawn, but more and more 
devices are gradually stepping over into the list of 
what we must have from the list of what we would 
like to have. Going back a little way, and not very 
far back at that, we can recall a time when the type- 
writer was comparatively rare in our offices and when 
such a thing as a vertical filing cabinet was unknown. 

The typewriter, through the efforts of salesmen who 
performed the most discouraging work, finally got a 
foot-hold and overcame the vast bulk of conservatism 
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whose final strongholds are even now giving way re- 
luctantly before it. For years and years there were 
those who resented the typewritten letter, but now lit- 
tle by little we are coming to criticise those who pre- 
sume to take up our time by hand-written communi- 
cations. Even in social matters the typewriter, par- 
ticularly in this country, is entering into its own. With 
the typewriter now a necessity in all offices, came the 
vertical filing cabinet to house and classify the vast 
output of correspondence made possible by the writing 
machine and its army of expert operators. Every fil- 
ing cabinet in use today is to a greater or less extent 
loaded with the products of the writing machine. 

We recall a time only a few years ago when loose 
leaf accounting devices were unknown. A little later 
when salesmen began attempting to sell such devices, 
stationers at first refused to have anything to do with 
them, uttering the truism that there wasn’t any demand 
for such things—which was perfectly true because no- 
body but the inventors and those who had the courage 
to manufacture loose leaf knew about them. The de- 
mand, as in the case of the typewriter and of practi- 
cally all new devices, had to be created by hard, intel- 
ligent, adroit, persevering salesmanship. We might 
say precisely the same things with regard to bookkeep- 
ing machines, adding and calculating machines, dupli- 
cating machines, both type and stencil, addressing ma- 
chines, check protectors, mailing machines of all kinds, 
and probably more than half of the articles, in fact, 
the whole list of modern office equipment as it is pre- 
sented today. Practically every important item now 
commonly used has had to put up a fight to get a foot- 
hold and in this hard school we have developed men 
who are equal to any emergency 71d whose grasp and 
understanding of the essentials of business in their 
line is second to that of no other class of men living. 

The office equipment business touches everything in 
the commercial and professional world. It stands sen- 
tinel over the records of every office, it sits in the coun- 
cils of statesmen and guards the bedside of the sick, 
where it keeps the record of the patients in hospitals, 
and supplies the data from which the doctor on his 
rounds maps out his campaign to defer once again for 
a little space the coming of the great adversary. 

This industry bulks large among the industries of 
our country. The standard of its practices is second 
to none. 

The writer has been influenced to make the forego- 
ing suggestion because once in a while he meets a man 
who does not realize the possibilities of this business 
nor understand that it is one of the most important in 
the world. The stationery and office equipment busi- 
ness is one to be respected and it is worthy of all the 
labor and thought any man can put into it. We who 
are in the stationery and office equipment business have 
many reasons to congratulate ourselves upon the im- 
pregnable position which it occupies in the world to 
day. 
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LINKS IN DAY’S SALES CHAIN 


BEING A FEW FACTS PERTINENT TO 
ACTIVITIES IN THE DAILY BUSINESS 


COMEDY 
THE 


IN 
SHOW 


WINDOW. 


HUNDRED 
POINTS OF 
PERSON AL 
EFFICIENCY 


POSTER 
CONTEST FOR 


ART 


STUDENTS. 


stationer’s window. Here is an idea 

that might get more than passing at- 
tention. Put a big display card in the win- 
dow: “Typewriter Supplies.” Borrow from 
a druggist friend some chewing gum, lip 
sticks, hair nets, candy and “makin’s” for 
hand-made complexions. The girls may be 
“miffed” for a while, but will get over it. 
The men will enjoy a flock of hearty laughs. 

<—o—> 

ERSONAL efficiency of the stationery 
Pp salesman is a broad subject. A West- 

ern retailer has scheduled efficiency un- 
der five heads, assigning percentages for 
each attribute. He prepared a printed form, 
listing the various points, with columns to 
note the individual percentages as shown 
under test. 

Kindliness—Cheerfulness, two percent; 
consideration, five percent; patience, three 
percent; good will to all, five percent; 
(elimination of) jealousy, one percent; gos- 
sip, three percent; envy, one percent. 

Responsibility—Trustworthiness, five per- 
cent; reliability, three percent; thrift, two 
percent; promptness, three percent; accu- 
racy, two percent; association, five percent; 
seli-improvement, five percent. 

Modesty—Neat attire, two percent; cour- 
tesy, three percent; tactfulness, two percent; 
sincerity, three percent; appreciation, two 
percent; self-analysis, three percent. 

Loyalty — Faithfulness, three percent; 
obedience, two percent; respect, five per- 
cent; unselfish co-operation, five percent. 


F's: IS a good thing now and then in the 


Initiative—Interest, three percent; alert- 
ness, three percent; self-confidence, three 
percent; originality, tive percent; enthusi- 


asm, three percent; prudence, three percent; 
perseverance, five percent. 

Analysis of tests of this sort may well be 
the basis of promotion, or the foundation of 
a schedule of bonus payments. 

<--> 
sell artist’s 


ANY. STATIONERS 
M materials. This branch of the busi- 

ness rarely gets much sales promotion 
work. The dealer depends on the normal 
demand-from students in his vicinity. A 
poster contest will serve to stimulate inter- 
est in the department. Assume that one of 
the schools is going to have some amateur 
theatricals, or an athletic contest is sched- 
uled. Offer three or four prizes for the 
best poster done by students in the school, 
advertising the event. The prizes may be 
cash,*or articles selected from the drawing 
material stock. Sidestep the responsibility 
of selecting the winners by having disinter- 
ested individuals act as judges. If your city 
does not boast of any professional artists, 
select public men, teachers, or advertising 
men who buy art work. 

Display all the posters entered in a show 
window for a week before the show or con- 
test comes off. If there are too many post- 
ers submitted for one display, change the 
showing daily, allowing the prize winners a 
window. by themselves. Be sure to show 
the name and school of each contestant. 
The posters may well be shown with a dis- 


play of the artists’ materials carried in 
stock. 
This plan need cost little money, and 


will attract a great deal of attention to the 
stationer’s window. The school authorities 
will be thankful for the publicity it gives to 
the event. Local newspapers will probably 
comment on the contest. 


COPYING 


THE 


MOVIES. 


CULTIVATING 
SALESMEN’S 
MEMORIES. 


FUNDAMENTALS 


OF RETAIL 
SUCCESS. 


REACHING 


RIGHT 


THE 
MAN. 


ERIAL stories are a strong feature in 
S the moving picture world. The 

can copy the idea by having a serial 
window display. For instance, an account 
ing system might be shown from its incep- 
tion to the completion of the transaction by 
a daily succession of displays. The signs 
could indicate that a serial was in progress 


deale r 


The first “reel” could show a number of 
items purchased from the stock on a table 
with wrapping paper, practically ready to 
wrap package for delivery. The memoran- 


dum bill is shown alongside. The next “reel 
might show an entrv in the dav book or its 


equivalent in the dealer’s accounting sys 
tem. The next “reel” could well show the 
item posted in the ledger, and if a machine 
bookkeeping typewriter could be procured 
to demonstrate, it could also be shown The 


next “reel” could show a follow-up letter 
on the first bill. Next would be the custom 
er’s check and the receipted bill. This 
thought can be worked out in a variety of 
ways and once the public gets accustomed 
to the plan, it will not be difficult to main 
tain continuity of interest in the series 


<-> 
EMORY is a function which n be 
cultivated only by constant practic: 
An Eastern retailer drilled his sales 


men into the plan of memorizing the faces 
and names of at least five customers every 
day. Obviously, in the average store, this 
plan would work wonders in the course of 
a month or two, and serve to familiarize 
every clerk with ali of the customers, so that 
they could be addressed by name and classi- 


fied according to the line of business This 
would enable the salesman to make a quick 
approach to the customer, and in many 


cases make it possible to anticipate the cus 
tomer’s wants, or at least to direct him to 
the department in which his purchases are 
logically placed. 

<--0 > 


cess 
were enumerated by a business special 
ist of The National Cash Register Com- 
pany before vocational school students 
These elements are: 1—Continuous 
sistent advertising; 2—Capable store organi 
zation; ‘3—Effective displays, 4—Personal 
selling efficiency; 5—Business system. Prop 
er store organization was stressed. It was 
compared with team play, and is as essential 
to business success as to baseball or any 
other sport. It includes placing a share of 
the responsibility on the sales force, to re 
lieve management of some of its burde1 
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Fe we FUNDAMENTALS of retail su 


con 


IRCULAR letter campaigns sometimes 
lose their punch when printed matter 
accompanying the letter must be sent 
in a separate wrapper. Ina large organiza- 
tion the outside enclosure may go astray. 
being sent; to thé. wrong desk or the waste 
basket. One enterprising advertiser follows 
this plan. All of his direct mail is addressed 
to an individual in care of the firm or cor- 
poration. Attached to the outside cover of 
the catalogue or book that goes under sep- 


arate cover is a_ card reading “Mailing 
Clerk: When this circular arrives, pleas 
send it to my desk.” The name of the re- 


cipient is filled in on a typewriter and the 
request is sufficiently personal so t 
mailing clerk sees that the printed 
goes the right route. 


Varch, 1922. 
NEVER SAY 
DIE. 


THE BLUFF 


WAS NOT 
CALLED. 
HUMAN INTER- 
EST IN SALES 
LETTERS. 


OFFICE 


for various reasons. But it is not safe 

to consider them lost for all time. A 

big New York house, which has a record of 
all its customers, makes it a point to keep 
after those who have stopped buying for a 
period of two years. Occasional mailings 
serve to keep the store in the minds of pos 
sible customers, and frequently win their ac- 
tive trade again. 
On a heavy 


| OST CUST IMERS get out ot the fold 


machinery proposition, in 


volving sales in three and four figures, a 
manufacturing house found it worth while 
to keep prospects on the list four years. 


Quarterly a mail card showing interesting 
installations was mailed. Enough prospects 
were kept alive to justify the practice. In 
this case purchases may have been deferred, 
or competing machinery might have been 
purchased. The manufacturers’ line got 
consideration the next time equipment was 
ordered. 

The stationer is furnished such attractive 
direct mail advertising by the manufacturers 
whose lires he handles that such a plan can 
be followed with little effort and expense 

\ customer is not lost because some in- 
dividual has a grudge against the stationer 
or one of his employees. Such individuals 
may acquire grudges elsewhere, and finally 
return to the first stationer. Promotions, 
discharges or deaths often remove the stum- 
bling blocks for the individual dealer 

It pays to maintain contact, even though 
prospects look dim. 


<-> 


URGLAR prevention was worked out 
B by a dealer in Carson City, Nev., in an 

effective manner, without any expense, 
aside from printing some cards. The card 
read, “This store is protected by the Der- 
ringer System of Alarm Protective Service.” 
The card was conspicuously displayed in 
the window, and had the effect of frighten- 
ing away such burglars as might have in- 
tended to enter the store. The burglar pro- 
tection system mentioned in the card was 
purely fictitious, but no burglar ever called 
the bluff. 

<--> 


XCELLENT returns have been demon- 
E strated by the sales manager of the 

Office Specialty Company of Canada 
from a series of form letters which he sent 
to his own men. The keynote was to have 
every letter start with a story, an anecdote, 
some happy parable or a phrase or bit of 
current news that connected up well with 
the theme of the letter. Some of the intro- 
ductions used in this series are quoted: 

“An old Arab proverb divides humanity 
into three classes: those who are immovable, 
those who are movable and those who 
move.” 

“The story is told of a salesman starting 
on a trip who found after making his first 
stop that four competitors were ahead of 


him. In great anxiety he wired his prin- 
cipals: ‘Four travelers are ahead of me: 
what shall I do?’ Shortly the reply came 
back: ‘Go ahead; there are four hundred 


behind.’ " 
“A lady advertised for a man to work in 


her garden, and two men applied for the 
job. While she was interviewing them on 
the lawn she noticed that her mother on 
the porch was making signs for her to 
choose the shorter of the two men, which 


she finally did. When the ladies were alone, 
the daughter said: ‘Why did you signal me 
to choose the shorter man, Mother? The 
other one had a much better face.’ ‘Face,’ 
returned the old lady, ‘when you are pick- 
ing out a man to work in your garden you 
want to go by his overalls. If they’re 
patched at the knees, you want him; if 
they’re patched on the seat, you don’t.’” 
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CIRCUS 
CIVILITY. 


DRUGGIST’S BOY 
DOES DIE 
STAMPING. 


CASHING IN ON 
PROFITEERING. 


TURTLES 
FOR LUCK. 


PACKING THE 
BANNER. 
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F LATE years civility has been one of 
O the big assets of the American circus. 

Considering the character of the 
roustabouts and other individuals who con- 
tact with the public, this civility is unusual. 
No matter how silly a question is put to 
them, the circus men try to give the right 
answer. It would seem that the retailer, re- 
cruiting his forces from more genteel sur- 
roundings, should be able to train his sales 
forces so that civility would be the rule. Un- 
fortunately this does not always apply. 
Civility can do much to offset unavoidable 
shortcomings in store management. It can 
soften the disappointment of discovering 
that wanted items are out of stock, and pave 


the way for future visits. 
D together in many cities, especially when 
the druggist has a high grade trade. The 
experience of Alex F. Peterson, a conservative 
druggist of Missoula, Mont, may suggest 
something to retail stationers. Peterson had 
no difficulty in holding the papeterie trade as 
long as his customers were content with plain 
paper. When they wanted initial or other die 
stamping, they sent away for it. Peterson had 
an opportunity to pick up a second-hand die 
press at a reasonable figure, and broke in his 
boy, a school student, to do the work of 
stamping outside school hours. A profitable 
line of trade has been worked up, using stock 
monogram dies. Later it is planned to provide 
dies for embossing fraternity and _ sorority 
crests, Missoula being the seat of the Montana 
State University. 

Missoula is very distant from a social en- 
graver’s plant, so Peterson’s drug store gets a 
great deal of work. He has worked out a 
reasonable schedule of prices, and gives quick 
service. His experience is that customers will 
order as much unstamped stationery as the 
embossed, as many letters run over the first 
quired sheet, and second sheets are therefore 
necessary. 


RUGS and fine stationery seem to go 


<-> 
ORCED to give up his lease, a Philadel- 
F phia hatter with several stores gained 
favorable consideration of his new loca- 
tion by pointing out in a large sign the in- 
crease in rent he had paid—until the rent be- 
came too great for his business. He showed 
how the rental of a store 12x20 feet was 
$7,500 from 1913 to 1918. He renewed in 1918 
for $8,680. In 1919 he was asked $13,500— 
and that was the last straw. His frankness 
elicited letters of commendation and promises 
of future trade at the new location. 
<--> 


EALERS with a short name can work 

up interest in their windows through a 

display of common turtles. Each turtle 
has one letter of the dealer’s name painted 
on its back. A prize of merchandise or 
money is offered for the first individual who 
discovers the turtles lined up, spelling the 
dealer’s name, such as “S-M-I-T-H.” The 
plan will insure the public’s close study of 
the window, and the merchandise displayed 
with the turtles. It will show speed in mer- 
chandising in antithesis to the leisurely at- 


tribute of the turtle. 
<---> 
S office appliance field carry heavy bur- 
dens in bringing their samples around to 
prospects. It has been demonstrated that 
this is good business, as the salesmen can 
get closer attention from his prospect and 
can convince him quicker by showing a 
machine than by using a ohotoarasts or 
catalogue and trying to elaborate on the 
description with words of his own choosing. 
If the prospect has the machine before 
him and can see it work—possibiy try it 
himself—the sale is much easier to close. 


OME of the specialty salesmen in the 








cee ee RIA L 





Wall Street Views Typewriter Market. 
APTIONED “Both Domestic and Foreign Type- 
writer Sales Improving,” the Wall Street Journal 
printed the following comment in February: 

“Greater activity in Remington Typewriter shares 
seems to be due partly to improvement in general type- 
writer business. Royal Typewriter reports the best 
domestic business in its history during January. Here- 
tofore the largest monthly domestic business was that 
of last October, when 500 more machines were sold 
than during any previous month. 

“Noiseless Typewriter also reports unusually good 
business for January, having sold several hundred ma- 
chines to Western Union Telegraph Company. Under- 
wood and Remington have also noticed a slight im- 
provement over recent months. 

“Portable machines are selling well. Both Reming- 
ton and Underwood are finding no difficulty in dispos- 
ing of these models as fast as they can be made. Rem- 
ington is confining its sales mainly to the United 
States, while Underwood is giving more attention to 
the foreign field. Underwood is making several hun- 
dred portables a week, it is understood, while Reming- 
ton has worked up production to slightly over 1,400 
a week. 

“Foreign sales of typewriters are picking up, but 
the improvement is irregular in Europe, South Ameri- 
can countries, the Far East, the Levant and Australia. 
In Europe the greatest improvement seems to be in 
English and Italian buying. Scandinavian countries 
are purchasing meagerly. 

“While improvements in foreign exchanges has had 
considerable to do with better buying, it is believed by 
many that most of this increase in foreign orders is 
due to depletion of stocks on hand, and that from now 
on moderate but somewhat more regular buying can 
be expected from abroad. 

“While it is believed that both in foreign and in 
domestic sales the typewriter industry has turned the 
corner, no sudden improvement is expected. Instead, 
a slow and moderate but fairly regular increase is 
looked for.” : 

Increased activities in the typewriter field are also 
reflected in the operations of the L. C. Smith & Bros. 
Typewriter Company, The Oliver Typewriter Com- 
pany, the Woodstock Typewriter Company and the 
Victor Typewriter Company. This:is an encouraging 
portent, as the enlivened movement of writing ma- 
chines always brings increased activities into other 
branches of the office equipment and stationery fields. 

The greater the number of typewriters there are 
in the use the more filing cabinets will the manufac- 
turers sell, for the new typewriting machine, where 
it does not replace an old one, means an increased 
daily output of mail and other documents. The paper 
manufacturer is called upon to supply more fine paper 
and greater quantities of second sheets; the envelope 
makers gain, and the makers of typewriter ribbons 
and carbon papers assuredly view increasing type- 
writer sales with satisfaction. 

Behind it all is the urge to work harder; to make 
business better; to go at things once more with a 
vim that shall produce results. Behind this, in turn, 
are sound indications that our country’s business is ac- 
tually improving and that increased labor, concen- 
trated effort, will receive due and satisfactory reward. 


American Methods Abroad. 
CORRESPONDENT abroad who has made a 
keen and intelligent study of methods and prac- 

tices adapted to selling in other lands, particularly in 
Great Britain, suggests that admirable and efficient as 
American sales methods are in America, they must 
really be adapted to meet the varying temperament of 
the public not only in Great Britain but in other Euro- 
pean countries. 

The salesman who goes abroad from this country 
to sell his lines encounters an entirely different at- 
mosphere and environment. The attitude towards 
business is different. The atmosphere of hurry and 
drive is absent to a large extent. Men abroad do not 
readily deal with others on no more substantial guaran- 
tee than a business card, but must take time to become 
acquainted with those with whom they are dealing and 
they quite uniformly refuse to be rushed off their feet 
by any of the methods which are supposed to be suc- 
cessful in the United States. 

Office Appliances doubts if in reality the “hurrah, 
boys” method is largely successful anywhere, but 
Americans tend to make decisions more quickly and to 
say yes or no apparently on the spur of the moment. 
Our friends abroad, if forced to say something, are 
inclined to say no instead of yes. In other words, 
they insist upon understanding the man and the 
proposition. 

<> 
Exports Improving. 
XPORTS are picking up. A summary by months 
of the important factors of this trade which enter 
into overseas commerce is printed on Page 118, this 
issue. The trend has been upward for several months. 
A comparison of the figures is of interest. Mention 
may be made in-this connection of a fact brought out 
through a question put some time ago by a visitor 
from overseas. The classification, “Typewriters,” as 
reported monthly by the Department of Commerce, 
includes bookkeeping machines. This is the distribu- 
tion accorded by the customs authorities at New York, 
through which port most of these exports are cleared. 
There had been an impression that such machines 
would be listed under “Adding and Calculating Ma- 
chines.” 
<> 
Central Point for Information. 
HE stationers of various cities are not always in 
touch with each other through their associations 
closely enough to know about certain matters which 
require joint action, such as closing on holidays, etc. 
It has been suggested that each member report to his 
association concerning what he desires to do and then 
let the association notify the membership as to the 
stand taken by the majority. This method is much 
better than to have Some stores open and others closed 
when the necessity for being open is not urgent. 
<-> 


The Philadelphia Business Show—and Others. 
BOUT the time the present issue of Office Ap- 
pliances shall have reached its readers there will 

be an interesting business show on in Philadelphia, 
under the auspices of the Annual Business Show 
Company. The imposing list of exhibitors we have 
seen is a guarantee of the entire success of this event— 
the leader of the spring activities of this kind. Boston 
will have the spring business show next year. 

On Monday, March 6, coincidently with the Phila- 
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delphia show another important event of the kind will 
start in San Francisco under the auspices of the Busi- 
ness Exposition Company. 

In the present issue there is a preliminary report 
of an interesting business efficiency exposition recently 
held in London. A successful local show was recently 
held at Omaha, as reported in this issue. Then, as we 
go to press, too late for detailed mention this time, 
comes a report of an interesting little show in the store 
of the Dewberry & Montgomery Stationery Com- 
pany at Birmingham, Ala. 

Office Appliances for April will carry accounts of 
all the shows mentioned not already fully reported in 
this issue. 

<--> 


Straws Show Way of the Wind. 
HERE are many straws which show that the wind 
is settling favorably. A friend who sells sta- 
tionery and office equipment at wholesale in the west 
and southwest recently made a trip through that sec- 
tion for the purpose of selling goods. He failed in 
the first town, but modified his approach in the others, 
with the result that he came back with a greater 
volume of orders than he ever before got out of that 
territory. Men will still buy goods; merchandise is 
needed and will be bought if—it is properly sold. 
Salesmen are now wanted. The automaton with the 
order book and pencil is out of his depth. 
Here are some “straws’ on the general situation as 
the March monthly letter of the National City Bank 
of Chicago sees it. 


“Two of the most striking developments of post-war 
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finance have been the sharp rise in the European exchanges 
and the spirited advance in grain prices with the resultant 
moving up of provision values. These movements have 
been exceptionally prominent during the past month and 
in their total influence probably will be as effective in help- 
ing sentiment and strengthening conditions in the territory 
served by the Chicago market as in any other section of 
the country. The advance of exchange on London and 
Paris from the low point of last year reflects better than 
anything else the sustained improvement in European 
affairs. These changes are of broad significance and con- 
trast sharply with the chaotic conditions existing a year 
ago when various critics were discussing the moe, bank- 
ruptcy of Europe and the very serious consequences of 
the collapse in Germany. The persistent recovery in the 
foreign exchanges emphasized the extraordinary come- 
back that Great Britain is making in the face of obstacles 
so great as to cause one foreign authority not long ago 
to seriously propose the stabilization of British exchange 
around 3.63 and other critics to discuss the abandonment 
of the gold standard entirely. 

“Several hundred million dollars have been added to the 
purchasing power of the farming sections by the upturn 
of prices for farm products in the Chicago markets, This 
rise has brought cheer and good feeling to communities 
which only a few weeks ago were downcast and hard- 
pressed. The movement shows that the farmer is coming 
into his own again and that he is likely to make a very 
much better showing on the year’s business than seemed 
possible a month or two ago. This does not lose sight 
of the losses sustained by many producers who liquidated 
a portion of their holdings ee Fi the recovery of prices 
set in, but it emphasizes the quick changes that are possible 
in a country of unparalleled resources and which at the 
moment holds a commanding position as the great creditor 
nation of the world. Inasmuch as the farmer and those 
engaged in closely related pursuits are thought to repre- 
sent the heaviest purchasing power in the country, it is 
obvious that these higher prices for farm products will 
ultimately lead to increased businéss for the mail-order 
houses, implement makers, and general merchandise stores. 


WHERE TO TAKE HOLD. 


By Dr. Frank Crane. 


The place to take hold is Here. 

Right Here. 

And the time to begin is Now. 

Right Now. 

If you don’t know how to go at it 
right, go at it wrong, but go at tt. 

Al! the worth-while things of this life 
are dificult. Nothing’s easy but slump- 
ing. 

Most of the problems that affect your 
happinness are complicated. 

And the way to perform a difficult and 
complicated task is to go to it somehow. 

For you learn by trying. 

Life is an Art, not a Science. It is 
mastered by experiment, and patience, 
and infinite beginnings again. Nobody in 
the world can learn just what to do be- 
fore he does tt; | mean in the way of liv- 
ing and getting along. 

If you have to see a man, and dread 
the interview, because he is an impossible 
fellow and will make things as hard for 
you as he can, go right away and get it 
over with. 

If your desk is cluttered with a dozen 
half-finished matters, clean it up now 
Decide. Act. 

If you owe money, pay it. If you can 
not pay it, make the best arrangements 
you can with your creditor now. Don't 
evade and equivocate. Don’t dawdle. 


(Copyright, 1922, 


If you have a lesson to learn at school, 
and it looks formidable, and you don't 
see how you can possibly master it by 
tomorrow's class, go at it, learn a little of 
it now, get what you can of it, only don't 
wait for some miracle to happen. 

If you have a bad habit that is throt- 
tling you, take hold now. You must con- 
quer it some time, and every day you de- 
lay your fight your enemy grows stronger. 

If you want to save money and get a 
little ahead, put a portion of what you 
have now in the savings bank. Nothing 
is finished that was never begun. 

If you really want to be charitable and 
help your fellowman, give of what you 
now possess. 

If you are not helpful with a dollar 
only in your pocket, you would not be if 
you had a million. ; 

Do it now. 


What you are going to do some day 
may be a sickly dream. It’s what you do 
today that means something. 

The only theory that is of any value is 
the one that gets into your fingers right 
nou. 

The only creed that will save your soul 
is the one that flushes your heart and 
thought and speech and deed now. 


The place to take hold is Here! 


by Dr. Frank Crane.) 
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At which Hobart W. Martin, Associate 
Editor, Presides, Introduces the Old 
Boys and Crowns Them with the Laurel 
Wreath. 7 
NoTEe.—In the October issue of Office 
Appliances we initiated the Old Timers’ 
Party. This is where we gather together 





some of the Old Boys about the Round Table 
and discuss events of years gone by, along 
with a little biographical history which hooks 
the man to the work. Few of the Old Timers 
are rich, but all of them are successful from 
the standpoint of making good. Office 
Appliances believes that success means sat- 
isfaction which arises from just and proper 
pride in work well done. The Old Timers, 
‘ because they can take the longest look back- 
ward, are boys who may count themselves 
as the most successful under this definition, 
because they find the most satisfaction in the 
reflection that they have “batted a pretty 
good arerage.” 








Joshua N. Hobbs. 
O PRESENT an adequate picture 
of Mr. Hobbs, who is so widely 
known among stationers, one must 
go back to a time before the Civil 


War. Mr. Hobbs, of course, has not 
been in the stationery business as long 
as that, but his boyhood memories go 
back to ante-bellum days and hook up 
with certain primitive but prosperous 
conditions in Missouri, where he was 
born. These memories group them- 
selves about stirring scenes and about 
the lives and characters of men who 
have made their mark in the history 
of the southwest. 

Mr. Hobbs’ parents came from the 
South and settled near Westport 
Landing, which is the old name for 
Kansas City. Mr. Hobbs’ father was 
a physician, and took up land about 
ten miles from Independence, Mo. The 
elder Hobbs held slaves and worked 
his farm after the southern fashion. 
When the war broke out the men of 
the neighborhood aligned themselves 
very largely with the southern cause, 
and Dr. Hobbs went into the service of 
the Confederacy as a surgeon. 

Coming down to the time subse- 
quent to the war, we find that Mr. 
Hobbs started in business in 1873 with 
the printing firm of Braden & Bur- 
ford of Indianapolis, now William B. 
Burford, Mr. Burford being a brother- 
in-law of Mr. Hobbs. He remained 
with this house a few years, then in 
1880 connected himself with the 
printing concern of Ramsey, Millett 
& Hudson of Kansas City. He re- 
mained with this house for four years, 
until 1884, when he joined the sales 
force of the Southworth Company, 
with whom he has remained ever 
since. The circumstances under which 
Mr. Hobbs became connected with the 
Southworth organization are amusing. 
It seems that the company had had 
one or two representatives in the West 
whose work had not proved success- 
ful, and Mr. Southworth for some rea- 
son conceived the idea that he wanted 
to get a large man for the next repre- 
sentative. Mr. Hobbs’s’_ brother-in- 
law, Mr. Burford, wired him at Kan- 
sas City telling him to come to In- 
dianapolis at once. On his arrival he 
told him of the opening, and Mr. 
Hobbs at once left for Massachusetts 


to visit the Southworth Company. Ar- 
riving at the factory, he walked into 
Mr. Southworth’s office and in answer 
to an inquiry as to his identity replied, 
“Il am the man you sent for.” or 
must have looked like it,” said Mr. 
Hobbs, “if size was one of the 
requisites, for I weighed two hundred 
and sixty-five pounds. Mr. Southworth 
laughed and we immediately got down 
to business. I gave sufficient notice 
to the concern for whom | worked in 
Kansas City and soon afterward took 
up the work in which I am now 
engaged.” 

In the early days of traveling, he 
recalls that the southwestern towns 
were called the high grass towns. Be- 
fore the railroad reached certain parts 
of Kansas, Mr. Hobbs used to travel 
by team, and during some of these 
trips he assisted the citizens in estab- 
lishing several county seats. He 
helped to establish a county seat in the 
district where Congressman “Jerry” 
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(“Sockless”) Simpson afterward flour- 
ished in the days of the Populist 
party. Mr. Hobbs heard the actual 
incident forming the basis of a very 
famous story published freely in joke 
books. In one of the districts two 
lawyers were running for congress. 
One was a graduate of a law school 
and recently out from the East, and 
the other was a country squire who 
obtained his knowledge of the law be- 
side the kitchen lamp. The latter 


claimed that he was entitled to 
sent his constituents because he 


repre- 
was 
born on a tarm, raised on a tarm and 


lived among farmers. The young man 
said he, too, was born on a farm; that 
his father was a farmer and that he, 
indeed, was born between two corn 
rows. At this point some one in the 
rear of the audience called in a tone 
loud enough to be heard all over the 
room, “Pumpkin, by gosh.” 

Mr. and Mrs. Hobbs have three 
sons. Russell and Charles served in 
France during the war, while C. H. 
Hobbs, the eldest son, failing to meet 
the physical requirements for military 
service, was appointed by the presi- 
dent of the United States Steel Cor- 
poration during the war as a govern- 
ment inspector in the state of Michi- 
gan in addition to his other duties in 
the steel business. Two of the sons 
are married and one is a bachelor. 


W. W. Parsons. 


HEN you ask some men if they 
WV remember ’way back when, etc., 

they will dig up a scrap book 
which contains historical information 
sufficient to make a fair sized volume. 
That is precisely what our friend, W. 
W. Parsons, did the other day when 
we asked him if he wasn’t one of the 
Old Timers in the dictating machine 


business. He assured us that he is an 
Old Timer and produced the docu 
ments to show it. 

The first thing he drew on the in 
quirer was a copy of the “Phono 
gram,” a monthly magazine devoted 
to the science of sound and record 
ing of speech. This journal was dated 
January, 1893. Compared to machines 
of the present, those of 1893 were 
crude in appearance, but nevertheless 


practical. The machines at that time 
were run by means of storage bat- 
teries. We note the fact that Mrs. 
Potter Palmer, president of the 
women’s department of the World’s 
Fair, used a phonograph for dictating 
her correspondence. This item ap- 
peared in the Phonochat column of 
the Phonogram. 

Mr. Parsons started in business with 
the North American Phonograph Com- 
pany of Chicago late in 1893, when the 
footpower machine was just being re- 
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placed by electric storage batteries— 
a great improvement. 

The offices of the North American 
Phonograph Company were at the 
left of the main entrance to the 


Masonic Temple. They were known 
as the Phonograph Parlors. After 
a time the parlors were removed to 


255 Wabash avenue, old number. In 
those days the phonograph was about 
as much of a curiosity as the wireless 
telephone is today and the salesman 
had about the same chance to install 


one in the office of a prospective cus- 
tomer. Friend Parsons, however, was 
young, sanguine and unafraid even of 


the gruffest managers. He made many 
l One of his first customers was 


SaiCs. 

Mr. Byrne, general manager of Lyon 
& Healy. Another was Mr. Lord of 
Lord & Thomas. Both concerns be- 


ame consistent users of the dictating 
achine. Mr. Parsons believes that he 
me the distinction of having been in 


strumental in the making of the first 
grand opera record. In 1895 Mme 
Calve was in Chicago stopping at the 
Auditorium. The office was directed 


to send her a machine, and a little later 
he called to see that it was working 
properly. The great vocalist received 
him with enthusiasm and voiced het 
amazement and delight at the wonder 
ful performance of the machine. She 














there and then sang into the receiver 
some selections from her favorite 
opera “Carmen” and expressed regret 


could not take the machin« 
her travels. 


North American 


that she 
vith her on 

\fter a time the 
Phonograph Company encountered 
financial difficulties and Mr. Parsons 
went into the employ of the Columbia 


Graphophone Company, whose local 
office was then managed by Leon F. 
Douglas, now vice-president of the 
Victor Talking Machine Company. 
These offices were at 98 Madison 
street. Mr. Parsons remained with 


the Columbia for 
more, but about five years ago he re- 
turned to his first love, the Edison, 
and for that period has been connected 
with the house of Edwin C. Barnes & 
Company of Chicago. 

He has a world of interesting 
reminiscences and was one of the 
men who was instrumental in pulling 


twenty years or 


several valuable publicity stunts. He 
vas in fact a capital unofficial press 
agent. We recall one incident which 
occurred in 1907. It was reported 


very extensively first in the Chicago 
Daily News and in the morning papers 
of New. York and Chicago. In Jan- 
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uary, 1907, President Roosevelt caused 
the evidence in the coal famine case 
to be recorded and a meeting was held 
by the Interstate Commerce Commis- 
sion in the Federal building at Chi- 
cago, where testimony was taken. To 
handle this testimony in record time a 
battery of dictation and_ transcribing 
machines was placed in the Majestic 


hotel. A relay of stenographers was 
kept rushing from the court room 
across the street to the hotel, reading 


their notes to the dictating machines 
and as soon as one cylinder was full, 


it was sent to the transcriber who 
made the record. Having finished his 
notes, the stenographer would rush 
back to the court room and the man 


who was filling his place would in turn 
dictate his notes to the machine and 
so on until all the testimony was taken 
and transcribed. Thirty minutes after 
the session adjourned all the testi- 
mony was in and most of it was type- 
written, ready to go to the President. 
This was a world’s record in tran 
scribing testimony. This stunt was 
not at first appreciated by the news- 
papers, but Mr. Parsons called up the 


city editor of the News who seemed 
rather indifferent at first, but finally 
said, “all right, I'll have a man cover 
it.” The City Press Association pre 
served also an attitude of calm, but 
that evening at dinner when our friend 
opened his’ Daily News, he found 
prominently displayed column after 


column describing the manner in 


which this testimony was taken and 
transcribed Four machines were in 
service in the Majestic hotel and re 
lays of typists were employed to 
transcribe the records 


Enoch Ohnstrand. 
have 


P TO the present we have 
U the pleasure of meeting at 
Old Timers’ party men 
have achieved distinction by ability 
and long service in the selling ranks. 
We now come to another division of 
the office equipment industry and pre- 
sent a sketch of a man who has dis- 
ae peg himself in the mechanical 
field as a creator of office furniture in 
re 
Enoch Ohnstrand today is chief en- 
gineer for the Library Bureau at its 
factory headquarters in Ilion, N. Y. 
Mr. Ohnstrand was born in Norko- 
ping, Sweden, in 1862. When he was 
eighteen years of age he came to the 


had 
this 
who 


United States. In 1880 the trip from 
Sweden to America across the At- 
lantic presented something less than 


the comforts which now surround the 
passenger on an ocean liner. The ac- 
commodations were good, but the pas- 
sage was not so swift, nor were the 
ships the floating palaces on which we 
ride today. For a boy to start out 
from his home, brave the Atlantic pas- 
sage and start in a new country amid 
unfamiliar scenes and people and with- 
out a knowledge of the language of 
the country, implied courage and en- 
terprise. He had been educated in 
the elementary schools of Sweden and 
his subsequent education has been ac 
quired by active contact with the vari- 
ous features of his employment. 
Swedish elementary schools, however, 
are excellent and thorough, and even 
at eighteen the young man had a 
sound foundation upon which to build. 
From 1881 to 1883 he was employed 
in the shops of the National Tube 
Works, having to do with the sheet 
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rolling mill and the tube mill. From 
i883 to 1888 inclusive he worked as a 
carpenter and builder. However, his 
early experience in the steel business 
had been of such a character as to lead 
him to an understanding of the im- 
portance of steel and its steadily in- 
creasing applications to different lines 
of activities. In 1888 he secured em- 
ployment with the Art Metal Con- 
struction Company of Jamestown, N. 
Y., where he became a millwright, 
shipping clerk, worked as a wood, 
plaster and metal pattern maker, 
worked in the iron and brass foundr 
in the production of ornamental wor 
for banks, libraries and public build- 
ings, was an inspector of work, be- 
came a plant engineer, advancing to 
assistant superintendent and finally fo 
general superintendent, manufacturing 
steel office furniture for libraries and 
court houses, steel doors and trims 
and the steel furniture now used by the 
United States on its present battle- 
ships. Mr. Ohnstrand himself de- 
signed and constructed this furniture 
which was approved by the naval con- 
structor in 1909. He is also the ori 

inal inventor of the process of cold 
drawn steel molding, used in steel 
cars and fireproof buildings by vari- 
ous manufacturers. Finally, the grain- 
ing of steel furniture to imitate wood 





ENOCH OHNSTRAND. 


was accomplished under his personal 
supervision. 

From 1906 to 1909 Mr. Ohnstrand 
was engineering expert for the Art 
Metal Construction Company. In 1909 
he went with the O. M. Edwards Gom- 
pany of Syracuse, N. Y., who were 
then manufacturing railroad devices. 
Mr. Ohnstrand became general super- 
intendent and developed the present 
products of the O. M. Edwards Com- 
pany in metal furniture and office 
equipment. From June, 1912, to 
March, 1914, Mr. Ohnstrand was con- 
nected with the United States Steel 
Furniture Company of Syracuse, or- 
ganizing the manufacturing facilities 
of this company for the production of 
steel desks and tables, according to his 
own designs.. and  patents.. From 
March, 1914, to June, 1915, he was 
connected with the U. S. Metal Prod- 
ucts Company of New York Cit 
chief engineer. . Since July, 1915, he 
has been chief engineer for the Library 

3ureau at Ilion, 
_ Mr. Ohnstrand-has been one of the 
foremost workers in the steel furni- 
ture industry. Distinction has come 
to him in his own established line for 
work done supremely well. 
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NEW TYPOGRAPHS OF TIME 





An Interesting Calendar Idea Attractively 
Presented, Written Especially for 
Office Appliances. 


NUSUAL devices have very recently been invented 

which, for purposes of window and showcase dis- 

play and for local advertising, will well go hand 
in hand with trade-magazine publicity. 

Illustration 1 shows a calendar for 241 years, by which 
the day of the week for any date, 1760 to 2000, inclusive, 
can easily be found. Other single-page “perpetual cal- 
endar” forms have been and are being used, most notable 
among them being variant tabulations in the World Al- 
manac Annual, Hazell’s Annual, New International En- 
cyclopedia, Scientific American Reference Book. It is 
advanced in favor of the “Backesian,” first printed here, 
invented by Jacob Backes, New York, N. Y., that his is 
by far the most facilitative, the most compact, and typo- 
graphically the most symmetrical of all long-term calen- 
dars; and that his is in ideal form to be copied by any 
one on any kind of typewriting machine, which can not 
be said in favor of the other “perpetuals.” 


The Backesian here shown is in photographic reduction 
of the introducer’s typewriting measuring 72 typewriter 
spaces across by 62 lines down, therefore 71/5 by 10% 
inches, original pica size; typewritable with any machine; 
within the size of an 8% by 11 inch letterhead sheet; and 
duplicable in quantity by any one of the numerous sten- 
ciling and ofhce printing machines. 

Small as it is, this Backesian can be made much more 
diminutive by (a) beginning it with, say, 1800, instead 








THE BACKESIAN CALENDAR 
To Ascerteain the Day of the Week for Any Date Within 241 Years: 
1760 to 2000, Inclusive 
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TO FIND THE WANTED WEEKDAY, 1 2 3 4 5S 6 7 tion of the month line 
note year heading; next the & 9 1011121514 with the perpendicular 
month below, and the junc- 15 16 17 18 19 20 21 date-contafning column 
oe 19- 22 23 24 25 26 27 28 ee 
1918¢ 19194 is2lg 22a 29 50 51 Callityped 19235» 19256 1s26f 
SepDec Jun... May... JAN Su Mo Tu We Th Fr Sa AprJul F MarN Aug 
May... JamOct Jun... FEB We Th Fr Sa Su Mo Tu Aug... AprJul SepDec 
MAR We Th Fr Se Su Mo Tu 
Jun... F Mar® JanOct APR Sa Su Mo Tu We Th Fr Sephec Aug... May 
AprJul Sepdec Aug... MAY Mo Tu We Th Fr Sa Su JanOct Jun... F Mar 
Aug... May... SepDec JUN Th Fr Sa Su Mo Tu We F Mar" JanOct aprJul 
JUL Sa Su Mo Tu We Th Fr 
JanOct AprJul F MarN AUG Tu We Th Pr Sa Su Mo May... Sepdec Jun 
P Maré aug... AprJul SEP Fr Sa Su Mo Tu We Th Jun... May... JanOct 
-0e OCT Su Mo Tu We Th Fr Sa oe 
ANY KEYLETTER IN FINAL NOV We Th Fr Sa Su Mo Tu year is same as calen- 
TABULATIONS means that DEC Fr Sa Su Mo Tu We Th dar with similar key- 
the calemiar for that -0e letter in firet tables - 
-0@ - LEAP YEARS -ee- 
1908 19128 19166 1920E 1924c 1928A 1952F 
Oct... Febaug Jun... JAN Th Fr Se Su Mo Tu We May... MarNov SepDec 
Marfov Sepdec Oct... FEB Su Mo Tu We Th Fr Sa Jun... JaapJ1 May 
Jun... JaApJl May... MAR Mo Tu We Th Fr Sa Su Sepdec Oct... FebsAug 
APR Th Fr Sa Su Mo Tu We -e 
Febaug Jun... JaApJ1 MAY Sa Su Mo Tu We Th Fr MarNov Sepdec Oct 
Sepdec Oct... Febéug JUN Tu We Th Fr Sa Su Mo JaApJ1 May... MarNov 
JUL Th Fr Se Su Mo Tu We 
AUG Su Mo Tu We Th Fr Sa 
JaApJl May... Marfov SEP We Th Fr Sa Su Mo Tu Oct... Febaug Jun 
May... Marlov SepDec OCT Fr Sa Su Mo Tu We Th FebAug Jun... JaapJ1 
-0e NOV Mo Tu We Th FP Se Su -ee 
THE BACKESIAN CALENDAR DEC We Th Fr Sa Su Mo Tu #OR OFFICE APPLIANCES 





1760C 176le 1762f 1763g 1764A 17680 
17664 1767@ 1768F 17698 

1770b 1771¢ 1778D 1773 1774g 17758 
1776B 17774 17780 Wy70r 

17606 1761> 1782c 17834 1784E 1785¢ 
17@6a 1787 1788C 178960 

1790f 1791g 179A 1793c 17944 17950 
1796F 17978 1796b 17990 

18004 1801le 1602f 1803g 1804A 1805¢ 
18064 1807¢ 1606F 1609 

1810b 161lo 1612D 1613f 1614g 18156 
.  1826B 18174 1616¢ 1819f 

18206 1621 1622c 16234 1624E 125g 
1626a 1827 1626C 16290 

1830f 1831g 16324 16330 16344 18350 
1636F 18378 1838> 18390 

1840D 1641f 1642g 1643a 16448 16454 
16460 1847f 16486 1849 

18500 16514 1652E 1853g 18540 1855> 
1856C 1857e 1658f 2650, 

18604 186lc 16624 1663e 1864F 1865a 
1866 16670 1968D 1660f 

1870g 187le 1672B 18734 18740 1675 
18766 1877 18780 18794 


I880E 1881g 16620 1863b 1884C 1685 
1886f 1887g 18884 1889¢ 

18904 1891e 1892F 1693a 1894> 1895c¢ 
1896D 1897f 1698, 16990 

1900 19010 19024 1903e 1904F 1905 
1906> 1907¢ 1908D 1909f 

1910g 101la 1912B 19134 19140 1915f 
1916¢ 1917> 1918¢ 19194 

19208 19@lg 1922 1923d 1924C 1925e 
1926f 1927g 1928A 1929c 

19304 193le 1932F 1933e 1934 1935¢ 
1936D 1937f 1938g 19590 

19408 19414 19420 1943f 19446 1945p 
1946c 10474 1948E 1949¢ 

19608 1951b 1958C 19530 1964f 1965¢ 
19564 1957c 19564 19590 

1960F 196la 1962 19630 1964D 1965F 
1966g 1967e 19688 19604 

197008 1971f 19726 1975> 19740 19754 
1976E 1977g 1976a 1979» 

1980C 1961e 1982f 1963g 1964A 1985c 
19864 1987¢ 1988F 19600 

1990 19910 1992D 1995f 1094 1995 
1996B 19974 19980 1999f 20000 





ILLUSTRATION 1. 


of 1760; (b) using one-space instead of two-space separa- 
tions for the side columns, with or without penned sep- 
arating lines; (c) using underscore, instead of hyphened, 
lines to separate the divisions; (d) omitting in the final 
table certain years already calendared in the top tabula- 
tions; (e) omitting the central Leap-year tabulation and 
performing an easy mental operation to find the day of 
the week for any date in any leap year. 

Mainly on account of the work which would be neces- 
sary, not one operator in a hundred has ever typewritten 





ae 2 8 & F . & 2 4.6.8 -F 

8 91011 12 135 14 8 91011 12 13 14 

15 16 17 18 19 20 21 15 16 17 18 19 20 21 

22 23 24 25 26 27 28 22 23 24 25 26 &7 28 
1922 29 30 31 1922 29 30 31 


jan oct.. su mo tu we th fr sa 
fb mar nv we th fr sa su mo tu 
apr july. sa su mo tu we th fr 
MB. cccce mo tu we th fr sa su 
jJune..... th fr sa su mo tu we 
august... tu we th fr sa su mo 
sep dec.. fr sa su mo tu we th 
1923 
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august... we th fr sa su mo tu 
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May...... Mo Tu We Th Fr Se Su 
June..... Th Fr Sa Su Mo Tu We 
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Sep Dec.. Fr Sa Su Mo Tu Je Th 


Jan Oct.. Mo Tu We Th Fr Sa Su 
Fb Mar Nv Th Fr Sa Su Mo Tu We 
Apr July. Su Mo Tu We Th Fr Sa 
May......« Tu We Th Fr Sa Su Mo 
June..... Fr Sa Su Mo Tu We Th 
August... We Th Fr Sa Su Mo Tu 
Sep Dec.. Sa Su Mo Tu We Th Fr 











ILLUSTRATION 2. 


a year calendar in unbackesian style, the one-year cal- 
endar in the old style demanding a minimum of 1,900 
strokes and spaces. The illustrated 24l-year form is only 
about 50 per cent larger than an old-style single-year cal- 
endar made in the same size of type and with correspond- 
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ILLUSTRATION 3. 


ing openness of spacing. Copied on a typewriter and then 
printed from a photo-reduced line engraving, it can be 
shown on an ordinary post card and still have room for 
an ad, notice or greeting. The type will be as large and 
legible as is much that is used in the daily papers. By 
photostat enlargements, and without cutting it from this 
magazine, it can be made into a poster about fourteen times 
the size in which it is here printed. 

After a little preliminary copying for familiarity with 
the abbreviations, an experienced operator can make a 
duplicate of this form in 20 minutes; a professional “speed- 
ologist,” it is affirmed by an expert, can make one in less 
than half that time. Therefore, any typist can, with the 
aid of a few carbon sheets, produce enough Backesians in 
one evening to provide numerous friends and relatives with 
calendars for the rest of their lives. By using bichrome 
ribbons, attractive framable ones suitable for window dis- 
play or for complimentary presentation can be made. 

Any one or any combination of the seven top-tier tabu- 
lations can be printed for smaller, shorter-term calendars, 
each year or combination taking about a fourth of the time, 
type and space required in the old-style tabulation. To 
provide basis for a “perpetual” calendar at least seven non- 


March, 1922. 
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ILLUSTRATION 4. 


leap years must be represented, each beginning on a dif- 
ferent day of the week. There must always be a key 
calendar (here 1922a), and this key calendar may occupy 
any position among the seven, six, five, four, etc., that is, it 
may be positioned centrally, or first, or last, etc. 


The historic “Julian” and “Gregorian” calendars were 
named after the august personages, under whose distin- 
guished patronage the respective chronological reforms 


were undertaken, not after the underlings who did the ac 
tual work. The Backesian tabulative reforms are unique 
in the fact that they bear the name of the one who in- 
vented and, with the assistance of editorial friends, intro- 
duced them. 

The Backesian “perpetual” is useful and interesting in 
many ways. For example, it will show you the day of the 
week on which you were born. Many go through life with 
mistaken ideas as to the day of the week on which they 
were ushered into this vale of tears: which errors a pay- 
less and painless reference to the Backesian will correct 

Lawyers and others will find a Backesian useful to deter- 
mine the day of the week on which old mortgages, wills 
and other legal documents were drawn; to ascertain the 
day of the week on which notes will become due; to 
precision distant holidays, election days, etc., and by the 
aid of a Backesian the accuracy of witnesses’ statements 
as to days and dates in preceding years may be compared 
and established, and fraud and unreliability may be dis- 
covered and exposed. 

Overconfident writers for publication sometimes mistake 
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and misstate, as for example: “On Thursday, September 
19, 1806, the battle of,” etc., when reference to a Backesian 
would reveal the fact that September 19, 1806, was Friday, 
not Thursday, and that the Thursday of that week was 
on the 18th of the month, not the 19th. 

Examples of day-determination: 

On what day of the week did June 9, 1918, fall? Under 1918 
we find Jun. To the right cf Jun, in the key calendar, we find 


Su in the same row as the 9. 

On what day will September 6, 1926, fall? Under 1926 we find 
Sep. To the left of Sep, in the key calendar, we find Mo in 
the same row as the 6 


On what day did April 21, 1867, fall? In the final table we 


find that 1867 was a c-year. As indicated in the top-tier tabu- 
lation, 1918 was also a c-year. The calendar for 1867 was 
therefore the same as the fully indicated calendar for 1918, each 
being a nonleap year, and January 1 of each being a c-day 
(Tuesday). We find that in 1918 April 21 fell on Su, therefore 
in 1867 it fell on the same day. 

From a one-year Backesian to a centuried one, innu- 
merable combinational forms and tabulative variants can 
be made. The dimensions may be either the long way 
across or the long way down, depending mainly on the 
style of abbreviating or spelling out the names of the 
months and days. : 

Illustration 2 shows one of the numerous formats for a 
two-year Backesian. Each was typed by a speedologist 
whose autographic signature, in photo reduction, attests 
the time taken for the typewritten work. The second 
form, by Miss Elsie Keller, was typed 18 seconds “sooner” 
than the first by Miss Hortense S. Stollnitz, mainly be- 
cause 122 shift-key depressions were omitted. With 122 
capital letters, the average was about 4 seconds to a line; 
without capitals, about 3 seconds to a line. Ambitious 
operators everywhere, on all kinds of machines, are invited 
to make local records on this and get them published in 
the local paper. All printing offices have type which imi- 
tates typewriting. 

Illustration 4 shows how a Backesian can be used for a 
display advertising purpose by photostat enlargement of 
typewritten copy which has been pasted over discarded 
printed matter originally type-composed inside of attractive 
borders, no special machinery, talent, equipment, invest- 
ment or personnel being required to make the copy. 


The original copy for this photoposter in miniature was 
4% by 6% inches, photostatically enlargeable to more than 
twice the size of this page. Such photo reproductions may 
be had with white letters, ornaments, etc., on black back- 
ground, as here printed, or the reverse as in common 
typography Deliveries of completed work, from such 
copy by photostat reproducers, are made with a prompt- 
ness and at prices which it will pay any one to examine 
who needs displayed signs for window or show case. Such 
reproductions, in plain black and white, are supplemen- 
tarily glorifiable by chromatic work with pen, brush, cray- 
on, or two-color ribbon. 

The word photoposter can not yet be found in any d‘c- 
tionary: the American language travels so fast and ex- 
pands so comprehensively that “new editions” find it im- 
possible to keep up with it. As the German, French, and 
Spanish languages are in similar predicament, the respec- 
tive translations are here given: Photoplakat, photopla- 
card, fotocartel. 

Illustration 3 shows how a one-year Backesian can be 
typewritten with one-ninth of the types and spaces, and 
in one-ninth of the area ordinarily required with unbac- 
kesian calendars. In photo reduction as shown each of 
these year calendars takes less space than that occupied by 
an ordinary two-cent stamp. 


Backesian calendarial forms are unpatented and uncopy- 
righted. Each reader of Office Appliances is invited to 
reproduce them, vary them, and advertise with them by 
any process and in any language. 
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USING BUSINESS CYCLE 


A Contribution in The 
of the Dennison Manu- 


Henry S. Dennison, 


Nation’s Business by 


facturing Company. 


HE HEAD of a cotton manufacturing concern was in 
"Tite depths of despair. Blue radiated from him. He 

told his troubles to a friend who had been the head of 
the statistical department of one of our biggest corpora- 
tions and he wound up by saying: 

“And I’m afraid we'll have to go to the banks for help 
for the first time in fifty years.” 

“What would you say if I told you that you would be 
turning out at least seventy per cent of normal output- by 
May 1?” asked the friend. (This was in the early days of 
the depression of 1920.) 

The cotton man looked unbelieving, but a few months 
later he met the statistical expert and said: 

“Why didn’t you tell me I’d be working night and day, 
not just seventy per cent, while you were about it?” 

“I contented myself,” said the business prophet, “with 
asking him if he had gone back over his own business 
record for the depression period of 1907-08 as I had told 
him to. He hadn't, of course. If he had, he would have 
seen that in periods of downward business his industry, 
cotton, runs counter to most others. There’s a simple 
enough reason. Wool is pushed aside for cotton as times 
grow hard.” 

I have told this simple story because it illustrates what 
we learn from a study of those alternating periods of busi- 
ness activity and depression which we are accustomed to 
call cycles and which come at more or less regular intervals. 


Cycles Less Frequent than Heretofore. 

The danger in that word “cycle” perhaps is that it gives 
too great a suggestion of regularity, of even periods of 
rise and fall. There was a time in this country when it 
seemed as if ten years completed a cycle and we had panics 
in '37, '47 and '57. But the very complexity of modern 
life perhaps has introduced new elements which make the 
cycle less regular. It is that complex?ty also that made, 
as I see it, the business cycle, at least in manufacture. 

A few, a very few generations ago, manufacturing was 
by individual craftsmen who made to order and delivered 
almost direct to the consumer. Now there is a multiplicity 
of steps between maker and user. So the maker regulates 
supply not by the actual demand but by what he thinks the 
demand will be. If he always thought right there might 
be no such thing as a business cycle. 

Three chief factors go to make up the demand for an 
article or a group of articles: Requirements, financial re- 
sources and price-expectation. To put it concretely: |! 
may need a suit of clothes and not have money enough to 
buy it; I may need a suit of clothes and have money 
enough to buy it but refuse because I believe that prices 
are on the way down; or I may have the need, the money 
and the expectation that prices will go up. 

It is an axiom that both consumer and dealer buy rela- 
tively more when they think prices are going up than when 
they think prices are going down, but the consumer buying 
sometimes stops sooner than dealer buying, and this I be- 
lieve was an important factor in the recent depression. On 
the upgrade of the cycle, the country as a whole was 
stocking up with goods to be withdrawn slowly only after 
the tide turned and we came into a time of depreciation and 
reduced production. 

Manufacturer Must Peer Into the Future. 

A great need, then, of modern industry and commerce is 
for intelligent direction which looks well beyond the feel- 
ing of the moment. The business man must get the habit 
of planning and budgeting, of fixing careful attention upon 
the future. As the use of such planning becomes habitual. 
unbridled guessing will be displaced by more careful esti- 
mates—by guessing guided by all available facts. The 
manufacturer has no more important problem than that of 
forecasting the demand for his products. He cannot afford 
to be misled by outward appearances and such phrases as 
“The shelves of the country are bare” or “The shelves of 
the country are glutted.” He must have full and timely 
statistics well and clearly presented. 

He must not be afraid of being called a pessimist for fear 
that he will affect the country adversely through proper 
pessimism. The time to be a bull in the United States is 
not when everybody else is a bull. At that time the 


country is surfeited with bulls. The time when the country 
needs bulls is when bears are running wild. It is no credit 
to be optimistic when the country is suffering from over- 
production. 

Vision Must Be Omnipotent. 

Any business man who undertakes to apply to the 
future a knowledge of the past finds himself obliged to 
watch three things: the trend of general business, of his 
own industry as a whole, and of his particular part of that 
industry. 

All this may sound like talking generalities. Let me 
tell what I and my associates have sought to do in the 
Dennison Manufacturing Company as to purchasing, mer- 
chandising and the building up of investment. 

No man is more interested in the cycle—in the swing 
of the pendulum from high to low and back to high than 
the purchasing agent. His is the duty of looking ahead: 
first, to gauge his requirements, and second, to decide at 
what price to buy. For the first he will have to depend 
largely on the planning department, but within certain 
limits he will vary the amounts bought according to exist- 
ing and probable prices 

Before the war we started to try out an interesting exper- 
iment in our purchasing department. The unusual condi- 
tions of the war interfered somewhat with the develop 
ment and extension of our plan, but now we are getting 
it under way again. LBriefly, our idea is this We have 
figured out roughly the maximum and minimum inven 
tories of each important raw material which we are willing 
to carry at different periods of the cycle. Then we have 
charted over a long period the prices of the commodities, 
and through this we have drawn a line showing the secular 


trend. Approximately parallel to and a certain distance 
above and below this middle line we have drawn what we 
call our minimum and maximum purchase lines. Then we 
vary our actual purchases according to the position of 


actual prices relative to these three lines. 
Fixing the Buying Point. 

The minimum purchase line represents the smallest 
amount we dare’carry for current needs, and the maximum 
line represents the most that we consider it wise to tie up 
in inventories. Suppose on a certain material that our 
standard quantity to order is six weeks’ supply. If prices 
are below the line of secular trend we may buy up to 
tweive weeks’ supply, but if prices are above we may buy 
not more than two weeks’ supply. We make no attempt to 
fix the actual turning point. That is impossible Most 
purchasing agents who wait for the actual turning point 
buy too late or too much. 

I do not mean to infer that our purchasing is a purely 
automatic affair, but merely that we have found it wise to 
use mechanical guides. The one great temptation always 
before a purchasing agent is to buy far beyond estimated 
needs on a rising market. Each day the problem of how 
much to buy comes up on some individual commodity, and 
at that time there seems to be every reason for buying up 
a long time ahead. Then, unless some guiding rules are 
followed, the result is likely to be such that in emergencies 
the management is apt to find that it has too much money 
tied up in inventories. 

doubt if the American business structure has yet gone 
far enough in divorcing manufacturing and merchandising 
from speculation. It is quits as dangerous to speculate in 
goods as to speculate in stocks. Merchandise cannot be 
sold as quickly as stocks, for the merchandise markets lack 
the facilities of the stock exchanges. 
Inventory and Investment Uniformly Guarded. 

The same precautions that we use in buying we use in 
adding to our fixed investment. As the business cycle 
advances, then the heads of a corporation should more and 
more carefully scrutinize each project put before them by 
the engineering staff. They will find that, while they should 
be completed as to planning, many projects can be post 
poned as to execution with profit to the company and 
community as well. In the boom before 1873, Andrew 
Carnegie, when asked by A. B. Farquhar why he did not 


(Continued on page 141.) 
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PIONEER LEARNS MACHINE 


Esra Meeker, Plainsman and Author, | 


Pp, 


) 
r 


duces Book oF Reminiscences at Age of 
Ninety-One, Using Typewriter 
With Facility. 











EZRA MEEKER, OREGON PIONEER, AT 


9 WAS just seventy years ago when Ezra Meeker of 
Indianapolis, a husky and adventurous lad of twenty- 
one, started with a covered wagon and some oxen 

on a long, long hike to the western lands of dreams, ad- 
venture and possibilities. In those days such a trip was 
fraught with probabilities, also; and with a good many 
certainties. Ahead was the certainty of hardship; the 
probability of dangerous adventure and of finally winning 
through, and the possibility of death on the trail from 
illness, accident or hostile savages. But none of these 
were the lure. The hope of reward lay in the unknown 
sparkling from the quartz ledges among the granite moun- 
tains and, in the imagination of the seekers, gleaming yel 
low from the gold-bearing sands of the river beds. 

Mr. Meeker won through to his destination, but he did 
not become one of the mining millionaires. He became a 
lover of the great northwest, of the mountains, the forests 
and the vast open spaces, and about these he wrote. They 
gave him peace and strength to live in health long past 
the traditional span, and the added years have not been 
full of sorrow, but of useful occupation and achievement. 

Mr. Meeker has written several books, including “The 
Oregon Trail,”’—an account of his trip across the plains in 
1852 and of his return with an ox team in 1906. He has 
to his credit a number of books and pamphlets pertaining 
to the history of the Northwest, and he still lectures on 
the pioneer days of the state of Washington, its soil, cli- 
mate and other advantages. He is an active member of 
several organizations and has attended many national 
expositions. : 

Not long ago Mr. Meeker determined to write another 
book. Theretofore he had written his books, articles and 
lectures with a pen. Finally, however, he decided that 
the old method was out of place in this age and he re- 





NINETY-ONE, MASTERS TYPEWRITING 
MACHINE AND WRITES NEW BOOK, “SEVENTY YEARS OF PROGRESS.” — Photo by 
James & Merrihew, Seattl 


solved to learn how to use a typewriter. We pause to 
wonder if, should we attain the age of ninety, we shall 
have the buoyant resolution to master another art. ‘Tis 
long odds we shall not. The venerable pioneer, having 
made up his mind to learn typewriting, sought out his 
friend, I. I. Riggs, Washington manager for the Under- 
wood Typewriter Company, from whom he procured a 
machine with which he wrote his latest book, “Seventy 
Years of Progress.” On the publication of the book the 
author presented Mr. Riggs with a copy as a souvenir, 
and at Mr. Riggs’ request consented to be photographed 
in his latest role—that of a typist. It is our privilege to 
reproduce this picture. 

“Seventy Years of Progress” is filled with the gospel 
of sunshine. Among the things for which the eB 
author gives thanks are the many wonderful inventions 
which have aided men in their work, by no means the 
least of these being the typewriter. 

In concluding his greeting, Mr. Meeker says: 

“Realizing we have a duty to perform under God’s over- 
ruling providence; that each has in his power to better 
world conditions; that we are instruments in the hands of 
God to carry forward His plan, let us all accept the re- 
sponsibility with cheerfulness and joy and strive for the 
upbuilding and happiness of the race.” 


Erback Office Equipment Co. Opens at Newark. 

The Erback Office Equipment Company has opened at 
569 Broad street, Newark, N. J. The Victor adding ma- 
chine and a line of rebuilts in typewriters and adding 
machines will be handled. The individuals in the new 
company are Harry J. Erback and Jack E. Erback, who 
have been in these lines for a number of years. 
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“Skyscraper” Discussion on Store Location. 


The “Skyscraper” (Shaw-Walker Com- 

pany) Conducted a Questionnaire on the 

Subject of Store Location, Which Is Re- 
printed Here. 


importance of location to the office equipment store. 

It is illuminating, not only for the standing of the in- 
stitutions quoted, but for their wide geographical 
distribution. 


"Timp SKYSCRAPER conducted a questionnaire on the 


Baltimore, Maryland, Says— 


W. L. Ives, of Kohn & Pollock, Inc. (Baltimore) says: 
“The new store should be located in the heart of the city 
on business street and have a first floor entrance. Of 
course by this we don’t mean that there should not be any 
additional floors. 

“Eighty-five per cent of the commercial furniture busi- 
ness is done in the customer’s place of business and this 
gives the followers of the idea of locating office furniture 
departments on upper floors a basis.for an argument in 
favor of the plan. There is a lot of business that will get 
into the furniture department from window display. We 
have it demonstrated in our business almost every day and 
we are not in the business district at that. 


“The fellow that conducts his furniture business from 
upper floors is no doubt basing his idea somewhat on the 
saying that ‘if your mousetrap was a good one the public 
would make a beaten path to your plant no matter where 
located.’ This might work out on mousetraps, but we 
don’t believe that you can get 100 per cent efficiency in 
this manner. We personally know of a concern that has 
given this scheme a tryout in the past year, but the dear 
public has not beaten the proverbial path and the concern 
(and a big one, too) are looking for a ground floor. 

“We have five commercial furniture houses here on upper 
floors who use a window on the street floor as a magnet. 
One concern of the five has a first floor display and are 
going into a new place and will use first floor display. 
They do the largest business of the kind here. 

“At the present time we are in what would be called a 
low rent district and we are not getting the transient trade 
that comes through being more closely allied with the busi- 
ness district. We know of instances where strangers come 
to town and don’t even look us up. They get on the main 
street round the big hotels which are in the business district 
and naturally float right into one of our competitor’s stores 
without a bit of work on the part of our competitor. It is 
simply the location that does it, and if this store we speak 
of was located on the second floor of an office building on 
the outside of the business district they would have com- 
petition on this floating transient trade. 

“It is not just the extra business they do but it is the 
advertising they get from their window displays. We 
occasionally have someone phone this department that ‘last 
evening I passed your window and saw such and such an 
article; please send it up’: and this is business we would 
not get if we did not have the window display.” 


“Side Street O. K.” 


H. A. Tompkin’s of Scrantom’s Inc. (Rochester) writes 

“As far as our own experience goes, our firm has always 
had a store in the heart of the city, very accessible to 
transient trade, and the result has been that our transient 
business has been a very big item. 

“If the writer was going to locate a purely office furni- 
ture store and depend upon solicitation and service for 
business, he would not locate in the high rent district, but 
in some location easily accessible, because he believes that 
office furniture generally is sold through solicitors. Under 
these conditions, a large, well lighted, roomy place just off 
the high rent section, he believes, would be preferable to 
a high rent location. In either case a ground floor would 
be much preferable to an upstairs location.” 


“Depends on Stock.” 
Says D. C. Reid of Seattle Office Equipment Company: 
“The subject of store location is a very interesting one 
to us. This is a matter that has been in the writer’s mind 
for some time, and he is anxious to hear the opinions of 
others on this question. 


“It has always been the writer's contention that in the 


APPLIANCES 


March, 1922. 


business of handling filing cabinets and office furniture, 
where no great variety of paper goods is carried, the busi- 
ness can be transacted upstairs, and it is not necessary to 
be in the heart of the city or on the ground floor. We 
argue this from the viewpoint that nearly all the business 
has to be solicited by the salesman, and, as this business is 
limited to business houses only, it is not so essential that it 
be in the heart of the business district. For a firm handling 
all kinds of stationery it would seem to us that the ground 
floor centrally located would be absolutely essential in 
order to do a flourishing business. 


“Get on the Main Drag.” 


By C. L. Mitchell of Crane & Company, Topeka, Kans. ; 

“Our printing and bindery factory is just one half block 
from the main avenue and the most central business corner 
in the city, and for years we had our store on the first floor 
of our factory building and did a good, fair business with 
this store of ours on the first floor oe half block ‘on a 
side street’ from the best business center in the city. 

“In the year 1917 we were able to pick up a two-year 
lease for a small room 15x100 feet and the full second story 
25x100 feet over it, and we rented it, intending to use it 
simply for storage, as it was storage room that we were 
trying to get. This small 15x100 foot space was right on 
the main business street. After renting it on this short 
time lease for storage, we decided to open a small station- 
ery and office equipment store in the front part of this nar- 
row room as an experiment, and the experiment proved to 
us that we were getting from five to eight times more “pick 
up” trade with this small store on the main avenue than we 
were getting with our big store on the side street, and that 
only one half block from the business center. 

“This experiment prompted us to lease a three story 
building right next door to this ‘hole in the wall,’ and we 
have found that we are now cramped even in these larger 
quarters, and it has proven that it is a paying investment 
to get the best location possible in the best business district 
where you can secure a location. 

“Tt takes a heck of a strong ‘business drag’ to pull the 
‘pick up’ business around on a side street, and our judg- 
ment is that it is mighty good business to get the very best 
location you can possibly get. 


“Pick Your Company.” 


C. H. Wolfert of Wolfert Office Equipment Company, 
says: 

“In a city the size of Toledo a ‘Built Like a Skyscraper’ 
dealer should locate his new store on a business street in 
the heart of the city if possible, and on the ground floor. 

“One of the first points to consider in selecting a store 


is the suitability’ of the location to special needs. A retail 
business is judged by the location or company it keeps. 
The name of the street is important, for it is the general 


various businesses on this 


character or reputation of the 
and the 


street that impresses the buyer with your prestige 
reliability of the merchandise for sale. 

“In making the selection some regard should be given 
to the service, facilities for getting in goods and for quick 
delivery to all parts of the city. Located in the office 
building district makes it possible to render quick service 
with the maximum economy, for it is the office district that 
the many calls for supplies and small purchases originate, 
and, being within call you can render the kind of service 
they want and still carry the minimum amount of stock 
necessary to fill the average demand. By a little study you 
can carry stocks with savings in storage, handling and dis- 
tribution for all concerned. 

“The average office has no storage place and depends on 
the office supply houses for replenishing their stock within 
a few hours, while your factory district buys in larger 
quantities to effect a saving because of their larger storage 


capacity. ; 
“When you compare the cheaper rent of the outside 
localities with those on the business street in the heart of 


the city there are many things to be considered besides the 
space needed for stock, delays and character of your help, 
and keeping them when hired as determined by the favor- 
able location of your business. Also the small business 
man, the professional man, the purchasing agent of the 
large factories are better impressed with your standing in 
the business world when you give your store address on a 
well known downtown street in the very heart of the busi- 
ness district. Prestige is the big thing, and | for one be- 
lieve Shaw-Walker ‘Built Like a Skyscraper’ products 
should be housed in the very best business district that they 
may shine out brighter than the rest because they are 
better than the best.” 
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The Monroe Calculating Machine Company issues a fine house publication which they call 
Results.”” Monroe salesmen are fertile of brain as well as efficient in action, and they make many 
suggestions, just as live salesman do in other companies. In the lively cartoon on this page, reprinted 
from ‘Results’, is the artist’s idea of how the Monroe would look if all the suggestions were adopted, 


The cartoon reminds us of the attitude of a very successful sales man- 
ager of our intimate acquaintance, toward suggestion for “Improvement” of 
his company’s machine. To the salesman who could double his sales if the 
machine had this or that feature, he says in the friendliest way: 

“IT haven’t the slightest objection to any suggestions you may feel it 
desirable to send in for the improvement of our product; but don’t send 
them to me. It is out of my province. Send them to the factory manager. 
If they are reasonable, they will be carefully considered; if good enough to 
be adopted, you will be substantially rewarded. But the business of our 
department is to sell the product the factory gives us. If I can’t make good 
with the general results, I must step aside for someone who can; if you 
can’t make good in your territory with the product the factory gives us to 
sell, then you are in the wrong place.” 

It goes without saying that this sales manager occupies a high place in 
the esteem of the production department. 

But while many suggestions for “improvements” are but excuses for 
failure to make good, a large number of the ideas are made in sound judg- 
ment, genuine interest and good faith of the men on the firing line of business. 

The man who presides over the sales has no easy task and so we dedi- 
cate this page to sales managers—that tactful, resourceful, resilient class 
of men—who have to untie the knots and disentangle the snarls in the fine 
threads of salesmanship that the finished pattern may ultimately appear. 
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Cost Accounting and Trade Associations. 


Byers, Counsel, in National Association 


News for March. 1922 


By Mortimer W. 


The issuance of the questionnaire by the office of the 
general manager, under date of March 1, 1922, addressed 
to the retail dealers in this association, having for its object 
the development of individual information on the part of 
stationers in their costs of doing business, appropriately 
enough, invites a statement as to the sanction of such 
activity upon the part of the Federal Trade Commission 
and the Department of Justice. 

Mere quotations from official communications covering 
this subject will not serve the purpose of clearly portraying 
the present attitude of the government on the subject. it 
is necessary to bear in mind the frequently repeated ad- 
monition, that no illegal purpose may be accomplished by 
the employment of means which in themselves and stand- 
ing apart from results, would be free from criticism. 

Thus, cost finding research, uniform cost systems, and 
statistical data of all kinds, cannot be permitted to so 
operate, that the same results follow as though price- 
agreements were established and maintained; as though 
a conspiracy to restrain trade or competition were entered 
into and carried into effect. 

It is to guard against such results that the two depart- 
ments of the government have taken pains to point out 
what must be avoided in the activities of trade associations. 

It is now in order to examine the text of official pro- 
nouncements. 

In July and August of last year Mr. Nelson B. Gaskill, 
then the acting chairman of the Federal Trade Commis- 
sion, expressed himself in writing in reply to a question as 
to the propriety of a trade association’s advocating a uni- 
form system of cost accounting, for a given industry, as 
follows: 

“As long as the principles of cost accounting are sound 
and the methods used are adapted to secure accuracy of 
individual results, and provided that the results are not 
used directly or indirectly for ulterior purposes of an 
illegal character, the Federal Trade Commission is in 
favor of the study and development of uniform cost ac- 
counting by trade associations, or otherwise.” Later he 
wrote: 

“Stated in another way, the conception of the commis- 
sion is that the efforts of a trade association to educate 
the individual member in the application of sound principles 
of cost accounting in his individual business, are proper. 
But that any subsequent effort of the association to reduce 
the individual costs to an average or uniform cost basis 
and to procure the use of the group standard as a basis 
of price making by each of the individuals in the group, 
is improper. The individual must fix his own cost and his 
own margin. The group may not attempt to substitute a 
group average or standard either of cost or margin for 
the individual’s figures without being in peril of becoming 
an unlawful combination.” 

The foregoing was directed particularly to the practices 
in vogue among manufacturers and fabricators of finished 
products but the meaning is none the less clear, when 
applied to the problems of retail dealers. 

All merchants are to be encouraged in the 
their costs. 

The results of their study when embodied in reports, 
charts or other media setting forth composite information, 
may not be used to establish uniform bases upon which 
selling prices are calculated. If one merchant is able to 
conduct his establishment upon a 28 per cent cost of his 
sales, and another merchant finds that his costs are 32 
per cent of his sales, they are not permitted through their 
trade association to establish the average of 30 per cent 
so that the 28 per cent merchant may substitute that aver- 
age in pricing his merchandise. It is believed, however, 
that no such purpose is in the minds of the members of 
any such organization as this, composed of dealers in large 
and small cities throughout the United States. Items of 
cost vary with local conditions in a multitude of ways. 
Rents, store wages and salaries, delivery costs and the 
like, cannot well be standardized, but a comparison of 
these items, carefully and scientifically tabulated, would 
be of measurable value to the industry as a whole. When 
a merchant finds that his costs in a given department are 
abnormally high, he is at once admonished of the necessity 
for economy in that department; very low costs are sim- 


study of 


March, 1922. 


ilarly indicative of the necessity for re-examination and 
verification. 

In other words, the National 
only medium through which this 
compiled, for the information of the 
the manufacturers who sell to the dealer, 

Under date of February 3, 1922, Secretary Hoover of 
the Department of Commerce interrogated the Attorney- 
General upon the general topic of the legitimate sphere of 
operations of trade associations, and the correspondence 
between these gentlemen should be published in full, in 
this and all similar publications. For present purposes, 
the following brief extract is pertinent: 

“Cost Accounting.—May a trade association provide for 
its members a standard or uniform system of cost account 
ing and recommend its use, provided that the costs so ar- 
rived at by the uniform method are not furnished by the 
members to each other or by the members to the asso- 
ciation and by the latter to the individual members?” 

Under date of February 8, 1922, the inquiry was replied 
to by Attorney-General Daugherty, as follows 

“With reference to the sfirst paragraph, there is no ap 
parent objection to a standard system of cost accounting, 
but I think associations should be warned against uniform 
cost as to any item of expense. . . . It is as clearly 
a violation of the law to agree upon the cost of an item 
that constitutes a substantial part of the total cost price 
when its cost actually varies, as to agree upon the sales 
because the sales price is substantially affected by 


Association affords the 
valuable data may be 
dealers themselves, 
and the public. 


price, 

such agreement. It has been ascertained that the members 
of one association go so far as to fix a uniform cost price 
leaving to each member to determine what per cent profit 
he will add, thus eliminating entirely competition in so 
far as affected by the cost of production.” 

It will be seen that the views of the Attorney-General 
come to the same thing as those expressed by Mr. Gad- 
skill of the Federal Trade Commission, and they are so 
rational and commonsense as equally to command the 
support of all sensible men. 

Standard costs may not be substituted by an individual 
for his own costs. 

Uniform systems for finding costs legally may be ad 
vocated by trade associations, but they may not be put 
to an illegal use. 

The Leaioonl community is greatly indebted to all of 
these gentlemen for making it possible to know in advance 


well as what it con 


what the government approves, as 
avoided rather 


demns, to the end that penalties may be 
than evaded. 


San Francisco Show Items. 


The second annual San Francisco business show pr 
to exceed the expectations of everyone. 


mises 


Indications are that the California State Typewriting 
Championship contest will have the largest number of 
entrants ever gathered together for a speed contest in 
typewriting, and arrangements have been made to con- 


struct a platform on the balcony of the Civic Auditorium, 
where the show is to be held, giving a seating capacity 
with a full view of the contestants to more than four 
thousand people. 

Special reserve seat sections for principals and teachers 
have been arranged, and in view of the limited seating 


capacity, admission to the balcony for the contest, which 
is to be held on Saturday afternoon, March IIth, at 3 
p. m., will be by ticket only. 

Among the principal exhibitors will be the Underwood 
Typewriter Company, occupying a large space devoted 
to the demonstration of the Underwood Bookkeeping Ma 
chine, the Underwood Fanfold Machine, the Underwood 
Portable Typewriter, and the Standard Underwood Type 
writer with various special attachments, including the 
Decimal Tabulators, Key Set Decimal Tabulators, Special 
Card-writer, etc. 

Miss Margaret Owen, former world’s champion typis 


will give speed demonstrations each day during the show 


at the Underwood booth. Mr. William F. Oswald, who 
is now on the coast assisting in the preparation of the 
contest, will also look after Underwood affairs at the show 


It is expected that Mr. E. P. Ryan, of the sales depart 
ment of the Underwood Typewriter Company, will also 
be present at the show. 


Mr. C. A. Beemer, manager of the San Francisco branch 
is very enthusiastic about the show and states that with 
business conditions improving as they are in San Fran- 


cisco, he expects to have a record volume of business in 


the month of March. 
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NEW MACHINES AND DEVICES 


A New Adding Machine. 


\ new adding and listing machine has just been pre- 
sented to the market, known as the Peters adding ma- 
chine, manufactured by the Peters-Morse Manufacturing 


Corporation of Ithaca, N. Y. 

[he company has as its principal ideas in building 
new machine, accuracy, durability, compactness and 
portability at moderate cost. What the company’s en- 
gineers regard as the best features of modern adding ma- 
chine construction have been incorporated in the design 
and the machines are made of the best material available. 
[he workmanship also is first-class. 


this 


The keyboard is of ten-bank capacity, flexible type and 
standard construction and the angle of the keys adapts 
the machine to ease and efficiency in operation. The ex- 


line of vision and is therefore easily seen when operating. 
All necessary inter-locks are provided which prevents 
the possibility of wrong operation. 


Six stops for use in columns in cross-adding and cross- 
tabulation are provided. The carriage shift lever is lo- 
cated back of the knob on the right end of the carriage. 
The stop bar can be reversed by simply removing two 
screws and the carriage can then be stopped in practically 
any position. In this connection, if paper is fed into the 
platen in a crooked manner all that is necessary is to 
touch the paper release bar which extends all the way 
across the carriage and the paper can be straightened im- 
mediately. Without the necessity of moving the hands 
from the ends of the carriage the paper can be straight- 
ened, the platen can be moved to the desired position and 





ADDING AND LISTING MACHINI 


perience of Mr. Peters and others arising fromthe selling 
of adding machines has entered into the design and con- 
struction of this machine, which weighs thirty-five pounds. 

lhe company claims for its new machine pronounced 
features of convenience in operation. All of the important 
controlling factors are on the right side. The correction 
key is at the lower right hand corner and is so placed that 
when the fingers are engaged in operating the regular 
keys, the correction key may be touched with the back 
of the palm The repeat lever is located just above the 
correction key on the right side. When the repeat key 

t used no movement occurs, because on 


i< tO he loss of 
the way up to pull the handle, the repeat lever is pulled up 


ind it is returned to place on the way back after the oper- 
ation of the handle 
The non-add lever is located near the operating lever 
“ the top of the machine so that when removing the 
nd from the 


operating handle the non-add factor can 


‘o at once broug -- into use. 
The total and sub-total factors are combined in a‘single 
lever immediately behind the non-add lever. When not 
use, it occupies a neutral position and is moved rear- 
ward for a sub-total and forward for a total and is operat- 


without the necessity of 
handle 


ed by the thumb or 
removing the hand 
f operating the-machine shows clearly the 
designers to eliminate the use of the left 
non-print key is located on the 
but can also be conveniently 
hand. 
feature of the machine is the maxi- 
mum and constant visibility of operation It has been 
that the only way to avoid seeing the results is to 
under the machine. The number wheels are shown 


fore finger 
from the operating 

Che method 
purpose of the 
hand in operation The 
left side of the machine 
operated by the right 


Another interesting 


Said 


‘ 1 
Tawi 


in a window at the top of the keyboard immediately in 
line with the operator’s vision. When the hand is operat- 
ing on the keyboard this window is so located as to be 
very readily seen at all times. The tape is always in the 


UNIT DETACHED. 


KEYBOARD 


the spacing can be changed to no spacing for cross tabula- 
tion or single or double spacing as desired 

The paper holder is removed as one piece and all that 
is necessary when a new roll is needed is to spread the 
two prongs at each side and slip in a new roll. No pins 
or other devices are used in this unit. In the ribbon cap, 
as well, all loose pieces are eliminated. 

By the removal of two screws the carriage is easily de- 
tached as a unit. One screw frees the case from the base 
and without pulling or twisting it slips off easily. A touch 
of a spring releases the keyboard and it slips out without 
difficulty. All operating and controlling mechanisms are 
mounted on the right hand side of the frame. It is 
claimed this construction lends itself not only to sim- 
plicity but to accuracy and ease of production. The left 
hand side frame supports the ends of the rod and bear- 
ings. 

The machine is based on unit construction all the way 
through such as, the keyboard unit, carriage unit, hammer 
section unit, etc., doing away in a very large ‘measure 
with loose parts that would otherwise be met with in dis- 
assembling 

It is the purpose of the company to standardize on this 
one joer at for the present and make it in quantities at 
a standard price so that they may pass on to the pur- 
chaser the advantage of a large production. 


Beaumel’s Revise Line. 

The fountain pen lines of D. W. Beaumel & Company, 
Inc., 17 Vandewater street, New York have just been 
revised and the company now presents a complete line of 
lever self-filling fountain pens at all prices up to $25.00. 
The line is up-to-date and includes the latest mountings 
and designs. The mounted numbers in the line include en- 
gine turned, chased and filigree mountings as well as the 
fountain pen and an Everready pencil, 

The company has prepared a new set consisting of a 
plain band and chatelaine styles. 
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New Calculating Machine with Keys. 


A new keyboard calculating machine has just been per- 
fected by the Marchant Calculating Machine Company of 
Oakland, Calif. This new model is said to embody not 
a few unique and individual features of construction which 
make for ease and convenience of operation. The ma- 
chine is built in three models, each of which, however, 
is constructed on the same sized frame. The different 
models are sectionally constructed and are alike save in 
figure capacity. Model “A” is of 6x6x12 figure capacity; 
Model “B” is of &8x8x16 figure capacity, and Model “C” 
is of 9x9x18 figure capacity. The capacity of Models “A” 
and “B” can be increased to the larger size by adding 
certain sections. This work can be handled at any of 
the company’s branch offices. The machine is offered as 
one which “grows with the business.” 

A feature of this new machine is the scientifically con- 
structed “carry-over” mechanism which makes possible 
many short cuts, thus reducing the number of operations 
in figure work. 

The machine is said to possess great speed possibilities 
and a pleasing ease of operation. It has automatic shift, 





NEW MARCHANT KEYBOARD CALCULATING MACHINE. 


right-hand control and individual column release. The 
operating handle has but one stopping place. The keys 
and dials are placed at the proper angle of vision, help- 
ing thus to prevent eyestrain. Devices are included which 
greatly minimize errors by operators. A bell rings warning 
the operator of Wrong action in operating the machine, 
while three dials superimposed in the carriage provide 
instant check on all three factors in multiplication and 
division. The operator checks his figures as he works, so 
that errors by transposition are practically eliminated. To 
prevent errors in pointing off, the dials are provided with 
decimal pointers. 

The Marchant Calculating Machine Company has been 
manufacturing calculating machines since 1911 and ranks 
high in this field. The main office and factory are at 
Oakland. There are sales and service offices in the prin- 
cipal cities of this country, and important branches abroad. 
The company’s sales department is headed by P. B. Wal- 
din, who is well known in this field. 





New Roneo Devices. 


Roneo, Limited, of London, England, recently brought 
out an addressing machine which is said to contain many 
useful improvements. It is small and compact, made en- 
tirely of steel and is finely finished. The Roneo people 
claim it will print 1,200 to 1,800 addresses per hour. These 
addresses are cut with a typewriter on a new kind of 
stencil made of a tough durable substance. The machine 
has an automatic inking device. A touch upon a lever 
sets it is motion, while another touch disconnects it. 

The Roneo people are also showing an interesting little 
index tab, brass bound, with transparent celluloid over the 
lettering or numbers. This tab is clamped firmly to the 
top of the card and its edges are smooth, so that the fingers 
are not irritated by contact with corners. The device 
should prove to be of no little value. 


A Convenient Desk Reminder. 


The Shedd-Brown Manufacturing Company of Minne- 
apolis, Minn., has perfected an indexed daily desk calendar, 
of which the accompanying cut is a likeness. 





SHEDD-BROWN DAILY DESK CALENDAR 


This desk calendar is fully indexed to every day in the 
year. The months are separated by indexed manila di- 
viding boards and the whole current month is always be- 
fore the user. Current days and days following are dis- 
tinct from the preceding days. 


A Combination Desk Chair. 


The Conrades Manufacturing Company of St. Louis, 
Mo., have just brought to the market a movable chair 
desk, the hinge of which was patented by Mr. Milligan 
The Conrades Manufacturing Company are licensed to 
make these desks exclusively. 

The illustration shown herewith gives an idea of the ap- 
pearance of this device. It is designed particularly for the 
use of pupils in schools and is correctly made for that pur 
nose. The chair desk is a stationary type and is not ad- 





DESK AND CHAIR COMBINATION FOR SCHOOLS 


justable to various heights of the seat or desk tops, nor 
has it the lateral movement of a table. It has a strong 
hinged top, grooved for pencils, fitted with inkwell, with 
the exception of two sizes, and with drawer under the seat 
tor books. It is made of selected plain and red oak, nicely 
finished. The desk is built along hygienic lines. These 
chair desks are made in six sizes suitable for pupils from 
the primary to the high school grades. 

The Conrades Manufacturing Company has recently 
made some decided improvements in their chair line, par- 
ticularly with regard to design. 
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Todd Produces Startling Innovation. 


The Todd Protectograph Company, Rochester, N. Y., 
has added to its systems for check protection the “Protod- 
Greenbac” paper for drafts and checks. Normally “Protod- 
Greenbac” shows a pleasing pattern in dots, a design pro- 
duced by an intricate micro-photographic process. This is 
transferred to metal plates for the printing process. Three 
different sets of plates are necessary to produce the com- 
pleted impression, each set lithographed in a different ink, 
especially compounded. Each ink has a distinctive chem- 
ical property, thus reacting to the discomfiture of the 
crook who tries to alter the check by any of the materials 
known to the check-changer. The back is protected by a 
distinctive design which affords security against the alter- 
ation of endorsements. 

Restoration of any part of a “Protod-Greenbac” check 
which has been altered by a crook is a physical impossi- 
bility. There are about 65,000 dots on the face of every 
check. About 25,000 dots appear in the “Voids,” which 
stand out in bold relief when an attempt is made to alter 
the check. Mechanical erasure spoils the surface of the 
paper, and is readily manifested. 

The perfection of the process which makes “Protod- 
Greenbac” possible, and the operations involved in its 
production are a part of the romance of industry. Burgess 
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Campbell’s Quick Refinishing Varnish. 


The M. L. Campbell Company, 2330 Pennway, Kansas 
City, Mo., is marketing its quick refinishing varnish, which 
makes it possible to refinish furniture in two to three days. 
After application it dries in three hours, and can be rubbed 
and polished in twelve hours. Campbell’s quick refinishing 
varnish is pale, durable and waterproof. Work can be 
rubbed to dull or polished finish, The makers permit the 
use of a quart from a gallon can on approval. If results 
do not satisfy, the unused portion can be returned, and the 
trial involves no charge for material. 


Victory Type “Kleaner.” 


The Victory Ink Company, New York, N. Y., is produc- 
ing Victory type “kleaner.” It is made for cleansing type- 
writer and adding machine type. The product is packed 
in bottles; there are two sizes, each of which has a brush. 
The compound is non-inflammible. 


“Eye Ease” Adding Machine Paper. 


The Paper Manufacturers’ Company, Inc., 526-28 Cherry 
street, Philadelphia, Penna., has introduced “Eye Ease 
adding machine paper rolls. The stock is golden rod in 
shade, and was selected for the quality of being easy on 





‘*“‘PROTOD-GREENBAC” CHECK SHOWING THE TRANSFORMATION WHERE ATTEMPT IS MADE TO ALTER WITH 
CHEMICALS.—Tampering Instantly Reveals Itself and the Check Becomes Visibly ‘‘Void.” 


Smith, for many years connected with the Bureau of Print- 
ing and Engraving at Washington, developed the complete 
system after several years of experimenting, developing 
special apparatus, and working out the formulae of the 
special inks which are so important a part of the idea. 

A “repeat” machine for multiplying the master design— 
a group of solid circles or dots positioned by mathematics 
—was built eaniainiie for this process. Adjustments of 
microscopic fineness provide for the proper placing of the 
elements of the design in a regular arrangement on the 
plate. Two such plates are made. Superimposed they 
form a definite pattern. Moved ever so slightly they 
exceed the kaleidoscope in the multiplicity of patterns and 
figures brought into being. After a satisfactory design is 
selected, the plates are clamped together securely, and 
used for “copy” for the metal plates used in the lithograph- 
ing process. Plates to replace those first made can be 
produced for future use. The intricate details for develop- 
ing the pattern based on elaborate formulae are assurance 
that the design cannot be reproduced with fidelity by any 
unauthorized agency. 

A third plate is necessary to provide the mysterious dots 
which are dormant as long as the check receives the routine 
handling of bank paper. The dots which scream “Void” 
when attempt is made to alter the check are normally a 
part of the design of the check face, but invisible. 


The involved processes which produce “Protod-Green- 
bac” are but the beginning. They make a super-safety 
paper on which the customary check forms can be litho- 
graphed for customers of the Todd Protectograph 
Company. 


the vision. It also acts as a “signal” for groups of papers 
which have been totaled, and thus made readily distingish- 
able in a mass of data. 


Two Mow Realite Products. 


The two cuts shown herewith are new products of the 
Realite Pencil Company of Chicago. The first cut is a 
likeness of a portion of the new Realite pencil showing 
the new mottled barrel with pocket clip. 

















REALITE LEAD CONTAINER AND SECTION OF PENCIL. 


The second cut shows the container for Realite leads. 
This consists of a metal tube, the opening at either end 
being capped with rubber eraser tips which fit the rubber 
tip aperture in the Realite pencil. When the tip in the 
pencil is worn out, and a new eraser is required, it is only 
necessary to remove one of the tips in the lead 
container and insert it in the pencil, closing the aperture 
in the lead container with a small cork or plug. e two 
erasers in the container, plus the one in the pencil, give 
a supply of erasers which will last for some time. 
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New Tool for Accountants. 


George Alexander Phare, Toronto, Canada, has invented 
and patented a combined ruler and blotter which may be 
conveniently held and operated by one finger of the left 
hand in such a manner as to leave the other fingers free. 
By this invention it is intended to provide an article by the 
use of which the closing lines of books can be ruled and 
blotted by the same instrument without removing the hand 
from the page. A further object is to remove the liability 
of smearing the ink over the page; to provide for the quick 
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COMBINED RULER AND BLOTTER. 


and easy removal of the blotting paper, and to make the 
instrument of simple and light construction and low cost. 

The invention consists of a body member made of alu- 
minum attached to which is a blotting strip on the lower 
side. The farther edge is upturned and bears on its face 
markings from one-sixteenth of an inch up to one inch. 
The device is 3% inches long. The conical finger grip is 
formed by a roll in the metal as shown in the cut. The 
metal is made in one piece, bent to form the device. The 
blotting strip is very easily attached. The blotter is 
brought across the under side of the ruler and follows over 
the upper side, passing beneath the finger grip. The two 
ends of the blotter are then glued together, if desired. The 
blotter on the under side of the ruler prevents the device 
from slipping on the page. It may be removed and re- 
newed very easily. 

Mr. Phare has assigned a one-fourth interest in his in- 
vention to Charles E. Potter of Toronto. It is their desire 
to dispose of the manufacturing rights in some satisfac- 
tory way. 











“¥Y AND E” IMPROVED DIRECT NAME SYSTEM.—A Be- 
lated Illustration of a New Feature Developed by the Yawman 
and Erbe Manufacturing Company. The Account on Page 77 
was put to Press Before the Cut Reached Us. 








Safety Paper Fastener. 


H. A. Lindstrom, an employee of the general manager’s 
office of the Chicago, Milwaukee & St. Paul Railway, 
Seattle, Wash., has devised a novel paper fastener. His 
aim was to produce a fastener which would not catch other 
papers. The back of the fastener is flat. Two prongs, in- 
serted by means of a punch, are driven through the papers 
bound. The prongs overlap, preventing their catching un- 
related papers. Additions can be made to a group of 
papers thus bound. 


Evansville Drop Head Flat Top Desk. 

The Evansville Desk Company, Evansville, Ind., is pro- 
ducing a flat top drop head typewriter desk with a single 
pedestal. It is of the sanitary type, and will accommodate 
a typewriter 20% inches wide. It is forty inches long, 
thirty inches deep and thirty-one inches high. No. 1529 is 
made of plain white oak, with heavy quartered oak veneer 







NO. 1529 EVANSVILLE DESK. 


top and drawer fronts. It is also made in plain oak as 
No. 529. 


Widening the Mimeograph’s Field. 

One of the developments of the Edison-Dick Mimeo- 
graph service is the “Formograph,” which enables Mimeo- 
graph users to run type forms filled in on the typewriter 
at one operation. Market reports, discount sheets, price 
lists, schedules, statistical reports, inter-department bul- 
letins, and other current communications are being repro- 
duced by the “Formograph” method. It permits the use 
of “standing” type for that part of the form which repeats 
time after time. This saves rewriting, and affords distinc 
tion between the type matter and the typewritten fill-in. 

Mimeograph users who avail themselves of the “Form- 
ograph” service send their copy to the A. B. Dick Com 
pany for composition. When the proof is approved, an 
electro is made, which is filed at the Dick factory. The 
customer orders his stencils prepared from the type form 
in the quantities required. A goodly assortment of type 
styles and sizes is available. permitting effective display. 
Cuts of headings, trade marks, etc., can be employed, if 
they do not contain heavy solid blacks. Intricate tabular 
composition can be employed without impairing the stencil 
tissue for the typewriter fill-in, or subsequent running on 
the Mimeograph. 

The preparation of “Formograph” stencils is an inter- 
esting operation. Special machinery has been devised. 
The electrotype is placed on the machine bed, the stencil 
fastened to the impression cylinder, and rotary pressure 
applied. Successive impressions are made, the “squeeze” 
increasing by degrees until the type form has made a per- 
fect stencil. It is then ready for filling in on the type 
writer. : 

The “Formograph” affords accuracy, speed and economy 
in producing the forms comprised within its wide range. 

The “Formograph” is especially advantageous where 
secrecy is desired in the distribution of information, prices, 
schedules, bulletins, etc. The user controls every factor of 
his confidential communications, eliminating the possibility 
of “leaks” in a local print shop. The possibility of a 
printed form being out of stock when urgently needed is 
eliminated. The “Formograph” combines both the letter- 
press matter and the typewritten fill in. 


Vanella Weekly Reminder. 


C. J. Vanella & Company, 306 Broadway, New York, 
N. Y., is featuring a weekly reminder done in two colors 
The company has made up a line of calendars and calendar 
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New Dry Insulated Safe. 


Another addition to its line of “Y and E” dry insulated 
safes is announced by the Yawman and Erbe Manufactur- 
ing Company of Rochester, N. Y. 

The new safe is known as No. 2013 and is designed to 
accommodate standard “Y and E” half-section wood and 
steel filing cabinet units. All of the features of the larger 
types are included in this smaller model. The insulation 
is bone dry throughout the safe. The single door is se- 
cured by radial bolts controlled by combination lock 
equipped with a safety trigger. A unique arrangement of 
the door steps gives the door joints practically the same 
insulating qualities as the solid wall. Extra structural 
strength is provided by a heavy angle-iron framework upon 
which the safe is assembled. 

The company claims that this safe, which was awarded 
the Underwriters’ “B” Label, will possess the same high 
heat resisting quality through its life as there is nothing in 
the insulation to age or weaken. 

Safes of this type are furnished in standard “Y and E” 
olive green or in imitation oak and mahogany finishes. 


A New Uhl Product. 


A sightly and business-like desk built of steel except for 
the side leaves and top is one of the new things recently 
added to the Uhl lines by the Toledo Metal Furniture 
Company of Toledo, O. This desk has an improved roll- 
curtain slide twenty inches wide between the side leaves 
when closed. The new typewriter desk is built to harmon- 
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OPERATOR AT NEW UHL STEEL WORK-LESS DESK 


ize with any office surroundings. It is said to have in- 
creased room for stationery, and there are two small 
drawers in front under the top for accessories. The legs 
are finished with bronze feet. At the top is a complete 
lamp unit swinging sidewise and so designed as to project 
the light in the exact spot where the operator wants it. 

This desk is a substantial piece of furniture, notwith- 
standing the fact that it takes up very little room. 

The new desk is a refinement of the well-known Uhl 
typewriter cabinet, of which the makers have produced 
about 30,000 in round figures. The new desk is called 
the “Work-Less,” not because less work is done at it, but 
because its use means less drudgery per unit of energy 
expended 


“Mohican” Lead Pencil. 


The United States Pencil Company, Philadelphia, Penna., 
has put a new five-cent pencil on the market. The “Mo- 
hican” is made in four degrees, has a gold leaf name, with 
gilt tip and eraser. The dozen package and the carton 
are finished in purple with a dark stripe, the name and 
trade information showing in a small panel. 
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New Ideas in Desks. 
The illustrations presented in this column show a new 
line of desks which have features of novelty and interest. 
They are produced by the National Desk Company. Two 





NEW OFFICE DESK OF THE NATIONAL DESK COMPANY. 


of these desks are designed especially for the home and 
one for office use. All are made in the highest quality of 
material and workmanship at Herkimer, N. Y. 

For some time the manufacturers of these desks have 





ANOTHER TYPE OF HOMB DESK BY THE SAME COM- 
PANY WITH FLAT TOP. 


believed that there is a field for a really practical home 
desk in both roll top and flat top styles. For such sur- 
roundings a desk should not be too severe in design, yet 
there*seemed to be no reason why it should lack any of 
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A TYPE OF HOME DESK BY NATIONAL DESK COMPANY 
WITH ROLL TOP. 


the practical features. The two home desks shown are 

believed to meet every necessary requirement. They are 

attractive and original in design and fulfill the practical 

needs of one who wants a desk in the home to work upon. 

The intention is to produce a home desk that will have 

the points of office desks without sacrificing design. 
(Continued on page 69.) 
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RUBBER STAMP RECOGNIZED 





ving rtant Commercial Publication Pays 
te to the Rubber Stamp. Reprinted 
"ee Chicago Commerce of February 25. 


HICAGO business men are so accustomed to dealing 

with big figures, when casting up the city’s activities, 

that they are likely to overlook anything so apparently 
trivial as a rubber stamp. The rubber stamp industry, 
however, is deserving of attention, not only because it is 
becoming of considerable magnitude, but because of the 
great utility of the little articles, which are deserving of 
high rank both as time savers and as aids to efficiency. 

Chicagoans were pioneers in the manufacture of rubber 
stamps, and they have brought this city to a commanding 
position in this industry. There is nothing in this line that 
cannot be supplied by Chicago plants, and supplied quickly. 
The lead that was obtained by the progressive pioneers in 
the rubber stamp field has been maintained, with the result 
that business men of many cities send their orders to Chi- 
—- houses when anything is needed in the rubber stamp 
ine. 

One of the achievements of the pioneers in this field was 
the manufacture of the first commercial rubber type in 
Chicago in 1882. This invention is credited to H. F. and 
W. H. Rockey and L. K. Scotford. Their discovery was 
little heralded, but it has proved of great importance in 
many lines of industrial activity. 

The first tin-box ink pad, in its present form, was made 
in Chicago by B. G. Volger. This pad was known as the 
“Excelsior” and it was sold all over the world. On account 
of the large foreign trade, Mr. Volger later moved his plant 
east, but his first product was turned out, and his business 
was started in Chicago. 

The adjustable stencils, now universally used all over the 
world, were the product of two Chicago men during 
the ’80s. The stencils have always been closely related to 
rubber stamps, because in former years the different kinds 
of ink needed for rubber stamps had not been developed as 
they are today, and stencils were, therefore, resorted to. 


Chemistry of Rubber Stamp Ink. 

In explanation of this, one of the stamp manufacturers 
said that an ink containing any kind of oil will rot, and 
sometimes dissolve rubber, consequently something else 
must be used. For a number of years glycerine was used 
largely as the “body.” In marking wood boxes, or any- 
thing else that is exposed to the elements, an oil of some 
kind is necessary, consequently there developed a demand 
for stencils. Today, with the present development in the 
making of inks, this change is not necessary. 

The first experimenting with the much advertised o’Sulli- 
van heels was done in a rubber stamp factory in Chicago. 
The first samples did not differ much from the rubber heels 
that are sold so widely today. 

J. S. Duncan, of the Addressograph Company, is credited 
with being the first man who made soft face rubber type 
on a hard rubber base in a successful way. This process 
was developed in Chicago, and as a result an unequalled 
marking device was developed, and it is all Chicago made. 

The Stromberg electric time stamp was an improvement 
which owed its development to co-operation between a 
rubber stamp manufacturer and a wholesale jeweler. This 
Chicago product was known as the old Perry time stamp. 

Rubber has peculiar properties. For one thing, while it 
cannot stand contact with oil, it will withstand attacks by 
reagents powerful enough to corrode glass instantly. One 
of the most recent innovations, with reference to rubber 
stamps was their use in the manufacture of the red “stop” 
sign for automobiles. These signs are of glass. 


Unfamiliar Uses for Rubber Stamps. 

The layman would be surprised to find out how many 
uses there are for rubber stamps, which may be the medium 
for marking steel, glass, porcelain, brass, nickel or silver 
goods, wood, fibre, celluloid, cast iron; in fact, anything, 
even parafined paper. All this is in addition to the familiar 
uses to which the stamps are put around an office in every- 
day work. 

If any one has overlooked the real value of the rubber 
stamp let him take an inventory of the number of such 
articles in an average office, and estimate the times they 
are used in the regular daily routine. He will then realize 
their worth as labor savers. Some twenty years ago Wil- 
liam Wrigley gave an order for 100,000 little rubber dating 
stamps, which were used in his business. 


The question of whether or not a rubber stamp can play 
an important part in a business emergency was answered 
effectively some years ago, when there was a financial 
crisis that affected Chicago seriously. One of the stamp 
manufacturers was playing golf at a country club when he 
received an urgent message to get into communication as 
quickly as possible with one of the best known bankers. 
A hurried trip to the downtown district followed and the 
manufacturer was ushered into a meeting, where he found 
the leading financiers of Chicago in session, and evidently 
perplexed. This was at night and on a Sunday. 


Banking Crisis Relieved. 


The manufacturer was told that 20,000 rubber stamps 
were wanted at once, each to be marked, “payable only 
through the Chicago clearing house.” The order was 
divided up among the various manufacturers, each of whom 
was set to work late Sunday night, and the order was filled 
within forty-eight hours. 

More than once these manufacturers have been called out 
of bed around midnight and have set to work on an urgent 
order. During the war an order was telephoned from New 
York for half a dozen “eight row’ numbering stamps. 
These stamps were rushed east in order that the draft 
might go on. 

Late last year the Canadian government ruled that un- 
less the words “Made in U. S. A.” appeared on the invoices 
goods would be held at the border. Here was another case 
where quick orders for rubber stamps were given. 

One capable craftsman showed his skill by making a 
rubber stamp one-quarter of an inch square which con- 
tained thirteen lines of reading matter and reproduces the 
Lord’s prayer perfectly, but it is necessary to use a micro- 
scope in order to read it. This illustrates the fineness of 
work that can be done in this way. 

A sort of cosmopolitan stunt was pulled off during the 
World’s Fair, when a Scotchman sold rubber stamp mono- 
grams and initials in the Armenian village of the Turkish 
section. Men in the trade knew that all of these stamps 
were made in one of the Chicago factories. 

From small beginnings this industry has built up steadily 
until Chicago has developed the largest rubber stamp fac- 
tory in the United States. This plant has 26,000 square 
feet of space. There are also numerous other plants. 
These factories are ready to fill orders for anything in the 
rubber stamp or allied lines quickly. Stamps are turned 
out that print all languages, except Chinese and Japanese, 
which proved to be too much of a strain on the fonts of 
type. The output includes metal checks for country stores, 
steel letters for stamping, time stamping arrangements, 
signs, and many other articles. The process of making the 
regular rubber stamps is fenaventions” It involves the use 
of a composition that is the result of long development and 
study. The use of this process involves much skill, but the 
process looks easy when in the hands of the highly trained 
men, who are regular employes of the € “hicago plants. 


An Established Institution and Its Founder. 


The foregoing caption is the title of an artistic and in- 
teresting brochure recently gotten out by the Henry O. 
Shepard Company of Chicago. The frontispiece is a like 
ness of the late Henry O. Shepard, the founder of the 
house and the brochure gives a history of the institution 
from the time of its founding up to the present. A very 
handsome picture of the present home of the company 
is shown on one of the pages. 

The house of Shepard was founded in 1880 and its 
founder, Henry Olendorf Shepard, was known as one of 
the leading master printers of his day, having an enviable 
reputation as a workman of ability. He carried into the 
new company the highest ideals of craftsmanship and 
founded an institution which stands today among the lead- 
ers in the printing industry. In 1883, Mr. Shepard started 
the publication of the “Inland Printer”, which is a recog- 
nized authority on typographical matters. Mr. Shepard 
died December 31, 1903, but he left with his business the 
ideals upon which it was founded and it remains to this 
day a monument to his enterprise and integrity. 
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Representatives of office equipment concerns abroad, visiting the United States, are 
cordially invited to make the office of this journal their headquarters. The staff at the 
main office, 417 South Dearborn street, Chicago, and the staff of the branch in charge of 
C. H. Everly at 720 Tribune building, 154 Nassau street, New York, will be happy to be 
of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same pleasant willingness to be useful. 
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London Notes and News. 





Regular Correspondence to Office Appliances by W. Tiegn- 
mouth Shore, Surrey House, Victoria Embank- 
ment, London, W.C.2 


nothing definite to report except that the stagnant 

waters do seem to be stirring a bit and that the hope- 
fuls are daily increasing in number. Much, if not all, de- 
pends upon our next Budget, a reduction in taxation, re- 
duced postal rates, the settlement of European commercial 
difficulties and that bogey the “rate of exchange.” 


A S TO the progress of trade in this country there is 


More than once I have referred in the pages of Office 
Appliances to the fact, for fact it is, that too many Ameri- 
can houses have plunged into the British market without 
looking before they leaped. It must never be forgotten 
that the American and British temperament are not the 
same. The buying public here do not necessarily fall to 
goods or to methods of selling that have proved success- 
ful on your side of the big water. Sometimes goods and 
almost always sales methods must be adapted to this 
country, which policy if it had been adopted in the past 
would have saved many disasters and many good dollars. 
“Literature” and advertisements that have pulled satisfac- 
torily in the States most times must be remodeled and re- 
written if they are to make a profitable appeal to the pub- 
lic here. More particularly in respect to office appliances 
of every kind, it should be remembered that the men- 
tality of the market here is not the same as yours; the 
“States” man should be a statesman and adapt his policy 


to circumstances. These opinions are not mere theories, 
but are the outcome of considerable and practical experi- 
ence and of careful and constant watching out. gut I 


am not one of those who care to take a stand upon ground 
of the security of which I am not sure, so I have been 
going about and writing around taking the opinions of 
many prominent men in the office appliance world; also 
being anxious to confirm my opinion that there is no real 
prejudice here against American made goods. 

<--> 

Here are some of the results of my explorings: First, 
Hail Columbia and Frank J. Allen, manager of the Colum- 
bia Ribbon and Carbon Manufacturing Co., who has given 
me of his best: 

“IT will not go so far as to say that there is a prejudice 
—i. e., any hostile feeling, against American office appliance 
methods, but there undoubtedly is a natural and growing 
disposition in this country to buy BRITISH GOODS of 
equal quality and price wherever possible, in order to 


encourage the much-needed manufacturing revival here. 
Quality, however, is, and I think always will be, a very im- 
portant factor, particularly when money is available to 
purchase what is really desired. The exchange now be- 
ing more favorable to this country~ should encourage 
American manufacturers to push ahead with their plans 
for the future, but such plans should as a preliminary in- 
clude a close study of the requirements’ of the British 
market, which I am afraid many American concerms over- 
look or do not take the trouble to investigate properly. 
sritish buyers will not of necessity take whatever Ameri- 
can firms wish to send to this country and are certainly 
not inclined to help ‘dumping’ of any description. Above 
all, I may add, the question of shipping should be closely 
studied by American manufacturers, many of whom are 
at present greatly lacking in care as to this important 
essential, considerably to their detriment. Orders, when 
obtained, should be shipped promptly and great care should 
be taken that goods are in all respects of the standard 
quality of samples and not ‘a little better,’ which, fre- 
quently means quite different from samples or earlier de- 
liveries. A really experienced and reliable British repre- 
sentative should be in close touch with the other side and 
his advice acted upon with regard to British habits, 
methods, etc. An ounce of experience is worth a ton of 
theory and American manufacturers would be wise to cul- 
tivate a better knowledge of the British market by study- 
ing, or receiving authentic reports of conditions on the 
spot. Much trouble and misunderstanding would thereby 
be avoided and a closer and more amicable feeling estab- 
lished in British-American business relations.” 
o> 


All of which, especially the warning against uninformed 
plunging, is very much to the point. Then there is this 
from Walton Turtle of the Hammond Typewriter Com- 
pany, who is sturdily optimistic: 

“T have pleasure in giving you my ideas on the question 
of American products. From my experience in the office 
appliances and labor saving machine industry, I do not 
think people are in any way prejudiced against goods of 
American manufacture. In fact, it is quite the other way 
about, as the keen business man of today realizes that the 
development made in office appliances generally during the 
past few years is entirely due to the progressiveness of 
American manufacturers. In fact, all the most up-to-date-sys- 
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tems recently inaugurated have their origin in the States 
and the enterprising business man of today is eager to 
learn about all new methods that might help him to run 
his business on successful lines. I do not think that I 
shall be overstating the case if I say that there has been 
and is at the present time a prejudice against any equip- 
ment that does not come from the States. It seems to me 
that American office appliances have a great hold upon the 
public, and stand for as much to those who are respon- 
sible to the executive side of the business as Lancashire 
stands for cotton and Yorkshire for wool. We have only 
to consider what progress has been made with English 
buyers of office appliances to realize that systems made 
outside the States do not appeal to the progressive busi- 
ness man.” 

The British business men may go slow, but they cer- 
tainly go sure. 

<-> 

W. J. Richardson, governing director of the Bar-Lock, 
emphasizes the point that it is “a matter of merit.” 

“I have never found any prejudice in this country 
— American office appliances and labor saving ma- 

inery during the thirty years that I imported the same. 
I always found that an English business man purchases 
an article on its merits irrespective of the country of origin, 
and today, though we are manufacturing typewriters, ink- 
ribbons and carbon papers in this country, the English 
buyer takes the same attitude as in the past, his only 
interest is in the quality and price of the goods.” 

<--> 


J. M. Levy, sales manager of Kardex, came along with 
good stuff, his remarks on adaptability being not only 
sound but sense: 

“I have experienced no_ hostility or prejudice here 
against American office appliances or labor saving machin- 
ery, providing that the article is the right one. There is, 
of course, some hostility to American methods because they 
do not fit very thoroughly in all instances into the ways of 
business in the United Kingdom. However, all methods 
are adaptable and any ideas that come from the other side 
are either successfully or unsuccessfully handled in ac- 
cordance with the adaptability of the mind of the man who 
is organizing the proposition. Personally I have had no 
difficulty in this respect because I have always set myself 
out to study the conditions of those to whom I was about 
to make a sale and I have always adapted my ideas and 
methods in the direction most suitable to the improvement 
of the existing organization. I do not think that any 
American business men or any firm manufacturing Ameri- 
can appliances will be met with prejudice if they adopt this 
plan in introducing their goods to the English market. 
A mistake which I have found a number of manufacturers 
and their agents make is to feel convinced that the thing 
which is good in America must be taken as it stands here, 
whereas most of the best things which I have seen re- 
quired adaptation in accordance with the needs of this 
particular territory. As a general rule the appliance or 
idea itself does not require much adaptation, but a selling 
method in connection with it and ideas in connection with 
its use require development entirely on English lines in 
accordance wth English practice and English business.” 

<-> 

“In my limited experience,” says Mr. Wm. A. Smith, 
of Moore’s Modern Methods, with quite unnecessary mod- 
esty, “I have encountered but little prejudice against 
American appliances and methods; in fact, in the majority 
of cases, I have found that the seeker after efficiency 
cares not a jot whether the real good idea emanates from 
the heavens above, the earth beneath, or elsewhere. It is 
hardly necessary to say that, for the past year, the ex- 
change has been against importation of American wood- 
work, and coupled with the fact that the product of Brit- 
ish houses of experience now equals the best American 
grades of filing devices, it is not surprising that home 
made goods hold the market. Moreover, it is a fallacy 
that all the efficiency ideas come from the other side of 
the Atlantic, although it is true that many are developed 
here—even British ones. Apart from this, the British 
trader demands the best whether it be British or American, 
and all things being equal, he will buy British made 
goods.” 

<-> 


Mr. Sydney J. Love of the Protectograph, is brief but 
pithy: “There is a little prejudice here regarding Ameri- 
can office appliances, but this is best combated, and is 
being overcome by courteous business methods, and by 
the better understanding amongst business men, of Amer- 
icans generally. At the same time there is also a certain 


admiration for American labor saving machinery which 
helps to combat any prejudice.” 
<-> 


“Is there a prejudice against American office apginnees 
amongst British buyers?” said W. W. Fortune of Libraco, 


in a very interesting talk. “It is a question that may well 
be asked by American manufacturers who have experi- 
enced disappointment in their British trade. Great Brit- 
ain has been a good customer but has failed to realize the 
great expectations of many manufacturers. And why? 
America can easily claim to be the home of the office ap 
liance industry, and in Office Appliances possesses a 
journal of potent international influence. With all her 
advantages and experience in the production of labor- 
saving devices, why is it that she does not make greater 
strides into the British trade? Since 1895 I have been in 
the office equipment trade as salesman for an American 
house and as a manufacturer on my own account. I have 
had many opportunities of meeting American manufactur- 
ers and salesmen, I have seen them come and go. Full of 
enthusiasm their ardor died away before the cold reserve 
of the Britisher. They lacked the staying power, the 
pluck and determination essential to overcome British 
slowness to take up new ideas. It is not prejudice against 
American office appliances. The British office man is an 
admirer of everything American. The British dealer prides 
himself on his knowledge of American goods. But the 
British are slow to make changes—slow to realize the im 
portance of good office equipment. So that when the 
American manufacturer with big ideas comes along he 
fails to ‘set the Thames on fire’ and soon retires from an 
apparently hopeless proposition. There have been nu- 
merous instances of these big enterprises that have ended 
in failure, because they have been too ambitious and be 
cause they have not been content to build upon the slow 
but sure foundation of moderate beginnings. As regards 
the trade of the British dealer—capital is an important 
point. It is not easy to get capital for this class of trade. 
It can be easily understood therefore that the field is lim- 
ited for the manufacturer who expects to receive cash 
in New York against documents, more particularly big 
orders. I am well aware that the American manufacturer 
who can do good business at home will not want to bother 
about credit business abroad. Yet I may mention that 
there are exceptions, and one manufacturer, whom I know, 
stands high in the estimation of British deaters. By his 
courteous consideration, prompt dealings, and the mani- 
fest interest taken in his customer, he has won their en 
tire confidence and loyal co-operation and estal lished his 
business on a firm foundation. If I were asked to make 
a suggestion it would be to recommend the American 
manufacturer who wants British trade to join issue with 
a British firm of pre-war standing, with headquarters in 
London. An Anglo-American combination or these lines 
has great prospect of success, without long years of strug- 
gle, without long years of waiting and loss.” 
<-> 


Mr. F. H. Morse, the keen-sighted managing directo 
of the Royal Standard typewriter, put up an interesting 


talk of which this is a summary: “American office appli- 
ances, labor-saving machinery and methods have now been 
in use in Great Britain for so many years that | think the 
greater amount oi former prejudice has been removed. 


I do not know that we have ever had this question raised 
im Our own business and I am sure there is no prejudice 
against our products over here. The British people as a 
nation are naturaliy coziservative and are slow .vo adopt 
new devices except when the facts are brought to their 
attention through their own experience. This might give 
rise to a hasty opinion that it was caused by prejudice 
against modern methods, but I do not believe this is true. 


We see evidence every day of an improvement in the at- 
titude of customers in adopting more modern methods in 
the conducting of their business. Changes of this nature 
are not brought about here in a month or a year, but they 
do succeed if the methods and the articles are right. In 


case prejudice is encountered, I believe the best method 
of combating it is to be reasonable and most truthful in 
all statements made as to what the articles will accom- 
plish, rather under-estimating than over-estimating the re- 
sults, by which I am sure the prejudice can be removed. 
I see every reason to look forward to steady improvement 
in the use of improved office appliances and a vast field 
yet remains to be developed.” 
<—-o—> 

Says A. E. Shead, general manager of the Remington 
Typewriter Company: “There is little doubt that the com- 
mercial public are daily realizing more and more the ad- 
vantages to be gained by what a good many of them for- 
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merly regarded as ‘crank’ notions but my personal feeling 
is that the difficulty of making sales today does not arise 
so much from prejudice as it does from the unsuitable 
conditions of business generally. However, so far as 
prejudice exists, it would seem that the best way to com- 
bat it is to prove by demonstration at every opportunity 
how reliable and fool-proof are the various time-saving 
instruments placed on the market. When, for instance, a 
man realizes that a business acquaintance has a machine 
in his office which is not only rapid in action but which 
positively proves the accuracy of an operator’s work both 
in invoicing and in ledger posting—an instrument which 
indicates the fact of an item being omitted and so on, in 
the way in which the Remington Accounting Machine acts 
—he is a pretty hard case who will allow his prejudice to 
overcome such an obvious advantage. Therefore, it would 
seem that the way to combat prejudice is to keep full 
steam ahead with one’s propaganda work.” 
<-> 


L. M. Dreyfus, the managing director of Alpco (Venus) 
pencils, offered the following opinions concerning the use 
of American Office Appliances labor-saving machinery. 
“There is always a ready demand for office labor saving 
appliances whether they are English or American. The 
average business man does not concern himself with the 
country of origin for such appliances, he is only inter- 
ested in the value of the particular appliance or method 
and its merits as a labor-saving system for his own office 
or factory.” Mr. Dreyfus personally uses a variety of 
devices in his own business and is always experimenting 
with new ideas in order to get the maximum of efficiency 
with the minimum of effort. He looks to any source, but 
on several occasions has gone to America to supply him 
with what is up-to-date in office equipment and time-sav- 
ing apparatus. 


<~o-}> 
P. H. Ellis, of the Macey Company, comes out flat- 
footed thus: “Without hesitation the real business man 


‘Made in U.S.A.’ as the hall mark of 
If there is a prejudice at 
concerned. As 
there al- 


on this side regards 
up-to-dateness and efficiency. 
all, it exists only so far as new ideas are 


you know, in marketing new lines on this side, 
ways has been, and—unless we alter our ‘make-up’—I 
suppose there always will be, a reluctancy on the part of 


sritisher to cast aside the old, or be the first 
to try the new. Frankly, I believe we like to try it on the 
first, and somebody else’s dog at that. In other 
words, we need a lot of showing and telling before we are 
sold on anything new. The same thing, of course, applies 
to our own goods. Naturally we are all for supporting 
British goods, but we also maintain that it is of the 
first importance that the British purchaser should get the 
best value for his money. It is more important that Brit- 
ish letters should be typed on a good typewriter rather 


the average 


dog 


than we should use a typewriter just because it is Brit- 
ish [he idea that an article has merely to be marked 
‘Britis h made’ in order to ensure it being purchased in 


reference to a foreign produced article, wholly irrespec- 
tive of price and quality, is pure delusion. For inventive 
particularly in connection with office appliances, 
we Britishers are compelled, in common fairness to take off 


genius, 


our caps to the American manufacturers. No, I certainly 

do not think there is any real prejudice against American 

offce appliances and labor saving machinery in this coun- 
<-> 

Herbert E. Robbins Managing Director of the Comp- 

tometer, sends a very interesting note: “It certainly seems 


to me that the American business man should not consider 
the British business man as a child to be instructed. . After 
all, the efforts of the latter have not been altogether un- 
productive, and it has not been untruly said of him that his 
meekness has been responsible for inheriting a good part 
of the earth. As a matter of fact this meekness of his 
rather appeals to me. The attitude of some Americans 
sapecd they come over here is rather as though they were 
on ‘gin soil. They do not understand the met oor here 
aad. ion do not understand the outlook of the people, due 


largely to a difference of conditions. They may think that 
they will at once be able to unload large quantities of their 
particular office specialty. Sometimes they are extremely 


disap ypointed with their first twelve months’ experience, due 
perhaps to too much aggression on their part, too much 


desire to instruct. On the whole, the Britisher has suf- 
fered them very kindly, and even if he does not appear 
always very receptive, he does in the long run, after care- 


ful te sts, adopt what is useful to him, and I think he would 
apply his tests of ultimate usefulness to any article, whether 
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it came from America or whether it was produced in his 
own country. The American who stays here a few years 
gets to understand this and appreciates the attitude of mind 
of the Britisher. The latter does not buy things just be- 
cause they are novelties, but only because they will ulti- 
mately be useful to him. Undoubtedly in an old country 
there are a number of old-fashioned people. I believe that 
we even have a few of them in the States. To sum up, my 
experience is that the Britisher refuses to be bustled, he is 
ready to examine most articles that are put before him in 
a reasonable way, and is not affected by wild statements 
or exaggeration. He just sits down and makes his tests and 
if he thinks a thing will serve his purpose, he installs it.” 


<-> 


Many business doctors, many opinions! But it seems all 
to amount to this, as I have already said: good goods find 
a ready market over here, but the buyers must be han- 
dled as Britishers, not as Americans. Other lands, other 
ways! Adapt! Adapt! and, always, Adapt! Suit your 
conversation to your customer. 


A Word on Export Prospects. 


Appliances by William Moss, Assistant 
Sales, The Dalton Adding 


Company. 


Written for Office 
Dire tor of Foreign 
Machine 


Dilation upon the fact that the export business has suf- 
fered considerable shaking up within the last eighteen 
months hardly needs further amplification. However, the 
homily that it is an ill wind indeed that blows no good 
somewhere also holds true in the export business. The 
business is now fortunate by reason of the automatic elim- 
ination of various incompetents who entered the export 
field. 

I am one of those who believe that a solid foundation 
with ultimate success can only come gradually if it is to 
endure, like a house which is built brick by brick, firmly 
and securely. If we glance at the list of export houses that 
are doing business today we find the same names still on 
the map among the old and tried companies. 

While the losses during the last two years have been 
pretty generally distributed all over the world, a review 
of the possibilities for the next few years would seem to 
indicate that while the return to normal conditions will be 
somewhat slow, a steady and gradual improvement can 
confidently be expected. Naturally, as soon as the exchange 
situation steadies somewhat or becomes fixed at some 
point regardless of the parity, conditions will improve by 
reason of the possibility of being able to calculate at some 
more or less fixed valuation. 

In Latin America I look hopefully forward to a general 
revival of business in the A, B, and C republics. Columbia 
also is one of the countries which in my opinion will some 
day show a tremendous increase in volume of business with 
our country. Mexico, of course, is a good customer, and 
I am extremely optimistic with regard to that country. 

In the Orient I believe that Japan, the Dutch East Indies 
and the Philippines are going to pick up well, to be fol- 
lowed by India and China, though much more slowly. 

Conditions in Australasia have improved within recent 
months to such an extent that optimistic comments are 
now becoming ages nm more audible. 

The Hawaiian Islands are looking up, although for some 
reason or other a good many companies seem to have over- 
looked this rich and progressive territory. 

Europe, of course, is constantly before us and it is to be 
earnestly hoped that the negotiations concluded at Wash- 
ington and the coming conference at Genoa may be pro- 
ductive of good things for 1922. 

Since only generalities can be expressed in a short re- 
view, I would say in conclusion that I believe we have un- 
questionably put behind us the worst and that from now 
on we can expect, not a great volume of business, but a 
slow and steady growth. We can liken ourselves to an in- 
valid who has been on a low diet for a long period and 
who is now gradually being fed with more substantial 
food. 

We have learned a sound lesson, which will be ultimately 
beneficial. What we need now is patience, hard work and 
constancy; with these attributes we can all help to bring 
conditions to their normal state. 





_ This is a great life. We learn something today and 
find out tomorrow that it was a typographical error.—Good 
Practices (Strathmore Paper Company). 
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MEMBERS OF THE COMMITTEE OF THE ASSOCIATION OF OFFICE APPLIANCE MANUFACTURERS 


AND TRADERS AND DISTINGUISHED SPEAKERS AT THE OPENING OF THE BRITISH BUSINESS EFFI- 
CIENCY EXHIBITION LAST MONTH.—The gentleman at the extreme left seated and facing the camera is W 
Teignmouth Shore; fifth from the left end in the center of the group is Harry Gordon Selfridge, at whose left 
carrying top hat, gloves and cane is W. H. Hartley. Next to Mr. Hartley and third from the right end is W J 
Richardson, next to whom is J. M. Levy.—Photo by The Tella Company, Ltd., London. 


British Business Efficiency Exhibition. 


London, February 8, 1922. 

This very interesting and instructive Exhibition was 
opened at the Central Hall, Westminster, on February 8, 
and has attracted great attention in the British business 
world. It is organized by The Association of Office Ap- 
pliances and Equipment Manufacturers and Traders and 
promises to become a hardy annual. Among the exhibi- 
tors, of some of whose stands I hope to send along later a 
detailed description, are the Addressall Machine Company, 
Addressograph, Ltd., Art Metal Construction Company, 
Barlock Typewriter Company, Ltd., Blick Typewriter 
Company, Ltd., Burroughs Adding Machine, Ltd., Dicto- 
phone Company, Ltd., Thomas A. Edison, Ltd., Elliott- 
Fisher Company, International Multigraph Company 
(Britain), Ltd., Kalamazoo (Sales), Ltd., Kardex Visible 
Card System, Lamson Paragon Supply Company, Ltd., 
Moore’s Modern Methods, Munson Supply Company, Ltd., 
Noiseless Typewriter Company, Ltd., Herbert E. Robbins, 
Ltd. Roneo, Ltd., Royal Typewriter, Shannon, Ltd., and 
Vick, Ashworth & Company, Ltd. 

The Exhibition was declared open by H. Gordon Sel- 
fridge, who, in the course of an admirable speech, pointed 
out that it was not Napoleon who called us a Nation of 
Shopkeepers but that Adam Smith declared that if we were 
not wary that is what we should become. “To do things 
better,” the speaker emphasized, was the aim of every sound 
business man; no matter how many brains were the endow- 
ment of the head of a business or the manager of a de- 
partment, the best “tools” were needed to carry out his 
ideas in the best way. London—the great metropolis 
with its millions of citizens and its millions of money— 
could and should possess the best in art, science and of 
efficient business men. It was right, therefore, that here 
in London this Business Efficiency Exhibition should have 
been organized, wherein were exhibited the best efficiency 
tools. 

W. H. Hartley, of the International Multigraph Company 
(Britain), spoke briefly but pithily when introducing Mr. 
Selfridge, emphasizing the fact that this Exhibition was 
fundamentally educational and the first attempt in that 
direction in this country. 

W. I. Richardson, of the Barlock, moved the vote of 
thanks to the Opener, laying stress upon the plea that bus- 
iness was not mere money-grubbing, but had its high and 
humanitarian ideals. 

In the course of a few words with Mr. Selfridge, he ex- 
pressed to me his high appreciation of Office Appliances, 
saying how valuable and informative he found this journal. 

The Exhibition may justly be a matter of pride to the 
Chairman of the Association, Mr. Hartley and to the Com- 
mittee, including J. M. Levy, of Kardex, whose energy and 
courtesy greatly aided to make the opening ceremony a 
success,—a great success. 

The objects of the Association are the linking up of 
the activities of those industries which have already done 
so much to make business building and management easier 


and more harmonious, the spreading among British busi- 
ness people of further knowledge of commercial efficiency 
and the general improvement of modern business condi- 
tions. The Exhibition is held because the much boomed 
trade slump which so many people seem to have taken 
“lying down” is from more than one aspect artificial and 
is largely due to loss of confidence and, its inevitable com- 
panion, credit. The Association, knowing from its wide 
sources of information that business, already improving, 
will in the near future become considerably better, decided 
that the best way to help was to show the business pub- 
lic what is meant by efficiency in business and what it can 
accomplish. This ambition has certainly been achieved. 


British Stationers Dine March 3. 


The Stationers’ Association of the United Kingdom, of 
which Mr. Percy Barringer is President, will hold their 
Annual Dinner on March 3rd. Among their guests on this 
occasion will be the Rt. Hon. The Lord Mayor of London, 
who will attend in state, accompanied by the Lady Mayor- 
ess and the Sheriffs. Sir Philip Lloyd-Graeme, the Pres 
ident of the Overseas Department of the Board of Trade, 
and Mr. Stanley Machin, Chairman of the London Cham- 
ber of Commerce, are on the list of speakers, as also are 
Mr. Frank Dorizzi (George Rowney & Co.), who will 
occupy the chair, and the President, Mr. Barringer 


We Acknowledge a Compliment. 

“La Revue du Bureau” of Paris, France, in its issue 
for January, 1922, pays a much-appreciated compliment 
to Office Appliances. The article was written probably by 
our friend, M. A. J. Navarre, director of that excellent 
French journal, who presented it in a way that was rather 
personal to the editor of Office Appliances. For the kindly 
things said of its editor and for the compliments paid to 
Office Appliances we extend our cordial thanks 

M. Navarre says that Office Appliances is more than a 
journal—it is an album which contains a greater number 
and variety of advertisements than can be found in any 
other publication in this field. In France, he says, the idea 
of advertising has not yet developed so highly as in the 
United States. He intimates—not sparing our blushes— 
that Office Appliances is the most important office journal 
in the world. 

Office Appliances has always looked forward with lively 
anticipation to the receipt of “La Revue du Bureau,” and 
other French journals in this field. They are among the 
best journals to be found in this industry, always informa- 
tive and never lacking in interest and understanding of the 
field they cover. We rejoice that it is our privilege to 
cooperate with publications which reflect such admirable 
standards. We hold for them our warmest sentiments. 





If there were no stormy days we could not enjoy the 
sunshine.—The Webster Way. 
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Cross Purposes in Russia. 


A Chicago Tribune item from Riga, reproduced below, 
makes reference to a Russian typewriter ribbon manufac- 
turer whose business was upset by the turmoil in that 
country. It suggests the unpleasant possibility that the 
individual might be one of our friends in the office equip- 
ment line. Readers of Office Appliances will recall occa- 
sional contributions by A. N. Tyshkevitch, of Irkussk. 

>  &"s 


In far away Irkutsk in Siberia there is a real humorist 
whose only present ambition in life is to make typewriter 
ribbons. Recently he wrote a letter to the soviet national 
commissariat of economy which was published in the Mos- 
cow Pravda under the title “He Gets Stuck.” The letter 
follows: 

“Sometimes a certain machine will work beautifully for 
a little time and then stop. The master, after investigat- 
ing every possible source for trouble as a last resort takes 
the machine apart and oils it and puts it together again and 
it runs beautifully. Permit me .to show you how aptly 
this story applies to the soviet government. 

‘Throughout the whole republic there is an urgent need 
for typewriter ribbons. Factories tried to make them. 
Chemists and artisans labored in vain. The machines run 
as before. The steel characters beat in holes, but not on 
the ribbon. If a new ribbon is placed in a machine it lasts 
a day. Thereafter, no matter how hard the machine is 
pun iched, the paper remains snow white. Then the ribbons 
are returned to the manufacturer and are sold for boot- 
laces. 

‘At the same time, I, an old hand at making typewriter 
ribbons, am stuck in Irkutsk and am baking muffins, which 
I peddle in the market. I have knocked on official doors 
for the last two years and have only got black and blue 
knuckles for my pains. 

‘This reminds me of an incident which happened here 
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Post-War Trade. 


Special Correspondence to Office Appliances. 


Antwerp, Belgium, February 4, 1922 

HE Great War is now gradually receding into the 
"T distance and is already more or less in its proper 

perspective. Its effects on trade generally, and on 
the Office Appliance trade in particular, can now be judged. 
They are tremendous, and consequent changes may even 
be characterized as fundamental. In belligerent countries 
the great upheavel was the death-knell of the old regime. 
The confidential clerk with his copper-plate handwriting 
was called up, suddenly, or maybe volunteered for active 
service. His place was taken by a curly-haired girl, whose 
handwriting was an offence. She was, however, an adept 
at the typewriter. Whereas the confidential clerk carried 
most of the firm’s business in his head, she could not be 
trusted to remember an address for five minutes. She 
was too new to the job to concentrate, and besides the 
latest jazz music was throbbing through her head. Her 
advent meant the immediate purchase of a typewriter and 
the introduction of a filing system. Loose-leaf ledgers 
soon made their way into the accountancy department, and 
when the men returned on short leave, they were hurt 
and vaguely worried to see that all was going as before. 
Their sudden departure had upset business for a week 
or so, but had not permanently dislocated it. They were 
mighty wrath at the discovery that a good system with 
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about six years ago. A little girl got lost in the city, and 
later the same day a little girl was found. Even. when 
the district captains reported to the prefect of police this 
great personage pondered a long time on this remarkable 
coincidence. Surely there was something odd about one 
girl getting lost and another being found the same day. 
He gave orders to solve this matter and to return the 
found girl to her parents and to discover the one who was 
lost. This kept the police busy a week, till they discoy- 
ered the found girl happened to be the one which had been 
lost. 

“The same thing applies to me. Here some saviet de- 
partment bound up in red tape is looking for a man who 
can manufacture black tape—that is, typewriter ribbons. 
And here I am looking for two years for this soviet de- 
partment, trading with muffins in the meantime. 

‘Today I am finally writing to you, the national com- 
missariat of economy. And if there is no reply I am 
through. I shall open an office for signboards, and then, 
if they ask on their knees, I shall never make typewriter 
ribbons again.”’ 

Xs 


Mr. Tyshkevitch contributed to Office Appliances for 
January, 1917. At that time the great war had upset nor- 
mal communication so that he found it impossible to in- 
duce his Siberian clients to place orders for American prod- 
ucts. The excuse in those days was: “It is too far. We 
will remit the money and the goods will come after six 
months, during which time the war can be finished and 
then prices will fall. Besides this we risk sending the 
money and not receiving the goods.” 

Time has dealt very unkindly with our friends in the 
Far East. How long it will be before the ordinary neces- 
sities of life and business are available no one can foretell. 
One can hope that our friends may be able to survive the 
unrest. Speed the day when commerce can resume its 
wonted sway 


‘hand picture, The  Keyserlei, « one of the busy streets. 


very poor labor produces better results than high-class 
labor without any system at all. When they returned 
from the War their methods were obsolete. New arrange- 
ments had been made, and those who were able to adapt 
themselves to the changed conditions were welcome. 
Others, too conservative, and in some cases too old, to 
catch the spirit of the time, paid heavily for their five 
years’ absence with the troops. Miss Tip-tap had come 
to stay, they realized, with her abominable machine, that 
after all had many points of advantage over copper-plate. 
The high cost of living and the scarcity of labor, owin 

to the large numbers of dead and disabled in every lan 

made the necessity of introducing office appliances every- 
where more urgent after the war than during hostilities. 
Furthermore, many young men who were virtually boys 
when hostilities started, returned very unfit for office work, 
having been spoiled by the out-of-door life and, if in 
offices doing war work, suffering from the “administra- 
tion” disease. Private enterprise demands the greatest 
efficiency from the individual and expects an unusual 
effort in times of extra strain. In government offices noth- 
ing of the kind was expected. The official dealt with mat- 
ters at his leisure, there was no competition. This pro- 
duced an attitude of mind that quite unfitted the youth 
for the very hard conditions that immediately succeeded 
the war. High wages, paid cheerfully during the war, 
when labor was scarce, can not be expected after the 
armistice and those whose health, age or sex kept them 
at the rear were very annoyed when asked to accept half 
pay or to clear out. The realization that the good money 
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they had enjoyed was payment for a scarce article was 
dificult for them. They had attributed their good luck 
to quite other and more gratifying reasons. Thus it has 
come about that everywhere in western Europe today, the 
aim and object of every employer of clerical labor is to 
employ only the very efficient, and reduce their numbers 
to the smallest possible minimum. This means more and 
more appliances. The expensive typist cannot be allowed 
to waste her time over a broken-down machine. All de- 
fective stuff must be scrapped. The choice of a make of 
typewriter practically lay in the hands of the head girl 
in the office in pre-war times, now the most conservative 
of employers pricks up his ears whenever he hears ma- 
chine being discussed. Men well over 50 will say, “You 
are an expert?” “Hardly an expert, but I know a bit 
about them.” “My girls want the ” he will say. 
“Now I notice that some of my letters are written in a 
much clearer type than others. My business is with older 
men, for the most part. What we need is the most read- 
able type, nothing else matters very much.” Another will 
clamor for the highest speed, to catch a particular post, 
another wants to save postage, and requires a machine 
that looks well in single spacing. From all this there 
is one clear deduction to be made. The times when girls 
introduced their favorite machine into an office are over, 
the Boss man is showing too much interest in the matter. 
He has realized that the burden of choosing the best 
machinery has fallen upon him, and that he must use his 
judgment there instead of selecting the best human ma- 
terial that is no longer available at the prices he can pay. 
Extremely ignorant of all office appliances, he wants to 
see as many kinds as possible and compare prices and 
efficiency. 





Fairs and Trade Shows. 

With the demand comes the supply. Europe today is 
opening Trade Fairs and Shows everywhere. They are 
swiftly taking the place of the old commercial traveler, 
whose work is becoming increasingly difficult. The ancient 
bagman had but little trouble at frontiers or on railways. 
Since the war every state in Europe has done its best to 
make traveling difficult, if not impossible, while carrying 
baggage of any sort has been a trial since 1914. The sens- 
ible traveler compresses all his samples into a handbag. 
Even then he has trouble. Customs officers told to exer- 
cise the utmost severity, take a grim delight in making 
the lives of honest citizens a burden, and governments 
have not yet realized that they are killing trade and with 
it all the best sources of revenue, in carrying out reprisals 
on some other land that has clapped on irritating regu- 
lations interfering with their trade. 

Some commercial travelers in Europe carry a reel of 
cinematograph films and have the pictures put on at the 
local showrooms, demonstrating to several intending pur- 
chasers at the same time. (Note.—Attempts have been 
made to use the films for commercial demonstrations in 
the United States. It is apparently an attractive idea, 
but the results do not appear to have come up to expecta- 
tions.) The buyer, however, who is not an expert dealer 
as he was in prewar times, now likes to be left alone with 
the machine. At any of the fairs or shows, a large crowd 
is always seen near the typewriting booth. When a top- 
speed operator is doing work on the machine, operations 
are even sometimes impeded by the eager crowd, that 
even sometimes jogs her elbow in their haste to see what 
is going on. Peasants from the country stand watching, 
their hands full of leaflets giving the “points” of the 
various machines. They feel that handwriting is an obso- 
lete thing and that an up-to-date salesman should make 
his small bills out on a machine. 

Even the most energetic salesman must stop short at 
seeking out the peasant farmer in his homestead, but 
as prices have risen and the agriculturist has come in his 
own, he has shown an increasing disposition to ornament 
his country dwelling-place with pianos and other signs 
and marks of wealth. The typewriter. has also been bought 
by this class of customer, more as a sign of newly acquired 
wealth than for real use. The machine acts as a pioneer. 
The salesman who places a single typewriter in a country 
district is doing missionary work for his firm. It will be 
examined and used by al! and sundry, who in their turn 
will acquire machines of a similar kind. There as in the 
great city there is a shortage of labor, no one has the time 
to copy lists of goods for sale, or other communications. 
The machine, once almost exclusively the tool neces- 
sary to do the work of the newspaper man and the busy 
merchant is now becoming general in city and country 


alike. 
A multitude of Fairs and Shows are planned for late 


spring and summer all over Western Europe. The in- 
tending exhibitor may find his determination to open a 
booth interfered with in some countries by middle-aged 
and antiquated methods that only permit of home products 
being shown. This, however, is not the general policy. 
The majority of Fairs are open to all and sundry. This 
brings him to a second question, much more ticklish 
than the first. Salesmen of machines during the war got 
accustomed to “turning down” customers in the most 
offensive manner. They had no goods in stock and 
weary of being forced to unwilling obsequiousness in the 
past, frequently got rid of the enquirer with very scant 
courtesy. These bad manners have survived the war. 
(Note.—The experience of our European friends is not 
unique. We acknowledge with regret that the same con- 
ditions were evident in the United States during and after 
the war—the same lack of courtesy—the same ‘“take-it-or- 
leave-it” attitude. But we are getting back now into the 
better way, and in Europe, too, the practice will return 
to the older and the better method.) It is not uncommon 
to see a small competitor selling all sorts of second hands 
and rebuilts open his concern just under the nose of a 
large and well known firm’s windows, and post up notices 
to the effect that customers are “treated politely” within. 

The small man who advertises his geniality with tire- 
some customers and treats all with courtesy, remains open 
early and late. Some of the big establishments in Western 
Europe cities are difficult indeed to enter. Late opening, 
an extensive dinner-hour, when the place is closed, or left 
to the most incompetent of the statf and early closing are 
the ills that interfere with trade today. A special man, 
used to all sorts and conditions is usually selected for the 
Fair. He remembers that the impression he makes on 
people who merely want to examine the machine prejudices 
the one way or the other for the remainder of their lives. 
Work done now, is mostly pioneer labor, few orders may 
result from much toil, but when the great rush of trade 
that surely succeeds every big war arrives, it is the firms 
that have done good ground work now that will get all 
the trade. 

European Carrying Trade. 

Much European carrying trade is going over ‘Antwerp 
today, and many typewriters and adding machines are 
included in cargoes. This is due to the fact that the 
port was in excellent order at the close of hostilities. 
Carrying American goods, repatriating citizens of the 
United States, the city always took care to recommend it- 
self to possible future customers. Every means was taken 
to accomplish this. A walk through the streets is sufficient 
to watch the exceilent advertising methods, that compare 
very favorably with many other larger towns. Never 
afflicted with shyness the steamboat companies have ex- 
plained their methods of mixing cargoes, placing heavy 
and light weights in the same ship, to carry out the law 
of compensation, until even the man from the United 
States was impressed. The fact that Holland possesses 
good harbors was never referred to, and he went home 
with the word “Antwerpen” as the Flemish have it, writ 


large on his mind. Ever since the last sound of war died 
away, the work of enlarging canals into Central Europe 
has been kept up apace. Unlike the permanent way that 


needs constant attention and repairs, the canal and river 
system cost little to maintain, if somewhat slower in 
one way, they are speedier in another in that they obvi- 
ate the necessity of unpacking and reloading, all very im- 
portant considerations in this time of slack labor, costly 
appliances and of skilled railway thieves. The U. S. built 
machine has to compete with one made in a land of de- 
preciated coinage and inflated currency today. Curiously 
enough it appears to hold its own in spite of many dis- 
advantages in this way, while smaller, less costly articles 
may not “go.” No one wants to put “big money” into un- 
certain machines. 


Hawaiian Paper Reports Imposing Obsequies of 
Late Prince. 


Office Appliances recently received from E. J. Reed, 
Honolulu, Hawaii, a copy of the Honolulu Star Bulletin 
of Monday, January 16, giving a full and freely illustrated 
report of the imposing state funeral of Prince Jonah Kuhio 
Kalanianaole, the Hawaiian prince who was born to chief- 
tain honors in the Pacific kingdom and lived to serve 
nearly twenty years as Hawaii’s delegate to the Congress 
of the United States. The old royal ceremonies were re- 
vived for the funeral of this distinguished gentleman, while 
state and military honors of the new order were also 
given. 
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South Africa in Picture and Text. 

Che British South Africa Annual for 1921-22 has reached 
us through the courtesy of A. Tunley & Company, Johan- 
nesburg. It is an imposing publication of over 200 pages, 
with a handsome cover in colors. The book reviews the 
varied industries of South Africa, many illustrations adding 
especial interest to the book. 

[It is a pleasure to leaf over the British South African 
Annual, and to realize how the natural resources of. that 
section have been developed. True to his instincts, the 
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Germany Permits Limited Exports of Parts. 

Consul General William Coffin, Berlin, reports that a 
decree issued by the Reichskommissar fuer Aus-und Ein- 
fuhrbewilligung December 19, 1921—published in the 
Reichaanzeiger of December 21—permits typewriter type 
in packages of not more than 350 grammes net weight and 
other accessories and spare parts for typewriter and add- 
ing machines in packages of not more than 500 mes 
net weight to be exported without a license, notwithstand- 
ing previous regulations to the contrary. 


| 
2s 





SCENE SELECTED FROM THE BRITISH SOUTH AFRICAN ANNUAL, 1921-22, SENT 


rO US BY ARTHUR TUNLEY, JOHANNESBURG, SOUTH AFRICA.—At Top, Left to Right 


-Harrison Street, Johannesburg, showing on 


ird Bank, Consolidated Buildings, and Hortors, 
Hill. At Bottom, Left to Right—West stree 


the right the handsome premises of the Stand- 
Ltd., in the distance; Cape Town from Signal 
t, Durban’s Principal Thoroughfare; Maitland 


Street, Bloemfontein, showing the Town House in the foreground. 


transplanted Briton brings his sports with him. And South 
\irica has offered many opportunities to the sportsman, 
whatever his bent. That sterling characteristic of toler- 
ance of native customs is revealed in several articles of 
historic interest. They are good photographers, those 
South Africans, and much of the natural beauty of the 
country, portrayed from the most advantageous viewpoints, 
inspires a longing to share the pleasure at first hand. 

The British South African Annual is published by Hor- 
tors, Limited, Cape Town, and edited by H. F. Knapp, 
eee 


Underwood Takes New Offices at Victoria, B. C. 

Last winter the president and general manager of the 
United Typewriter Company, Ltd., paid a visit to the local 
office at Victoria, and decided, owing to the growth of the 
business, that larger quarters were necessary. They ac- 
cordingly took a lease of the store in the Ritz hotel build- 
ing, 706 Fort street, where the company will hereafter 
conduct their business as agents for the Underwood type- 
writer and Dalton adding machine. 

The company opened its first office in Victoria in 1913 
in the basement of the Hibben-Bone building on Langley 
street. A year or so later they moved to larger premises 
on Fort street and now it is said that they occupy the 
finest typewriter offices in the west. 

The front portion of the store now occupied has two 
fine show windows and is used as a show room and office. 
The mechanical department occupies a large, well lighted 
room in the rear. 

H. P. Johnson, the manager, has handled Underwood 


typewriters on Vancouver Island for the last seventeen 
years 


The United Typewriter Company is a Canadian concern 


with head offices at Toronto, where it occupies a large 
building known as the Underwood building. It has 
branches in all the principal Canadian cities from Halifax 
to Victoria. 


American Chamber in Berlin. 

The annual meeting of the American Chamber of Com- 
merce in Germany elected the following officers; Fred- 
erick W. King (Mergenthaler Linotype Coanmamele presi- 
dent; G. H. Wark (The National Cash Register Com- 
pany), first vice president; J. C. Osborne (International 
Multigraph Company), second vice president; Paul Konin 
(Kupfer Import Gesellschaft), third vice president; Maxi- 
millan Mintz (patent attorney), honorary treasurer. The 
executive secretary is Arthur E. Dunning, Equitable build- 
ing, Friederichstrasse, 59/60, Berlin, Germany. 

The retiring president, I. Wolk, Jr., reviewed the history 
of the Berlin chamber. It was founded in 1903. The 
Chamber devoted itself exclusively to commercial work 
until the outbreak of the war, when it became an agency 
for relieving American citizens who had been stranded in 
Germany. The Chamber secured the co-operation of Ger- 
man banks in honoring letters of credit, negotiable only 
through London. Steamship tickets via the Hamburg- 
American and the North German Lloyd lines were trans- 
ferred to other lines. A relief kitchen was established for 
widows and orphans, supplying 300 to 400 people daily 
with meals. The funds were furnished by the Chamber, 
and from subscriptions. , 


Exchange and Direct Mail Costs. 

Disparities in exchange have a marked influence on direct 
mail advertising abroad. It is narrated that one British 
firm, to escape the high postage costs at home, sent 80,000 
circulars in bulk to Antwerp. They were mailed through 
the Belgian post office at a saving of £160. Dutch firms 
send mail in bulk to Germany for mailing into Holland. 
The Germans, in turn, taking advantage of the depreciated 
currency in Poland, save postage by mailing from that 
country. The situation of printers in England is compli- 
cated by printers in Belgium and Germany, who undertake 
to print, address, stamp and mail direct advertising to 
addresses in Great Britain. 
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Mamet Heads French Organization. 


The annual meeting of the Chambre Syndicale de la Mé- 
canographie of Paris, France, was held on January 18. 
The following officers were elected for 1922: 

President, Charles Mamet, head of La Compagnie Real; 
vice-presidents, H. Faguer and P. Gaut; secretary, Mr. 
Spatz; treasurer, Mr. Cominet; keeper of the archives, Mr. 


Andrien. 





CHARLES MAMET. 


Mr. Kahn, who has been president of the Chamber since 
1916, declined to be a candidate for the office again this 
year. 

_The Chamber devotes itself to matters pertaining to the 
distribution of writing machines and kindred devices. Its 
offices are at 54, rue Etienne-Marcel, Paris. 





Unclaimed Imports at Vladivostok. 


The great accumulation of unclaimed imports in the 
customs house at Vladivostok has impelled the authorities 
to invoke the law, permitting the sale of merchandise 
which has been held for over a year. Trade Commissioner 
Carl J. Mayer reports that it is possible to have such mer- 
chandise re-exported without payment of import duties. 
He offers to assist American exporters in securing the 
release of unclaimed shipments. He suggests that owners 
of merchandise in storage at Vladivostok advise him, care 
the American consulate, of the quantity and kind of mer- 
chandise on hand, with detailed descriptions of case mark- 
ings, so that the packages can be identified. The customs 
authorities have no exact inventory of the mass of un- 
claimed merchandise on hand, and this information will 
assist Mr. Mayer in locating the goods. He will take such 
measures possible to protect the American owners until 
they can transmit to their representatives in the Far East. 
definite instructions for the clearance, re-assignment or 
re-export or other disposition desired of the goods now 
stored for their account. 


Levant Chamber Has New President. 


Oscar Gunkel (Standard Oil Company) has resigned as 
president of the American Chamber of Commerce for the 
Levant. He is succeeded by Miller Joblin (Standard Oil 
Company). J. Wylie Brown resigned as vice president, 
and was succeeded by R. E. Bergeron (American Express 
Company). Mr. Brown continues on the board of directors. 


Lees Arrive Safely at Batavia. 


Mr. and Mrs. Edwin F. Lee report their safe arrival 
at Batavia, Java. It will be remembered that they sailed 
in November, 1921, for their new home. Mr. Lee is asso- 
ciate manager for L. Zecha Company, importers and ex- 
porters at Batavia. The company moved January 1 into 
a larger office, which will facilitate the conduct of busi- 
ness. Mr. Lee states that the general outlook in Java is 
much better than he had dared to hope. It appears to 
him that business conditions are looking up. 


“Reliable” Registered in Brazil. 


Notification has been printed in the Diario Official of 
Brazil that the trade mark “Reliable” has been filed by 
A. G. Martins Abelheria, rua Buenos Aires n. 102, Rio de 
Janeiro. The claim covers a long list of articles, which 
includes pencil holders, pencils, pencil cases, paper, metallic 
and other inks. Priority of registration assures ownership 
in Brazil. American concerns which have not granted 
their Brazilian representatives the right to register the 
name “Reliable” are urged to institute action for annul- 
ment. Proceedings must be instituted before April 26. 


Consular Invoices for Brazil. 


Brazilian regulations covering consular invoices are 
rigidly enforced, and while they have been in effect over 
two years, some American exporters continue to ignore 
the essential details in filling out the forms prescribed. 
Deficiencies in the description of goods are punished by 
fines. Commerce Reports for January 9 covered this 
phase of Brazilian trade with great detail and exactitude. 


Our Zebra Slippers. 

The slippers to which we refer are not slippers 
zebras, for nobody ever put such a thing on a zebra and 
lived to tell it. The swift dexterity of the mule with his 
rear hoofs compared to that of a zebra is, we understand, 
as a gentle summer zephyr to a raging tornado. The 
zebra is the “fightin’est” member of the equine species 
extant. 

Residents of Africa, when they want a zebra, get him 
with a Lee-Metford .30 at considerable range. Other 
methods are extraordinarily suicidal. Only the hardiest 
and most resourceful men ever get Mr. Zebra alive. 

The zebra slippers to which we refer were obtained by 
the reliable .30 calibre method. They were made from 
zebra skin, carefully tanned with the hair on, and the 
editor of Office Appliances is greatly pleased to possess 
such comfortable and serviceable souvenirs of the African 
wilds. 

These slippers were sent by our friend, D. Newmark, of 
Nairobi, East Africa. They have fine leather soles and 
are made in the prevailing style. To get the small 
stripes Mr. Newmark tells us that the “mask,” or skin from 
the face of the zebra was used. The slippers are so 
nearly a match that someone has facetiously suggested 
they must have come from twin zebras. 

Mr. Newmark handles a number of modern office de- 
vices in which he does a considerable business in a terri- 
tory of limited possibilities. Our readers will recall an 
occasional article from him on East African conditions 
and some pictures of scenes in Nairobi familiar to the 
residents of that city. 


for 


Association Planned for Australia. 
An association of stationers is proposed by the trade in 
Australia. 











J. SURRBEEK. 


Mr. Surrbeek recently took over the branch man- 
agement of the Rotterdam office of the Remington. 
An item concerning this transfer appeared in the 
February issue but portrait came too late for use 
in that number. Mr. Surrbeek has been chief of 
the Remington organization at Arnhem, Holland, 
for two years until his recent appointment to the 
Rotterdam branch, which is a promotion resulting 
from the good work he has done. 


me 
for 
Or 
ade 
cro 


March, 1922. OFFICE 


The Royal in Hungary. 

The sale of Royal typewriters in Hungary is in the 
capable hands of Kovacs & Co., who even before the war 
were the representatives of that machine in this territory. 
During the great conflict they took on a line of furniture 
which they are still handling successfully. 

Hungary, of course, feels keenly the effects of the 
adverse business conditions which are more acute in 
Europe than here, but even now conditions are growing 
better. The outlook is improving and the future is full of 
hope. 

The sales of typewriters and office equipment lines gen- 
erally is regraded as a barometer of trade. One of the 
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A. Denexas & Company Changes Code Address. 


A. Denexas & Company, importers and exporters, Ath- 
ens, Greece, announce that the telegraphic address has 
been changed to “Denar.” Manufacturers and exporters 
are requested to make this change in their reports. 


Passports to Mexico No Longer Needed. 
Under executive orders signed by President Harding, 
and President Obregon, of Mexico, it is no longer neces- 
sary to have a passport to cross the border. Mexicans 


may enter the United States, and Americans may go into 
Mexico without the passport formality. 








OFFICES OF KOVACS & COMPANY, ROYAL 
m anager, is the gentleman with the cane. 


HUNGARY.—T. T. Malleson, Royal export 


right is F. L. Bier, Mr. Kovacs’ partner, and N. 
himself.—Cut by courtesy Royal Typewriter Co. 


puzzling obstacles is adverse exchange, but even against 
this business is said to be making progress which will 
become more rapid with the growth of stability and con- 
fidence. 


French Typewriter for Writing the Braille System. 


M. Berger, the blind inventor of this new typewriter, is 
professor of history and geography at the National Insti- 
tute for the Blind, and is also president of the new society 
that he founded called “The Association for the Blind of 
France.” Many typewriters have already been invented 
in connection with the Braille system, but none have been 
considered as perfect. Most of these machines are of the 
cylinder type and in some writing is visible and in others 
it is not and sometimes the paper must be taken out to al- 
low corrections to be made. M. Berger’s machine won the 
grand prize at the Concours Lépine in October, 1921, and 
it is the only French machine for the blind which is sold 
on the market. With this typewriter the blind operator 
can dictate to himself with his left hand and work with his 
right hand when using the Braille system. The carriage 
is of the cylinder type and in aluminum and the paper is 
introduced through a metal ring. Thanks to many new 
features the operator can write from three to four times 
quicker than with any other device. Both sides of the 
paper can be used and half the amount of paper employed 
when writing in Braille. Sheets of any size can be used 
trom 2 to 36 cm. and besides these many advantages an 
armless man can operate it. Thirty of these machines 
have been ordered by some State and National Institu- 
tions.—Revue du Bureau. 


Denmark Changes on Parcel Post. 


The postal administration of Denmark required the pay- 
ment of a clearance charge on all parcel post packages, in 
forwarding agency clears the packages through the cus- 
toms, charging 0.35 crown for each package, plus one 
addition to the postage stamps affixed by the sender. A 
crown for a clearance fee and 0.15 crown as récording fee. 


REPRESENTATIVES IN 
On the 
Malleson’s left is Mr. Kovacs 


TYPEWRITER 
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Historic Building Houses London Office. 
The offices of John Robertson, representative of the 
United States Envelope Company in England, are in a 
building which tradition says was used about 400 years 








[Courtesy of The Hand Clasp. 


HEADQUARTERS OF THE UNITED 
STATES ENVELOPE COMPANY IN ENG- 
LAND—‘‘Wardrobe Chambers,”’ the Office of 
John Robertson, in Queen Victoria Street. 


ago as a stable for the king’s horses. Later it became the 
robing rooms for the ladies and gentlemen in waiting when 
preparing for a coronation in St. Paul’s cathedral, near by. 
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NEW BUILDING RECENTLY ERECTED AT THE REAR 
OF THE BLIKMAN & SARTORIUS BRANCH AT ARNHEM, 
HOLLAND.—This new structure contains the garage, type- 
writer repair department and advertising department. 
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Remington First Typewriter Used in France. 

M. F. Harang writes to the Revue du Bureau that the 
Valentine Company was the first one in France to repre- 
sent the Remington typewriter in Paris. Later M. Edward 
Henry was sent to Paris from New York to take charge 
of the demonstration of the machine. M. Harang bought 
the first machine, a No. 2, in 1882. In the Valentine Com- 
pany a young lady by the name of Mile. Van Effenterre 
was learning the operation of the typewriter and was the 
first one to operate a Remington in Paris. This young 
lady became later Mme. Harang. The second expert oper- 
ator at the beginning of 1883 was Mlle. Leclerc and later 
she worked for the New York Insurance Company. At the 
first typewriter contest held the Remington gave a ma- 
chine as prize and loaned several machines to the contes- 
tants. These are historical details concerning the introduc- 
tion of the Remington typewriter in France. 


M. Tristan Bernard, French Playwright and Novel- 


ist, Uses a Typewriter. 

M. Tristan Bernard, well known French playwright 
and novelist, wrote one of his novels fifteen years ago with 
his Smith Premier typewriter and has been using a ma- 
chine ever since. He believes that for prolonged writing 
a typewriter is best as the preoccupation of legibility is 
eliminated. He says that the work consisting in forming 
the letters by hand is a “cerebral” work which adds itself 
to the work of the mind when writing a novel or play. 
However it must be said that the use of a typewriter by 
people outside of those engaged in commercial work, is 
not as general in France as in the United States. But steps 
to propagate the use of typewriters among the people are 
being taken and results are beginning to be felt—Revue 
du Bureau. 


Fiftieth Anniversary of First Periodical Pertaining 
to Stenography. 


The fiftieth anniversary of the creation of the first 
weekly publication in the world pertaining to stenography 
will take place during the year in France. The periodical 
was then called “Sténographe” and was organized in 1869. 
At the same time the fiftieth anniversary of the Steno- 
graphic Institute of France, organized in 1871, will be 
celebrated. The banquet will be presided over by one of 
the heads of the Ministries —Sténographe IIlustré. 


1922. 


A New Book of the Typewriter. 


Pappenheim, Germany, has published 
in German a book on typewriters. A continuation of this 
book will be ready at the end of the year. The work con- 
tains a description of about two hundred typewriters and 
the book to be completed at the end of the year will 
describe another two hundred different makes, about 
thirty German machines which have come out since the 
end of the war, with various other machines from Switzer- 
land, France, Italy, England, Denmark, Austria, etc. 


Johannes Meyer, 


The book was copyrighted in the United States of 
America by Jacques Gauch, St. Gallen. The book is en- 
titled “Die Schreibmaschine und Ihre Entwidlungsge- 


schichte.” The author is Ernst Martin. 


The book is bound in substantial red cloth with white 
entitling letters and contains three hundred and eighty- 
three pages with supplementary pages added, bringing the 
total up to four hundred and sixteen. It is a hand book 
of the typewriter art and in its descriptions, diagrams and 
illustrations is interestingly thorough and complete. The 
book goes into the early history of efforts to produce 
writing machines and we find that as long as two hundred 
years ago efforts were made to produce such a machine, 
a patent having been taken out in England by Henry Hill 
in 1713, covering a machine having as its object the im- 
pression of characters on paper by successive impressions 
of letters. Efforts were continued from time to time. The 
author notes some data included in the excellent work 
of Count Emilio Budan, which Office Appliances has sev- 
eral times referred to in previous issues. For instance. 


the Cavalier de Knaus of Stuttgart, 1753-60, attempted 
the invention of a writing machine. Other dates of in- 
ventions include 1762, 1780, 1784, 1785, 1808, 1843, 1855 


and 57, down to the invention of the Remington Sholes ma- 
chine in the seventies. During all this time efforts were 
constantly being made in this country and Europe to pro- 
duce practical writing machines. Space does not permit 
us to go into the details of all devices discussed in this 
rather comprehensive work. We note diagrams of the 
Wheatstone machine of 1851, the Typographer of 1852, 
which is not to be confounded with the mechanical Typog- 
rapher invented by Burt in this country about 1829. The 
descriptions of the original Sholes-Glidden and Soule 
models are interestingly given and their development is 
traced to the final Remington machines. The pincushion 
invention is described where the keys appeared at the 
top of a half sphere after the manner of pins sticking into 
a cushion. The different systems are shown and described, 
including the ribbon machines and those using other sys- 
tems. The Crandall machine is described, likewise the 
Hammond and many other models including the ones men- 
tioned and others which are familiar to typewriter users 
at the present day. It is interesting to turn the pages of 
this book and to note how the machines which have sur- 
vived have developed and added practical features becom- 
ing gradually perfected by the elimination of wrong 
features. Herr Meyers’ books are valuable additions to 
literature of the typewriter business. 


Development of the Typewriter Industry in Europe. 


Although the United States has held the leadership in 
this industry it is nevertheless interesting to mention the 
efforts made by certain countries in the manufacture of 
typewriters. 

In Germany very serious efforts are being made, and 
were made even during the war, to develop this industry. 
In England several typewriters are manufactured as we 
know, and that country occupies the second place in the 
manufacture of such machines. France hopes with plans 
she has in view to build four makes of typewriters and 
with the industry of carbon paper and ribbons which is 
developing more and more, France will hold the second 
place in Europe. Spain does not seem to be very much ad- 


vanced. Belgium and Holland are developing some fac- 
tories. Some of the countries in Central cus hope to 
regain their place after the return of normalc Switzer 


land does not manufacture typewriters but the factories 
of calculating machines maintain their activity despite the 
crisis that the industry had to go through on account of 
the exchange rate. Italy manufactures the Olivetti type- 
writer, and although it does not manufacture a great num- 
ber of these, some export orders have been received. From 
this study of European conditions in the typewriter in- 
dustry one can see that after the exchange question will 
have been settled the nations that will be best equipped 
will be the ones to hold the best place on the market. 
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Zecha Company Takes Larger Quarters at Batavia. 


The Lawsim Zecha Company, importers of American 
typewriters, Safe-Cabinets and other office equipment de- 
vices, also exporters of a wide variety of Javanese products 
and agents for fire and marine insurance, have moved their 
offices at Batavia, Java, to the second floor of the Inter- 
national Banking Corporation building, which places the 
company in the very heart of the wholesale district of that 
city. This company is managed by L. Zecha, who has 
many friends in the office equipment industry and in other 
lines in the United States. Edwin F. Lee, an American, is 
associate manager. Office Appliances noted the departure 
of Mr. and Mrs. Lee some months ago for their new home 
in Java. 

The new quarters which the company has taken are 
much larger than those heretofore occupied, as well as 
more convenient in location and arrangement. The com- 
pany maintains important branches at Weltevreden and 
Soekaboemi, Java. 

Mr. Zecha’s activities are many. Among other things he 
conducts a printing and publishing business, handles office 
equipment and commercial stationery lines, is agent for the 
Woodstock typewriter, and carries on the exportation of 
various products for which he has established agencies 
throughout the world. 

The new address is as follows: Lawsim Zecha Company, 
International Bank building, Kali Besar West 3, Batavia, 
Java. Communications should be sent to this address. 


Conditions in Cuba. 


Cuba is slowly working out its own salvation. Reports 
from Havana indicate that President Zayas is making every 
effort to reduce budget for the coming year to sixty-four 
million dollars. Effort on the part of United States sugar 
interests to dissolve the Cuban Sugar Finance Committee 
seems to have been effected. The bill was passed by both 
Houses, and it is stated that a confirmed report has been 
received in New York to the effect that the commission 
will close its operations December 31st. 

Reports to the effect that sugar interests have committed 
themselves to take nine hundred thousand tons of sugar 
at the rate of one hundred thousand tons a month is a 
good sign, although the immediate effects have not been 
noticed to date and will not until sufficient time has elapsed 
to get the money into circulation. 

Labor which has been plentiful for the past three years 
is now very scarce. Many of the Haitians and Jamaicans 
who formerly came to Cuba during the harvest season are 
not inclined to accept present low wages. Stocks of mer- 
chandise are being liquidated slowly and the greater part 
of the funds received from this liquidation is going to the 
settlement of past due accounts. Credit conditions are so 
disturbed that it is entirely impossible to give any authentic 
information on specific debtors at the present time. No 
new orders to Cuba are being filled except for cash. 

At a recent meeting of the Chamber of Commerce in 
Havana a recommendation was addressed to the Cuban 
government asking Congress to pass a law authorizing 
Custom House officials to turn back to the shippers all 
merchandise now lying in bonded warehouse unclaimed 
and upon which duties have not yet been paid. American 
exporters do not look upon this communication with favor, 
as it seems to indicate on the part of Cuban merchants a 
desire to avoid further responsibility—American Protective 
& Credit Service Corporation. 


The Inventor of Paper Making Machine is Robert, 
a Frenchman. 


During the Revolution the Convention had imposed upon 
the paper factory of Essonnes the duty of making all the 
paper that they needed, but this factory could not keep up 
with the demand and it sent to them an active and intelli- 
gent workman by the name of Robert with the duty of 
studying a way of increasing the paper production. 

Robert noticed that their way of making paper was very 
slow, tiresome and complicated. He saw that production 
could be improved and that all hand operations could be 
made with a machine. The owner of the paper factory at 
Essonnes was Didot-Saint-Léger and though not very 
wealthy he put at Robert’s disposal all his means and time. 
But success did not crown the trials and even the Govern- 
ment did not have means enough for the paper so as to 
enable the Essonnes factory to realize decent profits. 

On January 18, 1799, Robert took out a patent for the 
first machine “to manufacture paper in sheets of long 
length” and he turned it over to Didot-Saint-Léger. The 
latter took up the matter of building the machine with his 


OFFICE APPLIANCES 49 


brother-in-law, Gamble, in England, as that country was 
at that time the only one possessing the necessary me- 
chanical and financial means for such an undertaking. 

Success again did not come their way, but the English 
saw possibilities in such a machine and developed it for 
their own profit. After court suits Robert regained his 
rights to the patent and in 1812 Robert’s machine began 
to be in general use in France while in England it had been 
in use for various purposes. 

From that time on researches were made with a view to 
improving the machine, but nevertheless the glory of hav- 
ing invented the first paper making machine falls to Rob- 
ert. 

In 1900 at the Paris Exposition an exact reproduction of 
Robert’s machine was exhibited. In recognition of the ser- 
vices rendered to the paper industry, paper syndicates 
have given to the Robert family an annual income which 
will last until complete extinction of the family.—Revue 
du Bureau. 


Daoust a Montreal Harbor Commissioner. 


Emilien Daoust, prominent in Canadian stationery circles, 
has been appointed harbor commissioner at Montreal. He 
is connected with Librarie Beachemin Ltd., 39 St. James 
street, Montreal. 


Trade Marks Must Be Published in Brazil. 


The supreme court of Brazil has decided that interne- 
tional trade marks registered at Berne, and by inference 
those registered at the Inter-American bureau at Havana, 
must be published in Dairio Official, or official gazette, of 
Brazil. The decision of the court invalidated 20,000 trade 
marks registered at Berne, bit not published in Dairio 
Official as required by the Brazilian statutes, 


Bookkeeping Requirements in Italy. 


Loose leaf books are not allowed for important book- 
keeping in Italy, owing to government restrictions. Three 
permanently bound books are required for the journal or 
ledger, inventory record and letter copy book. The pages 
of these books must be validated by the court. Subsidiary 
records may be kept in loose leaf form, but the legal rec- 
ord must be in bound books, stamped by the court. 


Inefficiency Due Largely to Imperfect Sight. 


In a careful examination of ten thousand industrial and 
commercial workers, active in their work and supposedly 
in good condition, fifty-three per cent showed defective 
vision uncorrected. It is an absolute fact that many em- 
ployes are accused of inefficiency and carelessness when 
it is entirely a matter of imperfect vision. 

The motion picture camera is made in imitation of the 
eye. The better the condition of the lens and the better 
the illumination of the object, the better the result of the 
photographer’s effort. Just so with the more perfect in- 
strument, the eye. It behooves every one to see that his 
eyes are kept in good condition and free from eye-strain 
coming from defects which may be corrected by glasses, or 
the strain due to improper lighting. 

Save and Prolong the Usefulness of the Eyes. 

A well-known specialist addressing a national conference, 
stated: “For every blind person we generally can count 
from one to three who are what is termed near-blind, and 
a still greater number with markedly deficient vision. So 
we may continue to estimate until we come to what seems 
an almost universal lack of eye perfection. 

“We shall better understand by the number of young 
men between the ages of twenty-one and thirty-one years 
who were refused entrance to the army because of deficient 
vision; so deficient that the glasses failed to bring it up 
even sufficiently for one draftee to be acceptable for lim- 
ited service. is 

“Just as it is necessary for school children to be ex- 
amined, so eyery individual between the ages of twenty-one 
and thirty-nine years should have the ocular state ascer- 
tained, as was done in the case of the army draftees. 

“Early tendency toward the development of cataract may 
also occur during this period. Refractive errors (defective 
vision) when corrected lessen this tendency. Correction of 
defective eyesight, therefore, is a stitch in time, for it will 
save and prolong the usefulness of the eye.” 





It’s the way a man sticks to a thing that mark him as a 
success or a failure. Many a fellow has won out at the 
eleventh hour just because he wouldn’t let go.—Good 
Practices (Strathmore Paper Company). 
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Spiking a Rumor. 

Here and there, in circulating in the typewriter trade last 
month, was a rumor that the Burroughs Adding Machine 
Company had in preparation a typewriter. While this 
might be a logical development, we are reliably informed 
that the Burroughs Adding Machine Company has not 
considered placing a standard adding machine on the 
market. 


Graphophone Receivership Denied. 
Court Dismisses Application in View of Satisfactory Arrange- 
ments Made Between Company and Creditors. 


What at first promised to be a somewhat lively litigation 
in the ranks of the Columbia Graphophone Manufacturing 
Company came to an abrupt end at Wilmington, Del., on 
February 21, when Judge Morris of the United States 
District Court denied the application for a receivership for 
the company. Since the application was filed a few weeks 
ago the various interests have gotten together and exten- 
sions have been arranged which it is felt will carry over 
without further difficulty. 

The reasons for the original application form a rather 
long story, and to go into it would be threshing old 


straw. It is sufficient to state that the banks and other 
creditors are satisfied, and that the petitioning stock- 
holders, realizing that their interests were safeguarded, 


were willing to have their application withdrawn. 
From the reports we have seen it seems evident that the 
Columbia Graphophone Company is vigorously supported. 


Cooley Represents Van Dorn at Chicago. 
L. B. Cooley took charge of the Chicago office of The 


Van Dorn Iron Works Company February 27. He suc- 
ceeded L. A. Burkholder, who has. gone into another 
field. Mr. Cooley has been connected with The Van 


Dorn Iron Works Company ten years, his service includ- 
ing all the departments. He was advertising manager when 
the assigment to the Chicago office was made. He has the 
confidence of his superiors, and his intimate knowledge 
of the production of the line equips him for the important 
territory he directs. 


National Association Sued for $300,000. 





Sidney-Morris Company of Chicago, Losers in Former Suit, 


Start New Litigation for Huge Sum. 


On Monday, February 27, attorneys for the Sidney- 
Morris Company filed suit in the federal court at Chicago 
on behalf of their clients against the National Associa- 
tion of Stationers and Manufacturers, fourteen corpora- 
tions in the stationery business and four individuals—Flet- 
cher B. Gibbs, general manager of the National Associa- 
tion; Charles A. Stevens of Stevens, Maloney & Co.; A. W. 
Williams and John W. Ogren, attorney for the Chicago 
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stationers in the previous suit—asking for damages in the 
sum of $300,000, which is three times the amount of the 
damages the plaintiffs allege they have sustained, accord- 
ing to a report published in the Chicago Daily News of the 
date above given. Why A. W. Williams is singled out is 
not disclosed by the report. Mr. Williams does not re- 
side in Chicago. 

The News report quoted proceeds with the following re- 
sume of the bill: 

“The suit charges a conspiracy to control, and 
maintain a monopoly in the sale and resale of several arti- 
cles of stationery, office supplies and office furniture in re- 
straint of trade and in violation of the Clayton act 

Say Prices Were Fixed. 

“In a twenty-two-page recitation of the charges the 
plaintiffs assert that prices were fixed by the national asso 
ciation and price sheets were distributed among Chicago 
members of association, and that when Sidney-Morris & 
Co. did not join the association and did not sell goods ac 
cording to the prices established the manufacturers refused 
to sell to the firm. 

“The bill charges that the manufacturers and the Chi- 
cago jobbers and retailers named in the bill, operated in 
concert in preparing prices. The bill charges the de 
fendants with conspiring to injure the business of Sidney- 
Morris & Co., by intimidation and by unlawful inducements. 

Thirteen overt acts are enumerated by the plaintiff, in- 
cluding the dissemination of information to manufacturers 
asking them to refuse to sell to the ‘price cutters’, that as a 
result one manufacturer, Boorum & Pease, declined to 
give the regular trade discount allowed to other dealers in 
stationery; that The Globe-Wernicke Company refused to 
sell goods C. O. D. and that Charles M. Higgs & Co., ink 
manufacturers (probably a misprint), refused to sell an 
order for ink amounting to several hundred dollars. 

Say They Suffered Loss. 

“In each case where the manufacturer refused to sell, 
Sidney-Morris & Co. assert they were compelled to make 
their purchases in the open market, thereby suffering a 
los of several thousands of dollars. 

‘The plaintiff further alleges,’ the bill states, ‘that as 
a direct result of the conspiracy the plaintiff was unable 
to carry in its stock in its retail store any large quantity 
of the articles of stationery, office supplies oma furniture 
manufactured by the several defendants. The supplies and 
office furniture in most cases were nationally known and 
advertised by the manufacturers and repeatedly called for 
and asked for by the plaintiff’s customers, and as a direct 
result the plaintiff lost the profits which it otherwise would 
and could have made from the resale of the articles.’” 

The report concluded with the familiar statement regard- 
ing reported federal action contemplated as a result of the 
report of the Federal Trade Commission which “first ex 
posed the activities of trade associations along price fixing 
lines,” and that a special agent of the department of jus- 
tice had spent four days in Chicago last week working on 
the case. All of which has nothing to do with the Sidney- 
Morris suit, but is something to which all trade associa- 
tions are subjected. 
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A Wrong Address. 

In the January issue of Office Appliances on page 41, we 
described the Selling Service operated by Charles H. Stir- 
rup and our correspondent, W. Teignmouth Shore. We 
gave their address as Survey House, Victoria Embank- 
ment, London, W. C. 2. This should have been Surrey 
House, etc. The same error occurred underneath the sec- 
ond picture on page 42. The error was not in the proof- 
reading, but in the copy which had been prepared for the 
printer. 


Omitted by Inadvertence. 


On page 14 of the February issue of Office Appliances 
there appeared a likeness of the Hon. Herbert C. Hoover, 
secretary of commerce. This excellent picture was se- 
lected from several submitted to us by Underwood & 
Underwood, of New York and Chicago. By inadvertence 
we omitted the customary copyright and credit line beneath 
the reproduction of this picture. The picture should have 
borne the line: “Copyright by Underwood & Underwood.” 

Our apologies. 


Connor Sole “Oxford” Representative. 


Through a misadvertance, a news item appeared on page 
95 of the February issue of Office Appliances, and also in 
the classified news. It stated that Francis W. Connor, rep- 
resenting the Oxford Filing Supply Company and other 
interests in Chicago, had taken W. W. Matthews into his 
selling affiliations. Mr. Connor advises that the arrange- 
ment was not made, and that he alone is representing the 
Oxford Filing Supply Company, the Oakville Company and 
the Stephen Greene Company in the Chicago territory. 

The item was picked up by our reporter while on his 
news “beat,” and accepted in good faith. Unfortunately, 
confirmation was not secured from Mr. Connor. We trust 
that this rectification will spare Mr. Connor further 
embarrassment. 


Hunter Organizing National Sales Districts. 


John P. Hunter, sales director of the Safe Guard Check 
Writer Company, Inc., 5 Beekman street, New York, N. Y., 
is perfecting a national sales organization to promote the 
distribution of his product. He will be remembered in 
the trade as an important factor in the development of the 
selling activities of the Wales Adding Machine Company. 
The United States is divided into fourteen districts on the 
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JOHN P. HUNTER. 


Safe Guard territorial maps, and many of the salesmen who 
followed Mr. Hunter’s direction in another field have 
signed up for the new campaign. The force now numbers 
a thousand men in various parts of the country. 


A national advertising campaign is in contemplation. 
After the United States has been thoroughly covered in an 
aggressive manner, it is Mr. Hunter’s intention to organize 
and direct selling units in England, France, Germany and 
other countries. 
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New Typewriter Company Organized. 


Concern with Large Capitalisation Organised in 
New York. 


The Xcel Typewriter Corporation is the name of a new 
concern which has just been incorporated in New York 
with a capital of $3,500,000. Its offices are at 727 Liggett 
building, New York, N. Y. The incorporators are J. C. 
Golner, W. H. Bennington, D. E. Bennington and E. M. 
Camp. Many old typewriter men and some not so old 
will remember the Bennington typewriter and the features 
which made it different from other machines. The pres- 
ence of Mr. Bennington among the incorporators of the 
new company recalls the Bennington machine to mind. 

Office Appliances expects to be able to describe the 
machine which the Xcel Typewriter Corporation will pro- 
duce in the next issue. 


Mr. Edison Not to Retire. 


Great Inventor, Celebrating Seventy-fifth Birthday, Scouts 
Suggestion of Retirement. f 


! 


On February 11 Thomas A. Edison celebrated his sev- 
enty-fifth birthday. While employees made busy prepara- 
tions to honor the day, Mr. Edison was quiet and undis- 
turbed. He met the crowd of newspaper reporters and 
photographers with a light step and bright eyes, and stood 
around without a hat in the damp open air, while motion 
picture cameras cranked and “still” cameras clicked. Mr. 
Edison answered numerous questions which the reporters 
asked him. It was said that it was difficult to realize 
that he is an old man, because, except for deafness, his 
conversation and manners betoken so little evidence of 
age. Answering a question as to how he felt, he replied 
“Like a two-shift man always feels—well. When am I 
going to retire? Never.” 

Mr. Edison gave brief answers to many questions, 
some of which touched on important topics. He said 
that he had seen few great men, but that he had met 
Theodore Roosevelt once and liked him. He intimated 
that Sarah Bernhardt is the most remarkable woman he 
ever met. Mr. Edison said that he would not care to 
vote for Henry Ford for president because the presidency 
is out of Mr. Ford's line, but he would like to see him 
director of manufactures. He believes that Ford would 
make a success of Muscle Shoals if he succeeded in get- 
ting it, although Mr. Edison did not believe that he 
should go into it. 

He said that the greatest advancement during the last 
year in the electrical field has been the radiophone. The 
amplifier is a great invention. 

Mr. Edison said that he thought the country is having 
a business revival now. Commenting on the unemploy- 
ment question he said that some groups are getting more 
than they should and some are getting less. 

Mr. Edison expressed the conviction that he was going 
to have fifteen more birthdays. 

Office Appliances hopes that the distinguished inventor 
not only will have fifteen more but will add another fif- 
teen on top of that. 

Following the interview with the newspaper men, Mr. 
Edison went to a dinner with the men who had been in 
his employ for many years. Later in the day he re- 
ceived from the Edison disc jobbers a statue by Lorado 
Taft symbolizing the invention of the phonographic rec- 
ord. Congratulatory messages were received from Presi- 
dent Harding, Charles Schwab and Sir Thomas Lipton. 
Other messages were sent on little wax phonographic 
discs from Sir Johnston Forbes-Robertson, Lord Liver- 
hulme, James Ramsay McDonald, W. M. Hughes, premier 
of Australia; W. J. Massey, premier of New Zealand; 


Admiral Jellicoe and many others. 


National Association of Office Managers to Meet. 


The next annual conference of the National Association 
of Office Managers will be held at Washington, D. C., May 
18, 19 and 20. The association cordially invites all those 
interested in this work to be present. 

Copies of the proceedings of the second annual confer- 
ence of the association held not long ago at Buffalo are 
now available and can be obtained by applying to the 
secretary, F. L. Rowland, care of the Gilbert & Barker 
Manufacturing Company, Springfield, Mass. A nominal 
fee of $1.00 is charged. 
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New Fountain Pen Company Organized. 


Two Well Known Men in Fountain Pen Field Start Company 
to Manufacture Fountain Pens, Pencils, Etc. 


The newest concern in the fountain pen field is_the 
Eggens-Hambler Company, which was organized by John 
H. Eggens and William C. Hambler, and began business 























HAMBLER. 


WILLIAM C. JOHN H. EGGENS. 


on February 1, opening offices at 180 Broadway, New 
York, with a factory at Newark, N. J. , 

Both Mr. Eggens and Mr. Hambler have been con- 
nected with the L. E. Waterman Company for the last 
eleven years, resigning to organize the new company 
which will make an attractive line of fountain pens, stylo- 
graphic pens, pencils, combination sets, etc., to sell at 
moderate prices under the trade name “Ehco.” 


Although the two gentlemen above named have been 
with the Waterman Company for eleven years, they have 
each had more than twenty years’ experience in the pen 
and pencil business. Mr. Eggens commenced his career 
with the Aikin-Lambert Company, working up from a 
minor position to executive responsibilities. He entered 
the employ of the L. E. Waterman Company in 1910 and 
has held various important positions with that organiza- 
tion. Mr. Eggens is president of the newly organized 
Eggens-Hambler Company. 

Mr. Hambler, vice-president of the new company, began 
his career with his father, W. H. Hambler, in a wholesale 
and retail fountain pen and novelty business which was 
located for many years in Maiden Lane, near Broadway. 
It is interesting to note that this firm was one of the first 
distributing agents for Waterman pens. The younger Mr. 
Hambler joined the Waterman forces in 1910 and has since 
that time represented the company in New York City and 
vicinity, where he has many friends in the trade. 

The organization of the new company betokens the con- 
fidence its sponsors have in their line, and is an earnest of 
the faith they hold in the stability of the industry and the 
outlook for the future. 


Snow Takes Elliott-Fisher Chicago Sales Office. 


F. C. Snow, formerly manager of the sales offices of the 
Elliott-Fisher Company at Minneapolis and St. Paul, has 
succeeded F. M. Anglim as manager of that company’s 
Chicago sales office. Mr. Snow is one of the most experi- 
enced men on the sales staff of the Elliott-Fisher Company. 
He began in the mechanical department at the factory at 
Harrisburg, Penna., a decade or so ago. He soon worked 
into the selling end, where he developed such ability that 
before long he was promoted to an executive position. He 
has been sales manager at the company’s branches at Win- 
nipeg, Omaha, Little Rock, St. Paul and Minneapolis, and 
now at Chicago. 

Heretofore the Elliott-Fisher branches at St. Paul and 
Minneapolis have been in charge of one manager, who 
directed the activities of both. It has been decided now, 
however, to divide the work and put a manager in charge 
of each office. Mr. Snow’s successors at these branches 
are J. M. H. Nichols at Minneapolis and L. B. Lambert at 
St. Paul. Both are experienced men who have been pro- 
moted from the ranks of the salesmen and are expected to 
give a good account of themselves. 


March, 1922. 


Typewriter Man Heads University Board. 


H. W. Smith, Widely Known in This Field, Elected President 
of Board of Trustees of Syracuse Universit 
Hurlbut W. Smith, secretary and treasurer of the L. 
Smith & Bros. Typewriter Company, was unanimously 
elected president of the Board of Trustees of Syracuse 








HURLBUT W. SMITH 


University on Wednesday, January 25. He fills the va 
cancy caused by the death of Hon. Francis Hendricks ot 
Syracuse. Mr. Smith had been identified with the Uni 
versity in several ways for a number of years. It was his 


work, with that of his brother, Lyman C. Smith, that 
made possible the entrance of Syracuse into inter-colle 

giate rowing, and for several years Mr. Smith served as a 
member of the Athletic Governing Board. He was after- 
wards elected a trustee and last June was chosen as the 
head of the Emergency Fund Campaign, which had as its 
goal the raising of a million and a half dollars to pay up 
the pressing indebtedness of the University. There were 
three sources from which this money was to be raised- 

the city of Syracuse, the alumni and the Methodist church, 
which founded Syracuse University. One-third of the to- 
tal amount was proportioned to each source. The city of 
Syracuse raised $550,000 in one week, last October. The 
raising of the alumni and church quotas is still going on. 

Syracuse University, in number of students, stands four- 
teenth out of ail the universities in the United States, the 
registration being over six thousand. Two years ago the 
College of Business Administration opened its doors for 
the first time. This college now has over a thousand stu 
dents and is the second largest college in the University. 

At the same meeting at which Mr. Smith was elected 
president of the Board of Trustees, Rev. Dr. Charles W 
Flint was elected Chancellor, to take the place of Dr. 
James R. Day, who resigned last June. Dr. Flint is now 
president of Cornell College in Iowa. He is a young man 
and a noted educator and leader. 

Located in the central part of New York State, the gen 
eral opinion is that Syracuse University has just started to 
make itself felt in the country. 

Mr. Smith was given an honorary degree of Master of 
Arts at the last commencement at Syracuse University 





Miss Elizabeth Keene Improving. 


Miss Elizabeth Keene was stricken with pleurisy in Chi- 
cago last month, and obliged to terminate a theatrical en 
gagement. Her father is Wendell Keene, of the Buffalo 
office of the Underwood Typewriter Company He was 
called to Chicago because of Miss Elizabeth’s illness, and 
remained until she was out of danger. As we go to press 
Miss Keene is making a gradual recovery, and the doctor 
in charge believes that she will be able to travel home 


soon. 


Notes of the Connecticutt Valley Dinner. 

President Pierson extended the greetings of the Na- 
tional Association, dwelling on the educational work of 
the organization and suggesting how it is making better 
salesmen. He urged each store to organize itself to carry 
on this work and asked every member to pledge himself 
to bring one new member into the national association 
during 1922. 


i- 
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Stationery Man Wins Big Prize. 


the Edison Company, Inc., offered prizes several months 
go, in their National Magazine advertising, for the best 
slogan for the Edison instrument and re-creations, and 
innouncement has just been made that the first prize of 
$5,000 was won by Henry C. Lawrence, credit manager 
ind a director of Blackwell-Wielandy Book & Stationery 
Company, St. Louis, Mo. It is reported that over a mil- 
lion slogans were submitted, that of Mr. Lawrence being 





HENRY C. LAWRENCE 


‘A Fireside Encore of the Artist.” 

Mr. Lawrence has been with the Blackwell-Wielandy 
Stationery Company the past twenty years, and is the 
author of a number of business books which have had wide 
circulation, having run through several editions. These 
books include “Making Him Buy,” “Making Him Pay,” 
‘Turning Him Down,” and “Cash Discount Piracy.” 


St. Paul House Appoints Coast Agent. 


The Louis F. Dow Company of St. Paul, Minn., office 
equipment dealers and manufacturers of the Dow propell- 
ing pencil, have appointed Max L. Weil, 208 San Fernando 
building, Los Angeles, Cal., as their representative in 
Southern California for the Dow pencil. 


Royal President Finds Optimism. 

George Ed Smith, president of the Royal Typewriter 
Company, Inc., returned to New York last month after an 
extensive tour of the United States, which took him to the 
Pacific coast. He visited many of the Royal branches, and 
found a wholesome revival of confidence in the trade. 


Miller-Bryant-Pierce Co. in New Factory. 

\ representative of Office Appliances, while in Aurora, 
[llinois, recently, visited the new plant of the Miller-Bry- 
ant-Pierce Company, and was much impressed, not only 
by the attractive appearance of the new building from an 
architectural standpoint, but by the completeness with 
which every detail, from office to manufacturing processes 
has been worked out. The building is constructed of rein- 
forced concrete, decorated with terra cotta. 

The new factory is the culmination of twenty-six years 
of steady growth 

The offices are spacious, well lighted and thoroughly 
ventilated, and are equipped with every office device requi- 
site for dispatching a large volume of work. 

A great deal of new equipment not only for the office, 
but factory as well, has been installed, and is now in opera- 
tion. Steel racks and shelving lockers have been provided 
throughout the plant, making the building and stock as 
nearly fire-proof as possible. The entire plant is protected 
by a Grinell sprinkler system. 

The conditions under which employes are working are 
ideal, as the building is not only a most complete fire-proof 
structure, but has been so planned as to afford all working 
departments a maximum of daylight and ventilation at all 
hours of the day. 

The Miller-Bryant-Pierce Company extends a cordial in- 
vitation to those interested in carbon papers and inked 
ribbons to visit the new plant and become acquainted with 
the many interesting processes which make the modern 
typewriter ribbons and carbon papers possible. 


Ithaca Concern Produces New Adding Machine. 


Between the manufacture of power chains and the mak- 
ing of adding machines may not be so long a stride as it 
seems. At any rate, Frank L. Morse, president and treas- 
urer of the Morse Chain Company of Ithaca, N. Y., with 
H. C. Peters and others, has organized the Peters-Morse 
Manufacturing Corporation, which is just putting on the 
market the new Peters’ adding and listing machine. Mr. 
Morse is a native of Ithaca, where he was educated and 











FRANK L. MORSE 


H. C. PETERS. 


where he has lived during most of his life. For ten years 
he was a mill manager in lowa, but in 1890 he associated 
himself with the Morse Spring Company at Trumans- 
burg, N. Y., as. assistant manager. That company was 
merged into the Morse Manufacturing Company in 1893, 
Mr. Morse becoming manager, the company’s main ount- 
put being bicycle chains. In 1898 the company was in- 
corporated and the name changed to the Morse Chain 
Company. At this time Mr. Morse was made secretary 
and treasurer. In 1900-1901 the company commenced 
the manufacture of power chains under Mr. Frank ‘L. 
Morse’s patents. In 1906 the plant was moved to Ithaca, 
Mr. Morse becoming the president and treasurer of the 
company. 

The Morse Chain Company is interested in a plant in 
Letchworth, England, known as the Westinghouse Morse 
Chain Company. Here the Morse chains are manu- 
factured for the European trade. Mr. Morse is also presi- 
dent of various Morse subsidiaries, including the Thomas- 
Morse Aircraft Corporation, Peters-Morse Manufacturin 
Corporation, manufacturers of adding machines, both o 
Ithaca, N. Y. He is also a director of the First Na- 
tional Bank and of the Ithaca Trust Company. He is a 
member of the Engineers’ Club of New York and di- 
rector of Manufacturers’ Aircraft Association, member 
American Society of Mechanical Engineers, Society of 
Automotive Engineers, Detroit Athletic Club, president 
Ithaca Country Club and member of other clubs in Ithaca. 
Mr. Morse is married and has two children, one son and 
one daughter. 

The vice-president of the Peters-Morse Manufacturing 
Corporation is H. C. Peters, who developed the adding 
machine which the corporation manufactures. Mr. Peters 
is a pioneer in adding machine development, construction 
and selling. He has had over twenty years of successful 
experience in the adding machine industry, his work in 
the field dating back to 1900 and including design, manu- 
facturing and sales work. 

The board of directors of the Peters-Morse Manufactur- 
ing Corporation includes Mr. Morse and Mr. Peters, John 
F. Miller, secretary of the company, and H. H. Westing- 
house, both of whom are connected with the Westing- 
house interests of Pittsburgh, and John H. Barr of the 
Remington Typewriter Company, well-known in this field 
for his engineering work in connection with that organiza- 
tion. 


Typewriter Man Dies with Family. 


Mr. and Mrs. Paul E. Gray, their two children and a 
nurse, Miss Lillian Spencer, lost their lives at Santa 
Barbara, Cal., on February 24 by inhaling carbon monoxide 
gas that escaped fro ma gas water heater. The Grays 
came to Santa Barbara two years ago from Chicago, Mr. 
Gray becoming interested with his brother in the type- 
writer business. 
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SOME VIEWS OF EXHIBITS AT RECENT BUSINESS SHOW IN THE STORE OF THE ORCHARD & WILHELM 


COMPANY, OMAHA, NEBR.—1, 
Comptometer. 
pany with demonstrators at work. 
ager, General Fireproofing Company, Youngstown, O.; 
furniture department Orchard & W ilhelm Company; 
P. Seviler, Jr., and Roi od 
American Multigraph Sales Company. 


of fine printing by the Corey & McKenzie Printing Company, 


Interesting Business Show at Omaha. 


Omaha Business Show, a regular organization 
formed last year, put on an interesting show the third 
week in January, beginning Monday, January 16, in the 
store of the Orchard & Wilhelm Company at Omaha. The 
show held last year was the first ever presented in Omaha 
and it was so successful that an association was organized, 
known as the Omaha Business Show. The following offi- 
cers were elected: Louis R. Schirmer, Orchard & Wil- 
helm Company, president; E. D. Reynolds, Dalton Adding 
Machine Company, vice-president; S. N. Shepherd, Amer- 
ican Sales Book Company, secretary; Guy . McKenzie, 
Corey & McKenzie, treasurer. Directors, J. H. Shinn, Felt 
& Tarrant Manufacturing Company; A. A. Taylor, The 
Dictaphone; D. A. Holbrook, Todd Protectograph Com- 
pany; P. P. Beckley, Burroughs Adding Machine Company 
and J. Porter Allen, Whitehead & Hoag Company. 

The object of the organization is to place on display 
annually under one roof all of the available modern busi- 
ness equipment and appliances and to show this equip- 
ment to the public during a certain period of each year. 

The attendance this year was very good and all the 
exhibitors were pleased with the outcome. The exhibition 
opened at eleven in the forenoon and closed at nine thirty 


The 


Felt & Tarrant Manufactur irg 
2, Office furniture department of the Orchard & Wilhelm Company. 
4, Group of men prominent in the show, 
Louis R. Schirmer, president Omaha Business Show and manager office 
R B. Booth, 
salesman office furniture de partment 
6, General Fireproofing Company 
Omaha. 


Company’s exhibit showing a class demonstrating the 
3, Exhibit of the Addressograph Com- 
right to left: Fred Geyer, district man- 
Burlington, Iowa; C 
Exhibit of the 
7, Exhibit 


sales manager, Leopold Desk Company, 
Orchard & Wilhelm Company. 5, 
Allsteel display by Orchard & Wilhelm 


orchestra entertained the 
Among the out- 
end ot 


o’clock in the evening. Downs’ 
visitors each evening with good music. 
of-town guests connected with the manufacturing 


the office equipment business the following seutiomee 
were noted: R. B. Booth, sales manager, Leopold Desk 
Company, Burlington, Ia; Fred Guyer, district manager, 
The General Fireproofing Company, . Youngstown, O; 
Ward Harris, district manager, Dalton Adding Machine 
Company, Cincinnati, O; R. Rhoades, New York office, 
Remington Typewriter Company; W.. C. Dunlap, vice- 
president of the American Multigraph Sales Company, 
Cleveland, O; N. T. Shepherd, district manager, The Kar- 
dex Company, Tonawanda, N. 

One of the attractions at the show was W. S. Oswald, 
the twenty-three year old typewriter speed and accuracy 
expert, who won the championship of the world in 1919 
and who, at the last business show in New York, achieved 
the phenomenal record of writing one hour from new 


matter at the rate of one hundred and twenty eight words 
a minute with only one error. Mr. Oswald exhibited his 
prowess on the typewriter at the Underwood booth. A 
local Omaha speed typist entertained the crowds at the 
booth of the L. C. Smith & Bros. Typewriter Company. 
The Dalton adding machine display was interesting and 
successful. More machines were sold than last year. 


March, 1922. OFFICE 


The Elliott-Fisher Company took full advantage of the 
fact that they had secured an order from the United States 
government for three hundred Elliott-Fisher machines. 
This fact was announced by their district manager, Mr. 
Crowley, during the show. 

Mr. Shinn, district manager for the Felt & Tarrant Man- 
ufacturing Company, brought part of his Comptometer 
school to the show, demonstrating the work by means of 
fifteen operators. Beaded bags were presented to opera- 
tors as an incentive to heighten the interest in the work. 

During the week of the show there was a bankers’ con- 
vention at Omaha and some five hundred members of this 
convention visited the exhibition. 

The advertising for the show was supervised by W. G. 
3randt, secretary of the Orchard & Wilhelm Company, 
and he deserves a great deal of credit for the outcome of 
the show. The photographs presented herewith were taken 
by L. Bostwick, who is widely known in that part of the 
country as a commercial photographer. 


The exhibitors at the show were as follows: Addresso- 
graph Company, Chicago, G. D. Anderson; Whitehead & 
Hoag Company, advertising specialties, J. Porter Allen; 
American Multigraph Sales Company, Cleveland, P. P. 
Blackwell; Burroughs Adding Machine Company, M. C. 
Sanderson; Corey & McKenzie Printing Company, Guy C. 
McKenzie; Corona Typewriter Company, Harry Ferrer; 
Dalton Adding Machine Company, Vic D. Reynolds; A. B. 
Dick Company, Mimeographs, J. E. Beckman; Elliott- 
Fisher Company, D. J. Crowley; Epsten Lithographing 
Company, Edward J. Epsten; Felt & Tarrant Manufactur- 
ing Company, Comptometers, J. H. Shinn; Kardex Sales 
Company, George I. Barnes; Noiseless Typewriter Com- 
pany, Harry Ferrer; Orchard & Wilhelm Company, L. R. 
Schirmer; L. C. Smith Typewriter Company, J. M. Keenan; 
Remington Typewriter Company, W. F. Held; Standard 
Register Company, A. C. Heiser; Sundstrand Adding Ma- 
chine Company, E. Rystrom; Underwood Typewriter 
Company, B. F. Nelson; Victor Adding Machine Company, 
W. J. Hickox. 

The Omaha Business Show organization advertised lib- 
erally in the Omaha papers before and during the show, 
taking quarter page and smaller space in all the papers, 
announcing the free exposition held at the store of Orchard 
& Wilhelm on whose fourth floor 15,000 square feet of 
space were used for the show. 


The results of the liberal publicity given were excellent. 
Throngs of people attended the show and much pros- 
pective business was disclosed. 
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Some Recent Dalton Appointments. 


As part of its program of expansion, the Dalton Adding 
Machine Company has within the last year been adding 
steadily to its sales staff. Some appointments recently an- 
nounced are as follows: C. W. Tracy, F. E. Ring, and 
E. S. Spencer, formerly with H. W. Dubiske & Company, 
will conduct the Newark, N. J., sales agency of The Dalton 
Adding Machine Company at 38-40 Park place; W. M. 
Snow, formerly with the Sundstrand Company, has become 
a partner with W. B. Phillips, in the Cedar Rapids, Iowa, 
agency; A. J. Sullivan, formerly with the Elliott-Fisher 
Company, has joined the sales staff of the Rochester, N. Y., 
agency, and L. Overbeck, formerly with the Burroughs 
Company, has joined the Baltimore, Md., sales agency of 
The Dalton Adding Machine Company. 


Some Good Advertising. 


A Little Discussion of the Methods of Two 
Pacific Coast Concerns.—Written Espe- 
cially for Office Appliances by Marie 
H. Anderson. 


There are a couple of up-to-date aggressive advertisers 
in Los Angeles, both of whom are in the office equipment 
field. They are the Pacific Desk Company and the Los 
Angeles Desk Company. The daily newspapers at frequent 
intervals contain excellent copy from both these concerns. 
The two advertisements shown herewith are typical. There 
is perhaps a little more human informality in the style of 
the Los Angeles Desk advertising than in that of the Pa- 
cific Desk advertising, whose advertisements are character- 
istically dignified and brief. 

Besides newspaper advertising these companies use win- 
dow space to excellent advantage. The small type at the 
end of the advertisement of the Los Angeles Desk Com- 
pany tells of one of its interesting window displays where 
the important role of steel in the progress of the world was 
depicted by means of articles ranging from an ancient coat 
of armor to modern safes and fire resisting cabinets. 

In addition to telling the story through newspaper ad- 
vertisements and window displays, these concerns do con- 
siderable outdoor advertising by means of billboards. The 
small halftone illustration here presented is a likeness 
of a sign of the Los Angeles Desk Company placed on 
a hillside close to the highway that leads from Pasadena 
and other cities into Los Angeles. The color is blue and 
orange and the desk shape of the billboard makes it very 
noticeable and emphasizes the article advertised. 
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Neometres 


is the slogan of the “Browne-Morse 
Company’ —builders of quality filing 
equipment and supplies. which tersely 
describes these steel psoducts 





Real, dependable quality is built into every part 
nd piece of a Browne-Morse filing cabinet 
The beautiful dull satin finish, the panelled 
sides; solid brass trimmings: convenient lock- 
ing device; interchangeable drawers are some 
of the exclusive features of these cabinets 


The complete Browne-Morse line of Steel office 
equipment awaits your visit of inspection at the 
Los Angeles Desk Company. If beauty, quality 
and convenience enter into your choice of office 
equipment—you’l!l find these and more in the Desk Company. 
Browne-Morse Cabinets ; 
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SOME EXAMPLES OF NEWSPAPER 
ADVERTISING BY 
COAST 
CERNS.—At the left is an example of a 
somewhat informal style of the Los An- 
geles Desk Company, beginning with some 
wise remarks by Uncle Jed. 
is a billboard built in imitation of a desk 
and located on a side hill in California. 
At the right is an attractive and some- 
what formal announcement of the Pacific 


The Los Angeles Desk Company is sole dis- 

tributor of the “Browne-Morse Company's steel 

office equipment in Los Ar s and Sout 
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F WE could sell one 

A i piece of office equip- 

ment to every office in 

i Los Angeles we would not 
| be satisfied. 


Because we want to sell 
these offices more than 
once is one reason why the 
Service* we render our 
patrons is not merely a 
word but an actuality. 
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In the center 


That the service we give 
is appreciated is evidenced 
by the fact that the 
reater volume of our 
usiness is with business 


men who return in and 
again to the Pacific Desk 
Company when in need of 
office equipment. 
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How Big Scale Company Handles Its Mail. 


Being Extracts from an Article Which Appeared in “Lighi- 
ning” for January 14, the House Organ of the Bircher 
Company, Inc. Written By James C. Fitzpatrick, 
Accountant of the Computing Scale Com- 
pany, Dayton, O. 





66 T THE time we organized our various business 
A enterprises under one roof, a very pressing and 
immediate need became evident for the installa- 
tion of an efficient system for handling our mail—in- 
coming, inter-departmental and outgoing—which would 
exactly fit in with the highly developed methods of handling 
the other department of our business. In any such sys- 
tem we needed speed, accuracy, efficiency and economy. 
Quickly and surely to remove the causes of waste was our 
problem. 
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other outside offices. At the bottom of each compartment 
there is an additional compartment for the inserting of a 
supply of envelopes for each sales agent, which are printed 
on the Addressograph machine and which supply is kept 
up daily. 

“Mail going to our field force is placed in the com 
partments at various periods throughout the day and at 
the close of business each day, the mail is grouped by 
sales agents and enclosed under one envelope for each 
agent. The Bircher mailing machine (which handles over 
90% of our mail), is used to stamp and seal all out-going 
envelopes, except, of course, those of bulky or extremely 
large size. We have found that on the average the machine 
ordinarily does the work of nine clerks. 

“Our out-going mail per day is approximately one thou 
sand six hundred fifty envelopes. We have found a con- 
siderable saving in postage, stationery and time by using 
one envelope for all mail going to an agency every day 
Formerly we had four or five and sometimes a greater 








VIEW OF MAILING 


“ON, O., WHOSE METHODS ARE REFERED TO IN A¢ 


“Our incoming mail, which arrives at the plant at a 
convenient time before 8:00 a. m. each day, averages 
daily over seven hundred envelopes. These envelopes are 
opened by a machine—the Lightning—which can be 
speeded up to one hundred and fifty or one hundred and 
seventy-five envelopes per minute—over four times the 
speed achieved by the average clerk in opening envelopes 
by hand. 

“After being opened, the mail is removed from the en- 
velopes and turned over to the head of the mailing de- 
partment who carefully but rapidly inspects everything 
as to its disposition and importance. It is then apportioned 
to the various departments through the medium of the 
Bircher inter-departmental ‘mailing rack, which contains 
a special compartment, suitably lettered, and constructed 
to hold the mail for each department in the business. 
There are over sixty mail centers throughout the organi- 
zation which receive and issue mail of various descriptions. 

“Before the envelopes are distributed, they are placed 
over the electrically lighted portion of the mail table so 
as to make sure that there is no mail remaining in the 
envelopes to be thrown away. 

“Starting 8:20 in the morning, we maintain a forty- 
minute messenger service throughout the entire offices and 
plant. Our messengers are equipped with roller skates 
and a suitable pouch minutely divided so as to have a 
separate compartment for each of the major mail centers. 
At a suitable time before each delivery, the messenger 
obtains his mail as sorted in the mail rack and places it 
in the pouch for delivery. On each delivery all out-going 
mail it collected as well. 

“For the handling of mail to the sales force, we have 
a specially constructed equipment which permits a separate 
compartment for each sales agent, district manager and 
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number of envelopes going to many of our sales agents 
By this feature alone, we have effected a saving in our 
postage of over fifty per cent.” 


Kansas Book Dealers Buy Tablets. 


The buying committee of the Kansas Book Dealers’ 
Association, consisting of Mason McCarty, H. W. Brewer, 
John Crow, Harry Tibbs and Bradfield Dougherty, met 
at the Coats House in Kansas City with the president, 
Phil M. Anderson, February 6 and 7. This meeting was 
called by the president for the purpose of placing the 
tablet note book order for 1922. The association originated 
this plan of copyrighted school tablets and note books 
four years ago and have been very successful in carrying 
the scheme out. The president called for a report from the 
225 members for tablets necessary for next year’s busi 
ness and was very much surprised at the immense quan 
tity used by the organization. The estimates totalled over 
400,000 and not quite all the members were heard from 


The committee was met by representatives from five 
of the biggest jobbers and manufacturers in the country 
and after two days of careful inquiry and deliberation 


awarded the contract to the H. D. Lee Mercantile Com 
pany of Kansas City, Mo. The list is made up of over 
eighty different numbers and includes every tablet, not: 
book or blank that might be used in the public schools 
The covers for the ten cent line are all good quality tan 
check board with a two color trade mark and the five cent 
line covers are all pearl pressboard with one color trade 
mark. For competition’s sake the association gets up a 
big leader in several sizes with a red cover 

From the points brought out at the meeting it appears 
that the paper situation will probably be steady for some 
time, with quality much better than a year ago 


az 
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Before leaving for the Pacific Coast, Mr. 
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Case made a visit to his old home, Berks County, 


Pennsylvania. In a brief letter to the editor of Office Appliances, he shares his impressions. 
Although the letter was purely personal, we respond to an impulse to reprint it in connec- 
tion with the news item, so that our friends in California may have a little side line on their 
new associate. The man who is loyal to the oid town and the folks back home is always loyal 


through and through. 


“Every hour here is worth a million 
dollars—hence brevity. You will un- 
derstand what it means to me and the 
folks to be here again. As I write, a 
young blissard is raging. Ice abounds 
on tree and shrub and adorns the 
pump spout. We are almost snowed 
in. To sit around the stove in family 
conference with the dear old folks ts 
a joy. Our light is from coal oil 
lamps. We repose in rope beds with 
straw mattresses. Primitive? No; 
delightfully pleasant. We are living 
it all over again in reminiscence and 
exchanging family felicitations. I have 
a thousand eyes for a_ thousand 
things. Like the old man in Mc- 
Cutcheon’s cartoon of the corn field, 
I ‘see things. Experiences that I 
have been through, my early life in 
the old home. I see myself a boy 





: 


again, sitting with my father in the 
shoe shop and watching him in the 
simple employment, to pass the time 
and keep old age in trim. I see my- 
self pegging soles and heels and sew- 
ing boot uppers and whatnot. It's 
great! The joy of the trip cannot be 
translated in money. I see the little 
red school house where we had four 
months’ schooling in the three ‘Rs’. 
and later where I myself taught the 
little rosy-cheeked youngsters. I see 
in what is now a wagon shed, a log 
house where I first saw the light of 
day. And what I have seen in the 
intervening years makes no greater 
total of happiness than what I now 
see in retrospect. It is clear that all 
we can do is to live the life and do 
the best we can.” 


ULYSSES G. CASE. 


U. G. Case Joins Carlisle Co. Staff. 

Ulysses G. Case, for several years manager of the dealer, 
mail order and folding machine department of the A. B. 
Dick Company of Chicago, resigned on January 23 to be- 
come sales director and assistant to the president of A. 
Carlisle & Co., stationers, printers and office equipment 
dealers of San Francisco. 

Office Appliances extends its felicitations to Carlisle & 
Co. upon their new staff member, and congratulates Mr. 
Case upon making so capital a connection, which carries 
with it the privilege of beholding daily pleasing scenes 
in a land commonly understood to be filled with roses and 
sunshine, if not actually flowing with milk and honey. 

Mr. Case started with the A. B. Dick Company as head 
traveler a number of years ago and won an executive posi- 
tion through good work. He leaves his old associates 
with a great deal of regret which is shared by his former 
employers, who presented him with an_ extraordinary 
token of appreciation for faithful services. 

Mr. Case is a keen student of business, always friendly, 
seeing the bright side and finding joy in the day’s work. 
He has a happy faculty of expressing feelings of friend- 
ship in letters, as well as by personal contact. One of 
his characteristics is a fine appreciation of the value of 
detail and a thorough understanding of the _ proverb: 
“Whatever is worth doing at all is worth doing well.” 
This recalls to mind an important feature of his work, 
viz., the preparation of advertising matter and the laying 
out of advertising copy. Here his facility of expression, 
his good taste and understanding of balance and sym- 
metry added much to the value of the work he did. 

Mr. Case’s ability to express friendliness in business 
relations was probably grounded on the experiences of 
childhood and youth among the Pennsylvania Dutch peo- 
ple from whom he springs. He was born and reared in 
this kindly atmosphere among the hills of Pennsylvania. 
While he never split rails nor went down the Mississippi 
on a flat boat, he had one experience in common with 
Abraham Lincoln—he was born in a log house. There is 
nothing he enjoys more than to return to the old home, 
visit his folks and spend some time among the old neigh- 
bors in that very provincial settlement some of the older 
residents of which have never yet ridden on a railway 
train. 

On finishing his commercial school course, Mr. Case 
started his career as a bookkeeper, stenographer and pri- 


vate secretary. When quite a young man he made such 
a fine record with the typewriter supply company for 
whom he worked that he was chosen from among many 
managers to go to Europe to become assistant to the 
European director. Upon his return to the United States 
he became a branch manager and sales organizer, in 
which situation he acquitted himself with great credit. 

Mr. Case has written a number of articles for different 
publications and has been an occasional contributor to 
the columns of Office Appliances, having been an intimate 
associate of its founder, George H. Patterson, whom he 
aided considerably in Mr. Patterson’s early work as editor 
of this journal. 


A Valuable Reference Work. 


Webster’s New International Dictionary for 1922 (India 
paper edition) is now being offered to the public by its 
publishers, the G. & C. Merriam Company of New York. 
This, of course, is the unabridged edition and contains more 
than 400,000 words, each of which is carefully defined, with 
information as to derivation, use, etc. There are 6,000 
illustrations scattered through the 2,700 pages. Notwith- 
standing the enormous range of this work the book in its 
India paper edition is only one-half the weight and thick- 
ness of the regular edition. The binding of rich dark 
leather is in keeping with the character of the book. 


The list of the names of the men who made this book is 
imposing, for it includes those who are among the fore- 
most authorities on almost every subject. This book is 
probably the most widely known American authority on 
the English language, for it is a lineal descendant of that 
first ambitious American work on the language by Noah 
Webster, whose dictionary was hailed as an authority in 
his time and has remained so in each successive “Webster” 
that has appeared. The venerable and distinguished lexi- 
cographer, could he return to earth, would doubtless be 
not a little astonished to behold the proportions to which 
his work has grown. 


Kardex Opens Sales Agency at Dayton. 


The Kardex Sales Company of Tonawando, N. Y., has 
opened a sales agency at 502 Ludlow building, Dayton, O., 
in charge of M. D. Dineen. 
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PHILADELPHIA COMMERCIAL MUSEUM. WHERE PHIL- 
ADELPHIA BUSINESS SHOW WILL BE HELD.—Lower pic- 
ture, main or north building; upper picture, center building; 
entrance to exhibition hall. Photographed during a knitting 


arts exposition. 


Gazley Heads Y and E Sales Promotion Work. 


It was recently announced by the Yawman & Erbe 
Manufacturing Company of Rochester, N. Y., that Carl 
Gazley, who has been with the organization for several 
years in different positions, has just been advanced to new 
responsibilities, having been appointed sales promotion 
manager of the company. Mr. Gazley’s work of late has 





CARL GAZLEY. 


been in the company’s agency-dealer department, of which 
he was manager. Previous to the appointment to the 
agency-dealer division he was with the advertising depart- 
ment. Wherever Mr. Gazley has been placed he has ex- 
hibited a grasp of the requirements of his position and 
has advanced steadily. 

Mr. Gazley is a young man of fine presence, attractive 


personality and dependable character. He has many 
friends who will rejoice to know he has again been 
promoted 


Interesting Pencil Exhibit. 


Eberhard Faber had an exhibit at the Brooklyn Indus- 
trial Exposition which was held January 14 to 27 in the 
Twenty-Third Regiment Armory in Brooklyn, N. Y. A 
complete line of the Company’s products was on display. 
The feature of the exhibit was the making of a pencil. 
Adequate illustrations and examples of the different proc- 
esses were shown. 
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A New Memo Book. 


The “Things to Do Today” memo book was originated 


by John H. Patterson, former president of the National 
Cash Register Company. The idea was conceived at a 
meeting of executives and foremen of that company several 
years ago, when each man present was given a small pad 
of paper to jot down important notes. 

Mr. Patterson mentioned one day that it would be a good 
idea to have a cover made to hold those pads, so that the 
men could carry them around in their pockets and see at a 
glance just what things were to be done that day 


The job of making the covers was turned over to C. L 
Schmieding, who was foreman of the bindery at that time. 
Before the first order was completed, Mr. Patterson real 
ized that a book of this kind would be a mighty helpful 
thing for every’employee of his plant, and the initial order 


for leather covers was immediately increased from a few 
hundred to 2,000. 

The words “Things to Do Today” were printed in gold 
on each cover. The books made a decided hit with every 
employee, and the next step was to send one to every 
member of the N. C. R. selling force. 

Best of all, they accomplished the purpose that Mr. 
Patterson had in mind from the start. By enabling em- 
ployees in all departments to jot down the countless little 
things that had to be done each day, these books relieved 
many minds of worrisome details, leaving them free for 
bigger things. 

The fame of “Things to Do Today” rapidly spread to 
other organizations, and Mr. Schmieding realized that 
there was a large field awaiting the manufacturer who 
would specialize in that particular line. Accordingly, he 
embarked upon the business in company with his brother, 
and the popularity of the product has justified his venture 

Two sizes of memo books are now being made: “Things 
to Do Today” is the original book developed at the N. C 
R., and is made to be carried in the hip or coat pocket. A 


smaller book, called “Jot It Down,” is made to fit vest 
pockets. 

These books retail at popular prices. The covers are of 
good quality leather, with the title stamped in gold 

The Schmieding Printery furnishes a handsome counter 


card with each initial order. The filler pads are of good 
quality paper and are perforated for easy detaching 


Newell Now with Davids Co. 


Ralph C. Newell, formerly buyer for the Adkins Printing 
Company of New Britain, Conn., is now New England 
representative of the Thaddeus Davids Company. He will 
start in his new territory very soon. 
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Underwood Officers Re-elected. 


The retiring officers of the Underwood Typewriter Com- 
pany were re-elected at the annual meeting of stockholders 
February 23. 

The official Underwood family for 1922 comprises the 
following: John C. Underwood, president; Clinton L. Ros- 
siter, vice president; D. W. Bergen, treasurer; L. W. Gurn- 
sey, secretary. 


National Education Committee Meets. 


\ meeting of the National Committee on Education of 
Salesmen was held in New York City on Monday, Feb- 
ruary 6, 1922, in the rooms of the Old Colony Club, Bilt- 
more Hotel, at which were present Dr. R. E. Rindfusz of 
the American Writing Paper Company, Holyoke, Mass.; 
Wm. C. Bardenheuer of the Boorum & Pease Company, 
New York City; Francis B. Irwin of James Hogan Com- 
pany, Philadelphia; and F. L. Chamberlin of the Chamber- 
lin & Shropshire Company, Bridgeport, Conn., of the com- 
mittee; and Fletcher B. Gibbs, general manager, and 
Charles L. Estey, advertising counsel, Chicago. 

Pians were perfected for the completion and publication 
of a series of five bulletins which will be mailed to mem- 
bers at intervals of one month commencing March 15th. 
Each bulletin will measure 5%4x8% inches in size, be 
punched for a loose leaf binder and contain 16 pages—in- 
cluding the cover—printed in large size bold type in two 
colors and illustrated with thumb sketches. One copy will 
be mailed to each member of the Association. Extra 
copies will be furnished at the price of 35 cents each, except 
in cases of subscription by members when the price will be 
4) cents per copy. 

The committee convened at twelve o’clock noon and con- 
tinued in session until five o’clock with an hour’s intermis- 
sion for lunch.—From the National Association News for 
March, 1922. 


Elliott-Fisher District Managers Hold Conference. 


4 successful conference of district managers of the 
Elliott-Fisher Company was held at their home office, 342 
Madison avenue, New York, N. Y., during the week be- 
ginning Feburary 13. Some of the sessions lasted until 
midnight, starting at 9:00 a. m. Questions of policy and 
matters in relation to the organization throughout the 
country were discussed and much benefit was derived by 
all present. Work was the order of the week and every- 
thing else was side-tracked. The picture of the conven- 
tion bears under it the names of those present with the 
exception of L. J. Juliun, vice-president of the company 
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in charge of the patent department, who was in Washing- 
ton on the day the picture was taken. The photograp 
was taken on Friday, February 17, after more than four 
days of convention work, and proves that the men were 
standing up well under the strain. 





Educators Meet at Chicago. 

A number of manufacturers in the stationery and office 
equipment fields exhibited at the convention of the National 
Educational Association, in the Leiter building, Chicago, 
Ill., February 25-March 3. The exhibits featured those 
parts of the manufacturers’ lines suited to the educational 
field. Manufacturers represented included the following: 

Automatic Pencil Sharpener Company, Chicago, Iil,— 
Represented by Charles E. Davis. 

Beck Duplicator Company, New York, N. Y.—Frederick 
F. Fechter, sales manager, was in charge. Albert Isaacs, 
president of the company, came on from New York to 
attend. 

Binney & Smith Company, New York, N. Y.—Repre- 
sented by S. H. Richardson, Cleveland, Ohio. 

Burroughs Adding Machine Company, Detroit, Mich.—— 
In charge of John Earl, Jr., of the Chicago office. 

Commercial Paste Company, Columbus, Ohio.—P. A. 
Lewis, representative. 

Dennison Manufacturing Company, Framingham, Mass. 
—In charge of Miss Clara I. Donihoo and Mr. Surridge. 

A. B. Dick Company, Chicago, Ill—Represented by E. 
W. Hill and T. Pinkney, assisted by Miss Lillie Johnson. 

The Dictaphone, New York, N. Y.—W. A. Wilson, edu- 
cational department, New York, N. Y., in charge. 

Joseph Dixon Crucible Company, Jersey City, N. J.— 
Represented by A. J. Pfaff, Jersey City; H. B. Van Dorn, 
soston; W. Weaver, Pittsburgh; O. C. Steele, W. B. Allen, 
H. M. Johnson, Chicago. 

Doty Business Machines Company, 537 South Dearborn 
street, Chicago, Ill—Henry H. Doty in charge. 

Esterbrook Steel Pen Manufacturing Company, Camden, 
N. J.—Represented by J. H. Hildreth, C. M. Flight and 
H. M. McFarlen, of Chicago, and W. T. Ridgeway, of 
Camden. 

Eberhard Faber, New York, N. Y.—Represented by 
H. B. Elmert, of the educational department, Franklin 
Tappen and Mr. Hobart. 

Federal Steel Fixture Company, Chicago, I1l—Graham 
H. Piggott, in charge. 

Felt & Tarrant Manufacturing Company, Chicago, Ill.— 
Represented by Palmer Zepherin. 

Hammond Typewriter Corporation, New York, N. Y.— 
H. M. Mitchell, Chicago office, in charge. 

(Continued on page 61.) 











DISTRICT MANAGERS’ CONVENTION, ELLIOTT-FISHER CO.—Front row, left to right: V. H. Taggart, Purchas- 
ing Agent: E. R. Baines, Comptroller; C. S. Duncan, Secretary and Treasurer; M. S. Eylar, Vice-president in Charge of 


Sales; P. D. Wagoner, President and General Manager; H. 


Engineering; M. A. Seely, Assistant Sales Manager; L. E. 


A. Foothorap, Vice-president in Charge of Manufacturing and 
Lentz, Manager of Service and Supplies. Back row, left to 


right: Kk. B. Buswell, District Manager for the Western District, C. G. Ebert, District Manager for the Southern Dis- 


trict; E. W. Latourette, District Manager for the Pacific 


District; A. F. Siebert, Assistant Sales Manager; M. H. Dean, 


Assistant Secretary; R. E. Richwine, District Manager for the Central District; F. L. Benedict, District anagef for the 
Eastern District: C. H. Reed, District Manager for the New York City District, and L. W. Koss, District Manager for the 


Atlantic District. 
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Bratton of “Better Letters.” 

If is were not for the fact that the Old Timers Depart- 
ment presents the special feature of years of service, A. A. 
Bratton, president of the Dictating Machine Company, of 
Columbus, Ohio, would be appropriately placed in that 
group in the present month’s number, for he 
is certainly one of the pioneers in promoting 
better business letters. Back in 1909 or 
thereabouts, when Mr. Bratton became the 
agent of the Ediphone, he started to present 
the better letters doctrine to the business men 
of the district in which he labored. Many of 
the ideas which he has since developed, he 
mentioned in correspondence about that time 
with the editor of Office Appliances. Through- 
out the intervening years he has made a very 
practical application of his ideas and has elab- 
orated his first plans until he now has a very 
definite scheme of service. All of this was, 
of course, applied to the distribution of the 
Ediphone. By 1914 or 1915 Mr. Bratton had 
become the largest individual distributor of 
Ediphones, a record which he has, we believe, 
since maintained. As a result of his work in 
Columbus and vicinity, he was given more 
territory and now maintains branch offices at 
Baltimore, Md., Dayton, O., in addition to his 
main office at Columbus, and covers Ohio, 
Maryland, West Virginia, Kentucky and 
Indiana. 

Mr. Bratton, in handling his business, has 
more and more developed his own service 
department. To promote the idea of better 
letters he got together a library consisting of 
a large number of books on that subject and 
in his service he has taken as a slogan the 
following phrase by Sir William Temple: 
“Though I may not be able to inform men 
more than they know, yet I may give them the 
occasion to consider.” Sir William Temple, 
it will be recalled, was a distinguished Eng- 
lish diplomatist, statesman and author of the 
seventeenth century. 

Mr. Bratton has prepared a little metal 
easel to hold small cards or bulletins which 
he sends out monthly, setting forth briefly the 
don’ts of business correspondence, such as, 
don’t say “we would state” or “I would say,” 
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COLUMBUS OFFICE, 131 EAST BROAD STREET. 
Loose Leaf House Takes Long Lease. 


The Adams-Groesbeck Company have taken an owner- 
ship lease of the building located at 1 Platt street, New 
York. Arrangements have been made to improve the 
building and here a modern, complete plant will be main- 
tained for the manufacture of bookkeeping machine equip- 
ment, accounting devices, forms, and systems. 

The Adams-Groesbeck Company are eastern distributors 
for the lines manufactured by the Accounting Devices 
Company of Chicago. They also are distributors for 
Bates bank statement cases, steel office equipment and 
Typocount paper. The company is one of the leading con- 
cerns in the east in the promotion of machine accounting 

The organization has recently secured the services of 
William Burton Wilson, a well known certified public ac- 
countant and one of the first to become associated with the 
promotion and sale of loose leaf binders and mechanical 
devices. 
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“T beg to say,” “we beg to inform,” “permit us to advise,” 
“contents of which have been noted,” “enclosed here- 
with,” etc. Other bulletins furnish suggestions for the 
better phrasing of business communications. In his direct 
mail campaign Mr. Bratton sends out once a month little 
illustrated folders showing the uses claimed 
for the Ediphone “electric secretary” over 
short hand dictation. Many of the ideas he 
has conceived have been used effectively by 
the general sales department of Thomas A 
Edison, Inc. 

Recently Mr. Bratton recorded an address 
by Roger W. Babson of the Babson Statisti 
cal Organization to the merchants and manu- 
facturers at Baltimore, Md., on the business 
outlook for 1922. Mr. Bratton arranged to 
record this speech directly on the Ediphone 
after which it was transcribed and printed in 
pamphlet form. An edition of ten thousand 
was gotten out and copies were distributed to 
business men in the territory which Mr. Brat- 
ton covers that they might have the advan 
tage of the information contained in Mr. Bab- 
son’s speech. This feat of recording was ac 
complished by the use of the new model Edi 
phone, the record being made from the plat 
form on which the speaker stood. 

Mr. Bratton’s distribution of this speech is 
in line with his general policy. He is alert 
to take hold of whatever will advance the wel 
fare of business men in all lines. The growth 
of his business seems to indicate that this 
policy has certain advantages which men of 
less breadth of interest and sympathy cannot 
enjoy. 

Mr. Bratton proceeds upon the sound as 
sumption that that which brings advantage to 
the entire business community is and must 
of necessity be advantageous to each member 
thereof. Upon the prosperity of all, he be 
lieves, depends the prosperity of each. He 
is, therefore, at all times alert to those things 
which advance the interests of the community 
and gives whole heartedly of his time and 
energy. Nor is this policy one of the head 
alone, for we know no man whose sympathies 
NO. 6 are readier to respond to the needs of his fel- 
low men, 
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Dayton Marchant Offices Move. 


The Southern Ohio district sales office of the Marchant 
Calculating Machine Company has moved to Room 502 in 
the Ludlow building, Dayton, O. 


J. P. Arthurs Sales Organization Dinner. 


The annual dinner of the J. P. Arthurs Sales Organiza- 
tion was held at Hotel Anderson, Pittsburgh, Penna. The 
organization distributes F. & E. checkwriters. More than 
sixty salesmen, candidates and invited guests were present. 


The Dudley Johnsons in Florida. 

Dudley Johnson, accompanied by his wife, left Feb- 
ruary 24 for Daytona, Florida, for an extended stay. The 
Chicago manger of the Joseph Dixon Crucible Company 
enjoys his winter outings on the East coast, for deep water 
fishing is one of his joys. 
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H. K. Brewer & Co. in New Location. 


After having been located on Nassau street, New York 
City, for eighty-seven years, the house of H. K. Brewer & 
Co. has transferred its habitat to 42 Exchange place. 

The house was founded in 1835 as Henry Anstice & Co. 
In 1885 the name was changed to H. K. Brewer & Co., at 
which time John Brewer, the present president of the com- 
pany, was admitted into the corporation. In 1895 a print- 
ing plant at 59 Cedar street was purchased; the year 1897 
saw the engraving department opened at 33 Nassau street; 
in 1900 the printing plant was enlarged and moved to 88 
Gold street and a bindery was added. In 1910 the engrav- 
ing department was moved to 106 Liberty street and 
greatly enlarged. 

A notable record was made in connection with the mov- 
ing of the stock, only three days being required and not 
one article being lost in transit. Saturday, Sunday and 
Monday, February 11th, 12th and 13th, were the days on 
which the work was done, and as Monday, the 13th, was 
a holiday and the store opened as usual with all goods in 
place Tuesday morning, the 14th, no business days were 
lost. 

i. K. Brewer & Co. have branches at 306 Madison ave- 
nut, opened five years ago; 342 Madison avenue, opened 
last fall, and at 979 Eighth avenue, opened last spring. The 
officers of the company are: John Brewer, president; 
Stephen Nanke, vice-president; H. duBois Plummer, vice- 
president; C. D. Brewer, secretary and treasurer; j. 5. 
Eakin, assistant treasurer. R. J. W. Huff is manager of 
the main store. 


(Educators Meet at Chicago—Continued from page 59.) 


Heyer Duplicator Company, Chicago, Ill.—Represented 
by W. H. Kurth. ; 

Library Bureau, Chicago, IIl—H. R. Sampson, repre- 
sentative. d 

Lyon Metallic Cabinet Company, Aurora, Ill—J. E. 
Bales in charge. ; 

Monroe Calculating Machine Company, New York, N. Y. 
—F, R. Winship, Chicago office, in charge. 

The Oliver Typewriter Company, Chicago, I1l.—Booth 
under the direction of Charles H. Becker, of the school 
department. 

A. W. Shaw Company, Chicago, IIl—T. S. Rockwell, 
representative. 

E. H. Stafford Manufacturing Company, Chicago, Ill.— 
Represented by J. W. Brokaw. 

Weis Manufacturing Company, Monroe, Mich—E. E. 
Blankemeyer (Associated Stationers’ Supply Company, 
Chicago, Ill.) in charge. 

Wilson-Jones Loose Leaf Company, Chicago, I[I1ll.— 
“Buddy” was featured. The line was explained by A. R. 
Meyer, advertising manager, A. J. O’Connor, F. C. Miller 
and R. B. Alderson. 

Woodstock Typewriter Company, Chicago, Ill—Dan Mc- 
Arthur, representative. 

Yawman and Erbe Manufacturing Company, Rochester, 
N. Y.—Represented by D. W. Brown, of the system de- 
partment. 

The Leiter building was erected for a department store, 
and adapts itself readily to exhibition purposes. The 
booths were oi goodly size, with roomy aisles. 





Report of Sale of Fox Typewriter Premature. 


[t appears from information just at hand that the report 
published in the newspapers of Grand Rapids, Mich., to 
the effect that negotiations are practically complete for 
the sale of the plant and business of the Fox Typewriter 
Company to a New York corporation is premature to the 
extent that the final papers have not yet been signed, 
taking over the Fox plant. The report published in the 
Grand Rapids paper stated that an order was recently 
signed by Judge Denison of the United States Circuit 
Court of Appeals, authorizing W. A. Papworth, receiver for 
the Fox Typewriter Company, to enter into a contract. 
[he purchasers named in the report are J. C. Goldmer 
and William H. Bennington of Cleveland. The receiver 
points out that the transaction so far as it has gone is 
neither at this time a sale nor an option, but is a contract 
of purchase. Mr. Papworth declined to confirm or deny 
the newspaper report that the consideration in the deal is 
$300,000. It is stated that the liabilities to creditors of the 
Fox Typewriter Company are approximately $140,000 and 
that the company is capitalized at $450,000. 
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How to Use the Educational Bulletins. 


By Francis B. Irwin, Member of the National Committee on 
Education, in National Association News for March, 1922. 


The Educational Bulletins now about ready to be issued 
by the Educational Committee of the National Association 
of Stationers and Manufacturers are the result of most 
earnest and careful thought and preparation. Everyone 
concerned in this effort—General Manager Fletcher B. 
Gibbs, Counsel Chas. L. Estey—the Educational Commit- 
tees of the manufacturers and retailers have enthusiasti- 
cally endorsed these issues, which are now to be sent forth 
to the stationers of the country. No effort has been spared 
by the manufacturers to present the details of the making 
of their products in a full and exact manner and all con- 
cerned have done all in their power to present the different 
subjects in an interesting and helpful and attractive form. 


I fully expect that the members will be greatly pleased 
with the information contained, the “human interest,” 
which has been capably and delightfully inserted by Mr. 
Estey and the handsome style in which the Bulletins will 
appear. They will now go on their way with the sincere 
hope behind them that they will fulfill the want—long 
recognized—of Helps to Salesmen to learn all that can 
be told of the merchandise they have to offer to their 
patrons, together with suggestions as to the manner in 
which it can be sold: REAL SALES HELPS to anyone 
desiring them. 

These Bulletins will be authoritative Text-Books on the 
subjects treated and can be retained indefinitely for refer- 
ence. When the series is completed, a full story of all 
the major items in the stationery business will be in your 
possession—an invaluable work of assistance and reference! 

Several ways in which they can be used to advantage 
have been suggested, and if they are to produce the benefit 
for which they have been designed, it seems certain that 
some careful method should be followed. 

A single copy will be mailed to each member of the 
National Association. Members may secure for slight 
charge, additional copies to distribute to their salesmen, 
the men for whom the entire campaign is intended. 

There are several ways of directing attention to them, 
one is merely to request a careful reading, and while this 
could not but be helpful, a check-up on their knowledge 
would be much more beneficial. Dealers could, after a 
few days, hold sales meetings of their employes, and 
discuss the subject of the Bulletins. 

If it were desired, a sales competition could be inaug- 
urated for the month, and a slight money prize for in- 
creased sales of the goods would not only call attention 
to the information to be secured from the paper, but would 
encourage salesmanship. 

Local associations could use these helps to stimulate 
interest in their associations; an “Educational Night” could 
be selected, inviting the salesmen of the different dealer 
members to attend. 

Almost any manufacturer will be happy to send a com- 
petent representative to address such a meeting and invite 
discussion, and enthuse the salesmen with the high purpose 
of their daily employment, to fill a need in their patron’s 
business and to help him to better and more efficient 
methods. 

Both these plans have been tried out many times and 
are absolutely practical. It is a surprise sometimes to em- 
ployers to find how eager and earnest their people are to 
receive and use such information and help. 

If such meetings are held, they should be definite busi- 
ness engagements for the salespeople, excusing no one ex- 
cept where it is absolutely necessary. 

Bear in mind that best results can only be obtained 
where the employer himself is enthusiastic. You can lead 
better than you can drive, and the whole effort, while 
benefiting your sales force, is to be of undoubted good to 
yourself. 





Weis Display at Educational Convention. 


Among the displays in connection with the convention of 
the National Educational Association at Chicago Februar 
27-March 3 was a comprehensive showing by the Weis 
Manufacturing Company, Monroe, Mich. It was under the 
direction of E. E. Blankemeyer, sales manager of the Asso- 
ciated Stationers’ Supply Company, Chicago. Mr. Blanke- 
meyer had been with the Weis interests before going with 
the “Associated,” and the arrangement was made because 
of his intimate knowledge of Weis products, 
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PASSED AWAY 


Benn Conger. 


The Hon. Benn Conger, former state senator of the State 
of New York, president of the Corona Typewriter Com- 
pany, and associated with many other enterprises in that 
state, died on February 28 at his home in Groton, N. Y., 
after an illness of three weeks. The funeral was held 
Sunday, March 5, at Groton. Mr. Conger leaves surviving 
him his wife, one son, L. J. Conger, and a daughter, Miss 
Dorothy Conger. At the time of his death Senator Conger 
was about sixty years of age. 

He was born at Groton, Tompkins county, New York, 
and lived his entire life in that community. He was 





THE LATE BENN CONGER. 


affiliated with the Baptist church and was active in the 
Masonic order, having been a Knight Templar and a 
Shriner. 

Senator Conger’s early business training was that of a 
merchant, but for many years he has been active in the 
management of several successful concerns manufacturing 
typewriters, road machinery and bridge and structural 
steel work. For several years, however, he has devoted 
practically all his time to the interests of the Corona 
Typewriter Company, whose success is a living testimony 
of his sound judgment, his courage and successful man- 
agement. 

Senator Conger was always busy. He has held im- 
portant positions for many years. He was at various times 
president of the Canton Bridge Company, Canton, O.; 
vice-president of the Boston Bridge Company, Boston, 
Mass.; vice-president of the Groton Bridge Company, 
Groton, N. Y.; president of the Monarch Road Roller 
Company, and president of the Mechanics’ Bank at Groton, 
N. Y. He took an active interest in politics, representing 
his district in the State Assembly for two terms and in the 
State Senate for two terms. 

The passing of Senator Conger is a loss to the industry 
and to the community in which he lived as well as to the 
State in whose welfare he was deeply interested. Office 
Appliances joins with other friends in offering its pro- 
found sympathy to the grief-stricken family. 

' + & 


Harry J. Tyndale. 


Again we are reminded that life is but a little span and 
that we are as ships that pass in the night, giving hail 
and farewell. 

One of the oldest men in point of service in the lead 
pencil industry, Harry J. Tyndale, passed away early on 
the morning of Tuesday, February 14, as a result of acute 
pneumonia, which had developed during the week from 
an attack of influenza. He had returned from Philadel- 
phia just a week before, where he had become iil. Mr. 
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Tyndale was one of the most widely known men in the 
stationery business, particularly in the east. He entered 
the employ of Eberhard Faber in 1880 as billing clerk 
and then as shipping clerk. After a time he joined the 
selling force and has been continuously on the road for 
thirty-five years. Mr. Tyndale was a man of remarkable 
personality, who made friends wherever he went. He was 
about sixty-five years of age at the time of his death. 

In his younger days he was quite an athlete, success- 
fully managing for several years the baseball team of the 
old Staten Island Athletic Club. During this time he 
played first base and pitcher. He was particularly fond 
of sailing and many of his friends visiting from New York 
have enjoyed a day with him in the lower bay fishing 
and sailing about these waters. He was a musician—a 
remarkable performer on the piano, and his playing, usually 
of an impromptu character, was a feature of many old 
time meetings and conventions. 

Mr. Tyndale had always enjoyed fine health, and his 
sudden death came as a great shock to his friends, who 
hoped he would be able to withstand the disease which 
finally carried him off. He was a man of fine qualities, 
just and loving, and much loved by all who knew him. 

The death of Mr. Tyndale comes to us with a peculiar 
shock as we had corresponded with him upon the subject 
and expected at an early date to present an autobiograph- 
ical sketch of him in our Old Timers’ page, little thinking 
that death would intervene and snatch from us the privi- 
lege of paying to Tyndale, living, the tribute which we 
must now pay to his memory. 


' - + 
Sterling Elliott 


Sterling Elliott passed away February 13 at his home 
in Newton, Mass., at the age of seventy. He was presi 
dent of the Elliott Addressing Machine Company, and a 
prolific inventor in many fields. 

In the heyday of the bicycle Sterling Elliott was high 
in the councils of the League of American Wheelmen. 

Surviving are the widow; a son, Harmon P., treasurer 
of the Elliott Addressing Machine Company; a brother, 
Henry Elliott, of Chicago. a 

During the course of his busy and useful life Mr. 
Elliott received over one hundred patents on articles of his 
own inventions. The first was upon a carriage spring 
equalizer, but the first patent which brought him revenue 
was the Elliott Belt Lace Cutter, of which over a million 
were sold. While working in a carriage shop he designed 
and perfected a machine for stitching the patent leather 
upon the framework of the carriage dashes. 

In 1880, Mr. Elliott removed to Boston, where he opened 

a small machine shop on Dover street for the manufacture 
of lace cutters and drill presses. Two years later he 
moved to Newton, Mass., where he built the factory now 
occupied by the Stanley Motor Car Company. Here he 
designed the Elliott pamphlet stitching machine, many of 
which are today in use by book binders. This is said to be 
the only machine which ever successfully tied a square 
knot. 
In 1885, Mr. Elliott designed the Elliott Hickory bicycle, 
which was a great curiosity, for it had wooden wheels in 
stead of the wire wheels then almost universally in use on 
such machines. While manufacturing these bicycles, M1 
Elliott designed a cycle having four wheels. In taking out 
patents on this quadricycle he obtained a patent on a steer 
ing knuckle, which is said to be used today on every auto 
mobile made. In 1902, at Newton, Mr. Elliott took a pair 
of Hickory bicycle wheels and put them on a trotting 
sulky. At that time all trotting sulkies used steel tired 
high wheels, and Mr. Elliott had great difficulty in getting 
a racing man to try his sulky. “Bud” Doble, driver of 
Nancy Hanks, finally consented to try the hickory-wheeled 
pneumatic-tired sulky. The jeers of the crowd were 
turned into cheers when Nancy Hanks trotted away from 
the competition with much more than her usual ease. The 
demand for these hickory wheels for trotting sulkies be- 
came so great that Mr. Elliott took the wheels off of 
bicycles and sold pairs of wheels for more than he had 
originally charged for the entire bicycle. 

Mr. Elliott during his bicycle business experience became 
interested in the League of American Wheelmen, and in 
1898, while president of the league and publisher of the 
L. A. W. Bulletin and Good Roads magazine, he conceived 
and designed the Elliott Addressing machine, the first 
machine being used a great many months to address the 
wrappers for his own publications. 

Mr. Elliott’s son, H. P. Elliott, relates that in 1906 his 
father made a most interesting experiment in Brighton, 
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Mass. He had hired a factory to experiment with the 
problem of brazing the tubes into steam boilers for use in 
steam cars. A special crucible, the largest they ever made, 
had been manufactured by the Dixon Crucible Company, 
and a special gas furnace was installed to heat the brass 
and flux. The enormous furnace, however, overflowed 
when the heat was turned on and the entire building was 
burned down. Young Elliott found his father at the time 
of the fire in his shirt sleeves, his coat, hat and vest having 
been burned up. While watching the fire, Mr. Elliott ex- 
plained that his experiment was a success, and that it really 
was a success is proved by the fact that all automobile 
steam boilers are now brazed. 

The Elliott addressing machine has been for 
of years Mr. Elliott’s principal work. 

Among the Elliott inventions that are today being sold 
extensively are such diversified articles as automobile turn- 
tables, electric door openers, binding machines, drinking 
cups, oil cups, clutches, stencil cutters, soldering fluids, ad- 
dressing machines, etc. 

Mr. Elliott was the son of a miller, and was born 
Orion, Mich., in 1852. 
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- - - 
H. B. Vannote. 


Howard B. Vannote, president of the H. M. Storms Com- 
pany, 561 Grand avenue, Brooklyn, N. Y., died on January 
29 at his home, 321 East Eighteenth street, Brooklyn, after 


an illness of three months’ duration. Heart trouble was 
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HOWARD B. VANNOTE. 


the cause of his death. The funeral services took place at 
the late home of the deceased on February 1. He is sur- 
vived by his wife and three sons. 

Mr. Vannote had been connected with the ribbon and 
carbon industry for twenty years. He started in the fac- 
tory of the H. M. Storms Company and worked steadily 
upward until he became the head of the establishment. He 
was a philanthropist as well as a business man. He was 
secretary to the Board of Trustees of New York Medical 
College and Hospital for Women, and served the Com- 
munity Hospital of New York in a similar capacity. He 
was a member of the Masonic fraternity—Bowling Spring 
Lodge of Rutherford, N. J.—and a member of the Rotary 
Club and the New York Press Club. 

The death of Mr. Vannote is a loss to the community in 
which he lived and to the industry of which he was a part. 
He walked ever in the light and uprightly before all men. 
Office Appliances extends sympathy to the grieving family. 

k - + 
Mrs. J. A. Riedell. 

The sympathy of the stationery trade is extended to J. A. 
Riedell, representative of the Weldon Roberts Rubber 
Company, Newark, N. J. Mrs. Riedell passed away Feb- 


ruary 8, leaving two young children. 


A. W. Donat. 


\. W. Donat succumbed to appendicitis February 19. 


He was connected with Ditto Systems, Inc., New York. 
Mr. Donat resided at Newark, N. J., covering New Jersey 
territory. 


- - + 
J. E. Smith. 


J. Edward Smith, a representative of the Flagg Ink Com- 


pany, passed away at his home in Brooklyn, N. Y., Feb- 
ruary 13. The widow, two daughters and a son survive. 
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W. W. Snelling. 


William W. Snelling, senior member of the firm of Snell- 
ing & Son, 224 Thirty-fourth street, Brooklyn, N. Y., died 
at his home, 453 Thirty-sixth street, Brooklyn, on Monday 
evening, February 6, as a result of a serious operation. 
For more than two years Mr. Snelling had been troubled 
with acute indigestion, and his surgeons believed that an 
operation would relieve the affliction, but his system failed 
to recuperate from the shock. 

Mr. Snelling was born at Sittingbourn, County Kent, 
England, in 1860, and came to the United States when he 
was twelve years old. About thirty-five years ago he 
started the business of which he was the senior member. 
He was a pioneer in the manufacture of typewriter ribbons 
and carbon papers, and possessed an expert knowledge of 
processes that caused his services to be in demand in the 
settlement of technical questions in the industry. 

Mr. Snelling is survived by two sons, William H., who 
was junior member of the firm, and Samuel; a sister, Mrs. 





WILLIAM W. SNELLING. 


Joseph W. Lerman, and two grandchildren, Catherine and 
Dorothy Snelling. 

Funeral services were held at the Snelling’s city home on 
Thursday, February 9; interment in Greenwood cemetery. 
The Rev. J. W. Heinrichs, pastor of the Leeds, New York, 
Reformed Church, of which Mr. Snelling was a member, 
officiated. 

For about a year and a half prior to his death Mr. Snell- 
ing had been living at his country home in Leeds, Greene 
county, New York, and during this time he had not been 
active in the business. Office Appliances extends to the 
bereaved family and associates its sympathy in their great 


loss. 
: - & & 
Mrs. Emma L. A. Rothermel. 


On Friday, February 24, Mrs. Emma L. A. Rothermel 
passed away at her residence, 4219 Princeton avenue, Chi- 
cago. She was the wife of Peter Rothermel and the 
mother of Fred Rothermel, and was the sister of Frederick 
and Edward Butenschoen. Funeral services were held on 
Monday, February 27, at the chapel at Sixty-third and Har- 
vard streets at 1:00 p. m. Interment was at Eden ceme- 
tery. Office Appliances extends its sympathy to the be- 
reaved son, husband and brothers. 


Trend Toward Educational Exhibits. 


The trend of late years with different manufacturers 
has been toward educational exhibitions showing the mak- 
ing of products. This has been a step in the right direction. 

Such concerns as Eberhard Faber, Jos. Dixon Crucible 
Company, the Esterbrook Steel Pen Manufacturing Com- 
pany, The Carter’s Ink Company, C. Howard Hunt Pen 
Company, American Lead Pencil Company, Thaddeus 
Davids Ink Company, and many others are using this 
means of attracting the attention of the public and showing 
how familiar goods are actually made. Nobody who un- 
derstands the making of these goods will object to the 
very reasonable prices which are demanded for them. 


Javan Information on File. 


The Bureau of Foreign and Domestic Commerce has on 
file at its Washington offices (only) reports on various sec- 
tions covered by the consular service. No 45,503 is “Trade 
Information Concerning Soerabaya Consular Diistrict,” in 


Java, by Consul Parker W. Buhrman. 
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Meetings and Dinners 


——_———— 


New York Stationers Dine. 


The annual dinner and dance of the Stationers’ Associa- 
tion of New York was held at Hotel Astor February 6. 
Henry Frank, chief executive of the association, presided. 
The invocation was pronounced by the Rev. William 
Carter, D. D. Singing of “The Star-Spangled Banner” fol- 
lowed. At the conclusion of the dinner President Frank 
made a short address of optimistic trend. He was followed 
by Charles Estey, advertising counsel of the National As- 
sociation of Stationers and Manufacturers. He pictured 
the opportunities before the stationers of the United States, 
and showed the importance of the educational program 
sponsored by the national association. Anthony Euwer, 
poet and author, afforded mirth through his witty combina- 
tions of poetry and prose. 

Community singing, led by William G. Eisenhauer, was 
interspersed throughout the evening. Miss C. Martha 
Schultz, soprano, was called on for several selections, in- 
cluding “Jewel Song,” Faust—Gounod; “Villanelle’—E. 
Dell Acqua; “The Nightingale and the Rose”’—Jack 
Thompson. Cordes’ orchestra, Jno. Cordes, Jr., director, 
accompanied the soloist and the community singing, and 
furnished the dance music. Special selections were “Ray- 
mond Overture,” “Four Indian Love Lyrics,” Salut 
d’Amour. 

The guests of the association included Fletcher B. Gibbs, 
general manager of the National Association of Stationers 
and Manufacturers; Edward E. Huber, president of the 
Stationers’ and Publishers’ Board of Trade; Howard Bar- 
ringer, son of the president of the Stationers’ Association 
of the United Kingdom; Mortimer W. Byers, Chas. 
Fstey; Rev. William Carter, D. D.; Mrs. Carter; Anthony 
Euwer. Regrets were presented from J..Ogden Pierson, 
president of the National Association of Stationers and 
Manufacturers, and Frank J. Merrill, president of the Bos- 
ton Stationers’ Association, and his wife. 

The Stationers’ Association of New York was organized 
in 1905. Theodore L. C. Gerry was president until 1910; 
Charles A. Lent, 1910-11; John Brewer, 1911-12; H. W. 
Rogers, 1912-15; N. A. Hanau (deceased), 1915-16; Theo- 
dore L. C. Gerry, 1916-17; Charles A. Lent, 1917-19; Henry 
Frank, 1919-21, and re-elected for the 1922 term. Other 
officers for the current year are: William E. Ward, first 
vice president, Edward E. Huber, second vice president; 
Mortimer W. Byers, third vice president; J. Thomas Hill, 
secretary; J. J. Kilbourne, treasurer. 

The program used at the dinner of the Stationers’ As- 
sociation of New York was a novel feature furnished by 
the Wilson-Jones Loose Leat Company. 


“Vallies” Annual Meeting. 


The annual meeting of the Connecticut Valley Stationers’ 
Association was held at Springfield, Mass., February 8. An 
extended discussion was held on the business situation, 
those contributing being Frank L. Severance (Wilson- 
Jones Loose Leaf Company), A. L. Williams (Eberhard 
Faber), Robert Gillette (fine paper department, Hamp- 
shire Paper Company), and others. It was generally felt 
that no further reductions in prices may be expected. 
Charles Estey, advertising counselor of the National Asso- 
ciation of Stationers and Manufacturers, offered some re- 
marks on the educational program devised for salesmen 
in the retail trade. J. J. McDonald reported as chairman 
of the window display committee, and outlined the schedule 
for 1922 

The officers were unanimously re-elected. They are: 
D. D. MacDonald (Bradley & Scoville, Inc.,), president; 
John B. Tower (John H. Rembert Company), vice presi- 
dent; F. L. Chamberlain (The Chamberlain & Shropshire 
Company), treasurer; E. W. Pape (Adkins Printing Com- 
pany), secretary; James F. Feeley, auditor. 

After the annual dinner talks were made by Edwin F. 
Leonard, mayor of Springfield; J. Ogden Pierson, presi- 
dent, National Association of Stationers and Manufac- 
turers; Charles L. Mitchell, third vice president, Fletcher 
B. Gibbs, general manager of the national association; 
Dr. J. Berg Eisenwein and Ralph S. Bauer, past president 
of the National Association of Stationers and Manufac- 
turers. 

Charles L. Mitchell was introduced as the man whom it 
was hoped would be the next president of the National 
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association. Optimism was the keynote of Mr. Mitchell’s 
talk. He asked each member to work a little bit harder 
than he would ask anyone else to work for him. Condi- 
tions are getting better, in proof of which statement Mr 
Mitchell related the details of a trip he recently made 
through the Southwest. 

General Manager Gibbs presented a review of the educa 
tional features of the National Association’s work. This 
work is placing employes on a higher plane of productive 
ness. 

Dr. J. Berg Esenwein said that cooperation, group phil- 
osophy, unity of organization are what hold men together. 
The spirit of life holds everything together and is the 
greatest force in the world. 

Ralph Bauer was introduced as “the firemen’s friend.” 
He intimated that people should hold a truer appreciation 
of the advantages they have in life; should cultivate a de 
sire for unity of action to get a better knowledge of each 
other. Service is the universal watchword. Mr. Bauer 
paid a tribute to the work of the manufacturers and sales- 
men for the invaluable aid they have given in the work 
of the National Association. 


Those at the speakers’ table included Hon. Edward E 
Leonard, mayor of Springfield, Mass.; J. Ogden Pierson, 
President of the National Association of Stationers and 


Manufacturers; D. D. Macdonald, president of the Connec 


ticut Valley Association; John B. Tower, vice-president; 
Frank L. Chamberlin, treasurer; Elmer W. Pape, secre- 
tary; James E. Feeley, auditor; Edward H. Tucker, chair- 
man of the reception committee; Charles L. Mitchell, To 
peka, Kas.; Fletcher B. Gibbs, Chicago, IIl.; Dr. J. B. Esen- 
wein, Springfield; Ralph S. Bauer, Lynn, Mass.; Charles 
N. Bellman, Toledo; Frank L. Severance, Chicago; Frank 


J. Merrill, Boston; George E. Davis, second vice-president, 
National Association; Richard B. Carter of Boston, and 
Colonel Weiser, president of the Springfield Board of 
Trade. —__—_____—_— 


Chicago Stationers to Give Stag Dinner. 


On Wednesday evening, March 8, at 6:30, at the Hamil- 
ton Club, Chicago, the Chicago stationers will give a stag 
dinner. A cordial invitation is extended to all the trade 
The committees which are handling the event consist of 


the following: Dinner committee: A. L. Payne and Julius 
Biel. Entertainment committee: Harry Coon, Oscar Mo- 
dene, and Edward Spaeth. Treasurer, W. S. Hanna, pub 


licity, Harry Murdoch. Reception committee, A. L. Payne, 
Julius Biel, Harry Coon, Oscar Modene, Edward Spaeth, 
W. S. Hanna, Harry Murdoch, Fred Coggin and W. G 
Cox. 

The boys are arranging to have an old time stag din 
ner and entertainment and give their personal guarantee 
that every one who attends will be given a splendid time 
which will be long remembered. 


Eldredge Now Secretary New Orleans Association. 


W. E. Eldredge of Petetin-Baudean, Inc., 318 Camp 
street, New Orleans, has been elected secretary of the 
New Orleans Stationers’ Association. Burt W. Henry, 
heretofore chairman of the organization, has resigned 


owing to the fact that all of his time is required to attend 
to his law practice. He is retained, however, as attorney 
for the association. Mr. Henry is a member of the law 
firm of Henry, Cooper & Westerfield, New Orleans 


Wholesale Stationers to Meet. 

The Wholesale Stationers Association of the U. S. A 
met in convention in New York on February 23. The 
convention lasted three days. 

Cincinnati Furniture Men Elect Officers. 

The Cincinnati Furniture Exchange has elected the fol 


lowing officers and committees to serve during 1922 
President, Fred W. Stille; first vice-president, A. O. Stein 
man; second vice-president, Howard E. Scheid; treasurer, 


Henry R. Hagemann; secretary, B. Kemper. 

Executive committee: A. G. Steinmann, 
Louis Froelich and George Schutte, jr. 

Finance committee: Frank B. Wersel, chairman; How 
ard Scheid and John Wolf. 

Transportation committee: G. Wehrung, 
Sextro and P. Dornette. 

Entertainment: H. R. Hagemann, chairman; 
gard, C. Groene, A. M. Eisen, G. J. Heitzler. 

Membership: A. Schirmer, chairman; G. Schutte, sr., F 
Ahrens, C. Feuss, H. Kemper. 

Industrial: R. E. Becker, chairman; W. 
Otten, H. Knuepfer, E. Kuhlmann. 

(Continued on page 
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is the basic principle of the largest and most successful stationery 
and office equipment houses the world over. 


To the representative dealer the name Mittag & Volger (stand- 
ard for over thirty years) suggests to him at once the best obtain- 
able in carbonized papers and inked ribbons. Consequently he has 
STANDARDIZED in Mittag & Volger products because he knows 
in his own mind he cannot offer his trade anything better and he 
feels secure in his position. He has thus STANDARDIZED in 
every line of merchandise he carries: STANDARDIZATION has 
been the largest factor in the successful up-building of his business. 


“Our Line” 


Typewriter Ribbons 
and Carbons 


Have earned the high approval of every 
competent and discriminating stenographer 


THE RESULT OF USING OUR RIBBONS: 


Letters Clear as Print. 
No Blurring, No Pale, Washy Impressions. 


THE RESULTS FROM OUR CARBONS: 


Copie: Clean and Sharp. 
No Smutting, No Off-setting. 


SUM TOTAL OF RESULTS: 


Pleasant, Smiling Operators. 
Happy, Satisfied Employers. 


Extraordinary qualities have been incorporated in our type- 
writer ribbons and carbon papers, representing characteristics 
which at once distinguish them from all others. In the durability 
of our products and for their general excellence they invite the most 
critical comparisons. 


MITTAG & VOLGER, Inc. 


PRINCIPAL OFFICE AND FACTORY 
PARK RIDGE, N. J., U.S.A. 


BRANCHES 
NEW YORK SAN FRANCISCO 
261 Broadway BOSTON 35 Montgomery Street 
CLEVELAND 160 Congress Street LOS ANGELES 
326 Erie Building 305 Tajo Building 
MINNEAPOLIS LONDON ST. LOUIS 
946 McKnight Building 7 and 8 Dyers Building, Merchants Laclede Building 


CHICAGO 
205 W. Monroe Street 


KANSAS CITY 


Holborn, E. C. 212 Keith & Perry Building 


AGENCIES ALL OVER THE WORLD 
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DIGEST OF FOREIGN PRESS 


A Monument to Stenographers. 
A sum of 10,000 francs has been given for the erection 
of a monument in France to French and Allied stenogra- 
hers who have been killed during the war. The unveil- 
ing of the monument will take place sometime this year.— 
Sténographe Illustré. 





* * * 


One of the important articles in Sales Management was 
“Can Salesmanship Be Taught?” In it E. Wharton 
showed some of the attributes of the successful salesman 
which can be imparted during a course of training. 

* * 


Levant Trade News, published by the American Cham- 
ber of Commerce for the Levant, has been featuring the 
principal American ports. Boston was the subject of an 
extended illustrated article in the November number. 

* ok * 


“Are We Through the Slump?” queries The South 
African Printer and Stationer. The settlement of the 
Irish question and the outcome of the armament con- 
ference at Washington were considered favorable infiu- 
ences in restoring the equilibrium of business. 

x * * 


The South African Stationery Trades Journal featured 
the election of T. W. Yardley, a stationer of Pretoria, as 
mayor of that city. The report of the sixth annual dinner 
of the Transvaal Stationers’ Association was given fully, 
together with the business sessions of the annual general 
meeting. 

+ 6-4 

The Transatlantic Trade (American Chamber of Com- 
merce, Berlin) for November discussed the American 
valuation plan, considering it an obstacle to extending the 
field of American business abroad. Its greatest menace is 
the possibility of trade reprisals in the countries whose 
business we seek. 

. 

Anglo-American Trade (The American Chamber of 
Commerce in London) discussed the plan of the British 
government to guarantee credits in export trade. These 
sage ge cover practically every country on the giobe. 

he plan was instituted to stimulate overseas trade, and 
thus reduce unemployment. . 

Indian Business printed, among other interesting articles, 
“Bygone Business Methods in India,” relating incidents 
that transpired 150 years ago. The profiteer was known in 
those days, too. Then he was the neighborhood physician, 
who gouged pocketbooks as well as doing surgery of the 
conventional sort. India House was a great consumer of 
stationery supplies, voluminous correspondence with head- 

uarters consuming reams of paper. The narrator won- 
ers how time was spared to conduct business. 

* *” 


The British Stationer covered the return of the delegates 
for the Stationers’ Association of the United Kingdom 
from the Atlantic City convention under the heading, 
“Greatest Stationery Convention Ever Held.” Seven 
pages were devoted to a report of the meeting held to wel- 
come the British delegates back to London. Quoting from 
the report, Mr. Tollitt said: “It was wonderful to see at 
the dinner of the National Association of Stationers and 
Manufacturers 450 people sitting down to a big dinner and 
all drinking iced water.” (Applause.) And he bargained 
that if they visited 300 bedrooms in the same hotel they 
would discover 300 bottles of whiskey. (Applause.) 


New Manager for Miller-Bryant-Pierce New York 
Branch. 

Announcement is made by the Miller-Bryant-Pierce Com- 
pany of the appointment of John S. Marran as manager 
of their New York branch located at 335 Broadway, New 
York City. 

As Mr. Marran comes well equipped to handle any fea- 
ture of the inked ribbon and carbon paper line, the New 
York branch is destined to become a still more important 
one for the company. 


Harwitz Calls on Western Dealers. 

Marcus Harwitz, general manager of the Regal ‘l'ype- 
writing Company, took a three weeks’ trip through the 
middle west last month, calling on the dealers who handle 
his company’s goods and appointing new agents in such 
new territories as he visited. Business, he reports, is satis- 
factory. 
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The Guest Book. 


GEORGE HAUSAM, head of the Hutchinson (Kans.) 
Oftice Supply and Printing Company, dropped into the 
office of this journal on February 9 on his way to the East. 
He called again two weeks later on his way home. He 
made the trip to the eastern mills and markets to get first- 
hand information on goods and business conditions in the 
manufacturing centers. 

V. L. RECK of the Danville Typewriter Company, Dan- 
ville, Ill., spent a few minutes in this office on February 9. 

K. E. CASTLE of the Office Specialty Company, Peoria, 
Ill., called on February 11. 

E. J. WARD and S. D. WARD, both of London, Eng- 
land, called on Office Appliances February 13. Elsewhere 
in this issue is another item concerning these gentlemen 
and the object of their visit to this country. 


HUGO L. OLSON of Rockford, IIl., paid a call at this 
office on February 18. 
WALTER L. WEST of Fort Wayne, Ind., spent an 


hour in the office of this journal on February 21. 

CHARLES W. LIPMAN and MRS. LIPMAN of the 
George B. Graff Company, Boston, Mass., visited Chicago 
on February 25 and called at this office. Mr. and Mrs. 
Lipman are newlyweds, having been married only a short 
time ago. Mr. Lipman was visiting this section on busi- 
ness connected with his house, and made the trip pleasant 
by bringing his bride along. 


W. H. REHLAENDER of the Remington Typewriter 
Company, Inc., Peoria, Ill., paid a call at this office a few 
days ago. He says that general business is improving. 
Manufacturing plants in the Peoria district, which have 
been idle for some time, are opening up again. 

CHARLES L. MITCHELL, secretary and sales man- 
ager of Crane & Company, Topeka, Kans., called Febru- 
ary 7 on his way to Springfield, Mass., to attend a meet- 
ing of the Executive Committee of the National Associa- 
tion of Stationers and Manufacturers, of which organiza- 
tion he is third vice-president. Mr. Mitchell called again 


on February 11, after having put in a strenuous four days 
in the East, attending meetings and conferences. 


ERNEST L. DALTON of the Union Ribbon & Carbon 
Company, Philadelphia, Pa., paid a visit to Office Appli- 
ances on February 7. 

C. H. AMES, head of the New York branch of the Ames 


Supply Company, called on Office Appliances early last 
month. 

CHARLES P. GARVIN, general sales manager of the 
F. S. Webster Company, Boston, Mass., inscribed his name 
in Office Appliances’ Guest Book about the middle of last 
month. Friend Garvin, although considerably heavier 
than when he sprang into fame at the Toledo convention 
of 1909 as the “Mayor of Pecan Gap,” confesses to the 
recent loss of about twenty pounds which he thinks is all 
to the good. “Nevertheless, he has lost none of his ver- 
satility, as indicated by the fact that he is sales manager, 
editor of his company’s house organ, occasional poet, 
humorist and more recently toastmaster. Charley Gar- 
vin is of that group who have always consistently ad- 
vocated and followed those principles and that practice 
which have advanced the prestige of the ribbon and car- 
bon business. 


HENRY PARR of W. E. Thayer Co., Inc., Mount Ver- 


non, N. Y., called on us the 10th of February for a little 
visit. 

H. C. PETERS, inventor of the Peters Adding Machine, 
with offices at 30 Church street with the Peters-Morse 


FRIED, works 
York, called 
marketing of 


Manufacturing Corporation, and JAMES A. 
manager of the same company at Ithaca, New 
February 14, when plans in relation to the 
the new Peters machine were discussed. 

DOUGLAS M. SMITH of the J. K. Rishel Furniture 
Company, Williamsport, Pa., was the first man to inscribe 
his name in Office Appliances’ Guest Book this month. 


Filing Association Listens to Interesting Address. 


At the third annual dinner of the Filing Association of 
New York held some weeks ago, those present listened to 
an interesting address by Miss Mary Snow on the subject 
of “Women in Queer Professions.” Miss Snow is a well 
known lecturer on Home Economics and was at one time 
engaged in research for a report on occupations of women. 
She reviewed all sorts of professions tor women and tound 
that the list of occupations embraced the occupations of 
the world, for no trade or profession is closed to that sex. 


Go-getters are men who hitch education and action to- 
gether, and haul home the bacon with the team!—The 
Burroughs Bulletin. 
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Manifold Supplies Company 


PANAMA 


Carbon Papers and I ypewriter Ribbons 


‘The Line that can’t be matched’’ 


We offer dealers a line which has 
both quality and individuality, va- 
riety enough for every requirement 
and manufactured with the greatest 
care. 


188 Third Avenue 
N. Y., U. Some 


BROOKLYN (STATION L 2) 
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It is our new machine, the Improved 
Self-Starting 


REMINGTON 


So speedy that its reserve power, like that of a fine 
automobile, will never be called upon. 


So easy to operate that it makes typing automatic 
and unconscious, like breathing or walking. 


So sure in its results that good work is certain — 
always certain. 


It is the typewriter with the 


“Natural Touch” 


And you cannot appreciate what “natural touch” 
means until you have tried the machine. It is a revela- 


tion to every typist. 


Remington Typewriter Company 
(INCORPORATED) 


374 Broadway Branches Everywhere New York, N. Y. 
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(New Machines—Continued from Page 36.) 
New Steel Case. 


A recent addition to the line of steel products manufac- 
tured by the Yawman and Erbe Manufacturing Company 
of Rochester, New York, is the new No. 5144 steel note 
case. Although this case is designed especially for banks, 
it is adaptable for use in almost any business. 

This new style note case provides a strong, compact 
and convenient receptacle for notes and other papers of 
about the same size. 

The case is made of steel of sufficient thickness to give 
the necessary mechanical strength to withstand the wear 
and tear of daily service in busy banks. It is attractively 





NEW “Y. & E.” STEEL NOTE CASI 


finished in olive green enamel and equipped with hinged 
bronze pull and Sargent & Greenleaf lock, with duplicate 
keys. The cover is hinged at the back, and when open 
occupies a position slightly beyond a right angle with the 
case proper. 

The interior is divided into two compartments, one 
10 3-16’x53%”x2” for the current day’s notes, and the other 
10 3-16’x53%”x12%” for notes maturing in the future. 
The latter compartment is arranged for alphabetical and 
day guides for indexing and cross-indexing the notes filed 
in the case. Standard equipment of the No. 5144 note case 
does not include the guides. The larger filing compart- 
ment is equipped with standard “Y. and E”’ follower block 
to facilitate preservation of the papers. 


A New Binder. 


A new guide binder is now on the market, intended 
for the use of railroads and other large corporations for 
railway guides and telephone directories. It is made in two 
substances, solid six ounce grain leather in russet or black, 
or imitation leather, with stiff or flexible covers. A metal 





GERLACH GUIDE OR BINDER DIRECTORY 


angle-piece is fastened to the back of the ledger on the 
inside, having holes for cross bars, which in turn hold one 
or more nickel-plated wires which pass through the back 
fold of the book. 











TO ENDURE 


Upright Wood Units. 


EACH UNIT COMPLETE IN ITSELF 
Complete Lines of Wood Upright Filing 
Cabinets Both with Open Sides for 
Attachable Panels and with 
Closed Permanent Sides 





Made in light Antique Oak Finish, also medium dark 
Imitation Mahogany. 

Files work on G-W Roller-bearing steel side exten- 
sion slides, which are the strongest made, work the 
smoothest and are noiseless. 

G-W Catalogue No. 8200 explains all the various lines 
of filing cabinets the Globe-Wernicke Company makes. 


Fhe Glube-Wernicke Cy 


Cincinnati 
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THE BASKET WITH THE 
RUBBER CUSHION CORNERS 





Does 100% Profit 
Look Good to You? 


If you are not now one of our dealers, 
this advertisement will interest you. Here's 
an opportunity to handle one of the highest 
grade products in America—at a profit of 
100% on each sale. 


There isn’t a better metal waste basket manu- 
factured than the Victor. Made of the finest 
furniture steel, beautifully finished in Rich Mahog- 
any, American Walnut or Olive Green, it represents 
an unusually attractive proposition for dealers, 


The 
Metal 


66 9 


, Waste Basket 


is fireproof and indestructible. The corners are 
cushioned with rubber, vulcanized into the steel, 
protecting other furniture from scratching. The 
legs being reinforced with heavy steel angles, 
cannot bend or break. 

In offices where good furniture is appreciated, there is a 
growing demand for a steel waste basket of this type. Thou- 


sands of Victors were sold in 1921. Thousands more will be 
sold in 1922. Will you help supply the demand? 


100% profit, high quality and quick turn-over represent an 
unbeatable combination. If this combination interests you 
mail the coupon for further facts 


Metal Office Furniture Co. 
Grand Rapids, Michigan 


——————-———-———--, 


Metal Office Furniture Co. 

Grand Rapids, Michigan. | 
Please send me information and dealers’ prices on 

VICTOR Metal Waste Baskets. 

Name -------- wa neenctnn case seer re eens nennesseenereenssecessenencee | 

Address aces | 


a 
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March, 1922. 
_ The new binder is manufactured by the J. H. Gerlach 
Company, Thirteenth street, College Point, Long Island, 
N. Y 


Boosting Production in Die-Cutting. 


An automatic die-cutting machine has been perfected by 
C. R. & W. A. Nelson, Inc., 225 North Michigan avenue 
Chicago, which has demonstrated its capacity in actual 
shop operation. The new machine has an automatic feed 
and automatic delivery, handles a wide range of sizes and 
dies out any required shape. One operator can attend to 
both feed and delivery, banding the completed labels 
as delivered by the machine. Accuracy is obtained, even on 
such small work as cigar bands, and the product is uni 
formly cut. 

The Nelson automatic die-cutting machine is electrically 
driven. Its great capacity and versatile range permit sta 
tioners and printers to handle die-cutting minimun 
space. Existing dies now used on hand fed cutters can 
be adapted to the new machine. 

By substituting automatic for hand feed the manufacturer 
assures quantity production, expedites. work, secures 
greater accuracy than afforded by old methods, delivers 
a uniform product, and reduces the space required for 
die-cutting operations. 

New Show Case Display. 
The Cant-Slip Company, Inc., of Rochester, N. Y., has 


devised a new show case display carton which is illustrated 





COUNTER DISPLAY CARTON OF “CAN’T SLIP 


in the cut presented herewith. This little package of Cant 


Slip bottles is very neat and attractive and carries its owt 
selling talk. 
Dixon Display Case. 
The Joseph Dixon Crucible Company of Jersey City, 
N. J., recently put on the market another metal coin case 
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FL RRDO 


‘the master drawing pencil 


KENS ALL PENCIL 


EASES AND Quis 


NO. 1182 EL DORADO DISPLAY CASE 

known as numbei 1182 El Dorado display. Eight grades 
of the El Dorado pencil are packed in this case, which is 
specially designed for small stationery stores, drug stores 


and others who handle pencils. 
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The Wonderful Human Body 


And Athletics Worth While. 


Copyright. 1927. by Star Company. 














GEORGE L. HOSSFELD, CHAMPION TYPEWRITER 
OF THE WORLD. 


Here is, for the time being, the world’s champion typewriter 
and a really useful athlete. 

He beat all comers, writing steadily for one hour, 136 WORDS 
A MINUTE, which means twelve strokes a second. 

Look at the second hand as it moves on your watch, or count 
l1,and realize that what it means for the human brain to order and 
carry out twelve different motions of the fingers in one second. 
There is intensified mental athletics that makes the hundred-yard 
dash, the pole vault or the Marathon seem slow, to say nothing of 
being useless. 





As this young man wrote in the contest, he read and copied a 
story which he had not seen before, ca‘led ‘In God's Country.’ 
And do you realize the various operations included in that marvel 
ous performance of twelve strckes per second. 

The eye read the word. The nerves of the eye told the brain 
what word was to be written. The brain told the fingers what the 
letters were, where they were Iccated on the machine, and the 


flying fingers, taking the knowledge that first came to the eye or «as 


the afferent nerves, and the order they came down the neck, the 
arms to the tinger tips through the effervent nerves, made the 
twelve strokes successfully. 

He kept his mind entirely on that for one hour. That won- 
derful dynamo, that stored energy, the eye seeing, the brain imme 
diate:y transforming the printed word in the letters, the nerves 
and the muscles in the fingers carrying out the brain’s orders 
It is difficult to conceive anything more remarkable. Young Mr. 
Hossfeld may well include in his daily prayer: ‘‘I wil! praise the 
Lord, for I am fearfully and wonderfully made.’’ It takes intelli- 
gence to do good typewriting; it takes extraordinary adaptability, 
co-ordination of nerves and muscles, steadiness and will power to 
do what this young man did. 

He deserves praise, as does every man who does A USEFUL 
THING AS WELL AS IT CAN POSSIBLY BE DONE 
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From Editorial in the New York 
Evening Journal, December 31st, 
by Arthur Brisbane. Reprinted by 
Underwood Typewriter Co., Inc. 


KEoua.. almost, to the 
‘Wonderful Human Body” 
is the Underwood Type- 
writer, used by Mr. Hossfeld, 
and ALL previous world’s 
champion typists for 16 con- 
secutive years. It is so 
scientifically designed, so 
skillfully manufactured, that 
it cesponds with unerring 
accuracy even at the marvel- 
ous speed of twelve strokes 
per second. 


UNDERWOOD TYPEWRITER Co., INC. 
Underwood Building, New York City 


UNDERWOOD 
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Will Men Pay $7 
for a Fountain Pen? 


Read These Sales Records 
Then Let Us Mail You the Pen! 


BUT do not lose sight of the fact that this remarkable 
reception was never given to a pen at this price until 
the Parker over-size Duofold was created. 

Yes, the public is not only paying $7 for the pen that 
has the strongest appeal known, but friend is asking 
friend,““Where can I get one like yours?” 

One prominent Chicago stationer told us: “We put 
in the Duofold last November and it is the biggest 
selling pen in our stock, notwithstanding that we 
handle three other prominent makes of fountain pens 


besides Parker.” 


Let us send a sample of this 
style- creation in Chinese Red 
Beautiful Chinese Red barrel with smart black-tipped 


ends—a tray of over-size Duofolds stands out in a case 
of ordinary pens like the touch of scarlet on a black- 
bird’s wing. 

“Handsomer than gold!” men exclaim. 

“Resembles exquisite Chinese lacquer?,women say. 


25-Year Guarantee 


for wear and mechanical perfection; a guarantee made 
possible by our creation of a,gold nib nearly double 
the ordinary thickness, with an indestructible point 
of real native iridium. | 

Let us send you a sampie—see how smoothly it 
writes —why penmen say the Duofold is the pen that 

_ needs no “breaking in.” 

There is nothing in fountain-pen experience with 
which to compare the quick and wide-spread popularity 
of the Duofold, orthe way it stimulates fountain-pen sales. 














Parker DUOFOLD 
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Brings Dealers 
$84 a Dozen 


The Owl Drug Co., Battle Creek. 

“We had the pleasure of selling and 
ringing up $21.00 on the cash register 
for three Duofolds to three different cus- 
tomers who were in no manner related 
to each other and who were not together 
—in exactly FIVE MINUTES, before 
lunch the other day. Let us know when 
you beat this.” 


Fritz Cross Co., Duluth. 

“We are all so enthusiastic about the 
Duofold that all we do is sell it. 
One of our salesmen this morning sold 
SEVEN in 20 minutes.” 


The Faithorn Co., Chicago. 

Sold 19 Duofolds in 16 days and re- 
mark that it is unquestionably the best 
pen made, 


Rock ford Office Supply Co. 

Of Rockford, Ill. turned over $259.00 
worth of Duofolds in 93 days, saying 
that the pen’s remarkable writing point 
and appearance make it easy to sell. 


Miss Watjen of the 

Milwaukee Jewelry Specialty Co.,sold 
39 Duofolds by personal solicitation and 
expects to sell between 200 and 300 
during 1922. 


The Pennsylvania Drug Co. 

Of New York sold approximately 200 
Duofolds during the Christmas shop- 
ping days. 


The Bengston Drug Store 
Of Rock Island, Ill., sold a dozen in 
less than 30 days. 


Rock ford ( Ill.) Printing Co. 

“From the middle of October up to 
December 25th we sold a total of 48 
Duofolds — $336. We have not had a 
single complaint on any of them.” 








—the Pen Success without 


Lu 
Duofold is the Fashion— “* cury; 


Help supply it —get our proposition on the biggest 
seller the fountain pen market has ever seen. Write 
today forsample and full details—don't underestimate 
the importance of this opportunity. 


THE PARKER PEN COMPANY : JANESVILLE «: WISCONSIN 
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New Calendar Desk Pad. 

The Elsane Everflat Calendesk pad, is a new device 
which has just been put on the market. It comprises a 
desk pad, diary, calendar and memo pad. The memoran- 
dum section consists of fifty-two pages with seven per- 
forated coupons for each day of the year. Fillers in two 
other styles are also furnished, one with the days of the 
week on a pad but with no year for use at any time, and 











ELSANE EVERFLAT CALENDESK PAD. 


the other being merely seven perforated plain sheets to a 
pad for a scratch pad. The fillers are easily removable, 
cardboard tab fitting into a pocket in the pad. One of the 
features of the device is that a leather cover is included in 
the make-up which lies over the memorandum pad when it 
is not in use, thereby making one’s notes more private. 
The pad is made in twelve different leathers, one style 
being stiff with paper or flannel back and the other styles 
being flexible. All flaps, stays and corners are genuine 
leather. The product is manufactured by Sainberg & 
Company, Inc., 65 West Houston street, New York. 





“Evenflo” Ink Pencil. 


The Evenflo Pen Company, Grand Rapids, Mich., has 
its new ink pencil ready for the market. It is self-filling 
and embraces features which, the makers point out, are 
novel. It is said to be self-cleaning and non-leakable. 
A simple device is provided to overcome sticking, wire 
cleaning, etc. 





Simple Telephone Directory Holder. 
Che — Laboratories, 565 West Washington street, 
Chicago, Ill., makes the “Handy Hanger” for telephone 
directories. This is the essence of simplicity, furnishing a 








COLYTT “HANDY HANGER.” 


secure holder for the directory, and assuring that it is 
always in place. It is made of light polished metal, and 
furnished complete with a screwhook. The illustration 
shows the “Handy Hanger” as it is being placed in posi- 
tion. The book is opened at the middle, the opened holder 
inserted. When the two parts of the holder are brought 
together the book is firmly held. An eye is formed at the 
upper end, with which the directory is suspended when not 
used for reference. 
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The Imperial Secretary 





SECRETARY 


“The Supreme Typéwriter Desk” 


° A wonder for convenience; every- 
OPEN thing placed at fingertips by the 
® simple action of lifting the bal- 


anced top. Ample top space left for phone 
and baskets. Typewriter is lifted automati- 
cally to correct typing level. 


A desk that is to all ap- 
é 
@ pearances a fine flat- 
topped executive desk. 
Note the unbroken writing surface, ample 
knee room and drawer front design :—rea- 
sons why the “Secretary” is the secretary’s 
choice, always. 
4 Grades—7 Kinds—100 Styles of 
Office Furniture for Eve y Business Use 
Get a Catalog 


Imperial Desk Company 


Evansville, Indiana 














OFFICE 


DIETZ 
DESKS 








Excellent construction 
—neat, efficient and or- 
ganized arrangement— 


attractive and lasting 
finish. 


An extensive line of roll 
top—flat top and type- 
writer desks. 


We will send you our 
illustrated catalog on 
request. 


The J. F. Dietz Company 


CINCINNATI 
OHIO 


Established 1881 
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Display Cabinet for Barrett Binders. 


] 


Dealers handling Barrett binders are supplied with a 
complete sample line in a cabinet. The Barrett Bindery, 
732 Federal street, Chicago, Ill., makes fifte 
binders, which can be manufactured in any practicable 
style. Each of the sample binders is shown in a different 


styles of 





BARRETT DISPLAY CABINET 


‘over material, enabling the stationer to s| s custon 


the actual binder, and then indicate the sort inding his 
figures cover. The various compartments the ibinet 
are lettered, showing the style of binder contained. This 
makes it easy to keep the sample line in ord 1 enable 
the dealer to put his hands on any sampl nted in at 
instant. The cabinet is substantially mad d present 


in attractive appearance. 


Feldman Metal Index Guide Tab. 


Patent No. 1,373,063 has been issued to William Fe 


man, 2306-08 Armitage avenue, Chicago, I) overing a 
new metal index guide. Mr. Feldman wis! issistance 
yrganizing for marketing this device 

The Feldman patent provides a reinforcement for tabs 
on pressboard guides or ledger sheets. It attached by 
lugs which do not penetrate the sheet [This affords a 








FELDMAN PATENT INDEX GUIDE TAB 


smooth finish, with no eyelets or other projections to catch 
papers. There is an open window providing for inter 
changeable index labels. 

The tab can also be formed from celluloid, adapting it to 
ledger sheets and card index work. The design favors 
economies in manufacture which should be an important 
factor in winning the market. 


Gordon Ink Pencil. 
The Gordon Pen Company, 450 Palisade nue, West 
New York, N. J., emphasizes capacity in its ink penct 


This has but three parts. Aside from the barrel, there aré 
but two movable parts, indicating simplicity Emblems of 
any fraternal order can be supplied wit! Gordor 


pencil 


Novel Memo Pad. 
\ unique “Everlasting” memo pad consists of a little 
metal frame containing blue wax. A small holder carry- 
ing a sheet of tissue paper is inserted inside the frame at 
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3 What Comes After 
You Buy the Goods...? 


Chapter III 


In some cases dust gathers on the goods 
and your investment is frozen tight. 





I N In other cases the merchandise is a quick 
ee CARBON N seller and a steady seller. 

7 ix owen om What makes the difference? 

Difference in the product, its popularity, 
and the sales and advertising behind it. Yes, 
but don’t forget that a lot depends on the kind 
and degree of co-operation between the maker 
and your salespeople. 


his 
net 
his 


| N Individual sales education of your em- 
r = : ployes by our large staff of traveling service 
_ men; education in person and by letters on 
sales methods and stock handling; special testing and research work; 
educational talks on sales and manufacturing that appear once a 
month in the neighborly “Webster Way’—these are a few of 
the many ways in which the Webster Definite Selling Plan 
stands squarely behind this great educational movement. 








It’s not a question of how much we can 
help you, but of how much you will let us 





help. 

’ Send in the names of your department heads 
st and retail clerks who would like to receive the valu- 
= able and practical aids offered by the Webster 
vors Definite Selling Plan. 


rtant 


F. S. WEBSTER COMPANY 


encil. 338 Congress Street 
: ink BOSTON, MASS. 


New York Chicago San Francisco Philadelphia Pittsburgh 


little 
arry- 
ne at 
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The ultimate 
in typewriters 
The new light running 
guiel running 


“ROYAL 


OT one of the many exclusive features of the Standard Model No. 10 

Royal has been sacrificed or altered in the Special Model and two are 
added—a remarkably light, elastic touch and an impressive quietness of 
operation. 


Typing is easier on the Special Royal. It supplies every need for a standard 
typewriter where fast work is required but where excessive noise is disturbing. 
There is a point in the development of any machine beyond which improve- 
ment is almost inconceivable. We believe we have almost reached this point 
in the case of typewriting machines with the Special Model No. 10 Royal. 
This exclusive mechanical feature patented September 13, 1921, U. S. Patent 
Office, No. 1,390,708. 


ROYAL TYPEWRITER COMPANY, Inc. 


New York, 364-366 Broadway 
BRANCHES AND AGENCIES THE WORLD OVER 








the Work” 


The Light Running 
Quiet Running 
Royal 
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the top and when one wishes to make a memorandum, 
one writes on the tissue with a blunt instrument, prefer- 
ably a piece of wood or even with the finger nail, when 
the color shows through the tissue along the lines im- 
pressed. Erasing the memorandum is accomplished sim- 
ply by raising the tissue paper off the wax, when it is 
ready for a new impression. The device is made in Ger- 
many and measures 43%x6% inches. It bears the stamp 
of Max L. Weil, 208 San Fernando boulevard, Los An- 
geles, as sole distributor. 








More Foot Room for Desk Workers. 

The Anton Clemetsen Desk Company, 4223 West Lake 
street, Chicago, IIl., has introduced a radical innovation in 
desk design. Sanitary desks are made with the inside 
front legs set back, clearing the desk man’s feet, and giving 
greater comfort. The new design also prevents the mar- 
ring of shoes by contact with the desk feet. The name 
“Clear-Swing” has been assigned to this model. The new 
design does not involve any element of structural weak- 
ness, as the supports are carried full size to the writing bed. 
Each desk is equipped with card index and vertical files. 

The “Clear-Swing” is made in single and double flat top 
style, fashioned in oak or mahogany. The single desks are 
made 50x32, 60x34 and 66x34 inches. Double flat top desks 
are made 60x48 inches. 























THE RUBBER STAMP LANGUAGE~—lIllustration of the 
Fulton Office Outfit, Made by the Fulton Specialty Company, 
Elizabeth, N. J. It Contains a Collection of Rubber Stamps 
Suited to the Average Business Office. The Cut Came too Late 
to Use with the Description on Page 38 of Our February Issue. 








Stafford Offers a Furniture Polish. 

“Renuol” is a new product of S. S. Stafford, Inc., New 
York, N. Y. It is a creamy compound, which cleans and 
polishes furniture in one operation. It is applied on a 
dusting cloth, renewing, brightening and bringing out the 
grain. Application produces a highly glossed surface, 
which, when dry, may be rubbed with a silk handkerchief 
without staining it. Dust does not have a tendency to 
adhere to the surface polished with “Renuol,” as there is 
no oily after effect. ‘“Renuol” is recommended for all 
hardwood surfaces, linoleum, etc. It is not necessary to 
use soap and water before applying “Renuol,” as it cleanses 
and polishes at the same time. It is packed in quarts, 
pints and half-pint bottles equipped with Stafford’s drip- 
less pour regulator. Four-ounce and gallon packages are 
also supplied. 





Y & E Improves Direct Name Filing System. 


The Yawman & Erbe Manufacturing Company of 
Rochester, N. Y., has made certain improvements in its 
direct name filing system. In this system now a mis- 
cellaneous folder is associated with each alphabetical 
sub-division guide to accommodate filed papers from 
correspondents with whom only a few letters are ex- 
changed each year. 

When the contents of the file drawer are transferred at 
the end of the filing period these miscellaneous folders 
serve as index guides to all folders in the transfer case. 
These miscellaneous folders were formerly furnished 
with plain manila tabs. Now purchasers can obtain this 
type of folder with a celluloided tab at slight additional 
cost. The celluloid tab keeps the tab designation clean, 
neat and legible and also reinforces it and protects it 
against careless handling by file clerks. ° 

It’s the single that makes the three-bagger count.—The 
Burroughs Bulletin. 
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Ghe ACCO CLIP FILE 


an inexpensive device——— 
to take the place of the cumber- 
some clip board. 





ies 






Clip securely held 
to file—cannot 
slip off. 


Fits perfectly flat on the papers, there- 
fore permits stacking. 


No bulky operating mechanism. 


Papers may be quickly inserted and re- 
moved—they are held firmly and do 
not wobble. 


There are no awkward projections. 


The file will hold firmly from | to 150 


sheets. 


Clip is reversible, andislocked to the back. 
SIZES AND LIST PRICES 


Style ““SF’’—Red Pressboard 
SHEET SIZE STOCK NO. PRICE 


54 BS x 84 SF 110 
6 BS x 9 SF 140 
8} BS x II SF 170 
9} BS x 12 SF 220 
8} BS x 14 SF 190 


PRICE INCLUDES CLIP WITH EACH FILE 
Special sizes to order 





BPRS 


F 





American Clip Company 


Beebe Ave. and William St. NEW YORK, N.Y. 
L. 1. C. U.S.A 
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An Experienced Man. 


The account in the February issue of Office Appliances 
of the reorganization of the Hammond Typewriter Com- 
pany has brought to light a little story about one of the 
men who was with that company early in its career. 

This gentleman is J. J. Murphy, known as “Jerry” to his 
intimates. Mr. Murphy is now a resident of Hartford, 


a 
a 


Conn. When he was about eighteen years of age he 
became a tool maker and spent four years in that trade. 
When he was twenty-two, he met the late James B. Ham 
mond, inventor of the Hammond typewriter and was made 
assistant to Mr. Hammond’s brother William, who was 


superintendent of the first Hammond factory at Avenue 
B and Seventh street, New York City. In 1893 when the 
typewriter was interested in the Garvin-Hammond suit, 
then in the New York courts, Mr. Murphy appeared as the 
expert for the Hammond interests being opposed by some 
of the leading typewriter inventors and m« nics Che 
outcome of the suit is a matter of record. 

In 1896 the Underwood typewriter was in its infancy 
and in that year Mr. Murphy joined his old friend and 
shop mate, Edward J. Manning, Underwood factory maz 
ager, as his assistant. In 1920 Mr. Murphy joine 
Federal Adding Machine Corporation and had charge 
the development and production of the Fed typewriter, 
recently sold to the new Hammond Typewriter Corpora 
tion. He is very proud of this work, as the development 
and production of the Federal typewriter was ; ym plished 
in record time and at low cost. The machi is many 
excellent features and if properly made and marketed, as 
it undoubtedly will be, should have a wondert ture, says 
Mr. Murphy. 

At the present moment he is resting up is home 
Hartford, but expects soon either to enter business on his 


own account or resume his old occupation of manufa 
B P ing typewriting machines. 
& Newcomers to Fore in Royal Contest. 


Headliners in the sales contest of the Royal Typewriter 


Company, Inc., include two contestants who have nosed 
their way to prominence. C. V. Mills, of the Des Moines 
branch, led the western division in his January worl Eacl 
month since the contest started different mer ive led in 


the race. 
A. J. Wolfe, Youngstown, Ohio, got his 


cup in January in the central division. He has a dangerous 
rival in J. J. Ferris, of Akron, who has a double grip on the 
handles of the loving cup Royal salesmen are striving fo 
H. F. Brainerd, of the Hartford branch, got a second leg 


on the cup in January in the eastern divisior His 
an Ose Cd competitor thus far has one win to his credit. 
Devices Philadelphia Office Appliance Managers’ Asso- 
ciation. 
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THE LINE OF 10001 NUMBERS The members of this association are getting ready for 

the Philadelphia business show to be held there during 

4 - the week beginning March 6. The show is being dis- 
@ cussed at the meetings and the association has listened 


to some speakers who have had very interesting messages. 
The average attendance of the meetings for the past 
month has been about twenty-two. 





M en facilities Adams Returns to Woodstock. 
M. A. Adams has returned to the Woodstock Type 
bac ed by 8 O writer Company “re cnelitent “a manager He “had 


. 
CATS O e CeT- served in that capacity for several years, when a connec- 
tion was made with a New York house. At that tims 


a 


Frank Brick s sded Mr. Adams. Mr. Brick left som« 
e71ce QSSUFE, ine Preag tala the Senienalis Marchutil de Mexico, S. A , 


¢° 


if e Qprauyty Of, at olan D. F. Mr. Adams was then recalled to his 
GHAQrG ‘ f Retail Sales Convention at Dayton. 
Products Educational authorities in Ohio are paying much atten 
A 


tion to training for retail salesmanship. onvention was 
held in the N. C. R. schoolhouse last month under the 
auspices of the retail selling department of the Dayton pub- 
SOLD ONLY THROUGH lic schools. About 1,200 were in attendance, listening to 

DEALERS addresses by authorities on retail sales methods, and seeing 
demonstrations. 











| BooruMG PEASE Co. New Art Metal Store at Buffalo. 

The Art Metal Construction Company is now established 
| NEW 'VORK in its new Buffalo store at 11 South Division street, in 
L 3) Ellicott square. The former branch office in the Niagara 
Life building has been abandoned. H. E. Knupp is in 
charge at Buffalo. 
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A Winner for Dealers 
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An automatic pencil masterpiece that from the standpoints of per- 
formance, style, design and elegant finish, comes nearer the point 
of perfection than any other pencil now on the market. The price 
of the Dow Pencil places it within the reach of everybody. 





A Small Investment and Quick Turnover 
Jor Dealers 


One dealer writes, “‘Sold my first dozen the first hour. Send me 
six more cards. Everybody buys them.’’—and that will 
be your experience, too. 


SEND FOR DEALERS 
PROPOSITION 


and liberal discounts. Be the 
first in your town to handle this 
quick-selling Automatic Pencil. (35¢ Is 354 




























































Lithographed 
Counter Card 
holding dozen pencils 

















Neat Display Carton, 
—three-color printing coon Bes, 


—makes ’em buy. Holding Dozen Pencils 


Manufactured Exclusively by LOUIS F. DOW CO., St. Paul, Minn. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Association of Stationers and Manufacturers from Month to Month 
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Executive Committee Meets at Springfield. 

The executive committee of the National Association of 
Stationers and Manufacturers held a meeting on Tues- 
day and Wednesday, February 7 and 8 at Springfield, 
Mass. Those present included the following: J. Ogden 
Pierson, president of the National Association; R. S. 
Bauer and Charles N. Bellman, former presidents of the 
association; Mortimer W. Byers, secretary and counsel; 
Fletcher B. Gibbs, general manager; G. L. Davis, second 
vice president and Charles L. Mitchell, third vice president. 
At this meeting several important matters were taken up 
and discussed. 

On the evening of Wednesday, February 8, the Con- 
necticut Valley Stationers’ Association held its annual 
dinner at Springfield, presided over by President D. D. 
MacDonald, of New Haven. The event was lively and 
interesting, and closed with happy talks from several. 


Furniture Committees Hoid Meetings in Cleveland. 


Important Results Follow Sessions of Council, Including 
Manufacturers and Distributors, 


A conference between manufacturers and distributors of 
commercial furniture was held in the rooms of the Old 
Colony Club, Hotel Cleveland, Cleveland, O., on February 
10. The following persons were present: 

Representing the National Association of Stationers and 
Manufacturers: -National Executive Committee—President 
J. Ogden Pierson, 400 Camp street, New Orleans, La.; 
ex-President Ralph S. Bauer, 33 Central Square, Lynn, 
Mass.; ex-President Charles N. Bellman, 321 Superior 
street, Toledo, Ohio. 

Executive Committee, Commercial Furniture Division: 
A. A. Bigalke, The Ohio Desk Company, Cleveland, Ohio; 
A. Schooley, The Schooley Stationery & Printing Com- 
pany, Kansas City, Mo.; John H. Gibson, The Gibson & 
Perin Company, Cincinnati, Ohio. 

Chairmen of Commercial Furniture Committees: John 
M. Cooper, Foote & Davies Company, Atlanta, Ga., chair- 
man, Dealers’ Committee on Steel Files and Equipment; 
Francis J. Yawman, Yawman & Erbe Manufacturing Com- 
pany, Rochester, N. Y., chairman, Manufacturers’ Com- 
mittee on Steel Files and Equipment; Edwin H. Sell, E. 
H. Sell & Company, Columbus, Ohio, chairman, Dealers’ 
Committee on Office Chairs; Joseph L. Isaacs, Milwaukee 
Chair Company, Milwaukee, Wis., chairman, Manufac- 
turers’ Committee on Office Chairs; C. A. Netzhammer, 
Northwestern Furniture Company, Milwaukee, Wis., chair- 
man, Dealers’ Committee on Wooden Desks; Carl S. Leo- 
pold, Leopold Desk Co., Burlington, Iowa, chairman, Man- 
ufacturers’ Committee on Wooden Desks; George Hausam, 
The Hutchinson Office Supply & Printing Company, 
Hutchinson, Kans., chairman, Dealers’ Committee on 
Wooden Filing Devices; Henry C. Yeiser, Jr., the Globe- 
Wernicke Co., Cincinnati, Ohio, chairman, Manufacturers’ 
Committee on Wooden Filing Devices; Fletcher B. Gibbs, 
general manager, National Association of Stationers and 
Manufacturers of the U. S. A. 





Representatives of the Association of Office Furniture 
Manufacturers were present as follows: J. Arthur Whit- 
worth, manager, Grand Rapids, Mich.; John Dornette, Jr., 
Cincinnati, Ohio; Charles S. Brewer, Standard Furniture 
Company, Herkimer, N. Y.; A. H. Stringe, Commercial 
Furniture Company, Chicago. 

Representing the National Association of Chair Manu 
facturers: William B. Baker, secretary, Chicago; J. L 
Isaacs, Milwaukee Chair Company, Milwaukee; W. H 
Gunlocke, W. H. Gunlocke Chair Company, Wayland, N 
Y.; H. W. Koehn, Sikes Company, Philadelphia, Penna. 

The following guests were present: O. P. Sell, Sell Bros 
Delaware, O.; C. L. Mitchell, Crane & Company, Topeka, 
Kas.; A. H. Harcz, Milwaukee Chair Company, Milwaukee; 
George H. Thom, Gregory, Mayer & Thom Company, De- 
troit; E. S. Pierce, Pierce Company, Inc., Hartford, Conn.; 
A. E. Johnson, Johnson Office Equipment Company, Jack- 
son, Mich. 

Two sessions were held morning and afternoon. During 
the intermission those present were guests of the National 
Association of Stationers and Manufacturers at luncheon. 

The committee on recommendations considered a resolu- 
tion regarding shipments to consumers on orders from 
brokers carrying no stock, which resolution was referred to 
the conference by the Atlantic City convention last fall 
It was recommended that the resolution be amended and 
submitted to the next conference meeting for adoption and 
thereafter presented to all manufacturers for individual 
consideration. 

A resolution disapproving the granting by a manufac 
turer of a special discount to a consumer having branch 
offices in various parts of the country for the purpose of 
standardizing such manufacturers’ equipment throughout 
the business offices of such consumer, was referred to the 
National Association of Steel Furniture Manufacturers for 
consideration. 

The following resolution passed on from the Atlantic 
City convention last fall was adopted by the conference 
Whereas it is alleged that certain manufacturers in their 
competition with each other have lowered their prices and 
discounts on certain of their products to a point where 
dealers can no longer handle them at a profit; and whereas 
said manufacturers are alleged to be widely advertising to 
the consumer such list prices as the resale prices of the 
goods with the evident intention of forcing the dealer to 
stock them, be it therefore resolved that the members of 
the Commercial Furniture Division of the National Asso- 
ciation of Stationers and Manufacturers of the U. S. A 
assembled in convention at Atlantic City, N. J., this 
eleventh day of November, 1921, seriously questions the 
wisdom of a sales policy which forces the dealer to stock 
and distribute a manufacturer’s product at an advertised 
price which fails to yield a profit and which in some sec- 
tions of the country distant from the point of origin has 
to be sold on account of heavy freight rates at an actual 
loss; and be it further resolved that this action be called 
to the attention of the next meeting of the council of 
furniture committees. 

In considering the several reports submitted the com 

(Continued on Page 96.) 
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Armored! In the great fight for 
dollars the speedy Mimeograph 


is a gallant protector. Letters, forms, sales messages, 
bulletins, diagrams, etc., coming in clean thousands, 
tide at full tilt from its whirling cylinders, at the quick 
pace of five thousand an hour. While they are aris- 
tocratic sheets, beautiful in finish and appearance, and 
every one exactly like the typewritten or hand-traced 
original, they are almost negligible in cost. The Mimeo- 
graph is today cutting the expense for all kinds of print 
work down to minimum, for unnumbered thousands of 
industrial and educational institutions throughout the 
world. Its great speed means remarkable economy. 
Private printing! The work may be done under executive 
supervision by any neat and careful typist. Armor yourself 
against waste—now, with this obedient defender. Booklet 
““T-3” gives all the interesting facts. Drop a line for it 
today—A. B. Dick Company, Chicago—and New York. 
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Guaranteed 
chair irons 


No. 327 STOOL IRON 


Entirely of Steel 


Strong-light graceful 


MADE UNDER OUR OWN PATENTS 


COLLIER-KEYWORTA, CoO.. 


GARDNER,MASS., U.S.A. Y 
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Mid-West Stationers to Meet 

Che Midwest Division of the National Association of Sta 
tioners and Manufacturers will meet in Kansas City, Mo., 
March 22 and 23. The sessions will be attended by sta- 
tioners throughout the middle west and southwest and 
among those present will be J. Ogden Pierson, president 
f the National Association of Stationers and Manufactur 
rs, and Fletcher B. Gibbs, general manager of that or 
vanization. It is stated that practically all of the retail 
stationers and office outfitters of Nebraska, Kansas, Mis- 
souri, Oklahoma and Arkansas will be present and inas- 
much as a large percentage of. the stationers of these states 
are printers as well, there will probably be a meeting of 
those specially interested in the printing industry. After 
he official dinner on the first night, the meeting will be 
turned over to the manufacturers’ representatives, when 
ch manufacturer will be given the opportunity through 
representative to tell about his products. The regular 
eetings of the association will be open only to the retail 
embers of the division and the retail stationers of other 
states or the officers of any of the other divisions of the 
National Association, all of whom are cordially invited to TO ENDURE 
ittend. The meetings will be held at the Baltimore hotel. 
The officers of the Midwest Division are as tollows: 
President, Charles L. Mitchell; secretary and treasurer, A. 


- 
S. Matthews; vice-president for Kansas, C. W. Seely; vice- Ad aptable Service 


president for Oklahoma, Clark Field; vice-president for 








M —— Ge ot A. meneree 4 Vice se es a Some idea of the variety and convenience of steel 
R A ASC vice-presiaen Tor rkansas, orace J. 4 é . Re; 4 
Mitchell. interior sections—all interchangeable—furnished 


in Globe Safes can be gained from the few shown 
in illustration below, and there are over fifty 
different kinds all told, adapted 
to practically every known 
office use. 
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CHARLES L. MITCHELL “a 
: °o 
A Word About Mr. Mitchell. 

‘hose who know the president of the Midwest Division, —r7 7 —a sa 
understand that the success which has been accomplished A Al HTT HU oA 
in this section is due in no small measure to the capacity =r Ni iH Hii xs! 

oa ; ° ° . . | | 

the president to obtain the active working co-operation AML 1! Hi |] | 

the membership. Mr. Mitchell is at the head of num- Hf) } i } aa AVIA) 
ous civic and commercial bodies in Topeka and this experi- | . 
ence has given him an insight into the every-day affairs 
of business men so that he is unusually well equipped to 


understand such matters and to suggest needed reforms. 


Mr. Mitchell is one of the few men who can take what 

is usually a dry subject and make it interesting. He has Globe Steel Safes 
been highly complimented by newspapers all over Kansas 
for the effectiveness of his speeches, which are character- 


ized by clarity, simplicity and directness and betray a MR. DEALER -—With the extensive variety of 
depth of sentiment and reverence for re ligion which are Globe-Wernicke Filing Cabinets you can fit out 
not alw ays found in public men of today. . a Safe to meet any and every requirement. Globe 

A review of Mr. Mitchell’s experiences will give readers goods not only have a Quality reputation, sell 


of Ofhce Appliances a key to his somewhat unusual suc- easily, give satisfaction and t th. 
cess in handling difficult situations aSiY, RIVE SAtiSIaCiOn ane Coss 20s. Sa 


the ordinary kind, but there is not any kind of 


Mr. Mitchell is now a few weeks past forty-nine years 


old. He was born February 12, 1873, on a farm four filing device you cannot get promptly from the 
miles from Kenosha, Wis., his father, John Charles Mitch- factory. 
ell, having coming to the United States from Scotland Ask for Catalogue 9660 


at the age of seven on a sailing ship requiring seven weeks 
to cress the ocean. Mr. Mitchell’s father was the young- _— 4 
est of a family consisting of the parents, four girls and Jh Gl k “We 4 k 'G 

two boys. The grandfather located on a homestead in e e ODe- ern ic e@ o 
Kenosha County and while digging a well was overcome 


with foul air one morning and died before help could be 
obtained. This left the responsibility of caring for the 


Cincinnati 
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OGhe Acco Fastener 


with the Prong Shield Compressor is 
saving money and office space everywhere, 
because it inexpensively binds in book- 
form any kind and any quantity of papers. 


Papers filed the Acco way require less space be- 
cause they are compressed tightly between the 
Prong Shield Compressor and the base; they are 
held by pressure, just as in a vise: it fits perfectly 
flat and takes up no room. Tissue is as safely bound 
as heavy bond paper. 

To facilitate handling when used in filing cabi- 
nets and to give protection to papers from curling, 
soiling and mutilation, a covér is necessary. 


GhAe Acco Folder 


equipped with the Acco Fastener, gives ACTUAL 
PROTECTION of papers during 
the active period. 

The filing away of inactive 
papers in folders is a decided 
waste of folders, cabinets, and 
floor space. 

Eliminate the great waste in 
your files, and at the same time 
have all of your papers se- 
curely bound in book-form, with 
steel, insured against loss at 
all times. 

The larg- 
.ftcee, est offices in 
G. @ the country 
have re- 
a: : moved all 
eee y ie waste from 
: their files 
by using 
Acco Fold- 
ers. 

Files are 
made 100 
per cent 
efficient 
with Acco 
Folders as 
all papers 
are filed but 
once; read- 
ing your 
correspondence is like reading a book. Acco Fold- 
ers improve every method of filing, at the same 
time they eliminate all waste. 

With the Acco Folder, the entire contents are re- 
moved intact at transfer time, properly indexed and 
always tightly bound in book-form. It is the cheap- 
est folder made because in use it lasts longer than 
a hundred manila folders. 

Sample and descriptive literature on request. 


Stationers and dealers in Filing Equip- 
ment send for sample and discounts. 


American Clip Company 


Beebe Ave. and William St. NEW YORK, N. Y. 
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mother and four sisters upon the two brothers, one of 
whom became Charles L. Mitchell’s father. Mr. Mitchell’s 
mother before her marriage was Sally Ann Campbell, the 
youngest daughter of James Connell, and Charles L 
Mitchell was the first grandchild born on either side. At 
the age of eleven he was the eldest of a family of six— 
four boys and two girls. His’ father’s occupation was that 


of a teamster and the son became quite as great a lover 
of horses as the father. 
At the age of eleven Charlie started “bawling papers” 


on the street, enjoying this occupation for four years. He 
tells us that he earned his first money when nine years 
old by standing on a box all day and holding grain sacks 
at the side of a threshing machine, so that the grain 
could be poured from the machine into the sacks. The 
happiest moment of his life was when he presented his 
mother with a small shovel to clean the ashes out of the 
fireplace. This shovel he purchased with the ten cents 
he earned holding grain sacks, walking to town and back 


to get it. He had broken the old shovel the week before 
while playing with it. 

When Charles was ten years old, the family moved to 
town and from that time on the lad learned that he could 


make money selling newspapers and doing odd jobs to get 
money to help his mother, such as running errands, sweep- 


ing out offices, cutting lawns, emptying ash pits, washing 
buggies, etc. 
Mr. Mitchell has been credited with having started 


the first newspaper route and the event came about in this 
way: “In those days,” said he, “we ‘bawled papers’ on the 
street, and any one wanting to buy a paper had to go 
down Main street to get it. Z. G. Simmons, the founder 
of the Northwestern Wire Mattress factory, was dis- 
appointed because he sometimes got down too late and 
one time he told me that he was much displeased because 
I had not saved him a paper. I replied that if he would 
get five people up in his neighborhood to take papers regu- 
larly and pay me five cents for each paper, each night, | 
would not only see that the papers were saved, but would 
deliver them to their homes. He immediately accepted my 
proposition and got his paper regularly thereafter, as did 
the four other customers whom he secured for me. That 
was before the day of the telephone and the rural free 
delivery, and I earned considerable side money driving for 
doctors at night, as the doctors in those days made all 
their country calls after dark. There was not a farmer 
nor a road within twenty miles of Kenosha that I did not 
know. I also made some money hauling traveling sales 
men around to the country stores, driving the pall bearers’ 
wagon for funerals, and I recall that one of the real events 
of my life was when I was permitted to drive a hearse. 
During two summer vacations I worked in a blacksmith 
shop, brushing flies off the horses with a long horse tail 
brush to keep the animals still while the blacksmith was 
shoeing them. This experience made me the enemy of a 
fly ever since.” 

When he was sixteen years old, young Mitchell worked 
as assistant to one of the best boxing instructors in that 
part of the country and for three years picked up quite a 
considerable sum of money teaching the sons of wealthy 
parents the art of self defense. One winter he worked 
Friday nights and Saturday afternoons delivering C. O. D 


orders for a cash grocery store to the thrifty German 
families of Kenosha, often staying on the job until one 
and two o’clock Sunday morning. Another year he made 


a real haul, as he says, by starting out at six o’clock in 
the morning, taking orders for meat, going from house 
to house with a pony and cart and just before nine o’clock 
ne would drive to the butcher shop, where one of the 
men would drive him up to school and take his order book 
and fill the orders. This meat market had been pur- 
chased by newcomers who did not know the trade. Mitch- 
ell’s contract with them called for two pounds of round 
steak each day, two soup bones a week and all of the 
liver and heart meat that was wanted. 

At the age of fifteen to eighteen young Mitchell made 
more than $14.00 a week taking care of the horses of seven 
different people, keeping the barns and animals clean and 
feeding and watering them, sometimes hitching them up 
in the morning and unhitching them at night. One horse 
with barn was attended to for $1.50 a week, two horses 
for $2.00 and to hitch up or drive were regarded as extra 
items to be charged for. At 4:30 every morning, winter 
and summer, he left home to do this work. It was always 
necessary in winter time to carry a teakettle full of boil- 
ing water to thaw out the hydrants and a lantern to light 
the way. He says that even today, so great is his love 
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s W. A. Sheaffer gives wonderful ammunition for increased 1922 

pen and pencil sales in these two incomparable writing instru- 

k ments — “Lifetime” Pen and “Propel-Repel-Expel” Pencil. 

re Each has desirable features not found in competitive mer- 

2 chandise. Each has unusual qualities appealing to the 

Id eye, hand and reason—and both are subjects of a vigor- 

“ ous, demand-inspiring national advertising campaign. 

™ 66 93 

| Lifetime’’ Pen— 

eC 

“4 a handsome, ebony black pen with an iridium tipped point 

“4 guaranteed forever; larger, holds more ink, positively leak- 

er proof; equipped with the famous SHEAFFER patented 

is- lever filler; point is so strong it can make five carbons 

" continually as clearly as the hardest lead pencil without 

id damage to self, yet is responsive to the lightest touch. 

u- The ideal pen for the big business man. 

I 

| 66 93 2 

9 Propel-Repel-Expel’’Pencil 

id 

o —withdraws lead into barrel after usage, thus 

ee preserving the point, as well as advancing it. 

wa Expels tiny lead ends — prevents clogging and implici 
-- jamming. Mechanically perfect. Fills from s aoa. 
ot tip in one-third the time. No tedious cap bm 

es - Pectecti turning. Lighter and simpler in action. ing Its 
ed 5 Crrecuon More beautiful—a lead-saver, a time-saver, Greatest 
a in Pen perpetual satisfaction. Jerk the cap— Asset 
ith Making handy eraser appears. Big lead reserve. 

ail The farthest advance in pencils. All 

x styles for men and women. me 
ced Before stocking pens and pencils for 
hat 1922 write for the SHEAFFER 
Re proposition. Superior merchandise 
adi OT cf04° ” —a complete 1ine— handsome 

D. Lifetime profits and strong advertising “p a. 
lan $8.75 support. — 
ade Other epel- 

in SHEAFFER Expel” 
1 Pens \ ry | Pencils 
the 
me $2.50 to $50 $1 and up 
ur- 
ch- 
ind W. A. Sheaffer Pen Company, Fort Madison, lowa lowa 
the Chicago New York Kansas City Denver 
ade 
ven 
and 

up 
orse 
rses 
xtra 
nter 
= 1] od PENS-PENCIL 
ight 
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Built Carefully - Built Well 


o other word than “Quality” 
quite so well describes the new 
line of Browne-Morse Steel Filing 
Equipment. Real dependable 
“Quality” is built into every part 
and into every piece, that the Crafts- 
man may be satisfied with a work 
well done, and the User enjoy a fil- 
ing equipment of remarkable utility 
and unique design. 
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Electrically welded throughout; ev- 
ery drawer of same size perfectly in- 
terchangeable, and beautifully fin- 
ished in either soft olive green, or 
rich ribbon mahogany, it is little 
wonder Dealer orders are already 
pouring in beyond expectations. 
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And, it is highly gratifying to the 
builders of Browne-Morse complete 
line of Steel Filing Equipment, to 
know that both Dealer and’ User 
find the same real merit in Browne- 
Morse steel products that has al- 
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Browne - Morse Co. 


Builders of Quality Filing 
Equipment and Supplies 

















2 Drawer Solid Card Cabinets ‘in M teas 1 Drawer Solid Card Cab- 
3x5, 4x6 and 5x8 card sizes. uskegon * : Michigan inets in 3x5, 4x6 and 
Made to stack. 5 x8 card sizes. 
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for horses, he would rather pull a rein over a good horse 
than to drive his Cadillac. 

Contracting pneumonia during the winter of his twen 
tieth year, he had a relapse when partially recovered, which 
resulted in typhoid pneumonia which kept him in the 
house for six months. This illness left his lungs weak 
and on the advice of his physician he went west, landing 
in Denver February 6, 1892. At this time he weighed 108 
pounds after having been there for two weeks and getting 
strength enough to walk to a meat market to get weighed. 
Finally, after he recovered a bit, he made application for 
a position as messenger boy in the purchasing agent's 
office of the Denver & Rio Grande Railroad. Here his 
principal occupation was to run errands, operate the old 
letter copying press, index the letter books, copy and 
mail the orders, letters, telegrams, etc. Finding that 
stenographic positions paid best he studied stenography 
and typewriting at night and in four and one-half months 
he finished and asked the general purchasing. agent to give 
him a trial letter or two. This the G. P. A. did, dictating 
a four-page letter, full of cross-tie statements. Mitchell 
said it was twenty minutes to three the following morning 
when he finished that letter without an erasure in it and 
placed it on his superior’s desk. The next day he was put 
on the stenographic force where he worked for four days, 
at the end of which time the young man was called by his 
chief into his office and the door was locked. Mitchell 
said that no one’s mind ever traveled faster than his did, 
trying to figure out what he was going to get fired for 
But instead of getting fired, he was made purchasing agent 
for the stationery and printing department of the railroad 
and placed in full charge of that part of the work. This 
position, with a much increased salary, he held for six 
years and three months, then took a position in the 
purchasing department of the Detroit Copper Mining Com- 
pany of Morenci, Ariz., which was known as the toughest 
town in the southwest. On the outskirts of the mining camp 
which was but a short distance from the Mexican border, 
there was a settlement consisting of over fifty saloons, 
dance halls, gambling houses, etc. In those days, gun 
plays were common. During his stay at the mining camp, 
Mitchell spent his vacations and a leave of absence riding 
the range as cowpuncher. He tells us that he has always 
been glad that he had the privilege of living in that western 
country just at the time when he did, where the only law 
was the Golden Rule and where everybody realized the 
necessity for living up to that religion. Even the word 
of the gambler and bartender were known to be good and 
that of the cowpuncher was worth par value any time. 
“The movies,” says Mitchell, “have tried to picture the 
fine qualities of the western cowpuncher, but they have 
never hit the mark.” 

When he went to the mining camp, Mitchell saw that 
there was need for saddle horses, so he invested his money 
in a stable of animals and made more money from his 
livery barn than he did from his salary. In company 
with another Kansas boy he had the agency for the laun- 
dry for the camp and in this, too, they were successful. 


\fter two years Mr. Mitchell married Miss Edna Crane, All numbers in stock for 


the only daughter of George W. Crane. Mrs. Mitchell lived ; ; > 
a little over three years, when she and her baby died. immediate delivery. 


In the meantime, they had made all arrangements to re- 
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A most comprehensive 
line of superior Loose Leaf 
Merchandise manufac- 
tured with the same dis- 
criminating care that has 
distinguished B & P Prod- 
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turn to Topeka. Her remains were brought to Topeka shir So 
- P : . ~~ ) J 
on August 25, 1904, since which time Mr. Mitchell has ‘ah! . Id . nly through dealers. 
been a member of the firm of Crane & Company. For Sued 
~ 


seven years he was acting superintendent of the factory, 
and upon the death of George W. Crane, the founder of 
the business, on January 31, 1913, he took charge of 
the buying and selling. Soon after this the house which 
had theretofore been in the mail order business, started 
a retail store and the business has grown each year, even 
1921 having shown a gain over 1920. 

This brief sketch of Mr. Mitchell’s career gives an idea 
of the enterprise and practical sense which characterize 
his activities. He is prominent in every movement for the 
upbuilding of his city and of the business in which he is 
engaged. A list of the many positions he holds and has 
held would read almost like a directory of the civic and 
fraternal organizations of Kansas. He is a member of the 
Masonic and several other fraternities, and is prominent 
in the official councils of the printing trades, book dealers 
and stationers. He is third vice-president of the National 
Association of Stationers and Manufacturers, in which 
organization he has long been one of the most active 
workers 

Mitchell is a big man in all dimensions, mentally, morally 
and physically. He is in the prime of life, which means 
much to a worker and to his associates in industry. 
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BooruM & PEAsE Co. 
New York 


= 
2 


, 
~«< 
? 








OFFICE APPLIANCES 











The Aulo Master Utility Desk—one 
of the hundreds of possible combina- 
tions. 


Selling Convenience 


As a dealer, you owe it to your- 
self and your customers to investi- 
gate the following advantages: 


Automatic Filing Cabinets, Utility 
Desks and Desk Files combine the ad- 
vantages of other lines and afford ex- 
clusive features of greater convenience, 
capacity and speed. They operate freely 
and instantly under all conditions, and, 
by means of the Automatically tilting 
front and follower, provide 20% addi- 
tional filing space. 

Wood-Stee!l Construction — genuine 
quartered oak or mahogany exteriors 
with steel interiors, all working and 
wearing parts— provides the natura! 
beauty of finished wood surface and the 
permanent good service, that steel only 
gives inside—an Ideal Combination. 

The first cost is low. Considering the 
greater capacity and the long term of 
better service, the economy effected is re- 
markable. And you'll see by our catalog 
No. 22A that the line is complete. Write 
for a copy today. 


TheAUTOMATIC FILE & INDEX CO. 


142-243 W. 10th St., Green Bay, Wis. 
Chicage Sales Branch—29 8S. La Salle St. 


A LEADER FOR YOUR FURNITURE 
DEPARTMENT: 


The AFICO Wood-Steel Line is a good, 
complete, commercial grade line with. 
for example. a 4-drawer upright to retail 
at $24.00 


The famous 
Auto-Desk 
Companion 





UIOMATIC 
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FILES 


CABINETS DESK-FILES DESKS 

















































































March, 1922. 


Marking Device Prices Stiffening. 


Prices on rubber stamps, stencils and other marking 
devices are growing firmer, says Charles L. Safford, pres 
ident of the International Stamp Manufacturers’ Associa- 
tion. He cites as justification that one house in the trade 
made but four cents on the dollar in its 1921 business. 

The labor situation in this field is serious. It is diff 
cult to secure young men to learn the trade, as a long 
time is required to train them to be proficient craftsmen. 
A steel stamp maker works five or six years before he is 
competent to handle his jobs alone. Rubber stamp makers 
are a long while in training. To encourage recruits for 
the industry, it has been necessary to raise wage levels 
This necessarily increases the cost of manufacture. 


McCormack Takes Important Post. 


H. S. McCormack, widely known as an organizer and 
business systems expert, has been made vice president of 
Evans & Barnhill, Inc., San Francisco. He will have 
charge of the business counsel division of the corporation, 








H. S. M’CORMACK. 


which does a general advertising agency business, with 
business counsel and merchandising divisions. 

Mr. McCormack is founder and former president of 
the Business Bourse of New York, and for many years 
has specialized on problems of organization management 
and personnel, serving many of the most successful con- 
cerns in the United States. By experience and ability he 
is admirably équipped to fulfill the duties of his position 
in the fullest measure. 


Philadelphia Office Appliance Managers Adopt 
New By-Laws. 

The Office Appliance Managers’ Association of Philadel- 
phia at the present time has a membership of twenty-six 
New by-laws have recently been adopted. At a meeting 
held not long ago there was an attendance of twenty-three 
members, who listened to an interesting talk by A. G 
Coffin, representative of Babson’s Statistical Organization. 

The president of the association has appointed a mem- 
bership committee and a program committee to take care 
of these interests. The association is in a very prosperous 
condition at the present time. 


National Office Appliance Manufacturers Associa- 
tion to Meet. 

The National Association of Office Appliance Manufac- 
turers will hold its next regular meeting at Rochester, N. 
Y., March 9 and 10. The program which had been ar- 
ranged for the November meeting which was held at 
Washington was postponed because of the meeting with 
the Department of Commerce officials and it is planned 
to use the November program at the March meeting, a 
report of which Office Appliances hopes to present in the 
April number. 


Pencil Maker’s Will Settled. 

A contest over the will of Samuel Kraus, Eagle Pencil 
Company, has been decided in the courts. He died Janu- 
ary 3, 1920, leaving an estate of $1,000,000. A contest was 
instituted, which resulted in the estate being distributed to 
brothers, sisters and nieces of Mr. Kraus. 
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Wins Sales-Speeds Collections 9° “miei 
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Machines of All Sizes 
for Every 
Name-Writing Need 


RIBBON PRINT Ad- 
\dressographs for filling 
in form letters, heading 
statements, listing names 
on paysheets, addressing 


: Model H-2 
anything, everything exact yf RIBBON PSIne, 
id Addressograph 


typewriter styte. 15 times A sograph. 
* 
; : 
FRE Mex roe Profits for You 


faster than pen or type- 
writer—No errors! 
ROVE its advantages before vou buy. Find out how this 
RIBBON PRINT Hand Addressograph will help you save 
and gain. Find out on your own work—right in your 
own office—how the Addressograph will help you get more sales 
and cut name writing costs in your Sales—Advertising—Payroll— 
Shipping—Collection—and other work. 





The small cost of an Addressograph for increasing your 
sales will surprise you. Trying it FREE will convince you. And 
our easy way of “paying for it as you sell more”’ will please you. 
So mail the coupon for FREE trial now. No obligation—just 
good business. 


2 New Selling Books FREE with Coupon 


I—*‘Mailing Lists, Their Preparation, Care and Uses.”’ rs 
2—“*How Live Sales Promotion Puts the Sharp Edge on Dull Business.”’ ¢ 


4 
General Offices: 903 Van Buren St., Chicago PA ~ 
Fa tories: Chicago, Brooklyn, London 7 SS 

Allentown Chicago El Paso New York San Francisco 4 fen . 
Albany Cincinnati Grand Rapids Omaha Seattle 7 =. 
Atlanta Cleveland Houston Peoria Spokane / et. 
Birmingham Dallas Indianapolis Philadelphia St. Louis 4 
Baltimore Denver Kansas City Pittsburgh St. Paul 7 
Boston Des Moines Los Angeles Portland Syracuse 7 
Buffalo Detroit Minneapolis Salt Lake City Toledo 


Addressographs for 
high specd name- 
writing on Public 
Utility, Insurance, 
and other forms. 


New Orleans 


Butte Duluth Newark San Antonio WashingtoD 4 ey ae & 


Canada: 60 West Front Street, Toronto 
Vancouver— Montreal— Winnipeg 











Cc PRINTS FROM TYPE 
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A WORLD’S RECORD 
FOR COURT TYPING 





Louis J. Tannenholz of New York made a world’s 
record for law reporting typists at the convention 
of the New York State Shorthand Reporters’ 
Association at Syracuse, N. Y., Dec. 29, 1921. 


On an old No.4 L.C. Smith, which he has used 
in his business continuously since 1914, he wrote 
92 words a minute for 16 minutes of court testi- 
mony, read direct to him as he wrote. 


“To my mind,” said Mr. Tannenholz, “the great thing 
about winning was not only the speed shown by me but also 
the wonderful endurance of the typewriting machine that will 
stand up to the work as my L. C. Smith does after eight years 
of constant pounding. 


“My estimate is that it has ground out approximately 
300,000 pages of testimony and solid matter in that time, 
averaging 225 words to the page, or 67,500,000 words—and the 
only repair necessary on the machine in all that time was 
when a messenger boy dropped it and broke the right hand 
carriage return lever, necessitating replacement.” 


Let us show you the “Silent Smith.” A phone call or 
request for catalog to our nearest branch or dealer will place 
you under no obligation. 











L. C. Smith & Bros. Typewriter Co. 


Factory and Home Office 
SYRACUSE, N. Y. 


Branches in all principal cities 
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Trade Activities at San Diego. 


Grover C. Flint, formerly connected with the Field-Aus- 


tin Safe Company, and F. H: Schlador, formerly manager 


for the local Underwood typewriter branch, have |} 


associated as the Business Equipment Company, and have 
opened a salesroom at 936 Broadway, San Diego, Calif., 
where they are carrying The Safe-Cabinet, the Shaw- 
Walker files, and lines of safes, vault doors, desks, chairs, 
filing supplies and other equipment, including the Royal 
typewriter. 

Alfred Williams, for eighteen years with the Remington 
Typewriter Company, in charge of branch offices in var 
tus cities, and later for four years with the Underwood 
eople, has opened the Williams Typewriter Exchange at 
Second street, his lines including the Kardex filing cab 
inets, Dalton adding machines, the Ediphone, the Noise 
less typewriter, check-writers, rebuilt typewriters, ribbons, 
carbon paper and general stationery supplies. 

Phe Ameri Multigraph Sales Company of Los An- 
geles, O. C. Haney district manager, has opened a branch 
in San Diego City at 333-334 Union building, with C. P. 
Murray as local manager. 

Individuality in Chicago Window Display. 

S. D. Childs & Company, 136 South Clark street, Chi- 
ago, Ill., made a striking display of the “Whispering” 
mouthpiece, using the window material furnished by the 





ONE OF 8S. D. CHILDS & COMPANY'S ATTRACTIVE 
WINDOWS. 


[Cut shown by courtesy of The Colytt Laboratories 
manufacturer. The restraint employed in limiting the 
amount of material and merchandise shown brings a dig- 
nity into the window symbolic of the function of the 
mouthpiece. 


House Organ Philosophy. 


The dude is the human dud.—The Mimeograph Stencil 
x * ‘ 


\ green salesman can sell more goods than a blue sales- 
man Monroe Results. 


x 
Talk and the world talks with you—think, and you think 
alons The Mimeograph Stencil. 
x * x 
Let’s fit wings—a good strong pair—to Doubt, and bid 
it fly away.—The Winged Stylo (B. B. Stylo Company). 
x * * 


Start out today—imagine it’s the last day of the month 
work like it was the last day, and doggone it, stick 
sti ntilyougettheorder.—The Burroughs Bulletin 


No U. S. Consulate at Huddersfield. 


\merican firms are still directing correspondence and 
r matter to the United States consulate at Hud- 


adv ticin 


derstield, England That consulate was closed in 1918, and 
its irk transferred to the consulate at Bradford. Manu- 
facturers who have Huddersfield on their mailing lists are 
requested to take it off In case Bradford is not on their 


lists, that name may be substituted for Huddersfield 


Maybe Wrong Department 
Bewildered Customer—I want to look at some roll toy 
impatient F] 


Reta ] | edger 


valker—Desks or stockings, please? 
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OFFICE RULERS 


Hand polished maple— 
brass, steel and celluloid, 
superior ruling edges. 
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Write for complete information 


“Falcon” Products 


The Complete “falcon” Line Offers 


an Assortment Permitting Economical 
Freight Shipment Without Overstock- 
ing — Striped Wood Clip Boards; 
Striped Wood Arch Boards; Flexible 
Wood Rulers; Flexible Steel Rulers; 
School and Office Wood Rulers; Desk 
Files and Letter Trays; Card Index 
Boxes; Falcon Arch; Pencil Boxes. 


Complete Catalog 


Check items in which interested, pin to your letterhead, prices 
and complete information will be sent. 


AMERICAN MFG.. CONCERN 


Factory 
FALCONER, N. Y., U.S.A. 
New York Office 
200 FIFTH AVENUE 


Room Phone 
806 Gramercy 1175 
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INDICATOR 


654321 


linpression of Figures 


DEALERS: The American Visible 
Models 41 and 21 art the most sat- 
isfactory of all numbering machines 
for you to sell. 

You would not buy for your own use 
an old style blind typewriter. 

Then why sell your customer any- 
thing but our new “visible” machine? 

The “American Visibles” tell you what 
you are going to print before you print it 

A fair profit for you in each sale. 

Our new folders bring in orders. Write 
for enough to cover your mailing list. 
They are gratis 


Price, Model 41—3 movements..... $15.00 
Price, Model 21—9 movements..... $20.00 


All made with 6 wheels. 


AMERICAN NUMBERING MACHINE CO. 
220-230 SHEPHERD AVE., BROOKLYN, N. Y. 


Branches 123 W- MADISON ST., CHICAGO, ILL. 
66 HOUNDSDITCH, LONDON, ENG. 









La Tourette Takes Wright’s Place at San 
Francisco. 

Fred F. Wright, until recently district manager for the 
Elliott-Fisher Company on the Pacific Coast, has been suc 
ceeded by E. W. La Tourette, manager of the company’s 
Los Angeles office. Mr. La Tourette will remove to Sar 
Francisco. His successor as head of the Los Angeles 
office is C. W. Fawcett, who, since December, 1920, has 
been manager of the Elliott-Fisher office at Denver 

Mr. Wright, who has made a fine record as district mar 
ager on the Pacific Coast, and whose resignation was r¢ 
ceived by the company with keen regret, is one of the ol 
guard in the Elliott-Fisher organization. He takes up th: 
Pacific Coast business of the Tabulating-Computing-R« 
cording Company, whose many useful devices are famili 
to men in this and other fields. 

Mr. La Tourette has made a consistently excellent recor« 
He entered the employ of the company at Harrisburg 


Py 





Cc. W. FAWCET'I 





Ek. W. LA TOURETTE FRED F. WRIGHT 


March, 1916. After serving as salesman at Philadelphia 
and then at San Francisco, he was made manager of tl 
Los Angeles office in May, 1919. 

Mr. Fawcett entered the service of the Elliott-Fish« 
Company as a combination local manager at El Paso 
March, 1919. Nine months later he was made local mat 
ager there, and in December, 1920, he was placed in charg 
of the Denver office. His record is such that his prot 
tion to a larger office came about as a logical step 


New Building for Franklin Company Progressing. 


Word comes from The Franklin Printing & Engraving 
Company of Toledo, Ohio, to the effect that rapid progress 
is being made on the building which the company will o: 
cupy after April 1, at 226-236 Huron street. The archway 


have all been completed, joining the two larger building 
The new show windows have been installed giving tl 
Franklin Printing & Engraving Company one hundr« 
and twenty linear feet of show window space on Huro: 


street, less than fifty steps from Madison avenue The 
passenger elevators have been installed, and the heating 
and lighting systems are now no doubt ready, inasmuch a 
they were to be finished by the end of last month. 

The new store will be a wonderful place from many vie\ 


points. As the customer enters, he will be greeted by 
sixty foot row of display. counters, especially built 

which more than two thousand items can be shown 
advantage at one time. The store will be equipped witl 
a reception room for the use of customers of the printing 
and engraving departments, and every item that is beings 
put into the new building is designed to insure efficien 

together with service for the customer. It is planned t 
hold the opening of the new Franklin store on or about the 
middle of April. An elegant bronze tablet is being pre 
pared in honor of Benjamin Franklin, printer, which wil 
be unveiled on April 17. This tablet will have a specia 
place of honor in the new store. 
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Keyless Post Binders 


Just a slight turn of the knob—and your 
binder is locked or unlocked. No separate 


key is required. Users 0° 


sectional post 


binders appreciate the convenience and 
adaptability of this Top Lock construc- 
tion. The larger buyers now specify key- 
less binders—and your trade will ‘like the 
Cesco Top Lock. Carried in three grades 


—twenty-nine stock sizes. 
in any size. 


Made to order 


SEND FOR CATALOG 


Showing these binders as well as compete 


assortment of Loose Leaf 
Our dealer’s proposition will 


equipment 
interest you. 


Ghe C.E.SHEPPARD CO. 


LEAF SYSTEMS 


LOOSE 
Van Alst & 14.18 St. 
New York Ci 


Island City 
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19th Annual 
NATIONAL BUSINESS SHOW 


Grand Central Palace 


NEW YORK 


October 23d to 28th, 1922, inclusive 





An opportunity for distributors of 
office appliances to render service 
of value to the business public as 
well as to the office appliance in- 
dustry. 


Representatives of exhibitors in 
this show will personally meet 
thousands of business men and 
women interested in better office 
methods and equipment. 


Details regarding exhibit space avail- 
able, etc., will be furnished on request. 


ANNUAL BUSINESS SHOW CO. 


FRANK E. TUPPER, President 


50 CHURCH ST. NEW YORK 
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(Meetings and Dinners—Continued from Page 64.) 


Publicity: J. Fatthauer, chairman; A. Lammers, J. 
Monter, L. Schneider, F. Meyer. 

Exhibition: Henry Sprengard, chairman; A. Steinman, 
J. E. Thauwald, G. Goeri, R. Becker. 

Accessories Fred Busse, chairman; J. Walsh, A. 
Schmidt, C. Stephens, A. Zugelter. 

Glad Hand: Henry Broering, chairman; J. Klinker, 
F. Wersel, jr., G. Zurborg, H. Wolf ° 


The exchange has secured a regular meeting room in 
Hotel Emery, where the pictures and archives of the 
exchange will be kept 
The thanks of the exchange were extended to the en- 
tertainment committee and to the speakers who addressed 


the annual meeting. The exchange went on record as 
protesting against the poison act on denatured alcohol. 
Two deaths were announced—Louis H. Bode and 


Thomas P. Exgan. Suitable action was taken. 

John Dornette, jr., was unanimously elected to represent 
the Furniture Exchange on the industrial division of the 
Chamber of Commerce. 

The meeting concluded with a short but interesting talk 
m the industrial situation by L. H. Van Matre of the 
Cincinnati Chamber of Commerce. 


Boston Stationers Add New Members. 


On February 7 at the City Club in Boston there was a 
well attended meeting of the Boston Stationers’ Associ- 


ation. Three new members were added, bringing the 
membership of the organization up to two hundred and 
sixty-nine. Trade conditions were discussed and remarks 
were made by A. L. Cole of Lawrence, Mass.; Philip 


Morris of Nashua, N. H.; R. C. Saltmarsh of New Bedford, 
and George E. Damon of Boston. 

Che annual business meeting of the association will be 
held on March 8, when officers will be elected for the 
msca vear 


Tri-City Stationers Meet. 


[he Tri-City Stationers’ Association of Rock Island 
and Moline, Ill, and Davenport, Ia., held its annual din- 
ner and meeting on Tuesday, February 14, at the Daven- 


port Chamber of Commerce. The following officers were 
elected: President, E. M. White, Davenport; vice-presi 
dent, E. O. Vaile, Jr., Rock Island; secretary and treas- 
urer, D. S. Hansen, Moline. State Senator M. R. Carlson 
of Carlson Bros. acted as toastmaster. Mr. White, the new 
president, gave an interesting talk on his trip to the Brit 
ish Isles and the continent of Europe last year as a Rotary 
delegate. W. S. Carpenter, vice-president of the Sanford 
Ink Company, gave an interesting address on the manu- 
facture of inks. W. H. Greenleaf, field secretary of the 
National Association of Stationers and Manufacturers, 
spoke forcefully on the advantages of Association and the 
necessity for co-operation among business men 


Miscellaneous Overseas Trade Statistics. 


Che following statistics were gathered from Commerce 
Reports. They are classified by countries, and will enabk 


the exporter, in some instances, to determine where his 
efforts tor foreign trade should be directed to build up 
that factor of his business. 

Brazil. 

Imports from all sources during the years indicated 
Blank books—(1913) 10,359 kilos; (1918) 2,665 kilos; (1919) 
1,809 kilos; (1920) 4,442 kilos. Writing paper—(1913) 
1,829,053 kilos; (1918) 604,875 kilos; (1919) 2,453,528 kilos; 
1920) 2,868,939 kilos. Paper manufactures not otherwis« 
stat 1913) 445,130 kilos; (1918) 255,556 kilos; (1919 
161,980 kilos; (1920) 217,370 kilos. 

Chile. 
er bands and erasers are imported almost wholly 
from the United States. Imports for the years stated 

Rubber erasers and other rubber articles for drawing or 
writing—(1917) 23,205 pounds at $15,890; (1918) 17,147 


pounds at $12,994 
Rubber bands for papers—(1917) 3,746 pounds at $5,490; 
(1918) none stated 


China—Canton. 
_ Trade in paper for the period January-March in the years 
indicated: Imports of paper from foreign countries—(1920) 
1,225 tons; (1921) 1,126 tons. Exports of paper to all 
destinations—(1920) 714,133 pounds; (1921) 708,000 pounds. 








What Must I 


| Bley Were t-hiare 


This handy ' little 
memo book is re- 
membering details for 
thousands of busy 
people every day. 

It relieves the mind 
of worry and details, leaving it free for bigger 
things. Reminds one of the things to do each 
day—and at the right time. Through its 
daily use, personal efficiency is increased 
20%. 


Just What You’ve Wanted 


When we say we have just what you’ve 
wanted, we mean we have what you can sell: 
the original ‘“‘Things to Do Today” and “‘Jot it 
Down” memo books, first utilized by the N. C. R. 
Co. The former is for the hip or coat pocket. 
The latter fits vest pockets. 

Both sizes are used by crack salesmen, execu- 
tives, business aad professional men everywhere. 
Adopted by Delco, Oakland Motor Car Co., Wm. 
Galloway Co., and many other large corporations. 


They Take the Overload 
Off the Brain 


They do it by starting the habit of writing down 
things to be remembered, such as appointments, 
phone calls, shopping lists, etc. They eliminate 
the carrying of loose paper scraps with important 
notes that are always getting lost. 


Big Profits—Quick Turnover 


“Things to Do Today” retails for $1.00, and 
‘Jot it Down” sells at 75 cents. Covers are hand- 
made of good leather, and quality throughout. An 
extra pocket in the cover accommodates detached 
memo 0tes or business cards. 

Filler pads are of good bond paper, perforated 
for easy removal. 

These books are stocked by some of the largest 
stores in the country. They carry a nice profit for 
the dealer. One sale means several more sales. 
Every member of the family can use one of them 
profitably. 

Our attractive Silent Salesman, beautifully 
printed in colors, will help you make many sales. 
It’s furnished FREE WITH YOUR INITIAL 
ORDER. 

Mary progressive dealers are “cashing in” on 
these books. You can, too! Write us today— 
don’t delay. 


The Schmieding Printery 
Leather Workers 
U. B. Building Dayton, Ohio 
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Quartered Oak, Mahogany, 
Walnut, Imitation Mahogany 


and Imitation Walnut. 





E Mfd. by 


The Quigley Furniture Co. 


Whitesboro, New York 
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: Czechoslovakia—Prague. 

During the first three months of 1921 there were shipped 
to the United States lead pencils valued at $48,889. The 
growth of this trade is noticeable. 

Great Britain. 


Imports of paper from the United States for the first 
nine months of the years indicated: (1920) 65,446 cwt. at 
£188,635; (1921) 6,575 cwt. at £28,193. 

Exports of stationery other than paper to the United 
States during the first nine months of the years indicated 
(1920) £92,533; (1921) £64,803. 

Exports of writing paper to France for the first nine 
months of the years indicated: (1920) 20,263 cwt. at £101,- 
969; (1921) 1,593 cwt. at £8,472. 

Exports of stationery to France for the first nine months 
of the years indicated: (1920) £115,606; (1921) £44,422. 

Exports of printing and writing paper to Germany for 
the first nine months of the years indicated: (1920) 114,965 
cwt. at £328,186; (1921) 49,457 cwt. at £105,996. 

Hawaii. 

Shipments from Hawaii to the United States of paper 
and manufactures in October of the years indicated: (1920) 
$294; (1921) $400. 

(Furniture Committee—Continued from Page 80.) 
mittee recommended that these reports be made a part 
of the official report of the meeting and be published in 
the National Association News and that the latter be dis 
tributed to all members comprising the council 

The committee recommended that the secretary of the 
Associated Office Furniture Manufacturers and of the 
National Association of Chair Manufacturers meet with 
the traffic committee of the Associated Filing Device Manu 
facturers to consider any changes needed relative to freight 
classifications. The committee on recommendations 
thought it would be wise to have all items of commercial! 
furniture in the official classification considered, and as 
the Filing Device Association has a traffic committee, the 
members of which have been going over certain ground 
and are traffic experts, that this conference would probably 
develop a much broader program of changes than would be 
contemplated by the chair or desk manufacturers alone. 

The committee @dorsed the educational program of the 
National Association of Stationers and Manufacturers as 
outlined by General Manager Fletcher B. Gibbs, at the 
afternoon session. 

The committee recommended that President Pierson of 
the National Association of Stationers and Manufacturers 
appoint a representative committee to investigate and re 
port a plan of general publicity covering commercial fur 
niture and the allied lines, the committee to present such 
report at the next conference. 

The foregoing in substance is a brief record of a meet 
ing which is regarded as very important by the members 
of this industry and is said to have been one of the most 
interesting and valuable meetings of the kind ever held 


Southern Stationer on 1922 Outlook. 


President of the Richmond, Va., Stationers’ Association Gives 
His Impressions on Outlook for Spring 
and Summe? 





The following expressions concerning the business situ 
ation as viewed from the standpoint of a Virginia stationer 
were sent to Office Appliances recently by Samuel Iseman 
head of the Virginia Stationery Company, and president of 
the Richmond Stationers’ Association: 

We should not look for general lines of business to pick 
up in this country until some kind of economic restoration 
has been accomplished in Europe and a fixed basis for 
international trade worked out. 

There is plenty of business today in this country in ou: 
lines. Adversity in other businesses generally makes our 
business good as a whole, merchants spending money try 
ing to create business. I don’t think the printers or sta 
tioners have a right to complain. The trouble is that the 
business is not handled on a profitable basis, as every mer- 
chant is trying to keep his sales up to 1920, which is 
impossible, as merchandise was twenty to forty per cent 
higher. In doing this, any number of merchants are selling 
goods at almost any price. 

Never cut prices—rather never cut profits, for that is 
what we do when we cut prices, as we are not lowering the 
cost of doing business one cent. It will be much better for 
us and for our families, who are depending on us to give 


DRILL Le 


| ee 
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The largest selling 
quality pencil 
in the world 





Y PENCILS 


It pays in both prestige and profit 
to handle an article known every- 
where as preeminently the BEST 
that can be bought. VENUS Pen- 
cils have earned that reputation in 
every quarter of the globe. 


17 Black Degrees 
3 Copying 










A degree for the purpose of every 
possible purchaser; artist or archi- 
tect, banker or business man: the 
studio, drafting room, office, school 
or home. 


American Lead Pencil Co. 
220 Fifth Avenue, New York 
and London, Eng. 
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them not only the necessities of life, but a few of the littl 
things that make life worth while, to make the correct 
percentage of profit. By doing this we will make more 
money and not take business away from our brother- 
merchant who has to do business as well as we. To stay 
in business we are compelled to make a legitimate profit 

The quicker the merchant realizes that he has to make 
larger profits and maintain prices, the better will it be for 
all concerned, as overhead today is higher and it is impos 
sible to increase business accordingly, as the demand for 
goods today is not so great. | might suggest that it 1s uy 
to the manufacturer to help on many items Che retail 
cannot make a living margin of profit on some lines 
account of the discount being so small. Educate the mat 
facturer to give the stationer larger discounts. It cost 
the average retailer today from thirty-three and a third t 
forty per cent to do business, and it is harder for him to 
cut his overhead, as it is practically fixed; to try and reduc: 
it one would necessarily have to cut the wages of his clerks 
and this we would not like to do as they hardly 
livelihood now; they have never been duly compensated 
for their knowledge and for time it takes a man to become 
a good stationery salesman. 


make a 


A Beautiful Calendar. 

The Interlaken Mills of Providence, R. I. this year 
favored their friends with a particularly fine example of 
calendar work emphasizing one of their well known prod 
ucts—Interlaken Book Cloth. The calendar is made as a 
wall hanger with metal binding strips at top and bottom 
[he sheet to which the calendar pad is stapled is fifteen 


inches wide by thirty inches long. It is of heavy stock 
very tough, and is overlaid with a mottled sepia tone. I1 
a panel at the top, ten and three-quarters by thirteen and 
three-quarters inches, is a beautiful lithographed picture i 
several colors showing an aged recluse seated beside a rock 
ancient and moss covered, reading a larg: mply bound 
book outspread before him. The background, which is 
mostly in deep shadow, faintly suggests the entrance to a 
cavern. In the upper left hand corner o1 tes the sl 
and the light through trees and other foliage just beyond 
the shoulder of the hill. 

The original from which the reproducti des 
above was made is now in the Dresden Gallet It is 


titled, “The Hermit Reading,” and was painted by Salomo 

Koninck, a Dutch painter of historical pictures, especiall) 
> P. . I I 

portraits, after the style of Rembrandt. Some of thes¢ 


were painted for the King of Denmark 
Koninck’s paintings are to be found in Europeai 
He died at Amsterdam in 1656 


\ number < 


alice! 


Some Notes from British Publications. 
“The Booklet as a ‘Silent Salesman’” in Manags 
ment (London) explained the principles and showed how 


it should be prepared and distributed. 
c K * 


Sales 


] 


Indian Business gave importance to “Indian Educational 


System,” by S. G. Wanty, A. M. It traced the history of 
the movement through various l 


stages of opposition and 
experiment to its present status. 
fc * * 


The Bulletin of The American Chamber of Commerc: 
Belgium showed the many advantages of the port of 
Antwerp. Port regulations are given, and contrasted with 
the facilities and rules of adjacent seaports. 

* * * 


“German Trading” in the South African Stationery 
Trades Journal showed the need of a tariff to protect th 
industries of the mother country. The German product 
was said to have the advantage of both quality and pric 


The proceedings of the seventh annual general meeting 


of the Transvaal Stationers’ Association were give! t 
length in The South African Printer and Stationer r} 
organization is growing, and has ma elements 
strength. It is developing a sentiment t ncourage t 
manufacturing stationers of the mother uuntry, rathe 
than to be misled by cheap prices off ntit 
firms. 
* « 

“Finding Salesmen with a Punch,” by G. A. J. Hopkit 
in The Organiser, delved into the qualifications of 
salesmen interviewed by the executive to build up his stafi 


An instance is cited of one organization which selects sales 
men by committee. The applicant is interviewed in the 
presence of the committee and after one of the members 
has questioned him the others make notes and vote. li 
the “noes” prevail, the candidate is shown out 


ape 
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Quick Turnover 


at Good Profit 


I‘sterbrook Pens, in the Little Red 
Box made familiar to pen buyers ev- 
erywhere by years of national adver- 
tising, offer you the surest road to 
bigger, quicker profits from your pen 
department. Esterbrook Pens are 
known and preferred wherever pens 
are used, 
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This No, 988, triple-plated Radio Pen 


with silver finish, is one of the twelve 
most popular pens in the world—all 
Esterbrook. Is it included in your 


Be prepared to take advantage of the 
demand created by Esterbrook na- 
tional advertising—it is reaching more 
than 10,000,000 readers every month. 


Esterbrook Pen Mfg. Company 
80-100 Delaware Ave. 
Camden, N. J. 


Canadian Agents—Brown Bros., Ltd., Torento 


kins, 

the 
staff. 
ales- 
1 the 
ibers 
i, Oe 








100 


OFFICE APPLIANCES March, 1922. 





















V *, , "4" ”, ¥, pao a 
x wy eo XXX er 00! ae X) wy ‘s ~ LEZ XS KX) 
M 4 Ky ss 4 S SXXy 
* ¥ « f 
St i J APR lees 
RO OY Seog 1) ie , Pay 
AY 


“ 
q KX XY / ws X) “em 
rr TY fy 
a SA rmael cae satelite ROR cateocerareeceree’e 


is a guarantee of 
user satisfaction 


Satisfaction is born of 
quality alone. To main- 
tain the highest quality, 
with moderation of price, 
is our consistent policy. 


Catalogue covering com- 
plete BARBEE line of wire 
baskets sent upon request. 


Barbee Wire & Iron Works 


Conway Building 
CHICAGO 


























Additions to Stafford Chicago Staff. 

C. A. Zabriskie, Chicago manager of S. S. Stafford, Inc., 
has added a number of salesmen in the territory served 
by his office. W. Coats is covering the large cities in 
Illinois, Missouri and Kansas. Louis G. Fellows is call- 
ing on the trade in the smaller cities of the same states. 
E. J. Bulger has been assigned the dealers in the smaller 
cities of Minnesota, North Dakota, South Dakota, Nebras 
ka and Iowa. A. Scott is now calling on the smaller stores 
in the Chicago South side districts. 

Mr. Zabriskie has been campaigning aggressively in the 
Chicago territory since he took charge, and has hi id grati- 
fying returns. 


Gratuities Evil in New York Shipping. 

The Merchants’ Association of New York is taking steps 
to eliminate the practice of giving gratuities to obtain 
service from employees on steamship piers and in the 
appraiser’s stores. The evil has attained great proportions. 
It is said that some customs brokers have even openly 
billed consignees for such tips. 


Longevity in Commercial Life. 

The executive committee of the United States Envelope 
Company has a combined record of 129 years of activity 
in the service of the corporation and its predecessors. The 
individuals are James Logan, W. O. Day and L. H 
Buckley. 

Pulp and Paper Course at Woronoco. 

The Strathmore Paper Company, Mittineague, Mass., 
is conducting a course in pulp and paper making at its 
Woronoco mill. A class of about twenty men spends two 
nights a week under the instruction of Thomas J. Egan, 
of Westfield. 

Hensel-Mulraven Company Renamed. 

The Hensel-Mulraven Company, Syracuse, N. Y., has 
changed its name to the Tip Top Manufacturing Company, 
thus bringing the company’s specialty into the corporate 
name. Tip Top paper fasteners are manufactured by this 
organization. 


Now Scrantom’s, Inc., at Rochester. 
Scrantom’s, Inc., is the new name of the Scrantom-Wet 
more Company. Rochester, N. Y. Mr. Wetmore disposed 
of his interests to Albert C. Walker and Joshua T. Gors- 

line. The change in the corporate name followed 


Direct Mail Assn. to Meet at Cincinnati. 





Cincinnati has been chosen as the convention city of the 
Direct Mail Advertising Association. The meeting will b« 
held some time in October of this year. Pittsburgh and 


St. Louis were contestants for the honor. 





New York Export Managers Meeting. 

The Export Managers’ Club of New York will hold its 
annual meeting at Hotel Pennsylvania March 21. A din 
ner will follow the discussions, which will center on th: 
development of profitable export business. 


Business Good in Ohio-Michigan Triangle. 
Business men interviewed last month in Cleveland, To 
ledo and Detroit were all finding business a great deal 
better than in recent months. 


Bircher 100 Per Cent Club. 

A 100 Per Cent Club is being formed in the sales organi 
zation of The Bircher Company. There are to be nine 
charter members, and a permanent organization will be 
effected later in the year. 





McClurg in Book Association Official Family. 

Ogden T. McClurg, president of A. C. McClurg & Com 
pany, Chicago, Ill., was elected vice president and director 
of the National Association of Book Publishers in 
January. 


Municipal Ordinances Against “Seconds.” 
Cleveland and Rochester are two of several cities in 
which municipal law compels merchants to designate sec 
onds clearly in offering factory rejects or sub-standard 
goods. 
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No Stronger than 
the Weakest Link 


. NERVOUS stenographer can make 
. errors that cost many dollars. A book- 
keeper, fatigued and distracted by the noise 
of typewriters, can make mistakes that run 
into thousands. An irritated executive, 
i. with nerves frayed by the incessant click- 
clicking, may throw a wrench into the 
wheels of progress. 


Ss oO 


, No one can ever really get used to type- 
writer noise. No one can ever do his or 
her best work with irritating noise numbing 
f the nerves. 


No one needs to. For science has made 
the quiet typewriter an outstanding success; 
d faster, easier to operate and more durable 
than any other stock machine in the world. 
Have you seen itP 


7% NOISELESS 


ts TYPEWRITER 


Write for Free 
Booklet 

O- “The Typewriter 

al Plus” 


In this interesting booklet 
we have told how the elimi- 
nation of NOISE in type- 
. writer construction has 
i1- brought greater speed, better 
ne work and longer life. Write 
be for it. You will want to 
know about this greatest 
typewriter development. 








wa THE NOISELESS TYPEWRITER COMPANY, 253 Broadway, NEW YORK CITY 


in 





Offices in leading cities throughout the United States and Canada. 


in 
>C=- 


rd 























OFFICE APPLIANCES March, 1922. 





March, 1922. OFFICE APPLIANCES 103 





A Safe to suit — 
every user Seven reasons why 


this safe gives 


‘6 2” : 
The *‘Y and E’’ Dry Insulated Safe better protection 
offers permanent protection for ; . 
permanent records, PLUS a‘‘Y and E”’ ] Dry insulation. Corro- 
System to suit the owner. sion-proof. 
Best interlocking between 
HE dealer who sells “Y and E” Dry In- > 0 — and jamb. 
sulated Safes has a decided advantage Radial dear hetei: eal 
in the fact that standard “Y and E” horizon- reinforcementagainst door 
tal units areused for building up the interior. buckling in case of fire 
; ; Yale combination lock 
Thus he has at his command the entire with safety trigger. 
range of “Y and E” horizontal filing de- ee a angie ~tt0ih freme 
Xi ‘ F work w ext 
vices, both in steel and in wood, plus the chanae! iene ba 
System Service which enables him to give Each safe is “Systema- 
a customer exactly what is needed. sed oe scence 
; : an wood or stee 
By the use of “Y and E”’ building blocks, sections to meet your in- 
he can show his prospect exactly how the dividual need. 
fe will look, and how it will accom- see corned ee See 
saie 1 0o 2 a writers’ B Label without 
modate his various records. the aid of moisture. 








May we send you a copy of our 
booklet ‘‘Permanent Protection 





for Permanent Records?”’’ Z| 
4 

eon 

! 

YAWMAN~DFRBE MFG.@. ae 

Filing System Service, Equipment and Supplies 4 | 

355 St. Paul Street ROCHESTER, N. Y. f 

EXPORT DEPARTMENT: y, Yawman & 

Section 355 368 Broadway, New York, N. Y., U.S. A. J Erbe Mfg. Co., | 

Cable Address: ‘‘YAWMANERBE”’ New York J Rochester, N.Y | 


Codes: Western Union, A. B. C. 5th Edition Improved | 


—e Please send me a copy | 
y  ofyournew Safe booklet. . 












Address 
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The Post Office Department now permits you to make your own postage. 





U.S. POSTAGE 


PAID ACENTS 


P.4 


POSTAGE 


If you mail 


300 or more letters, postcards or one-cent circulars daily you are losing time and money 
every day you do not use the new system. The Post Office Department, of which you are 
a part owner, has been hit hard by present business conditions, and is losing money at the 


rate of about $25,000,000 per quarter, according to the latest official information. 


Per- 


The 


mit System for letter mail saves the Department just about as much as it saves 


you. Investigate. 


In considering equipment for this work three courses are open to you: 


1. You nmy try out one of the many new de- 
vices offered, all of which are much more ex- 
pensive than ours. 


2. You may buy a postmarking machine suit- 
able for a very large post office, which will cost 
you many times the amount necessary, in which 
case you are paying, in effect, for the System, 
which is already yours, as well as for the machine. 


3. You may buy from the only concern making 
postmarking machinery suited for post offices of 
every size, from fourth-class post offices, in 
which we have many machines, to London, Eng- 
land, which also uses our machines. Our prices 
range from $25 to $1,000. The machine we sell 
to most large mailers—some of the largest cor- 
porations in the country are now using it—sells 
for $350. It has ample capacity for all except a 
very few of the largest mailers in the largest 
cities. 


WRITE US as to the quantity and frequency of 


matling of your letter, card and circular mail. We 
will advise you fully and honestly what equipment 
will best do your work. 








We specialize on Postmarking 
Machinery for second, third and 
fourth-class offices. A list of our cus- 


tomers reads 
Postal Guide. 
list of Post ( 


Minnesota using our machines: 


(A list 
would 


Blue Earth 
Moorhead 
Pipestone 


Ada 

Boyd 
Clarissa 
Elmore 
Hastings 
Hutchinson 
Kasson 
Mapleton 
New Prague 
Renville 
Saint Hilaire 
Wayzata 
Winthrop 


Adams 
Becker 
Chaska 
Cologne 
Dawson 
Granite Falls 
Holdingford 
Lake Crystal 
Littlefork 
Madelia 

Milan 

Mound 

New London 
Pelican Rapids 
Redwood Falls 
Roseau 

Shelly 
Starbuck 
Welcome 
Windom 


like a large section of the 
The following is a partial 


Yffices in the one state of 
of one Of the largest States 
require @ page in tt:ely.) 
Cloquet Hibbing 
Morris Owatonna 
Saint Peter 

Baudett« 
Appleton Cannon Fa 
Browerville Dodge Cente 
Ceylon Grey Eagl 
Fulda Hallock 
Houston Kasota 


Jackson 


. Mahnomen 
Long Prairie 


North Branch 


Milaca ~ ~q 
Norwood at 
Staples ag Watson 
Wendell Winnebago 
Atwater Barnesvi 
Braham Cambridg 
Clarkfield Cokato 
Danube Dassel 
Fertile Grand M« 
Hendricks Hoffman 
International Kenyon 
Falls Lindstror 
Lakeville Lynd 
Lowry Melrose 
Maynard Mora 
Montrose North St. P 
Mountain Lake Osseo — 
Osakis Plainview 
Perley Robbinsda 
Rogers Saint Char 
Russell Stanchfi« 
Springfield Walnut 
Vesta White B 
West Concord Lake 








INCORPORATED 1900 
Manufacturers of Postmarking Machinery and Devices 


Silver Creek, N. Y., U.S. A. 


Columbia Postal Supply Co. 
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Current Market Quotations. 


A summary of prices on New York and Chicago stock 
exchanges of industrial stocks related to the office equip- 
ment and stationery fields. Where no showing is made the 
stocks were not dealt in actively. 

Miscellaneous fiduciary affairs are noted. 

Stocks starred (*) are traded in but not listed. 

American Bank Note Company—Common. 
High for year, Jan. 18@64; low for year, Jan. 3@57. 

Week of February 18—Sales, 100; high, 6214; low, 62! 

close, 62% 


American Bank Note Company—Preferred. 





High for year, Jan. 17@62%; low for year, Jan. 12@52 

Week of February 4—Sales, 1,000; high, 52%; Tareas 521 
close, 52%. 

Week of February 11—Sales, 100; high, 5234; low, 52% 
close, 52%. 

Week of February 18—Sales, 100; high, 6214; low, 52% 
close, 52% 3 


American Can Company—Common. 
High for year, Feb. 17@40%; low for year, Jan. 7@31. 





Week of January 28—Sales, 76,900; high, 38; low, 3354 
close, 38. 

Week of February 4—Sales, 33,900; high, 384; low, 
361%; close 38. 

Week of February 11—Sales, 14,100; high, 38%; low, 
36%; close, 36%. 

Week of February 18—Sales, 36,200; high, 40%; low, 


a 


3714; close, 3934. 

The American Can Company, in its annual report for 
the year ended December 31, 1921, shows net profits equiv- 
alent, after prior charges, to $2.76 a share on the $41,233,- 
300 common stock compared with $4.71 a share in 1920. 


American Can Company—Preferred. 


High for year, Feb. 15@99%; low for year, Jan. 6@94¥. 
Week of January 28—Sales, 700; high, 9654; low, 95%; 
close, 95%. 
Week of February 4—Sales, 1,400; high, 96; low, 95; 


close, 96. 

Week of Feb 
close. 96! 

Week of Fel bruary 
close, 99. 

American Writing Paper Company—Preferred. 

Hig h for year, Feb. 24a 2914; low tor year, Jan. 13@22™. 

Week of January 28—Sales, 4,000; high, 2914; low, 25%; 


ruary 11—Sales, 300; high, 96%; low, 96; 


18—S 2,100; high, 99; low, 9634; 


ales, 


close a. 

Week of Fel yruary 4—Sales, 1,200; high, 27%; low, 27; 
close, 27. 

Week of February 11—Sales, 900; high, 2714; low, 25%; 
close, 26. 

Week of February 18—Sales, 1,800; high, 26; low, 23%; 
close, 23%. 


Burroughs Adding Machine Company.* 


Week of January 28—Sales, 38; average price, 127“4G@ 

130. 
Columbia Graghephons Company—Common. 

High for year, og 5@2%; low for year, Jan. 23@1%. 

Week of January 28 Sales, 58,200; high, 27%; low, 1%; 
close, 2%. 

Week of February 4—Sales, 21,800; high, 254; low, 2: 
cluse, 2%. 

Week of February 11—Sales, 34,000; high, 2%; low, 1%; 
close 134. 

Week of February 18—Sales, 26,300; high, 234; low, 1%; 
close - 


’ Gotumbia Graphophone Company—Preferred. 





High for year, Jan. 28@125%; low tor year, Jan. 26@6™% 

Week of January 28—Sales 10,200; high, 1254; low, 6%; 
close, 11™/. 

Week of February 4~—Sales, 4,000; high, 11; low, 8%; 
close, 9. 

Week of February 11—Sales, 10,300; high, 854; low, 5%; 
close, 6%. 

Week of February 18—Sales, 5,000; high, 934; low, 7; 
close, 9%. 

Computing- Tabulating-Recording Company. , 

High for year, Jan. 20@70; low for year, Jan. 3@55%. 

Week of January 28—Sales, 14,500; high, 6814; low, 6414 
close 643%. 

Week of February 4—Sales, 10,300; high, 60; low, 64%; 
close. 67 VA’. 

Week of February 11—Sales, 7,500; high, 6854; low, 6634; 
close, 674. 

Week of February 18—Sales, 3,700; high, 6714; low, 6534; 


close, 66! A 
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in Writing Machine Construction 
xtw Folding Portable twinrux 


vy The Supreme Personal Typewriter of Quality 


| The Crowning Achievement 





y 
2? Machine Full 
Weighs Capacity 
8} Regular size 
Pounds Keyboard 





This Model of the celebrated Multiplex contains all of 
the strong features of its predecesso lus added ones 
of great importance, and entirely NEW. It will be the 
Leader in the new field for writing machines. 


New Requirements for Typewriters. 


The demands for a writing machine are fast 

and new ones include lines which the Folding 

possesses exclusively. 
An unprejudiced opinion might line them up about as 

follows:— 

A change from the ordinary 50 year old — 

Type variety for more forceful letters, e on the same 
machine. 

Accommodate paper of unlimited width. 

Type-sets selective, to meet amy demands. 

Capacity for al languages and special requirements on the 
same machine. 

Automatic perfection of type impression. 

Lighter and simpler mechanism. 

The preparation of manuscripts typographically perfect. 

Index cards written flat,—without curving. 


AND THE CLIMAX :— 


Every feature of the “big” machine is represented 
in small, compact, and light form perfectly fitting to easy 
Portability and the “‘Home” accommodation. 


High 
Grade é se 
Traveling ont 
Case 
Included 





ALL OF THE ABOVE FEATURES ARE EXCLUSIVELY 
IN THE “FOLDING HAMMOND MULTIPLEX.” 
The Only ‘‘Highest Grade’’ Machine in 
Portable Form 
Other expected features are— 
Stencil cutting. Carbon Manifolding. ae 
Simplicity. Speed. Beauty of Design. Visible Writing. 
Two Color Ribbon. Marginal Stops and Selector. 


Standard Keyboard. Shift keys on both sides,—for 
touch writers. 


Other Models with Exclusive Features:— 


Variable Mathematical- | Regular Reversible 
Letter Scientific | Standard | fmy Feo 
Spacing 


A Galaxy to Meet Every Demand. 
FORMER TYPEWRITER MERCHANDISING ENTIRELY REVISED— 


Orders now recognized from every sort of Retail Dealer, and dis- 
counts for resale. 


=) Stock one or more of these “Folding”, Light Weight machines at omc . 
Confer with us for Literature, Terms, and Discounts, 
A Machine Which Can Be Offered With Supreme Confidence 


ee. ae is en DUN aaa SY WS 





The Hammond Typewriter Company 


535 E. 69th Street, New Yorn, N. Y., U.S A, 


as x? ee i ee 
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Go to Goes for 


The Goes Bordered Blanks 


An original and diversified assortment of 75 styles 
of appealing border designs, perfectly lithographed in 
a variety of colors and in a wide range of proportions 
and styles, some as large as 17 by 22 inches, others but 
3% by 7 inches. 

Having no wording whatever upon them, these styles 
differ materially from the large variety of the Goes Stock 
Certificates. 

ALL Printers, regardless of their specialties, will 
Jind them attractive, and appropriate for ALL pur- 
poses that require refined, high-grade products. 

The Goes Record Books, both for Corporations and 
Common-Law Companies, have been carefully pre- 
pared and arranged for use by such organizations. 


The Goes Printer’s Helps 


also include blanks for 
Common-Law Certificates Bonds 
Stock Certificates Diplomas 
Interim Certificates and Certificates of Award 


The Goes Art Advertising 

Check-Book and Business Card Blotters 
Monthly Service Cards Calendar Pictures 
Mailing Cards Calendar Mounts 
Blotters Calendar Cards 


Lithographed Calendar Pads 


also 


The Goes Artistic Greeting Cards 
Entirely new Greeting Card and Blotter styles, designed 
especially for Good-Will Expressions, Christmas Greetings 
and Holiday Publicity, are now available. 


When requested, we will send samples or descriptive matter of 
any or allthe Goes Products. 


Goes Lithographing Company 


49 West 61st Street, Chicago 
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B. F. Goodrich Company—Common. 
High for year, Jan. 19@383%%; low for year, Jan. 3@35™. 
Week of January 28—Sales, 4,400; high, 38; low, 36%; 
close, 36%. 
Week of February 4—Sales, 400; high, 3734; low, 37% 
close, 373 1. 


Week of February 11—Sales, 1,900; high, 3774; low, 365%; 
close, 377%. 
Week of February 18—Sales, 1,500; high, 3774; low, 37%; 


close, 37%. 
B. F. Goodrich Company—Preferred. 


High for year, Jan. 18@87; low for year, Jan. 7@80 


Week of January 28—Sales, 400; high, 8614; low, 85%; 
close, 854. 

Week of February 4—Sales, 400; high, 8574; low, 85 
close, 857%. 

Week of February 11—Sales, 500; high, 85%; low, 83 


close, 85. 

Week of February 18—Sales, 100; high, 85; low, 85 
close, 85. 

Dividend of 134 per cent the quarter, payable April 1 to 
stock of record March 22. 

The Goodyear Tire & Rubber Company—Common. 

January 23 to February 18—High bid, 12; low bid, 10% 
High asked, 11; low asked, 12. 

The Goodyear Tire & Rubber Company—Preferred.* 

January 23 to February 18—High bid, 26%; low bid, 
27%. High asked, 27%; low asked, 28%. 

Kellogg Switchboard & Supply Company.* 

January 23 to February 18—High bid, 38; low bid, 40 

High asked, 41; low asked, 43. 


Lanston Monotype Company. 

Dividend 1% per cent the quarter, payable February 28 
to stock of record February 18. 

Remington Typewriter Company—Common. 
High for year, Feb. 2@33; low tor year, Jan. 6@24. 

Week of January 28—Sales, 15,700; high, 32; low, 28%; 
close, 31%. 

Week of February 4—Sales, 9,700; high, 33; low, 31; 
close. 31%. 

Week of February 11—Sales, 2,700; high, 32; low, 31; 
close, a. 

Week of February 18—Sales, 2,700; high, 3234; low, 30%; 
close, 31. 

Remington Typewriter Company—First Preferred. 
High for year, Jan. 25@63™%; low for year, Jan. 13@55! 

Week of January 28—Sales, 600; high, 6312; low, 60%; 
close, 63. 

Week of February 4—Sales, 300; high, 63; low, 63; 
close, 63. 

Remington Typewriter Company—Second Preferred. 

High for year, Jan. 28@55; low for year, Jan. 14@50 

Week of January 28—Sales, 400; high, 55; low, 51; 
close, 55. 

Underwood Typewriter Company—Common. 

High for year, Jan. 14@130; low for year, Jan. 14@130. 

Week of February 18—Sales, 100; high, 130; low, 130; 
close, 130. 

The report of the Underwood Typewriter Company fot 
the year ended Dec. 31, 1921, shows a surplus after charges 
and federal tax of $1,186,179, equal after preferred divi 
dends to $10.14 a share on $9,000,000 common stock, 
against $2,246,238, or $21.92 a share in 1920. 

Underwood Typewriter Company—Preferred. 
High for year, Jan. 12@107™%; low for year, Jan. 12@107 
United States Envelope Company—Common. 
Semi-annual dividend of $4.00 payavle March | 
United States Envelope Company—Preferred. 


Semi-annual dividend of $3.50 payable Mar l 

The Wahl Company—Common. f 
High for year, Feb. 6@68™%; low for year, Jan. 3@50 
Week of January 28—Sales, 40,210; high, 67; low, 58 


close, 6614. 


Week of February 4—Sales, 15,365; high,68™%; low, 
6534: close, 68. 
Week of February 11—Sales, 5,640; high, 68 low, 65 


close, 66. 

Week of February 18—Sales, 1,200; high, 66; low, 65 
close, 65%. 

The Wahi Company has placed the common stock on a 
basis of $6.00, instead of $4.00, which has been the custon 
Dividends will be payable monthly after May 1. Quarterly 
dividends of $1.50 will be paid April 1 to stock of record 
March 23. Dividends of fifty cents a month, payable May 
1, June 1 and July 1, have been declared, on stock of rec 


d, 
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A Real Leader for Filing Cabinet Sales 


SECURIFILE 


1301 
SECURIFILE 
with Filing Drawers open showing 
Progressive Steel Roller Suspension. 






Every territory has hundreds 
of prospective customers that 
never have been asked to buy 
Steel Filing Cabinets. 


This lucrative field can be 
made to produce scores of new 
accounts. 


Use the Security direct-by- 
mail selling campaign on Securi- 
files in your territory. It will 
help you get this business. 


Write for complete information 
on how to sell more Steel Filing 
Cabinets. 


Made in Letter and Legal Sizes, car- 
ried in stock in Green and Mahogany. 


Furnished with or without lock- 


ing device. 


STEEL EQUIPMENT CORPORATION 


NEW YORK, N. Y. 


AVENEL, NEW JERSEY 


NEWARK, N. J. BOSTON, MASS, 


Makers of the full line of Security Steel Office Furniture 
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THE = P= 
 LEDGERETTE 




















Biggest LooseLeaf Seller 
ofthe Year 

A Durable, Simple, Low Priced 

KEYLESS Ledger Outfit. 


Opens and Closes 
INSTANTLY. 








=~ = 
\ 






Easy to Insert 
No Keys to |, or Remove 
Turn. Lock 














Releases 
Instantly by | A Slight Pull 
Moving Expands } 
End Levers. 


Leaves 
















Metal Hinge 
Prevents 











































Shabbiness 
at the Point of Sh idk 
| Greatest Wear eets Litho- 
| Regular sche Elisa Sathed on 
Discounts Medium Weight | 
Paper With omplete 
to the Trade. Good: Writing | Outfits of a 
° and Erasing Binder, 200 
Duplicate Orders Surface. acre 







Index in two 
Popular Sizes 

NO. SIZE 
O¥% 


0-0107 
O0117 


Are Coming In from 
Satisfied Dealers and Users. 










Irving-Pitt Manufacturing Co. 


_ “CHICAGO KANSAS CITY NEW YORK 


i Stl a st 


—_ —_— ——_ 
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ord the twenty-second of the month preceding. The esti- 
mated net profits of $1,250,000 compare with $2,050,315 for 
1920, and $711,679 for 1919. 

It is estimated that the saving in taxes under the new 
revenue law will more than care for the increase in divi- 
dends. 

The Wahl Company—Preferred.* 

January 23 to February 18—High bid, 89; low bid, 91%. 
High asked, 96; low asked, 92. 

The quarterly dividend of 13% per cent on Wahl pre- 
ferred was voted January 26. 





House Organ Philosophy. 
\ good sport can lose without quitting —The Webster 
Way. 
* * x 
Work will win when wishing won’t.—The Hedman Sales 
Force. 
* * x 
Too many cooks spoil the delicatessen business.—The 
Hub Guide Post. 
x * x 
\ man is paid for what he knows, and he pays for that 
which he doesn’t know.—What Next (Dennison Manufac- 
turing Company). 


Trade Commission Acts on Pen Makers. 

The Federal Trade Commission has issued orders to 
cease and desist in the cases of several manufacturers of 
fountain pens. The practice complained of was boxing 
fountain pens with exaggerated prices shown on the labels, 
enabling dealers, peddlers and fakers to offer what ap- 
peared to be high priced pens at cut prices. The following 
manufacturers have been directed to discontinue the prac- 
tice, and to file a report showing in detail how the order 
has been obeyed. The figures indicate the docket numbers 

Marx Finstone, New York, N. Y.—No. 663; Karl Gug- 
genheim, Inc., New York, N. Y.—No. 672; Ed. Hahn, Chi- 
cago, lil—No. 673; Macfountain Pen & Novelty Com- 
pany, (Charles I. McNally) New York, N. Y.—No. 666; 
James Kelley, New York, N. Y.—No. 670; Levin Bros., 
Terre Haute, Ind.—No. 668; N. Shure Company, Chicago, 
ill.—No. 667: Shatkun & Kahn, New Y ork, N. ¥—WNo, 664: 
Standard Pen Company (Everett Jones), Evansville, 
Ind—No. 671; United States Novelty Company (Abra- 
ham Shatkun), New York, N. Y.—No. 665. 

These actions were initiated over a year ago. 


Office Managers’ Association Proceedings. 

The proceedings of the National Association of Office 
Managers, a report of the conference held at Buffalo, N. Y., 
in October, 1921, have been published by the association. 
Copies may be purchased for $1.00 each from the secre- 
tary, F. L. Rowland, Gilbert & Barker Manufacturing 
Company, Springfield, Mass. The book includes: “Office 
Administration for the United States Government,” by 
Herbert D. Brown; “Methods of Increasing Office Pro- 
duction Through Standardization,” by Merrill W. Osgood; 
“Keeping Readjusted,” by Geoffrey S. Childs; “Economies 
Effected Through a Study of Forms and Reports,” by C. 
M. Frederick; “Analyzing the Office Manager’s Job,” by 
Walter M. Stone; “A Program of Personnel Statistics,” by 
B. F. Young; “Office Improvement Work as Promoted by 
the B. F. Goodrich Company,” by Frank P. Hamon; 
“Planning for Plant Offices in a Large Industry,” by 
Henry Anson Piper. 


Root Manages Columbus Typewriter Company. 
George A. Root, a typewriter man of twenty-five years’ 
experience, has become manager of The Columbus Type- 
writer Company, 85 North High street, Columbus, Ohio. 
The business was started about five years ago by C. J. 
Dompka, and deals in re-manufactured typewriters, dis- 
tributing a number of typewriter accessories. A large 
volume of repair business is handled. 

Mr. Dompka has left the typewriter field and is now 
oe with one of the oldest business colleges in central 
Unio. 


Mutual Benefit Association at Woodstock. 
Employees of the Woodstock Typewriter Company have 
organized the Woodstock Typewriter Mutual Benefit As- 
sociation. Howard Rawson is president. Nearly two hun- 

dred members joined when the association was started. 











TO ENDURE 


Truck Cabinets 
An Office on Wheels 








MR. DEALER :—Not only should every bank 
use a Filing Cabinet Truck Outfit but Brokers, 
Insurance Companies, Bond Houses, Offices of 
Cold Storage Plants, in fact any office where 
many Valuable Contracts, Documents, Bonds, 
Stocks, Card Index Records or Record Books are 
needed at the elbow during the day and should 
be quickly moved into the vault at night. 
Are you overlooking any opportunities to sell? 


Ask for catalogue 9660. 


The Globe“Wernicke Co 


Cincinnati 
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5323 UU HOS Legality of Lead Pencil Signatures. 

(C3: 9 oa: Somer 

2839; You Don t Have to 7 Cising Precedent on the Use of the Lead 

TOE H, ST ; encil in Signing Documents. Prepared by 

I Uy - 2 RS =~ Legal wperemnent of the Northwestern 

TH y, \ anker, an rinted in that Publication. 

mera! GY give Sel VICE Copyright—Reprinted by Permission. 

ote %G \) — 

Hy 4 \ 

he Yy RS LEAD pencil is so often the most available instru 
‘oes “py. s ment ‘or writing. Many legal papers are written 
+ It’ I ° ™ and signed in pencil that may have to be tested for 
ssef s n Uu t their validity in the courts. This brings us to a considera- 
‘oss . 4 tion of the legal status of the lead pencil. 

pesee “4S Recently, an important case involving a valuable prop 
“sre! 6 erty hinged on the validity of a signature to a lease mad 
‘oes with a lead pencil. The owner had prepared the lease for 
Se eoe ° Saat a term of twenty years and requested that it be signed 
ad in Acme Staplers. They are sim with a lead pencil. For two years, he accepted the money 
oes! ple, and of few parts; amply strong for the rent, but thereafter declined rent. 





In the meantime, the renter had placed valuable im 








eos -ae i) hs Te 
id for any work within their range. Hd provements on the premises. The owner had conceived 
O23) We guarantee both our Stapling aye sth: idea that this lease was invalid, so brought an action 
Sa; Machines and Staples. ; a secure Possession. Among other things, he testific d 
Tt 1at he figured it was no good when he signed it. Phe 
(C23! court held that a signature to a lease in lead pencil is 
Th sufficient. In the opinion, it refers to the erroneous view, 
Od A St | entertained by many laymen, that a deed cannot be signed 
Bow cme ap ers with a lead pencil, but must be signed with pen and ink. 
TH An examination of the cases which have considered the 
een ‘ P : question discloses that, at least so far as transactions of 
(oes bring a continual stream of busi- private business are concerned, the fact that the signature 
a ness to the stationer who sells them. “ an instrument was made with a lead pencil will not 
Ot affect its validity. In one case, while admitting the genera 
et Not only for staples, but for all rule oe a signature to an instrument is sufficient if writ 
Spe . . ten with a pencil, it was held that where a voucher draft 
od other items in stock. Folks get required that the signature should be in ink, a signature 
OeAt the habit of coming to the store for at in lead pencil is insufficient. It was a requirement that 
tH all their office supply requirements. Hot could be rightfully made and insisted upon. 
f oes’ Law Recognizes Intent. 
caaae The law extends great indulgence to looseness and in- 
Hyd accuracy in writing necessary to the transaction of the 
ees! common business of life. Otherwise, the fair intention of 
onape the parties would frequently be defeated by their want of 
Rx acquaintance with the forms of business, and by the haste 
ees) in which such writings are often necessarily drawn and 
rH executed, at times and in places when and where the means 
Pexd¢ of making them in the best manner and with the best 
AE Os materials are not at hand. 
ert To write is to express our ideas by letters visible to the 
tye eye. The mode or manner of impressing these letters is 
ees no part of the substance or definition of writing \ pencil 
bea = pe! is an instrument with which we write without ink. The 
? Hy ancients understood alphabetic writing as well as we do, 
There are four sizes of Acme Staplers: ee me it is ae the wee of ig, a ge and y r igre aed 
2 om— Bp?! a long time unknown to them. n the days of Job, they 
Acme No. /, for heavy duty; capac- et wrote upon lead with an iron pen. 
ity, 100 staples. Acme No. ZZ for eee The ancients used to write upon hard substances, as 
ae : ve =p! stones. metals, ivory, and wood, with an iron instrument. 
general utility; capacity, 50 staples. td The next improvement was writing upon waxed tablets; 
Sure Shot, for every office job; ca- Beet until po — and — were adopted, when the 
. : : Teo 2=Souse of the calumus or reed was introduced. The common 
pacity, 100 staples. Midget Binder, id law has gone so far to regulate writing as to make it neces- 


for individual desk equipment, with Bett sary that a deed should be written on paper or parchment 
. ° : aeys and not on wood or stone. This was ior the sake of 
wide range of usefulness ; capacity, wanted durability and safety; and this is all the regulation that the 


100 staples. Meet = law has prescribed. 
"e—pr4 ‘ P 
DEALERS—You make good money Hood ¥ Public Usage and Convenience Govern. 
23} The instrument or the material by which the letters 


handling Acme Staplers. Write for pare Sesser to be impressed on paper or parchment has never yet 
ticulars. Thy been defined; this has been left to be governed by public 

u¥AF convenience and usage; and as far as questions have arisen 
F on this subject. the courts have, with great latitude and 


Acme Staple Co., Ltd. Ht liberality, left the parties to their own discretion. A lead 


e233 pencil is generally the most accessible and convenient in 
i> & 7 *,* . 
1643-47 Haddon Ave. Camden, N. J. HH} strument of writing on such occasions, and we see no good 
LONDON: Kado Company Tg reason why all memoranda written with a lead pencil 
CANADA: Ernest J. Scott & Co., 59 St. Peter B(MAE should be debarred. It would be attended with much in 


St., Montreal 
SCANDINAVIA & FINLAND: Foreign Trade 
& Export Co., 206 Broadway, New York 
HOLLAND: Richard Weiniger, Singel 276, 


convenience and afford more opportunities and temptation 
to parties to break faith with each other than by allowing 
the writing with a pencil to stand. It is no doubt very 





U sane EW q 
AUSTRALIA & NEW ZEALAND: _ Excelsior ty ; 
Supply Co., Ltd., Sydney, N.S. W. and THT much in use. , 
Wellington, N. Z. Panne: A general rule has been adopted by the courts that 
Were whenever a statute or usage requires a writing, it must 


be made on paper or parchment; but it is not necessary 
that it be in ink. It may be in pencil. This rule applies 
to contracts, in general, and also promissory notes. Con 
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Photos show Insurance Building, 
Architects: 


Olympia, Washington. 


Wilder & White, New York. 











Gold-Seal Battleship Li- 
noleum laid inthis build- 
ing by W. L. Davis &@ 





— ; oa 


“a 





Quiet, Durable, Attractive Office Floors pasta 


Gold-Seal Battleship Linoleum provides 
the new Insurance Building in Olympia, 
Washington, with permanent floors— 
durable, quiet, comfortable to walk on, 
and pleasing to the eye. 


Seams are practically invisible; the sur- 
face is easily cleaned and kept in con- 
dition. Floors of this material never 
require re-finishing nor elaborate care. 
It is made in 3 colors, seal-brown, moss- 
green, and terra cotta. 


The cork body of Gold-Seal Battleship 
Linoleum produces an elastic, resilient 
surface that deadens the sound of foot- 
steps and other office noises. Manu- 
factured in strict accordance with the 
rigid U. S. Navy Specifications for 





linoleum to be used on the decks of U. S. 
battleships, Go/d-Seal Battleship Lino- 
leum lasts indefinitely on business floors. 


It is not only made with craftsmanlike 
care, of the finest quality materials, but 
it is absolutely warranted by our Gold 
Seal pledge, “Satisfaction Guaranteed 
or Your Money Back.” 


Gold-Seal Cork Carpet 


Where perfect quiet is desired, we recommend 
Gold-Seal Cork Carpet, a durable, cushion-like 
floor-covering that is as silent underfoot as a 
heavy woven carpet. Made in brown, green 
and terra cotta—6 beautiful shades in all. 


CoNGOLEUM COMPANY 
INCORPORATED 
Philadelphia New York Chicago _ San Francisco 
Boston Minneapolis Kansas City 
Pittsburgh Adlanta Montreal 





On every roll of 
Gold-Seal Battleship 
Linoleum will be 
found our Gold Seal 
bearing this definite 
pledge—‘*‘ Satisfac- 
tion guaranteed or 
your money back.’’ 











GOLD SEAL 
Battleship Linoleum 


(THE FAMOUS FARR & BAILEY BRAND) 


Made According to U.S.Navy Standard 
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TYPEWRITERS 


FACTORY REBUILT 
RENTAL GRADE 
















A 


DO 
ROUGH SMALL 
YOU ORDER 
SEND LET US SEND YOU OR A 
OUR LATEST PRICE LIST LARGE 
US YOUR ONE FOR 





™ RUBBER 
|COVERS 


4] Has equal attention. 
“| We manufacture all 
i kinds, sizes and 

§i shapes. Ask for sam- 
aii ple and prices. 


PLATENS? 
. — 
HOUR ges fo 
SERVICE |RRegeec easton 















<s S55 C5e Bee See See The 
AND |{<dhiibcaetaiae oe . 
wee | Typewriter 
17 SERVICE eee, 
Has no equal. 
STATI O NS Simple and efficient. 
Swings at any height. 
IN THE Movement of top and 










arm easily adjusted. 


HOME 


OF THE 
American 
Writing Machine Co. 


LIGHT, AIRY FACTORY AND OFFICES 
WHERE THE WORKING CONDITIONS ARE IDEAL 


LOCATED AT 


449.455 Central Ave., Newark, N. J., U.S. A. 


NO LOCK NECESSARY 


Finished in Oak 
and Mahogany. 


U.S. TO 
SERVE 


Iron Work 






japanned. 


Write for 
prices. 
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sequently, it can be said that a writing in pencil is equiva- 
lent and tantamount to a writing in ink. The facility with 
which a writing in pencil may be altered and effaced pre- 
vents many individuals from signing documents with a lead 
pencil. The imperfection of this mode of writing, its be- 
ing so subject to obliteration, and the impossibility of prov- 
ing it when it is obliterated, will prevent its being generally 
adopted. 

“However,” comments the court in a Pennsylvania case, 
“no prudent scrivener will write a will in pencil unless 
under extreme circumstances. Whenever so written, any 
appearance of alteration should be carefully scrutinized. 
Yet, inasmuch as the statute is silent on the question, we 
cannot say that the mere fact that it is written or signed 
in pencil thereby makes it invalid. It is nevertheless a 
writing known and acknowledged as such by the _authori- 
ties, and fulfills the requirements of the statute.” 


But it should be noted that, in case of a signature re- 
quired by law to be made by a public officer, signatures 
with lead pencil have generally been held to be insufficient. 


Economic Conditions Determine Prices. 


Charges that the American merchant is profiteering were 
answered at New York by Alvin E. Dodd, manager of the 
domestic distribution department of the Chamber of Com- 
merce of the United States, speaking before the National 
Association of Shoe Manufacturers. 

“Prices in general,” said Mr. Dodd, “are not fixed by 
intention, but rise and fall in obedience to the state of the 
economic tide. The price movements of 1861-1865 match 
those of the 1812 period and the 1917-1921 movement is 
substantially the same as the others in the height of the 
rise and in the rate of the fall. Could any intelligent man 
be found to deny the significance of these facts; to believe 
that these facts were arranged beforehand by some col- 
lusion of merchants which was able to control the prices 
to be asked and paid during three periods separated from 
each other by about a half a century of time. 

“Graphs show the same general rise and fall of prices 
in raw materials, in manufacturers’ prices and in those of 
wholesale and retail. There is a drag usually in each suc- 
ceeding stage from the raw material down to the price to 
the consumer, who is the last ordinarily to feel the effects 
of conditions that influence prices. 

“Probably business today, instead of being controlled, 
in a state of confusion worse than ever before in the his- 
tory of mankind and it has been evolved from conditions 
of the past seven years which were the worst that man has 
faced since he began wearing woven clothing. What we 
need more than anything else right now is the united effort 
of all forces—of all men—for the re habilitation of business 
and the return of mutual confidence. This is not to be 
accomplished by irresponsible charges of profiteering 
based on ignorance of the economic laws to which busi- 
ness and commerce are obedient. 

“We know today that one of the most difficult opera- 
tions for an individual or group to undertake is to corner 
the market—let us say in wheat. Yet this is mere child’s 
play compared with the effort which would be required in 
order that wholesalers or retailers should combine suc- 
cessfully to maintain high prices for the commodities in 
which they deal. A knowledge of business facts—quan- 
tities produced, quantities in stock, quantities consumed 
and the various prices through the succeeding steps of dis- 
tribution are as necessary to the uninterrupted prosperity 
of the United States as is the knowledge to an automo- 
bilist that a train is approaching a crossing which he 
wishes to traverse. Given a knowledge of these factors 
and we shall work out very soon formulas so simple, so 
certain that any business man will be able to understand 
them and be guided by them. There is no doubt in my 
mind, and I do not suppose there to be any doubt in your 
minds, that if we had known what the supply of shoes in 
stock was in the summer of 1919 there would have been 
no collapse such as took place in the leather and shoe 
markets. It is the same with regard to wool and its prod- 
ucts; it is nearly the same with regard to other materials. 

“Always there will be speculation, but speculation is 
based upon guesses and exact knowledge is its greatest 
enemy. Given this knowledge of production and prices 
and you may trust the American business man to guide 
himself successfully through any conditions which he may 
meet in the future. Without this knowledge we must have 
disturbances in every branch of commerce from the high- 
est forms of finance through every agency of production, 
of transportation, of manufacturing and of distribution.” 
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Mail in the 
coupon today 








We Want You to Try 
A Different Stylo 


IFFERENT, be- 
ed Cause it breathes 
——=—=—/ like a human be- 
ing and cannot clog or 
flood like the average ink 
pencil. And we want you 
dealers to try it, without 
the slightest obligation, 
because it’s one pen you 
ought to be selling—a 
self-filling, self-starting 
speed demon that satis- 
fies—the really good 
stylo your customers 
have been waiting for. 


B. B. ‘STYLO COMPANY, Inc. 
848 Dekalb Ave. Brooklyn, N. Y. 





B. B. STYLO CO., Ince., 
848 Dekalb Ave., Brooklyn, N. ¥. 


Gentlemen: 


Very truly, 


(3) Terrrriri Tritt 





ADDRESS... wn cece cceccccecesscess 


If you’ve got = really good stylo that will de the 
things you say it will, we'd like to look it over. 

You may send us se sample, and if we do net like 
it we are to have the privilege of returning i. You 
may also outline your dealer plan by mail, 


FIRM NAME. ... .....-eeeceeees oereceseceecessoos 
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| sm May Foreign Trade Convention at Philadelphia. 
R I Lvs @) | L) | | () N | 7 | N ( v “The Financing and Expanding of Our Foreign Trade” 
oS & 4 A ~Ai J aang Brews ye a gee of the ninth National Foreign 
_ C} , 4 rade Council, which meets May 10-i2 at Philadelphia. The 
PRESENT-DAY METHODS call for this meeting, issued by James A. Farrell, ‘cndtedacn 
LCHING PEOPLI of the National Foreign Trade Council, says in part 
“Energetic efforts in the past year have been directed 
towards that restoration of stable economic conditions in 
international commerce, which must ‘be accomplished if 
the world is to return to normal activity and prosperity 
During the year the foreign trade and the domestic trade 
of all countries have suftered alike, although in varying 
degree in different countries. 


“The severe and prolonged decline in prices everywhere 
resulted inevitably in a slowing down of commerceand indus 
try, due to uncertainty as to ultimate values Che continued 


recession in prices and accompanying reductions in produc 
ing costs, has permitted a degree of competition for business 
in certain commodities in the world’s markets, while the 
approach of prices to pre-war levels, or to the cost of 
production, has stimulated renewed buying and substan 
tially increased the world’s buying power. 

“So far as the United States is concerned, the turn of the 
tide is apparently here, and despite the sharp decrease in 
values, the volume of our foreign trade is materially greater 
than before the war, and in many lines has increased not 
ably in recent months. In certain directions, however, the 














The address corde weed in the Aadress-Press meeting of foreign competition, reinforced by subnormal 
can be stenciled on t — pewriter you costs of production arising from depreciated currency 
good for 10,00 impressions and prints address continues an important question for discussion and solu 
es which cannot be distinguished from type- tion.” 

a tiny Address Cards are filed card- Se 

eer Life Story of John C. Wahl. 





The career of John C. Wahl, president of The Wahl 
Company, Chicago, was discussed briefly in the Chicago 
Herald and Examiner. The article was illustrated with a 
picture of Mr. Wahl in company with William Hal 


Thompson, mayor of Chicago. 

Mr. Wahl was born on a farm near Taylorville, Ill., in 
1876. During his school days spare time was devoted to 
the study of mechanics. His first position was in a bicycl 
factory at Peoria, Ill. Later he worked for the Burroughs 
Adding Machine Company when its plant was at St. Louis, 
Mo. After three years he joined the Universal Adding 
Machine Company. !n 1904 he invented the Wahl device 
for adding typewriters, marketing it through the Reming 
ton Typewriter Company. In 1920 his rights in the add 
ing mechanism were sold to the Remington Typewritet 
Company. 

The “Eversharp” pencil had been manufactured under 
contract and at one time it was brought to The Wahl 
Company to produce. An interest was purchased by The 
Wahl Company, and the manufacture and marketing put 


jE any tay he = hyd py A on a modern basis. In 1905 5,000 “Eversharp” pencils were 
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wasase 28 you wish and easily develop this list sold. In 1921 sales reached 6,000,000. The distribution ex 
until it covers every prospective customer. ' : 7 retive f iG . ies. 
Sears Roebuck & Company of Chicago use the tends to forty-five foreign countrie 
Address-Press on a list of 7.000.000 names. We ak ea | 
Hooven Patent in Court. 
Short cuts are not favored by the court of appeals, a ! 


cording to a decision by that court in reversing a finding 
by the common pleas court of Hamilton County. The de 
cision was in the suit of The National Automatic Type 
writer Company against The Hooven Automatic Type 
writer Corporation of this city, involving patent rights and 
stockholders. 

The court of appeals says in its decisions that motions, 
demurrers and counter motions of almost every kind al 
lowed by law were filed in the case at the first trial. “There 
was such a conglomerate lot of filings that it is next to 
impossible to determine any question on the record,” says 
the higher court decision. 

“From the evidence,” the higher court says, “the con 
clusion is that the contention of Sullivan, Schultz, Pence, 
Meyer and Mabel Pence is without merit, yet the judgment 
of the court can not be allowed to stand and the case is 























The Address-Press automatically transfers : ; 
= at ey — a Sone te ~4 reversed, with instructions that the trial be had according 
circulars,etc.,at a per minute. Uncle nate Ht Baad io) ‘ 

Sam's big army of Postmen are then ready to to law.”—Hamilton (Ohio) Journal. 

go to woes Soe you, Seeens yes es ea ke E Tri 

irect to the people you want to reach, for i é 4uropean irip. 

cent per call;—thus eliminating profit-killing N. C. R. Officials Ma eS pies, neral P er 
railroad fares, hotel bills and expensive sellin }. H. Barringer, first vice president and general manager 


crews. By far the quickest and most profitab and S nm. c¢ troller, of The National Cash Regis- 
fad pt pro: and S. C. Allyn, comptroller, o ona ms Ser, a 


we tt ter Company, sailed for Europe February /, nd — 
convention of all cash register managers in Europe. This 
will be held at Berlin. The sessions will take place in the 
Berlin factory of The Na- 











of ition. Send for Spectal Froposition industrial welfare hall of the rlin 

ey H E E | | I O T T —~ ) tional Cash Register Company. rhis has just been —_ 
oe oa a CQO. pleted, and will be dedicated by Mr. Barringer. After the 

140 ALBANY ST., CAMBRIDGE, MASS. convention Messrs. Barringer and Allyn will study busi- 

ness conditions in other European countries 
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The Dreadnaught 
ts the best buy on 
the market. 
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Here’s A Wedée That 
Will Pry "Em Open 


Think of being able to offer an “Allsteel” 
Filing Cabinet for the price of a medium 
grade wood file. 


Embodies those features of strength, 
utility and endurance for which Allsteel 
products are so famous. No matter 
how keen the competition, yours is a 
‘“‘knockout’’ when you quote this 
rugged ‘‘Allsteel’’ Dreadnaught File. 


Perhaps you have been looking for a 
standard line of well advertised files, 
safes and desks. 


Perhaps there is an opportunity to 
represent Allsteel in your community. 
Why not wire and get ‘‘the jump” with 
this business stimulator—The Dread- 
naught. 


The General Fireproofing Company 


Youngstown, Ohio 
Branches: New York Chicago Boston Washington Philadelphia Atlanta Seattle 
Dealers in all principal cities 





Office Furniture 
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VMN LULL 


 Meolgcre 


RENEWS THE OLD—PRESERVES THE NEW 
DESK TOPS AND PADS 


Just lay it on top of article without fastening. Your writing will look better and with 
more ease than ever before. Papers will stick where you put them while writing. 


These NEO-LEUM Desk Tops and Pads made from special prepared linoleum material 
make a beautiful writing surface; will lay perfectly flat and stay where you place them. 
This material has two good sides; made 
double % inch thick. Ordinary linoleum 
cannot be used for desk tops without ce- 
menting or fastening the linoleum to the 
top. It will turn up on the edges and buckle 
up. This NEO-LEUM made double thickness 
with fabric running thru center has resist- 
ance both ways and consequently lays per- 
fectly flat, giving you two good sides, some- 
thing entirely new on the market which can 
also be used on counters, tables, shelves, 
writing desks, artists’ drawing boards, game 
boards, etc., in Banks, Hotels, Cafeterias, 
Schools, Hospitals and in your homes. 
Tables in Tailoring Establishments and ev- 
ery line of commercial and professional 
business, all can find some use for this new 
NEO-LEUM material as a top or pad, which 
will overcome many present difficulties. Ink 
spots can be washed off with soap and water. 





HUTT 





- DEALERS: This NEO- 
: LEUM material will be 
sold to every retail 
merchant who handles 
office furniture, also 
merchants who may 
find use for this mate- 
rial on household fur- 
niture, such as Card 
Tables, Writing Desks, 
etc. We will gladly 
send you literature 
covering the _ entire 
proposition which may 
be had for the asking. SEE NEO-LEUM TOP ON THIS DESK 


THIS IS ONE OF OUR REGULAR EDITION DE LUXE DESKS. WE MANU- 
FACTURE A COMPLETE LINE OF THESE DESKS. ASK FOR CATALOGUE. 


TS 


THESE TWO CUTS ILLUSTRATE THE DESK TOP AND PAD. YOU SIMPLY 
LAY THIS NEO-LEUM MATERIAL ON ANY PIECE OF FURNITURE 
AND IT WILL STAY THERE 





Stands for 


Stands for 
Quality 


Quality ) : 
WAGEMAKER CO., Grand Rapids, Mich., U. S. A. 


IMISLTSUL LTD UGTA 





AS. ....,,,§- _——_ aa 
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The Parker Company Buys Badger Block. 

The Parker Company, Madison, Wis., has purchased the 
Badger block, of which it has been the ground floor tenant 
for ten years. It is located on the Capitol square, at 10-14 
South Carroll street, and is the only establishment han- 5 
dling a complete line of office equipment and supplies It all 
located in the eight city blocks which surround W on S actu y a 
sin’s state capitol. The second floor is now occupied by 
the company’s general office, and the furniture department. b W. 

Art Metal is handled and desirable lines of wooden office tt t B k t 
furniture. e er as e as e 
The street floor is occupied by the stationery department, 


with the print shop in the rear. An addition will be built ft 5 9 
at the South end, to house the printing outfit in a daylight a er . ears use 
plant. ; : 

The Parker Company was organized in 1902 as the 
Parker Educational Company. In 1912 the store in the 
3adger block was arranged, handling general office sup- 


plies under the name of the Capitol Printing Company. Honestly there doesn’t appear to 


The two interests were consolidated in 1920, taking the be any wear-out to these Vuz-Cor 
present name, The Parker Company. The officers are: : ; Tee 

Willard N. Parker, president and general manager; J. Waste Baskets. We know of 
Walter Strong, vice president and manager of the printing places where they have been in 


department; Miss Alma E. Weise, secretary-treasurer. 


constant use for twenty years. 





Joseph C. Wilson & Co. Opens at Topeka. 





= Joseph C. Wilson & Company has opened for business Thaw ace on Mel ~~ 

2 at 525 Kansas avenue, Topeka, Kans. The company has ley are as light as willow, yet 

= the agency for Northern Kansas for L. C. Smith & Bros. have solid sides and bottom, so 
[Typewriter Company, and is state representative for The ns ‘ : . 
Diebold Safe & Lock Company. A rebuilding and renting that torn-up papers and bits of 
business is carried on. Adding machines are also handled. odds and ends can’t fall through 


Joseph C. Wilson, the active head of the business, was 
agency manager for the Burroughs Adding Machine Com- 
pany for ten years. Prior to that connection he managed 
the Wilson Office Supply Company. Associated in the 


new company are W. T. Stinson, J. H. Carswell and J. R. 
Hartigan, all of whom had been formerly connected with 
the Burroughs Adding Machine Company. Mr. Stinson _— 
had been manager of the Topeka Typewriter Exchange for 
the past year. This business has been merged with Joseph 


C. Wilson & Company. 


Commercial Arbitration in Chicago. 

The Chicago Association of Commerce has a committee Guaranteed 5 Years 
on commercial arbitration. It serves to adjudicate differ- 
ences between buyer and seller, aiming to keep commer- 
cial transactions out of the courts. Rules have been 


and litter up the floor. 





formulated, and are before the various courts for approval. Display Vuz-Cor Baskets about 
Arbitrators have been appointed for the various lines of sc feeed Lies . . 
trade. F. P. Seymour (Horder’s, Inc.) is arbitrator for your store and in the window. 
= Subdivision No. 35—office appliances and equipment. Sub- Feature the 5-year guarantee. 
= division No. 38—Paper, Envelopes, stationery and office Pi Fae = . ; 
= supplies—has for arbitrators Eugene U. Kimbark (Paper You'll find that Vuz-Cors will sell 
= Mills Company), George Olmsted (J. W. Butler Paper themselves. 
Company), L. L. P. Sine (Messinger Paper Company). 
. . e - 
= Prosperity Ahead in 1922. [f you are one of the few dealers 
San Francisco Business, the weekly publication of the 3 . ry. 
San Francisco Chamber of Commerce, ran a questionnaire not handling Vut-Cor Waste 
on “What Business Lookouts Think of Conditions.” Fol- Baskets, write for our liberal 
ring i “xpressi LG st Si ‘rancisc any 
lowing is the expression of W. G. Huston, San Francisco proposition. 


manager of Mittag & Volger: 

“We find business to be exceptionally good on the 
Pacific coast, the year 1921 being our banner year. 

“Our sales exceeded ail previous years since we estab- 
lished the San Francisco office. 

“The sign of prosperity is ahead. Service, efficiency and 
hard work will show any firm an increase for 1922.” 











American 


Vulcanized Fibre Co. 


525 Equitable Building 
Wilmington Delaware 
Canadian ‘Distributors 
R. MacDougall Co., Ltd. 

468 King Street, West 
Toronto, Canada 


= 
= 
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Chicago Woodstock Reds vs. Greens. 

\ January sales contest by the city sales force of the 
Woodstock Typewriter Company, Chicago, IIl., was cele- 
brated by a dinner in the Stevens building restaurant 
February 9. The losers paid for the dinner. The contest 
was organized under Wallace Howard, elected captain 
of the “Reds,” and A. J. Redding, captain of the “Greens.” 
The contest was close, but there was sufficient difference 
between the riva! forces to give the Greens the honor of 
dining the Reds. The Greens issued a defi to the Reds 
covering the February sales. 





Minstrel Show at Worcester. 
A minstrel show was staged last month by the Women’s 
Relief Association of the Logan, Swift & Brigham division 
of the United States Envelope Company, Worcester, Mass. 
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Sales Have Had 
NO SLUMPS 


Contrary to the experience of other manufac- 
turers in nearly every line of industry, the 
Mutschler Brothers Company has had no 
slump in sales of its famous Samson Tables 
during the past period of general readjust- 
ment. This fact in itself speaks volumes for 
the desirability of the product from both the 
consumer and the retailer viewpoint. And not 
a small factor to this uninterrupted success| 
has been National Advertising. Samson 


Tables are 


NATIONALLY 
ADVERTISED 


continually 


to explain this success on 
of quality that has been 
maintained; on features of construc- 
tion that are unique and are strength 
attaining. But it should be borne 
in mind that all these dormant selling 
facts became public knowledge only 
through the agency of Samson Con- 
tinual National Advertising to the user 
of office furniture and through the 
Samson attractive proposition to deal- 
ers which induced dealers to push 
while this advertising pulled. Get all 
the facts for 1922. 


MUTSCHLER 
BROTHERS CO. 


Nappanee, Ind.,U.S.A. 
Makers of Good Tables Since 1896 


It is easy 
the basis 


Samson method of ‘‘In- 
terlock Reenforce- 
ment” secures for all 
Samson Table Tops a 
strength greatly in ex- 
cess of constructions 
used in other tables. 


Right-hand leg sections 
show weak leg construc- 
tion typical of ordinary 

legs built with 


legs resulting 
“taper-miter- 
joint-boxed"’ method of 
securing Samson uni- 
form thickness of stock.| 


wv 
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TRADE MARE 
aor CO. MAPPANEE.IND.. U 


a 


SAMSON 322 


The Samson line contains 
a score of business tables 
in all sizes and for all 
purposes from office boy to 
president. 
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Summarized Export Statistics. 


The monthly totals of exports of adding machines, cash 
registers, metal office furniture, ribbons and carbons and 
typewriters have been summarized below. These are fig- 
ures which have been printed monthly in these columns, 
showing the export outlets by countries. The figures are 
prepared by the Division of Statistics, Bureau of Foreign 
and Domestic Commerce, Washington, D. C. 


Adding and Calculating Machines. 
February. 1919, $515,392. August, 1920, $354,771. 
April, 1919, $418,494. September, 1920, $461 »025. 
May, 1919, $363,106. October, 1920, $1,074,471. 
June, 1919, $415,386. November, 1920, $950,799. 
July, 1919, $226,569. December, 1920, $769,160. 
August, 1919, $274,209. January, 1921, $696,322. 
September, 1919, $314.726. }repruary. 1921. $374,656 
October, 1919, $297,412. March 1921 $23] Q4] 
November, 1919, $208,087. April 1921. $224 (07 
December. 1919, $220,549. yyy '1921.'$205.914.. 
January. 1920, $398.205. June, 1921, $239,846. 
February, 1920, $252,225.  Juty’ 1921. $156,158. 
March, 1920, $536,313. ‘August, 1921, $106,878. 
April, 1920, $485,261. September, 1921, $90,776. 
May, 1920, $628,209. October, 1921, $110,383. 
June, 1920, $529,423. November, 1920, $101,152. 
July, 1920, $476,679. December, 1921, $115,758. 

Cash Registers and Parts. 

May, 1919—Registers, $311,530; parts, $26,212. 
June, 1919—Registers, $397,993; parts, $46,885. 
July, 1919—Registers, $265,489; parts, $29,965. 
August, 1919—Registers, $224,050; parts, $16,821 
September, 1919—Registers, $229,866; parts, $26,860 
October, 1919—Registers, $735,273; parts, $37,157. 
November, 1919—Registers, $504,999; parts, $26,192 
December, 1919—Registers, $302,046; parts, $30,702. 
January, 1920—Registers, $285,241; parts, $18.548. 
February, 1920—Registers, $520,146; parts, $20,087. 
March, 1920—Registers, $733,951; parts, $42,187. 
April, 1920—Registers, $268,695; parts, $31,611. 
May, 1920—Registers, $708,677; parts, $48,125. 
June, 1920—Registers, $413,560; parts, $74,566. 
July, 1920—Registers, $350,792; parts, $52,033. 
August, 1920—Registers, $462,384; parts, 24,069. 
September, 1920—Registers, $276,840; parts, $54,224. 
October, 1920—Registers, $231,590; parts, $37,238. 
November, 1920—Registers, $326,466; parts, $37,841. 
December, 1920—Registers, $514,278; parts, $28,921. 
January, 1921—Registers, $464,072; parts, $18,437. 
February, 1921—Registers, $403,737; parts, $26,775. 
March, 1921—Registers, $184,654; parts, $34,600. 
April, 1921—Registers, $235,641; parts, $27,890. 
May, 1921—Registers, $169,553; parts, $28,344. 
June, 1921—Registers, $165,644; parts, $37,613. 
July, 1921—Registers, $97,819; parts, $35,503. 
August, 1921—Registers, $107,165; parts, $12,383. 
September, 1921—Registers, $137,621; parts, $16,061. 


October, 1921—Registers, $156,851; parts, $16,728. 
November, 1921—Registers, $137,395; parts, $23,190. 
December, 1921—Registers, $272,017; parts, $39,609. 


Metal Office Furniture. 
April, 1919, $43,254. August, 1920—$123,767. 
May, 1919, $66,840. September, 1920—$183,376. 
June, 1919, $90,873. October, 1920—$300,842. 
July, 1919, $50,651. November, 1920, $267,125. 
August, 1919, $66,068. December, 1920, $281,368. 
September, 1919, $86,313. January, 1921, $326,580. 
October, 1919, $87,458. February, 1921, $199,393. 
November, 1919, $103,373. March, 1921, $96,004. 
December, 1919, $107,939 April, SI, SOUL 2% 
January, 1920, $111,677. a cat Tal eee 
February, 1920—$91,635. July. 1921, $06.821, 
March, 1920—$104,926. August "1921 $57 501. 
April, 1920—$126,089. September, 1921, $78,448 
May, 1920—$228,011. October, 1921. $95,209. 
June, 1920—$136,742. November, 1921, $62,796. 
July, 1920—$160,276. 


EA 
December, 1921, 


$ 
$78,347. 
Ribbons and Carbons. 


May, 1919—Carbons, $67,776; ribbons, $70,887. 
June, 1919—Carbons, $107,816; ribbons, $81,677. 
July, 1919—Carbons, $67,114; ribbons, $53,120. 
August, 1919—Carbons, $80,949; ribbons, $55,344. 
September, 1919—Carbons, $55,506; ribbons, $65,927. 
October, 1919—Carbons, $99,793; ribbons, $69,755. 
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| 
WHEN A MAN BUYS A QUALITY ARTICLE 
HE FEELS GOOD EVERY TIME HE USES 
| Fac = IT, AND HE THINKS ABOUT THE QUAL- 
——— ITY LONG AFTER FORGETTING THE 
—_—_———— 7 PRICE. 
neex cine tem 
ALL COLORS 3 Quality B| 0) Service ] ao 
|] RULINGS SEVERAL COLORS 
|| QUALITIES TWO GRADES 
| ro) e . PLAIN or CELLULOIDED 
HIGHLY APPRECIATED SERVICE WHICH > 
iG HAS BECOME NATIONALLY RECOGNIZED Mates 
| IS A SERVICE OF WHICH WE ARE | 
| Pe JUSTLY PROUD. 
| BICCO LINE IS ONE BY WHICH LIVE 
ones STATIONERS ARE DERIVING HANDSOME NEA gat a 
a aa Pawar ssS. | MANILA or PRESSBOARD 
|| SQUARE. CUT or TABBED SEND FOR OUR COMPLETE PRICE LIST PLAIN or CELLULOIDED 
WE ARE MANUFACTURERS OF A COMPLETE LINE OF FILING AND LOOSE LEAF SUPPLIES 
BOSTON - - - - - - MASSACHUSETTS 
"4 
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November, 1919—Carbons, $62,523; ribbons, $64,097. 
December, 1919—Carbons, $46,490; ribbons, $60,621. 
January, 1920—Carbons, $61,448; ribbons, $57,526. 
February, 1920—Carbons, $61,958; ribbons, $94,351. 
March, 1920—Carbons, $105,930; ribbons, $92,935. 
April, 1920—Carbons, $70,507; ribbons, $90,681. 
May, 1920—Carbons, $103,923; ribbons, $88,141. 
June, 1920—Carbons, $108,991; ribbons, $86,534. 
July, 1920—Carbons, $88,899; ribbons, $53,544. 
August, 1920—Carbons, $69,131; ribbons, $69,480. 
September, 1920—Carbons, $79,537; ribbons, $55,463. 
October, 1920—Carbons, $95,044; ribbons, $70,618. 
November, 1920,—Carbons, $96,586; ribbons, $63,963. 
December, 1920—Carbons, $84,164; ribbons, $76,506. 
January, 1921—Carbons, $93,865; ribbons, $78,277. 
February, 1921—Carbons, $69,219; ribbons, $53,424. 
March, 1921—Carbons, $37,343; ribbons, $29,694. 
April, 1921—Carbons, $33,379; ribbons, $44,921. 

May, 1921—Carbons, $38,884; ribbons, $32,618. 
June, 1921—Carbons, $31,305; ribbons, $43,073. 

July, 1921—Carbons, $26,247; ribbons, $27,909. 
August, 1921—Carbons, $23,842; ribbons, $18,050. 
September, 1921—Carbons, $39,943; ribbons, $24,767. 
October, 1921—Carbons, $28,564; ribbons, $29,657. 
November, 1921—Carbons, $28,421; ribbons, $24,061. 
December, 1921—Carbons, $45,397; ribbons, $39,786. 


Typewriters. 


May, 1919, $1,385,046. 
June, 1919, $1,888,022. 
July, 1919, $1,517,358. 
August, 1919, $1,418,442. 


September, 1919, $1,558,668. 


October, 1919, $1,494,840. 


November, 1919, $1,258,395. 


December, 1919, $1,627,716. 
January, 1920, $1,421,954. 


February, 1920—$1,803,026. 


March, 1920—$2,632,350. 


September, 1920—$1,449,084 
October, 1920—$1,919,65C 
December, 1920, $2,392,174. 
January, 1921, $2,784,637. 
February, 1921, $1,911,315. 
March, 1921, $1,058,875. 
April, 1921, $727,374. 

May, 1921, $757,192. 

June, 1921, $728,797. 

July, 1921, $726,756. 
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April, 1920—$2,400,505. 
May, 1920—$3,440,783. 
June, 1920—$2,482,225 


August, 1921, $551,977. 
September, 1921, $518,268 
October, 1921, $956,240. 
July, 1920—$1,816,358. November, 1921, $842,904. 
August, 1920—$1,624,237. December, 1921, $872,061. 
These figures cover an extended period, showing Amer- 
ican overseas trade in office equipment, appliances and 
supplies at their zenith, and their response to the trade 
apathy of 1921. A wholesome increase is visible in sev- 
eral instances, showing that the bettered feeling in do- 
mestic circles reflects itself in export selling. 
It is notable that the increases are in fields where 
American manufacturers have been active in strengthen- 
ing their selling organizations. 


Departmental Committees of Chicago Commerce. 
Department committees of the Chicago Association of 
Commerce have been appointed for 1922. The office ap- 
pliance field has several representatives on the committee 
of national advertisers: R. N. Fellows (Addressograph 
Company), vice chairman; W. B. Stewart, Jr. (The Oliver 
Typewriter Company), Stanley H. Twist (Ditto, Inc.). 


Desk and Safe Concern Opens at Long Beach. 

The Coast Desk & Safe Company, Inc., has opened at 
136 Locust avenue, Long Beach, Calif. The company 
handles Safe-Cabinets, heavy safes, steel and wood filing 
cabinets, wooden desks and chairs, vault doors, trucks and 
equipment. W. B. Cannon is manager; C. A. Cottrell, 
secretary. 


C. F. Cody Co. Takes Over Dubuque Concern. 

The stock and equipment of the Dubuque Office Equip- 
ment, Dubuque, Iowa, was taken over February 1 by the 
C. F. Cody Company, comprising Cliff Cody and Robert 
Byer. It is planned to add safes and adding machines to 
the lines heretofore carried. 


Ault & Wiborg Buy Jersey City Plant. 


The Ault & Wiborg Company, Cincinnati, Ohio, has 
bought a group of factory buildings at Jersey City, N. J. 
They will produce printing inks and news inks in the plant. 
The manufacture of ribbons and carbons will be carried on 
at Cincinnati, as in the past. 





Luck plays with dice, fate with laws.—The Peptimist 











Chair Value 


The actual value of office chairs 
is measured by results. Mil- 
waukee chairs, made from the 
best of material and handsomely 
finished, supply that complete 
and enduring service which 
identifies the line as office fur- 
niture of the highest caliber. 
Made the finer way, they are 
an expression of inherent char- 
acter in chairs—the indication 
of superior value. 


Have you the Milwaukee catalog? 


TRADE 





MILWAUKEE CHAIR C®? 


FOR OVER HALF A CENTURY 


MAKERS OF FINE CHAIRS 


MILWAUKEE 


CHICAGO NEW YORK SEATTLE MINNEAPOLIS 
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Adding the One-Drawer 
Sectional to your Line, adds Pro- 
fits to your Monthly Statements! 


IG possibilities for profit in this 

file. Each section a handsome, 

efficient filing unit in itself. 

Assembles into 2, 3 or 4 draw- 
er letter file as needs expand. For 
big businesses, little businesses and 
for the man who works at home, 
too. No limits to outlets with this 
economical file. 

Write for details and discounts 


THE VAN DORN IRON WORKS CO. 
Mastercraftsmanship-in-Steel 


New York Chicago Cleveland Washington Detroit 
Pittsburgh Philadelphia 
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TO ENDURE 


SAFEGUARD SYSTEM 


of Indexing. 


Quick and Sure 


is the finding of letters filed by the Globe-Wernicke 
Safegua'rd Method—comprehensive, efficient, 
simple, and'adapted to any business or profession. 


Globe- 
Wernicke 
Safeguard 
Filing System 
will solve your customers filing problems. Your 
customers will thank you and appreciate your 
selling them the Safeguard System. It is as simple 


as it is efficient. Write for printed circular 
No. 10-A concerning it. 


Fhe Globe“Wernicke Co. 


Cincinnati 
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December Exports of Typewriters. 
United States exports of typewriters (including book- 


keeping machines) by countries, during 


December, 1921. 


By the Division of Statistics, Department of Commerce: 


Countries. 

ERS. ovens’ os $ 17,275 
er 25,168 
Czechoslovakia ... 2,725 
NE, ee vga e 6 3,969 
PEED So vets cue oe 1,646 
OS ge ee 7,182 
OS ee 146,412 
= ae 2,442 
Ee 

OS Ea ee 67,513 
OS Ee eee 492 
Malta, Gozo, etc.... 150 
Lithuania ......... 120 
Netherlands ....... 10,563 
DW das kc ce oss 371 
Poland and Danzig. 85 
DS dak coy'ew © 323 
Russia in Europe... 150 
"re ae 36,531 
OE ae 10,810 
Switzerland ....... 13,090 
Turkey in Europe. 539 
OS re ie 157,583 
NS EP rere 50 
Oe Aaa 445 
British Honduras.. 460 
eS 52,893 
ee eae 729 
Guatemala ........ 1,432 
i 1,008 
Nicaragua ......... 837 
i ss ware « 2,075 
gk. 485 
OEE SE eee 33,057 
Newfoundland, etc.. 346 
0 eae 1,068 
Trinidad & Tobago 717 
0 A Or Sa ae 3,260 
Virgin Isl. of U. S. 126 


Countries. 
Dutch West Indies 
ie aa ee a 
Dominican Republic 
Argentina 
Le 
0 a 
Colombia .... 
Ecuador ip 
Dutch Guiana...... 
ree 
ae 
Venezuela .... 
> |e 
ee 
British India... 
Straits Settlements. 
Other Brit. E. Ind. 
Dutch East Indies.. 
French Indo-China. 
Hongkong 
rrr aa 
Palestine & Syria.. 
ae 
Australia 
New Zealand 
Other Oceania... 
Philippine Islands.. 
Belgian Kongo 
British West Africa 
grit. South Africa. 
Canary Islands 
French Africa. 
Liberia 
Morocco - 
Spanish Africa 
Egypt .... apn 
Other Brit. W. Ind. 


Total 


Shipments to Non-contiguous Territories. 


DE ee caucs «scale 865 
OO FEES ee 6,425 


Porto Ric De 


.$ 100 


84 

60 
37,716 
4,053 
3,424 
5,359 
110 
215 
497 
8,738 
4,937 
10,424 
124 
65,910 
4,838 
2,360 
20,960 
1,204 
2,240 
19,563 
35 

350 
32,114 
1,219 
100 
4,473 
1,408 
275 
3,298 
209 
15,695 
400 
1,500 
150 
12,531 
461 


. . $872,061 


..$ 14,252 


December Exports of Cash Registers and Parts. 
United States exports of cash registers and parts, during 


December, 1921. 
of Commerce: 


Countries. 
Belgium 
Denmark 
OB A ee 
eS are Rie peecene 
ME 
SN ge ele 
MINER Docs ep ads.s 6s so 0.00 
OE ee Se eee 
Switzerland 
England aks ce oe 
LIE Ee 
British Honduras....... 
NS OLE sate 
I eo oc be bhs8 << 0ku 
NG FB esc wae yoga id 
eee 
Newfoundland and Labrador 
OO reer e 
NS 
IN in a. Say o.0 & 6 00 
ON RS ie See Seed 
RN tes 8h gate dia a: diets x0 ets 
I i ee a aed 
2 Peer er eee 
British India....... eae 
Dutch East Indies.......... 
ES Sea 
Australia Pata w xs Shak 
NT; ENG. on bw s 419 wks 
3ritish South Africa........ 
French Africa...... 


gn eee 


3y the division of Statistics, De p 





Cash 
Number. Registers | 
s 171 
20 6,485 
21 8,185 
121 21,217 
11 3,447 
38 8,081 
9 1,687 
778 106.513 
1 90 
1 39 
60 3,119 
5 1,624 
66 1.300 
43 8.683 
2 987 
2 255 
17 2,781 
7 1,958 
1 281 
4 1.067 
3 913 
11 1,877 
2 912 
36 2,990 
251 37,143 
141 47 352 
20 1,890 
2 970 
1,614 $272,017 


artment 


arts of 
$ 8 
113 
S04 
1,096 
4.046 
184 


$39,609 


Bio 
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From an Account 
of Disbursements 
of the Athenian State, 
418-415 B.C. (Original 
in British Museum) 


Accounts ni Seas 
Chiseled in Stone a i” ee 


In ancient Greece, the public accounts were engraved 
on marble tablets and put up where all the people could 
read them. These accounts were signed by such historic 
names as Aristides, Lysias, and Lycurgus. 

Today the accounts of nations, cities, and great business 
organizations are prepared with the aid of Loose Leaf 
Books and Loose Leaf methods. 

Have you shown your customers how they can increase 
the efficiency and economy of their accounting depart- 
ments by the use of the easily-operated, time-saving 
devices which are to be found in the National Loose Leaf 
line? oon, fomome Greek ctatoumen ond ene war 

National Ring Binders, for instance, are indispensable bani. Byrnes: ae ee 
for the work of collating sales data, factory records, sen ge ee 
payroll figures, cost statistics. These binders are strongly give to your customers? If not, write 
constructed, and the locking mechanism is such that wo toler iy See 
while a slight pressure opens or closes the rings, they 





COPED Ore eres 
hs neae cen 


° > 


: . Ledgers 
are securely held against accidental release. ey Wiad 
And you are able to offer sheets of many different sizes Price Books 
and rulings. Show your customers National Series 6401 Ring Binders 
and 6501. Columnar Sheets 
“The Right Book to Write In’’ Commercial Forms 


Memorandum Books 
Students’ Note-Books 








Loose Leaf and Bound Books 
NATIONAL BLANK BOOK COMPANY 


113 Riverside Holyoke, Massachusetts 
© 1922, National Blank Book Co. 
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A strong feature in the complete line of Macey steel and 
wood files are the Counterheights. In the steel (illustrated) 
costly end panels are not required. The 5-inch sanitary 
legs are supplied without extra charge. This line, includ- 
ing legs, does not exceed the standard 42-inch height for 
counters. Tops are green battleship linoleum, brass 
bound. Note variety of units which can be combined 





Substantial, moderately priced and of quick-selling popular 
designs, Macey office and stenographic desks are extremely 
profitable to handle. Exclusive offerings include a patented 
Macey stenographic desk which eliminates knee-bumping, 
is vibrationless, has a 100% stronger top, operates without 
weights or springs and always holds the machine level 


Write for the latest Macey catalog and prices. The Authorized Macey 
Dealership is a franchise of rapidly increasing value. Particulars on request 


THE CE LINE 


Steel Files, Wood Files, Filing Supplies, Steei Safes, Office 
Desks, Matched Office Suites, Sectional Bookcases 


THE MACEY COMPANY, Grand Rapids, «Mich. 
Made in Canada at Woodstock, Ont. European Office at London 
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December Exports of Adders-Calculators. 

United States exports of adding and calculating ma- 

chines, by countries, during December, 1921. By the Di- 


vision of Statistics, Department of Commerce: 
Countries. Number. 


Belgium ...... re rot oe ee 22 $ 6,871 
Czechoslovakia aaa ‘ 3 554 
RI. Sita ena a -« bald oo ale 4 770 
France ete a ie Rt Dik HEE in Oe 133 24,577 
NE \eiaré.:6:a noose ea eae ene 3 1,254 
PPT e reer ee 28h eae ; 15 4,024 
Netherlands ee ee 25 5,337 
PET PCT Fe re Pee ee 14 1,735 
Switzerland 4 480 
NE ea. sn ntl o.v ng Rie anes eas 142 21,847 
Bermuda ‘4 ae ve ] 245 
POMRGR ccc si tdabes, Cheah oue a oe eee 10,648 
Ore Teer ee eee nse k 293 
SD cs cawalad awd cl Beee Can ete 60 11,757 
TT eee Te ee 2 425 
0 SO, ee er Pre ee Pe we 34 4.035 
SA Torok dS. Ga a doe Sr ae l 14 
oss v su tanec eae 23 3,220 
Brazil pee 12 1818 
I as wanes Gag mead Oe eee ee 2 355 
Colombia ... Pe Te ne bp aor Ghie ease Tee's 1 353 
TE a oin Bt hue new nee ace 4 555 
NR ess wae ata 0a sata 78 2,057 
China wins ead dea’ tiga ces 1] 1,975 
OS TR ee eee eee 16 3,052 
Dutch East Indies............. ] 405 
Japan Pe ee ere ee ee ene ] 100 
Australia aa Pere & 3,780 
OG ee roe a 2,035 
Philippine Islands tod atte dk dag ae 1,187 

; ae PP Re at pre ... 873 $115,758 


Shipments to Non-contiguous Territories. 
Countries. Number. 
OS ae 3 1,47 

Porto Rico...... 10 1,571 


United States exports of metal office furniture by coun- 
tries during December, 1921. By the Division of Statis- 
tics, Department of Commerce: 
Argentina 





Azores & Madeira Is.$ 131 Argentina .........§ 2,55. 
Belgium ....... 25 NER. -<.ns orbdbakede 21 
Denmark .... 270 EOE: ies xskvobater 140 
France ...... 440 Chile wee sébeeunekw ae 
ee ; 150 Colombia ...... <>» 
Netherlands ...... 602 yo ae Sah saa 293 
See ae i | eee eee 195 
Sweden ...... 169 Venezuela ......... 1,606 
Switzerland ... 190 i a ee a ak als a 1,612 
England .... 10,771 Kwantung, leas’d ter. 510 
Scotland ... ee 363 British India........ 197 
3ermuda ... 1,142 Dutch East Indies.. 7,055 
Canada . 17,623 Hongkong ...... 93 
Costa Rica..... ee | a mee 776 
Guatemala .. 180 Palestine & Syria 10 
Honduras ... Sie. PEPER o.oo ks" . 1,409 
OMS, ooo c ot ced S80 New Zealand..... 1,269 
Salvador ..... 20 French Oceania..... 6 
errr .- 1265 Philippine Islands... 533 
Jamaica ......... 138 Belgian Kongo..... 144 
Trinidad & Tobago 200 ~=British So. Africa.. 1,523 
Other. Brit. W. Ind 103 re 8 
eS eRe soon Oe yet .. ee 
RNS Dore ec ee 233 > 
ME sc avd eaaeen $78,347 


December Exports of Carbon Paper and Ribbon. 
_United States exports of carbon paper and typewriter 
ribbons by countries during December, 1921. By the Di- 
vision of Statistics, Department of Commerce 


Carbon Typewriter 


Countries. Paper. Ribbon. 
Belgium ‘Se Sek be $ 430 
Denmark Rk PL: 868 1,167 
Se FY eee 305 2.478 
Ro a cee ae ‘ 188 
Reale A PP oe ae 10 , 
Netherlands . wee 5 ee at 517 105 
sb gas. ead baa: 100 2,425 
EPs hy TON 3,239 sane 
ES Fa ee 1,155 1,390 


APPLIANCES 127 




















WE Want You 
SPECIALTY MEN 


Our organization and manufactur- 
ing facilities have grown to such an 
extent that we are now capable of 
extending our business into certain 
new territories. We want you to 
represent us in your own territory. 


The machines illustrated here take 
care of a part of the mechanical op- 
eration of the Lightning Mailing 
Systems. Prospects are astounded 
at the rapidity and accuracy of these 
machines, and a complete demon- 
stration sells. Veritable gluttons 
for work, designed and manufac- 
tured by experts, they naturally fit 
into any system. They carry an 
ironbound guarantee of mechanical 
perfection. 

Let us show you how to get your 
customers’ names on the dotted line. 
The sooner we hear from you, the 
better for both of us. Write on your 
letterhead, “Send particulars today.” 


THE BIRCHER CO. 


INCORPORATED 
ROCHESTER - NEW YORK 


IGHTNING 


LETTER OPENERS AND 
ENVELOPE SEALERS 
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For $30 Down You Can Get 
$$ $—q ae 


+25 ee 





MEMPHIS. TENN. 


It Will Print Like This 1% 


OLD MINT BUILDING 
= 37 &@ 39 NORTH SEVENTH STREET 
PHILADELPHIA 

















ete ek ae at Rests eo ee et eens te evens te ad et te tae be Permeme ot etint at Seet 


—at less than printers’ prices, for a cost that is as eee “DAILY OEPARTMENT CHARGE SLIP” ae | 
nothing as compared to the returns it brings. And one ; 
of the many hundreds examples of this is given by the Multigraph 
Division Manager at Scranton, Pa. 


“The John T. Porter Company had a large num- 


ber of jar rings lying on their shelves which were not 
moving. Mr. Porter compiled a list of about 500 names, most of 
which were located in territories reached by his salesmen occasion- 
ally, and sent out a special offer on these rings. The result of these 
500 postcards was the sale of $1,500.00 worth of jar rings—more 
than they had on their shelves, and it was necessary for them to 
re-order from the manufacturer so that they might take care of 
the demand. However, the thing that pleased Mr. Porter partic- 
ularly was that 80% of the orders were placed by customers on whom 
his salesmen had never called.” 


Mr. Whitehill of the Cleveland-Whitehill Com- 
pany, Newburg, N. Y., says: 

“‘We owe the steady increase in our business to 
the direct-mail advertising we are doing. With the Mul- 


tigraph we are able to pave the way for our salesmen’s calls and 
to keep the customers sold afterwards.” 


































































































Lf 
——PRREST_ LAUNDRY 








The two-roll Printing Ink Attach- wt te This Report ote passed to T 
ment permits the use of ink of any Daily Piece Work — 
cotor. 


























Pictured above, on Multigraph Users 
this page, is the New Mul- — Agencies_~—_—General Stores 
tigraph with the Printing Ink Bakers Grocers 


Attachment. This enables you to . . 
do all the simpler jobs speedily, Banks wes - 
cheaply, and easily. The Attach- Brokers Jewelers 
mens is readily put on or removed, Builders Laundries 
and its use gives you two machines : ass 
in one. Its price is but $35.00 Churches — 
This is the Muli additional. Clothiers Lodges 
esetter, 
ooiah makes #2 cary Dairies Cottons 
2st Se & CANADIAN PRICES Druggists Pac ers 
Prices in Canada:—$41.00 down; Dyers I ublishers 





total price $205.00. Printing * : . 
Ink Attachment $50.00. Electricians Schools, etc. 





, Bioe.v nF 2 2 
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the VEW MU/LTILRAPH 





F. P. CURTIS AND SONS 


THE LUCKY STORE 
euT.en Tern 
Decesber, 1980. 

Dear Petresr-- 


40 & credit business. o 
. ne aeetances Gill ee put e charge 
wnier ne ci ‘alike, There will be se exceptions. 


“The Lesty Store” etl) cease te 
Deginning Jeounry 2, 2992, fer anc entg, ont 
After at aate vo wale eur books. This policy 






And Typewrite Like This 








ecan, 


coare 





onONE waeeren ses ©. mere 
HUDSON BAY Furco 
mr age - South Main Se 
FUR REMODELING OUR ermcauty 
cont URS WOMEN'S 


SALT Lame crry. Bovember ist, 1919 






















Businesses of all kinds make profitable use of the Mul- 
tigraphed letter. 


The Maylender-Hughes Company, Authorized Ford 


Agents in Johnstown, N. Y., found that, on account of so 
many automobile owners laying up their cars during the winter, it was 
always a problem to keep repair men busy through those months, 


They sent out a Multigraphed Letter offering special 
prices on repairs for a certain number of months. The first 


batch of letters brought in enough business to keep their repair force 
busy for some time to come. 


THE OTT cess © === Retail stores particularly can get wonderful results 
_ en oe with this newly priced Multigraph. 

a B. Lodge and Company of Albany, New York, a con- 

cern that specializes in knit goods for women and children, 

es seaniy 00877 are using no other form of advertising except Multigraphed letters. 

oo ON ee te enone They have kept their entire force busy right along and the Multigraph 

5} oinne re aera and Direct-Mail Advertising are responsible for the volume of business 






they are doing. 









eamueservsene 


SOLE 
G Ss oanenas OFrces OF THE FACTORY 


Denver, Colorsée 


nee worth of businees bought and paid for 
ring the lieite of each caleedar eoeth pay pou 


This, of course, te & mietaker fapression, for 
orcers whether standing orders or othervice, are shipped 


T Ge indeed mighty gratified thet I ae able to 
the Shows change in the sethod of paying bonuses om your 
business for I as anxious for you te have every possible 
Tire business. 


corétells, 








Multigraph Uses 


Bulletins Memo Pads 
Circulars Mailing 
Credit Slips Cards 
Folders Notices 
Enclosures Post Cards 
Form Letters Sales Letters 
House Organs Stickers 
Shipping Tags 

Notices Wrappers 


Delivery Slips Collection 
Special Notices Letters 


The International Rubber Company 
GATES '444'¢ TIRES 


Be have Just ande quite @ change is the teres of our 
Bonus Plas beonuse of which you will be given the advantage of 
thie sooth’s business deginoing June firet. 

Hereafter your bonus wil) be figured on exactly 
amount purchased and paid for during each calendar month. 

Li sample, if $187.00 worth of Gates Ralf-Seles 
were bought and paid for ie June your bonus check would be for 
$1.07 tmetend of a $1.00 flat check as heretofore. A bones oo 


$262.00 would be 85.24 instend of $4.00, as heretofore, ete. 
Pith this plan ie effect 1% ts possible for you to 
2 


bonus returs, 


éurt 
which should be the weans of evraing you quite @ little extre 
prof woath 

A number of our dealers have apparently aieunderstood 
the states of standing orders, believing that ehes they place 
en order for 4 y Of Gutes Malf-Soles every two weeks, for 
instance, the placing of this order protests thew against price 
changes is the future. 


aariove 
age to enable you to anke the most owt of pour Gates Malf-Sele 


Tours very 
n. “THT ie! 5 
be thal Sales Manager Wastern Love. 






This is the New Multigraph, equipped 
for turning out typewritten letters, 
forms, etc. See list of suggestions below. 





















an 
forvaré 


announce 
feture 
advent- 









For $30.00 down you 


AMERICAN MULTIGRAPH SALES CO. 














get the New Multigraph, 1830 East 40th Street 
including the Multigraph Cleveland, Ohio 
I ¥ I would like to have someone show me 
Typesetter. Monthly pay the New Multigraph, and explain its possi- 
ments spread over a year until bilities in the. 
the total price of $150.00 has business. 
been paid. This is the lowest Name_ 
price at which the Multigraph has City__ ‘State 
ever sold, and is possible only be- 
cause of new and simplified design to Street_ OS. Aen. DMs 











meet the smallest needs of business. 
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HAS DAILY DOZENS OF USES FOR 


Ghe NEW IRVIN 


AUTOMATIC STAPLING MACHINES and STAPLES 


"THE manager, superintendent, purchasing 
agent, department heads, stenographers, 
clerks, and others need 

them for attaching instruc- 

tions, memorandums, re- 


About Staples 


New Irvin Staples are 
manufactured by a 
new process, are posi- 
tively uniform in both 
length and strip, are 
of great penetrability 
and will work per- 
fectly in New Irvin or 
any other well made 
machine of similar 
standard gauge. 


“To 
Gain . 
Greatest 
Efficiency” 


INSIST on NEW 


IRVIN STAPLES that 
blue 


come in boxes. 





Pro, 
eset, eae ne 
Tne, 









plies, follow-ups and hun- 
dreds of other uses vitally 
necessary in the managing 
of business. 


HE NEW IRVIN is the 

ONLY fastener that re- 
mains SHARP; therefore 
the only fastener that can- 
not clog, jam or miss be- 
eause of. dull cutting die. 
When the NEW IRVIN die 
begins to dull, it can be re- 
volved 1-6 turn to a new, 
sharp cutting edge. Thus 
the working efficiency is 6 
times that of another 
fastener now on the mar- 
ket. Consumers want last- 
ing,nota delicate appliance. 


HEY instantly bind 

from 2 to 50 sheets of 
ordinary paper and with 
the same movement auto- 
matically feed the next 
staple into place. Con- 
structed of steel, highly 
finished in nickel, they 
make a handsome as well 
as practical and serviceable 
addition to any desk. All 
machines have new im- 
proved patented features. 
DEALERS: Every business man is 
a prospective buver for these new 
and improved Stapling Machines. 
Lay in a stock, push them with 
vigor and your profits are bound 
to grow. 
Write today fer our Catalogue. 


Trade Prices, Attractive Display 
Cards and Particulars. 


ALEX. H. IRVIN COMPANY, Curwensville, Penna., U.S.A. 


New York Representative: George W. Oliver, 21 White St., New; York City 


Philadelphia Representative: Arthur E. Petersen, 939 Drexel Bldg., Phil'd’phia 


Chicago Representative: J. E. Sparrow, 223 West Madison St., Chicago 


Western Representatives: N. I 


. & K. W. Zeagiers, Colorado!tBldg., Denver 


Southern Representative: Norman Rauch, 240 E. 2nd St., Brooklyn, N. Y. 


Cable Address “IRVIN”, Western Union Telegraph Code 
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Eadie to Tour World. 


An extended tour of the world, to require about two 
years, is planned by Harold Eadie, who is familiar with 
the overseas field through previous contact. He plans 
leaving in May, taking in Hawaii, the Philippine Islands, 
China, Japan, Dutch East Indies, Straits Settlements, Aus- 
tralia, New Zealand and South Africa. Among the lines 
he will represent are the Union Ribbon & Carbon Com 
pany, Boorum & Pease, Sengbusch Self-Closing Inkstand 
Company, the American Pad & Paper Company and the 
National Papeterie Company. 


Celebrates Anniversary by Hitting Trail. 


George W. Lee, sales manager of the Todd Protecto 
graph Company, celebrated the ninth anniversary of his 
joining that organization by picking out some hard terri- 
tory and selling. He made a trip to Baltimore and did 
business in the good old way. Mr. Lee was accompanied 
by a new salesman. He found that the expanded line now 
available was of material help to the Todd salesman. As 
of yore, it took salesmanship to get business, but Mr. Lee 
found that business was available to salesmen who earn it 


Auction of Army Surplus Property. 


An auction sale of surplus Government property at 
Camp Funston, Kans., was held February 23. In a long 
list of military supplies were included Mimeographs, Bur 


roughs adding machines, Dalton adding machines, Neo- 
style, Protectograph, Stadia computers, swivel cffice 
chairs, cuspidors, desks—both office and field, duplicators, 
Shannon files, copy holders, stamping and stencil outfits, 


paper perforators, canvas pencil pockets, duplicator rolls 


rulers and a baling machine. 


C. W. Harris Now Chicago A & W Writing Ink 
Man. 

C. W. Harris has been appointed Chicago representativ« 
for the writing fluids made by The Ault & Wiborg Com 
pany, Cincinnati, Ohio. He succeeds Archie M. Crawford, 
who has joined the Wilson-Jones Loose Leaf Company. 
Mr. Harris had formerly been with the King Ink Company, 
Cincinnati. 
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An Insurance Policy Cannot Restore Business Records 
his Sell Your Customers This Protection 


'Tri- 


cto- 


bw: Sell that idea to your customers. Show your clients that they can and 
ene should protect property through insurance—but that papers, deeds, records, 
he stocks and bonds once gone are gone forever. , . i 
Lee _. The substantial Cary Cabinets are built especially to resist fire and thieves. 
- The Cary Cabinet walls and doors have an insulation, which is poured in liquid 
form between the frames. It dries into a rock hardness and becomes a part 
of the Cabinet itself, making the angle frame strong, durable and fire resisting 
without unnecessary weight. 
The locks, too, on these Cabinets are unusual. Protected by drill-proof plates 
at and a trigger device the locks make vain all efforts to force the spindle through. 
~ The action is automatic and the lock holds stubbornly. 
reed Vv 1 Cary Cabinets are uniformly strong. Extra thickness is given to the doors 
ne au ts sO that the lock mechanism is cared for without detracting from the fire resist- 
aon ’ ‘ ing strength. ia 2s : ‘ 
rns Cabinets Sell Cary Cabinets. hey are profit makers for you. Some desirable terri- 
niin : tory available fcr responsible dealers. 
2° CARY SAFE COMPANY 
Ink } Boxes Dept. 0-3 ‘“‘Growing Great Since Seventy-Eight’’ BUFFALO, N. ¥. 





‘Cable Address: “‘Carysafe’’—Western Union Code Five Letter Edition 
ici Twa wT 2 = _ LT 
om- i 


~ | CARY SAFES ‘Zhe Safe Investment” 
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Demand These Three Things of an 7 
Adding Machine : 


Ask for a Demonstration on Your Own Work i 
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Portable 447 . a provides the world. Ve 

. : . Ameng the better known firn n 
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$150 15 years old are today giving continuous International Harvester ( wo; 
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A Wales model for every business need—$150 and up. _ 

Write or phone the nearest Wales branch for a demonstrator. whc 

WALES ADDING MACHINE COMPANY, Wilkes-Barre, Pa. ah 

ae , " . - ' : ay 
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Retail Advertising Criticized. 


The general tenor of much of the present day retail 


advertising was severely criticized in a speech made by 


Alvin E. Dodd, manager of the domestic distribution 
department of the Chamber of Commerce of the United 
States, before a meeting of the Inter-State Merchants’ 
Council in February. 

“A large proportion of retail advertising,” said Mr. 
Dodd, “will not bear a critical examination; and it is 
definitely responsible for much of the distrust which the 
public is displaying toward the retail merchant.” 

Absurd claims and exaggerated statements made in ad- 
vertising, in the opinion of Mr. Dodd, are more responsible 
than high prices for any lack of confidence which the 
public may have in retailers. Investigations made by the 
domestic distribution department of the United States 
chamber, Mr. Dodd declared, show that retail prices of 
most commodities bear a logical relation to wholesale and 
manufacturers’ prices and to the prices of raw materials 
used to produce these goods. Prices charged by retail 
merchants, he said, appear to be moderate in a general 
sense and in economic proportion to underlying costs. 

Mr. Dodd reproduced by means of lantern slides the 
headings of more than a score of advertisements of sales 
by retail establishments in different cities. These ranged 
from the “half price” sale, and the “special discount” to 
the familiar “wonder” and “clean-up” events. 

One advertisement announced a “special reduction” sale. 
This class of advertising, said Mr. Dodd, has lost its force 
with the public, which has become so accustomed to its 
appearance and phraseology that the mind is not impressed 
at all by claims of special reductions. An assertion in an- 
other heading that “nearly everyone is talking about this 
wonderful price smashing event,” does not impress the 
buyer and detracts from the force of the advertisement. 

“Courtesy Week,” “After Inventory,” “February,” “Fri- 
day Clean-up” and other sales of this character mean little 
to the public, said Mr. Dodd, unless real values are offered. 

The speaker took occasion to denounce the practice of 
misbranding materials and articles in advertising, declar- 
ing that the customer, even if lured into a store discovers 
that he has been imposed upon. 

Advertising Must be Plausible. 

No reader of an advertisement, said Mr. Dodd, will be- 
lieve that a retailer will sell goods at a price representing 
one-half the value of the goods. The public, he said, on 
reading the advertisement setting forth such a claim, im- 
mediately puts the merchant down as a profiteer who has 
been charging twice too much for his goods or dismisses 
the statement as false on its face. This kind of advertis- 
ing, he said, induces the public to doubt even advertise- 
ments setting forth real values and real price reductions. 

Of the oft seen phrase, “Final Clearance,” in adver- 
tisements, Mr. Dodd said: “We should be interested to 
know if this final clearance isn’t a first cousin to the final 
appearance of a prima donna who reappears every season 
for thirty or forty years! The expression has become a 
joke in the theatrical world and should by this time be 
laughed out of the advertising vocabulary of the retail 
merchant. 

“In the older parts of the United States along the At- 
lantic coast,” said Mr. Dodd, “much advertising as is 
illustrated here would have been regarded as the work 
of a madman. If you will stop to consider the results 
of this advertising you will almost be persuaded to accept 
some such explanation of its source. In some respects the 
world has grown better and in some kinds of advertising 
there has been a distinct improvement in character. But 
the examples which you have seen are so common as to 
attract almost no comment unless attention is called to 
them particularly; and this is the serious aspect of the 
whole affair from a business man’s standpoint. His word 
is not “as good as his bond” when he advertises in the 
way which has been described; and the more violently he 
expresses the character of his bargains the less does he 
engage the confidence of the reader. 

“In every city there are one or more retail stores which 
through many years of endeavor and of truth telling 
have established a reputation for accuracy which ensures 
them a constant flow of customers. Usually they are very 
wealthy and have gained this position through the care 
with which they have guarded their reputations for honest 
dealing both in the printed word and in the deed. Their 
main business is based not upon bargains but upon quality. 

‘The only way to regain the confidence of the public is 
to make advertisements agree with the facts and to elimi- 
nate from bargain sales those articles which are manufac- 
tured to sell at the prices advertised.” 
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Metal Furnishings 


Made of cold-rolled steel, electri- 
cally welded—finished in many 
styles and colors to match any fur- 
niture or plan of interior decora- 
tions, with finishes baked on in elec- 
tric ovens—neat, convenient and 
-asily washed—the DAN-DEE Line 
of metal furnishings for offices 
recommends itself to the most criti- 
cal business man. 


Minimum sales resistance — quick 
turnover—good profits. Our deal- 
ers report that the selling expense 
of DAN-DEE metal furnishings is 
one of the lowest of any line they 
carry. “Just display them, they 
sell themselves.” 





DAN-DEE metal waste 
baskets are neat, sani- 
tary, fireproof and 
complete the attractive- 
ness of the most pleas- 
ant offices. 





This hand- 
some and 
conve- 
nient unit 
letter tray 
has cre- 
ated quite 
a sensa- 
tion. In 
many col- 
ors to suit 
the finish 
of any desk. 


The DAN-DEE Line includes many 
other articles, equally attractive 
and profitable. Write today for de- 
tailed information and our liberal 
dealer proposition. 


ERIE ART METAL CO. 


ERIE, PENNA. 
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The New Habit of 
Saving on Stamps 


Do it through the Multipost which 
with but one operation detaches, 
counts, moistens and affixes stamps. 

It saves time, money and prevents 
stamp losses through: waste, spoilage 
and theft. Stamp containers can be 
changed in order to use different de- 
nominations. 


BE OUR DEALER 
Without Investing 


You can make sales without risk- 
ing a cent. 

You are offered a most unusual and 
attractive proposition for repre- 
senting 


MULTIPOST 


Postage Stamping Equipment 


This plan enables the Dealer to sell the 
oldest and leading equipment on the 
market, made by the largest concern of 
its kind, without risking or tying up a cent. 

The equipment is such as to suit the re- 
quirements of the smallest and the larg- 
est postage users. It is flexible, so that 
it can grow with the needs of a business. 


Free Trial for Your Own Use 
as Well as for Your Customers 


Just tell us to send you a Multipost Stamp 
Affixer and Recorder, together with full 
details of our dealer plan. 


MULTIPOST COMPANY 
Rochester, N. Y. 


Parcel Post Machine 
for handling any 
denomination of 
stamps 





Miller-Bryant-Pierce in New Factory. 

The Miller-Bryant-Pierce Company, Aurora, IIl., has 
moved into its new factory, and is now in production. The 
building is 60x160 feet, three stories, with an L two stories 
high housing the power plant, etc. The first floor contains 
the heavy carbon coating machines, ink vats, mixers, 










, sane Enis as OO 
MILLER’ BRYANT PIERCE © 








NEW FACTORY OF THE MILLER-BRYANT-PIERCE 
COMPANY AT AURORA, ILL.—Built of Reinforced Con 


crete, with Tapestry Brick Exterior and Terra Cotta 

Trim. [From the Architect’s Drawing 
cauldrons, etc. A part of the floor is also devoted to 
materials storage, and the mixing and chemical labora 
tories. The general offices are located on the second floor 
with boxing, shipping, wrapping departments, carbon roll 
division and stock room. The inked ribbon department 
occupies the third floor, with rest rooms for the women 
employees. 





Research in Psychological Field. 
An incorporated body has been established by a group 
of educators, empowered to advance the science and to 


promote the useful application of psychology. It will 
undertake the application of psychology to business, edu 
cational and administrative work, conduct laboratory 


studies, and furnish speakers on the subject for public ad 
dresses. The profits, above a maximum annual dividend of 
six per cent on $100 shares, are to be applied to organi 
zation and research in its field. 

The Psychological Corporation has general offices in 
the Grand Central Terminal, New York, N. Y. At the 
first meeting of directors, the following officers wer 
elected: J. McKeen Cattell, president; Walter Dill Scott 
first vice president: Lewis M. Terman, second vice presi 
dent; Dean R. Brimhall, secretary and treasurer; Edward 
L. Thorndtke, chairman of the board. 

Federal Civil Service Examinations. 

Examinations will be held by the United States Civil 
Service Commission covering several desirable positions 
Applications will be received until May 2 on computers 
of ballistics, for the ordnance department. Higher maths 
matics are a requisite. 

Applications will be received for an indefinite period 
for the following positions: 

Teachers of commercial subjects, including typewriting 
and stenography, for the United States Veterans’ Bureau 

Reconstruction aides and assistants for the Publix 
Health Service, including teachers in commercial courses. 

Application blanks and further particulars may be ob 
tained from local secretaries of the United States Civil 
Service Commission. 


Shipman-Ward Company Succeeds Emporium. 

The Shipman-Ward Manufacturing Company, 4401-09 
Ravenswood avenue, Chicago, Ill., has taken over the 
Typewriter Emporium and the Lightning Coin Changer 
Company. This is a formality, as the Shipman-Ward 
Manufacturing Company has been operating both inter- 
ests for some time past. The Typewriter Emporium, Inc., 
has been chartered by the state of Illinois to maintain the 
name, on which a part of the business and prestige of the 
Shipman-Ward Manufacturing Company is based. 


Officers of Booth Office Appliance Company. 
The Booth Office Appliance Company, Utica, N. 


elected the following officers for 1922: H. W. Boil 
president; J. D. Cannan, vice president; R. I. Derby, sec- 
retary; H. F. Lane, treasurer. The foregoing, with T. J. 


McKay, comprise the board of directors 


Fi 
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Necessary in every 
modern office 


EDART Steel Office Cabinets mark a notable 

advance in modern office equipment. They save 
time and eliminate waste — are constructed of steel 
throughout — attractively enameled in olive green or 
grained mahogany, and cost less than wood. 





Experience is proving that these steel cabinets 
are one of the quickest moving lines any dealer can 
carry. So great is their appeal that they have only 


- to be shown to meet with ready sale. 




















yra- 
von In addition to their rapid turnover, dealers every- 
ent where are attracted by the liberal margin of profit 
_ and the small investment required. All you need is 
four samples—one of each cabinet. 
sup . , *,* . 
io Write today for our dealers’ proposition, covering 
will . : prices, discounts, selling helps and illustrated literature. 
oo Stationery Cabinet 
pe 72 in. high, 35 in. wide and 18 in. deep. Divided into 
five compartments by four adjustable shelves. Ample Fred Medart Mfg. Co. 
aaah. space for office supplies, printed forms, etc. 
; Potomac and De Kalb Sts. St. Louis, Mo. 
; in New York: 52 Vanderbilt Ave. San Francisco: Rialto Bldg. 
the Chicago: 336 W. Madison Street 
vere 
-ott, 
resi- 
vard 
Civil 
t ms. 
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ric dd 
iting 
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Civil 
Junior Stationery Cabinet “Zs Sanitary Wardrobe 
n 60 in. high, 18 in. wide and 18 in. deep. Stenographer s Individual Cabinet Same size as stationery cabinet. Does 
11-09 Four fixed shelves. Its smaller size 24 in. high, 21 in. wide and 21 in. deep. Just the height away with coat hangers and wall racks— 
the allows it to fit into limited space. of an ordinary desk. Puts all stenographer's supplies with- presents neat appearance, saves time and 
nger in easy reach, saving time and steps. confusion. 
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W.H.N.SHIPMAN, 
Sec’y. and Treas. wd 


¥,: 


Typewriter Dealer 





REPLACEMENT 


Get those slow moving Underwoods — 
elites, odd types, broken frames—off your 
shelves now. Replace them with “The 
Rebuilt You Will Eventually Handle”’— 
Shipman-Ward Rebuilt Underwoods. We’ve 
got a trade-in proposition that’s a winner 
for any dealer. Exchange those undesir- 
able machines NOW. 


© 


1773 Shipman Building, Montrose and Ravenswood Avenues _ :: 


INSTALLMENT 
ACCOUNTS 


If you’re not in a position to sell 


on the installment plan now, we'll - 


handle installment accounts for you 
on all Shipman-Ward Rebuilt or- 
ders. We allow liberal commission, 
too. Write for full particulars. 


Typewriter Emporium 


SHIPMAN-WARD MFG.CO 


ESTABLISHED 1892 


REBUILDING 


We rebuild Underwood type 
writers for dealers. Send for our 
special dealer rebuilding price and 
full particulars. We have the larg- 
est typewriter rebuilding plant in 
the world. Underwoods only. Get the 
facts now. Call on us when you are 
in Chicago and see for yourself. 





CHICAGO 


ee 
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Dominating a Merchandise Field. 

\ test made in the department of advertising and mar- 
keting, New York University, brought out some phases 
of the acquaintanceships formed by advertising. A list 
of 100 commodities was placed in the hands of a thou- 
sand young men and women representing practically 
every section of the United States. Each individual was 
asked to write the name of the manufacturer or his ad 
vertised brand in connection with each of the commodi 
ties listed. These included articles of personal use, house- 
hold supplies, and machinery, etc. In twenty out of the 
hundred commodities listed, one manufacturer’s name or 
brand was mentioned by fifty per cent or more of the 
men and women participating in the test. The L. E. 
Waterman Company’s product was specified by eighty- 
one per cent 


Rotarians Entertained by Victoria Concern. 


The Rotary Club, Victoria, B. C., was entertained on 
its eighth anniversary by the United Typewriter Com- 


pany, Ltd., in its new store, 706 Fort Street. The club 
was rmed at a luncheon, twenty business men forming 
the nucleus. H. P. Johnson, manager of the United 
Typewriting Company, Ltd., was one of the charter mem 
bers, and conceived the idea of holding the anniversary 
in the new store len of the charter members attended 
the anniversary luncheon, including the first president. 
Each gave a short address on business topics. There 
were 135 Rotary members present at the anniversary, 


which was considered the most successful ever held by 
the wh 


Stationer Commends Railroad Men. 

C. M. Falconer, yice president and sales manager of 
The Falconer Company, manufacturing bank stationers, 
Baltimore, Md., contributed an interesting letter to Print- 
ers’ Ink on the character of the train crews of the Balti- 
more & Ohio Railroad. His letter was prompted by a 
previous communication in that journal. The first writer 
emphasized the fact that passengers were guests of the 
individual train men with whom they came into contact. 
Mr. Falconer’s point was that personal interest in passen- 


gers was taken by the entire organization. Two sentences 
in Mr. Falconer’s letter are a sermon for retailers: “Fin- 
ally I have never observed a dispute between two B. & O. 


employees. They settle their differences in private. 





Field Organization of L. C. Smith Company. 

The L. C. Smith & Bros. Typewriting Company has 
established a field organization, the domestic territory 
being divided into six sections, with a division manager 
in charge of each The districts and their managers 
are: Eastern, Miner H. Paddock, Jr., Syracuse, N. Y.; 
east central, Wm. J. Derby, Detroit, Mich.; west central, 
E. E. Hunter, St. Paul, Minn.; southern, F. M. Echoff; 
New Orleans, La.; western, A. L. Benarfa, Portland, Ore.; 
home office district, Harvey M. Smith, Syracuse, N. Y 

Furniture Building Planned for Chicago. 

The American Furniture Mart Building Corporation 
plans a monster exhibition building on the North Side, 
Chicago, which is to include a club for visiting buyers, con- 
vention halls and 600 units of display space. These will 


be fitted with glass store fronts and locked doors. The 
building as planned is to be 218 x 415 feet, sixteen stories, 
with a battery of four passenger elevators and two freight 
] + . 
eieyv: ors 


Barrett Bindery Buys a Building. 
The Barrett Bindery, 732 Federal street, Chicago, III., 
has bought the four-story building at Monroe & Throop 





streets, which it will occupy late in March. The new loca- 
tion, with a site 100x200 feet, affords the increased space 
required not available in the present location. 
Goodrich Man Heads Export Body. 
F. L. Titus, director of sales, The International B. F 


Goodrich Corporation, has been elected chairman of the 
foreign trade division of the Rubber Association of 
Amer 

C. K. Sheaffer a Director in Pen Company. 

The W. A. Sheaffer Pen Company held its annual stock- 
holders’ meeting at the factory, Fort Madison, Iowa, Feb- 
ruary 14. C. K. Sheaffer was elected a director of the 
company. 
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TO ENDURE 


Safes 


Best Record Safe Made 


This is but one of many sizes. 
They combine the Old-Line standard of Strength with 


Perfected Features of Easy Portability and 
sistance. 
Write for Catalogue 9660 


Cincinnati 








tructural Strength 


WITH UNDERWRITER’S LABEL 





The Globe“Wernicke Co. 
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A Substantial Readjust- 
ment in Prices of 


ROBERTS 
NUMBERING and DATING 
MACHINES 


The announcement of these new prices 
will be welcome news to our dealers be- 
cause it will stimulate business, secure a 
more rapid turnover and increase their 
profits. 


To dealers not yet handling our line, let 
us emphasize this fact: Get back of these 
accurate, dependable machines and 
push them. At these new prices there is 
a better sales opportunity than ever. 


Write immediately for discounts. 


MODEL NEW LIST PRICES 
No. 49—Automatic Numbering Machine......... $ 7.50 
No. 47—Automatic Dating Machine............. 7.50 
No. 37—Lever Numbering Machine............. 7.50 
No. 50—Automatic Numbering Machine......... 10.00 
No. 48—Lever Numbering Machine............. 10.0) 
No. 66—Metal Dating Machine................. 5.00 


MODEL 49 


AUTOMATIC NUMBERING MACHINE 


Particular attention 
is called to the Jarge 
assortment of 
models from which 
orders for only one- 
half dozen or more 
may be made up to 
secure the quantity 
discount. Take ad- 
vantage of this op- 
portunity to obtain 
a larger return on 
your investment. 





314752 123456 


Style G 1 23 4 eee 


To help our dealers increase sales, we 
will furnish them on request with 
descriptive circulars on Models 49 and 
50, imprinted with their name and 
address, for distribution to their trade. 


\ THE 
ROBERTS NUMBERING MACHINE CO. 
694-710 Jamaica Avenue BROOKLYN, N. Y. 
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Demonstrations at Tuck School. 

The Amos Tuck School of Administration and Finance 
of Dartmouth College, Hanover, N. H., has featured a 
number of demonstrations of office machines, through th¢ 
courtesy of the National Association of Office Applianc« 


Manufacturers. These demonstrations are calculated to 
give the students intimate acquaintance with modern busi 
ness machinery. The plan had its inception in a conversa 


tion between Dean Gray, of the college, and C. K. Wood 
bridge, president of the National Association of Offic 
Appliance Manufacturers. 

A room has been fitted up by the school as an offi 
appliance laboratory. The manufacturers have sent ex 
hibits on a schedule determined by them, a special repr: 
sentative accompanying the machinery and explaining 
functions and operation. A. M. Cate, a member of 
school faculty, devotes an hour each day to the exhibit 
which are-open to business men as well as 1de1 

The first demonstration was made in November, 1921 
The series is still under way, and future exhibits are i 
prospect. When completed the following manufac 
will have had an opportunity of familiarizing Tuck stu 
dents with their products: Monroe Calculating Machin 
Company, Library Bureau, Baker-Vawter Company, Bur 
roughs Adding Machine Company, Sundstrand Addi 
Machine Company, Barrett Adding Machine Company 
Wales Adding Machine Company, the Comptometer, Thi 
Tabulating Machine Company (demonstrated at B 
Mass.), Todd Protectograph Company, Br n-Howlat 
Company, L. C. Smith & Bros. Typewriter | pany, Mai 
O-Meter Company, Remington Typewrit: 
Yawman and Erbe Manufacturing Compan \alama 
Loose Leaf Company, Dayton Moneyweight Sca 
pany, Eiliott-Fisher Company, Ditto, In 1 The 
phone. 

Valedictory by Missouri Stationer. 

Paul C. Hunt, mayor of Jefferson City, directs 
tention to the fact that he is no longer in the stationery and 
office supply business. He sold out in March, 1921, to 
30otz & Sons Printing Company, and announcement wa 
made at that time. Mr. Hunt continues to receive printe: 
matter and correspondence from manufacturers who see1 
unaware of the change. He suggests that his name b« 
taken from mailing lists, and that of Botz & Sons Print 
ing Company be substituted, if that concern is not alread 
on the manufacturers’ lists. Mr. Hunt paid the following 
tribute to his associates in the stationery field, an activit 
which he was compelled to relinquish because of ill health 

“Let me add here that some of the best friends I ever 
made were those connected with the concerns with which 
I did business, for stationery and office supply companies 
send out representatives, as a general rule, who are cout 
teous, honest, and who seem to have the interests of thei: 
customers at heart, as well as the ones by whom they ar 
employed. I enjoyed my experience in th: iness I sold, 
and regret having been compelled to leave it.” 





Good Showing in “Perfect Package Month.” 

As a result of the c: amp aign to make November, 1921, 
“perfect package month,” the shippers of the United States 
made a score of 99.10 per cent. A total of 1,294 cities and 
towns made returns, which were tabulated with an excel- 
lent showing. An interesting fact is shown by the detailed 


figures. Not one of the cities in Class A, including all of 
100,000 or over, had a pertect score. [The smaller towns 
showed a high average of “perfects.” In many cases thes¢ 


are mining or agricultural towns, with carlot shipments 
to familiar destinations and accustomed routing. The 
scoring was based on errors found in bills of lading, ex 
press receipts, marking, packing, etc. 

Three cities shipped in excess of 500,000 packages in 
November, 1921. Chicago had 973,902 freight, 1,156,859 
express; total, 2,130,761—score, 99.44. Greater New York, 
689,097 freight, 2,412,787 express; total, 3,101,884=score, 
98.33. St. Louis, 435,027 freight, 324,910 express; total, 
759,937=score, 99.69. 


Dry Goods Men View Office Machines. 

The National Retail Dry Goods Association held its 
annual convention at New York early in February. One 
of the features of the meeting was displays of labor-saving 
devices of interest to the members. Included in the ex 
hibits were showings of the American Kardex Company, 
Elliott-Fisher Company, Lightning Coin Changer Com- 
pany, The National Cash Register Company, Remington 
Typewriter Company and Underwood Typewriter Com- 
pany. 





—— 
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a EAD the second paragraph of Mr. Martin’s letter. It tells 
oe of shoulder-to-shoulder co-operation from a young, ag- 
— gressive organization--on its toes to meet changing conditions 
of with new ideas in FILING and new ideas in SELLING. 
ns Q 
i Join this progressive group of Shaw-Walker dealers and 
he ‘““‘grow up with the family.’’ 
aa 
. We want new dealers in cities where we are not aggressively 
- represented. Write today. 
a, oy 

STEEL IDEAS 
its | wooD SERVICE 
ne SUPPLIES KNOWLEDGE 
s : SAFES FRIENDSHIP 
7 2 
- } MUSKEGON MICHIGAN 
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The famous Adams Economical 
Flexible Transfer Binder, made of 
our special Cloudene press board, 
with U-shaped flat nickeled wire 
as posts. Rubber washers hold 
cover firmly. 








The posts, when bent down 
snugly, give a strongly bound book 
yet it can be opened for removal 
or insertion of leaves. No protrud- 
ing posts to interfere with stacking. 


There’s only one way for 
you to make money in your 
store—that is to have the 
things the people want. 

Adams specialties answer 
that description—perfectly. 

Ask for our special Open- 
ing Assortment offer, and 
get our complete catalog of 
Blotter Pads, Daily Desk “Re- 
minders, Legal and Contract 
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Here is the simplest and m« 
economical loose leaf binder ever 
made. Binders’ board, covere: 
with gray canvas. Lighter tha: 
the regulation binde1 t will wea: 


just as well. 





Good enough for regular dail 
use, but cheap enough for a trans 
fer binder. The nickeled posts, of 
U-shaped flat wire, bend over a1 
form a firmly bound book, taking 
minimum space for storage. 





Adams Daily Desk Reminder is 
a good seller. Made as shown 





Adams Perfection Blotter Pad Covers, Book and Key Rings also single (without the section 
has brass —or copper — corners, ? le h - th carrying the large pad). Popular 
firmly attached, making it practi- Note Books, Te epnone c- and at a popular price. 
cally indestructible. Pad is No. 20 isters. In-and-Out Clocks. ——_o—— 
binders board, covered both sides , a. ..1. se 
with gold veined marble paper. 

Cloth bound edges. ___|| They Get the Money! 
~~ 

















[- [. 
HENRY T. ADAMS MFG.) CO.ine 


98 uth Chicago Ave., CHICA‘:0, U.S.A. 
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Eastern Representative: 

















| William H. Bassinger, 377 Broadway, 


The Adams In-and-Out Clock New York. 
has clear, distinct figures. Hands 
will not slip. Easel back or 
with eyelet. The back is our 
handsome Cloudene press board. 

















The Adams line of memorandum 
and note books is a wonderful 
seller. Covers of Cloudene press 
board. The famous Adams Ideal 
Book Rings make refilling easy. If 





you have never stocked this line, Herejea manuscript cover or csnteast| binder that isele 
try some on your bargain counter. gant yet inexpensive. Top is hinged with Fabrikoid Im- 
Th iI! y 8 counte itation Leather. Rust proof eyelets on top and bottom. 

ey will bring trade. Show this tolawyers, architects, writers. It sells on sight. 








(1743) 











The Adams Telephon: 
Register is simple, neat, 
and convenient. Both sides 
finished alike Made o1 
substantial binders board 
with rustproof eyelet at top. 





Adams Canvas Covered, light 
weight binders, with the Ideal 
Book Ring, make economical books 
for daily use—Ledgers, Journals, 
memorandum, etc. Also popular 
as students’ note books. 
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The Business Cycle, H. §. Dennison—Cont'd from Pg. 28.) 

build more furnaces, said that it would be cheaper to wait 
and buy the furnaces that other men were building. He 
did not exactly foresee the panic that was to come, but he 
knew merely that the steel industry was expanding faster 
han the market could assimilate, and it was therefore 

ident to him that a number of projects were doomed 
to failure 

It takes time to draw up building plans and discuss 
them, and after construction is started it takes a long time 
to finish buildings and fill them with machinery. Hence 
the business man cannot afford to wait until his present 
facilities are overtaxed before he begins to consider adding 
more. Those who do so wait are apt to find their added 
apacity becoming available at just the time when they 
ought to be curtailing their output. They build their fixed 
issets when they cost the most and finish them when they 
ire needed least. 

[The only way to avoid this is to study the long-range 
trend of your business; find out the rate of normal growth, 
and build for it. In our company we have charted our line 
of growth for different facilities over a period of twenty 
years or more, and on this basis we estimate our future 
requirements. When building and machinery prices are 
below the secular trend we build a little more than to the 
normal line, and when they are above we build less or 
stop building entirely. We do not try to build at the exact 
bottom of the market. It would be even harder to hit the 
exact bottom in building than in raw materials. 

Of course, if we have not the money during depression 
we cannot build; but it is a reward of good planning and 
strong restraint during booms to have the money 

Cash Scarce on Rising Markets. 

On the rise of the cycle, cash requirements increase out 
of the ordinary proportion because of the lag between 
outgo and income. During the full swing of the cycle the 
relation between quick assets and quick liabilities must 
vary tremendously. The 2 to 1 ratio which has largely 
been applied in banking may thus be proper through som¢ 
sectors of the cycle and very dangerous at others. 

\ knowledge of the cyclical trend is very important in 
the determination of how much should be distributed in 
dividends and how much should be withheld as reserve or 
surplus. The only way to reach a proper solution is to 
make some estimate of what the cash requirements and 
probable profits will be for the next few years, and act 
within the safe limits of probability. 

Our credit plans are affected as vitally as our buying and 
our fixed investment planning. During boom times orders 
are free and credits easy; nevertheless, it is then that a 
credit department can get busy and save a good bit of the 
losses during depressions. For when orders begin to 
crowd capacity, some must be lost on account of delivery. 
The credit department should do its best to save the 
company from losing a prompt customer to serve a shaky 
one In our own case we use the over-sold boom times 
to improve the average dependability of our accounts by 
stiffening our standards at the credit desk. New orders 
are then seldom accepted from customers of poor record 

Collections begin to fall off when a depression starts, and 
as soon as the first signs of the coming slump become 
evident we make arrangements to follow more closely all 
fair-sized accounts just as soon as possible after the date 
of maturity. 

When Collections Are Slow. 

On account of the difficulty of collecting during depres- 
sion, the temptation is to restrict credit during such times. 
This, we believe, is a mistake if it results in the curtail- 
ment of sales when sales are needed most. One must 
scrutinize credit very carefully at such times, but it pays 
to take a great deal bigger chance when one needs the 
orders than when they are not needed. We expect, of 
course, a bigger ratio of loss in depressions, but so far as 
possible we want that loss to result from orders taken 
when they were needed, rather than from orders taken 
months before, manufactured on overtime pay and in con- 
flict with orders for good pay customers. 

The results we can show from adopting a policy of rigid 
credits during times of expansion are interesting. Scien- 
tifically, of course, they cannot be called conclusive, since 
they represent only one experiment, but they bear out very 
well the suppositions. During the depression extending 
from September, 1914, to August, 1915, our losses to our 
sales were .0052. During the prosperous year of 1920 
they were .0005. During the eleven months of depression 
in 1921, following the careful preparation of the credit 
department, they have been .0013. It would seem on the 
surface, therefore, that we had reduced our losses seventy- 
five per cent by this policy of preparedness. 
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DESKS 

















- Satisfaction 


is the forerunner of 
business prestige. It 
engenders goodwill. 


Your establishment 
needs both prestige 
and goodwill. 


e 


ENGLEWOOD 


desks insure this satis- 
faction. 


The results obtained 
by Englewood dealers | 
have proven this. 


We would like to send 
you our catalog. Send 
us your name. 
























The Englewood Desk Co. 


5816 Lowe Avenue 
/ Chicago, Ill. 
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CINCINNATI, 














HE AULT & WIBORG organi- 

zation is composed of men ex- 

perienced in the painstaking, 
scientific business of producing high 
grade typewriter ribbons and carbon 
papers, men who have learned the 
game on the old road of personal ex- 
perience. 


—scientific men who know materials and 
how to treat them by proven formulae, 
and skilled men who apply this expert 
knowledge 


—practical men who know how to select 
materials, who know the different makes 
of typewriters, their peculiarities and 
how to adapt ribbons and carbons to fit 
requirements 


—experienced men who know how to con- 
duct efficiently a modern manufacturing 
plant to decrease production costs and 
lower price to the consumer. 


HIS expert organization has 

gained for A and W carbons and 

ribbons a reputation for longer 
and more perfect performance. 


UR merchandising department 
O has made an extensive study of 

your needs and requirements. 
We are solving the problem of how 
to help you sell more of our products. 
We furnish what you want—when and 
where you want it. That is Ault & 
Wiborg superiority. 


he AULT &" 
WIBORG Company 


OHIO, U.S.A. | 
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How do we market our goods when times are bad; when 
the cycle has gone on into a period of depression? Largely 
by being prepared for it by holding back on new lines of 
merchandise when our factory has all it can do to fill 
orders for those already established. We do our planning 
of new things before the depression comes, but we don't 
launch them until the buying appetite is jaded and needs 
the stimulus of novelty. 

Sales Force Undisturbed in Depressions. 

Above all things, we do not fire our salesmen during 
times of depression. The time to fire salesmen, if we are 
going to fire them at all, is during prosperity when we have 
more orders than we need. Depression is the time to take 
on more salesmen, if finances will in any way allow, and 
finances will allow if our vision has been keen enough and 
we have had the moral courage to keep ourselves in check 
when everyone seemed to be saying to himself 

“Good times are here and they’ll never end.” 

Advertising, which is one way of merchandising, is a 
case in point. Make your new advertising plans in times 
of prosperity. Have them ready to put out when the right 
moment comes, and that moment is when things are drop- 
ping. What is the use of a manufacturer's advertising 
when he already has all the orders he needs? Let him save 
up his ammunition, prepare his plans and carry them out 
when he needs business. We have found it wise to make 
an advertising appropriation over a five-year period and -to 
school ourselves to conserve that fund for the time most 
needed. 

These are a few of the practical ways in which a study 
of business cycles may be turned into dollars and cents 
I should be the last to claim a power of prophecy. At 
best, perhaps, all our study can do is tell us not even wher 
we are going but only “where we are at.” Our estimates 
of the future are often wrong, but it is “better to have 
planned and lost (part of the time) than never to have 
planned at all,” for it is only by long-time planning based 
on past experiences reduced to figures and charts that we 
can turn bad times into good. 

The visionless manager will perhaps wait until we can 
tell him day and date of the overturn, but if he does he 
will find himself limping behind the man who has used as a 
guide to his judgment the partial information we now have. 

* ok * 


One phase of the Dennison plan is revealed by the con- 
tinuity of employment in its various factories throughout 
1921. During that period production was maintained 
almost at capacity. The diversity of Dennison products 
and their standardization, facilitates the adjustment of 
production schedules through the transfer of employees 
from departments in which work is slack to those enjoying 
a better demand. Five steps are provided in the factory 
policy to minimize labor turnover. 

1—Goods may be manufactured for stock. 2—Workers 
may be transferred from department to department to 
meet production demand. 3—An unemployment insurance 
plan is in contemplation. Work orders may be issued, 
charging to the investment of “unemployment funds,” 
producing for stock. 4—Employees may be transferred to 
the educational department for training in specified lines, 
and be paid their usual wage while in training. 5—Should 
the depression continue, workers may be laid off. Those 
without dependents are paid sixty per cent of their wages 


Employees with dependents are paid eighty per cent of 
their wages. This continues for two weeks, after which 
special consideration is given to the situation by a joint 
committee representing both the management and the 


workers. 


An Interesting Book. 

“As We Were Saying” is the title of a stimulating book 
about business and other things, including the joy of pipe 
smoking, by William Feather. It is published by the William 
Feather Company, 614 Caxton building, Cleveland, Ohio. 
The book is bound in black cloth with gold lettering, con- 
tains one hundred and forty-four pages printed in large 
readable type, and is made up of little essays pungently 
put on such topics as Fundamentals of Life, Titles are 
Dangerous, The Great Men, Our Best Work is Easiest, 
a Moral by Mother Goose, Bet on Yourself, Appreciation, 
What is Advertising, We Thrive on Abuse, How Much 
Sleep, Light and Sleep, Noise is Wasteful, Tricks of the 
Trade, How to Hold Trade, Pipe Smoking, The Tools 
We Use, Too Much System, Where a System Pays, The 
Best Idealism and many more common, every day topics. 

This little book is worth while and can be read with 
profit by everybody because the essays contain such a 
lot of concentrated common sense. 
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Here’sthenew— De Juxe, 
Flexi-Folder 


A COVER OF MANY USES 
High in Quality 


Low in Price 

















HE De Luxe Flexi-Folder is a continuous 

back cover made of the highest grade 
artificial leather in black levant grain finish. 
The binding tongues are securely sewed to the 
cover and Chicago screw posts pass thru the 
tongues and the sheets. 


These covers are compact, neat in appear- 
ance, light in weight and very flexible. They 
are ideal for records not frequently disturbed 
after being bound. 


SOME OF THE VARIED USES OF 


De Luxe Flexi-Folders 


Business Statement Data Books 
of Corporations Executive Records 


Minutes of Meetings Class Books 

Prospectuses Lawyers Briefs 

Sermons, Addresses, etc. Court P and 

et oe : Testimonia 

Stories, Scenarios, Plays ' 

Photos of Merchandise Statiotionl Repents 
Cost Books 


Samples of Materials 


Building Specifications 


Testimonial Letters Engineering Data 


Form Letters and Maps 
Inventions Teachers’ Records 
Constitutions and Public Institution 
By-Laws Reports and Records 
Sales Manuals Membership Lists 


List of Stock Sizes 


NO. 170—SIZE LIB .....2..ccccnpensesdunee $1.00 
NO. 171—SIZE Sixll .... 2... cccvcrcvssusne 1.00 
NO. 173—SIZE 14xBN6 ........sccccceccescwens 1.25 
NO. 173—GIZE Sale .... ...6.severssueaubene 1.25 


Regularly furnished with \ inch capacity screws, 
but % or '2 inch capacity screws will be farnished on 
request, at same price. 


WILSON JONES LOOSE LEAF Co. 


Frank L.Severance,Vice-President and General Manag er 


NEW YORK CHICAGO _ SAN FRANCISCO 
as ss 
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The New Roberts Ninety 


The original and only Portable Typewriter 
with the Interchangeable Typebar Segment 






The Interchangeable 
Typebar Segment 


The Complete 
Portable Typewriter 


Typebar Segment 

HE Roberts Ninety with its ninety characters 

and interchangeable typebar segments, is pro- 

nounced by typewriter experts as the superior 
portable typewriter. In construction, design and 
utility, the Roberts has used every desirable and 
practical feature desired in modern efficient manu- 
facturing methods. Yet, IT WEIGHS BUT 
SEVEN AND ONE-HALF POUNDS. Made for 


any language, size or style of type. 


Ribbon Mechanism 


The Roberts Ninety is-a machine which you can 
sell on its own merits and it will go over big. We 
are now assigning exclusive territories to respon- 
sible agents throughout the country. Write us 
about the agency for your territory. 








Carriage 


L. R. Roberts Typewriter Co. 





Stamford, Conn. - U.S.A. 
These four tlustrations demonstrate the Headquarters for Europe and British Empire: 
simplicity of the machine. It is com- c S 
posed of four complete units (the inter- The Blick Typewriter Company, Ltd. 
changeable typebar segment, ribbon mech- 9-10 Cheapside London, E. C. England 


anism, carriage and base), which are 
assembled complete with only five screws. 
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Traveling Through the Paper Mills of Europe. 





Being a Digest of an Extended Article by Miss Helen U. 
Kiely, Expert Analyst of the American Writing 
Paper Company, Holyoke, Mass. 


NOTE.—It will be observed that in her account of her 
travels, Miss Kiely comments on paper making in England, 
France and Germany. No doubt her time was insufficient to 
permit her to visit the extensive paper mills of the Scan- 
dinavian countries, where she would have found much that 
would have been of interest and no doubt would have come 
upon mills using the most modern processes. Sweden and 
Norway have long been important producers of paper and 
wood pulp and have been and are still important exporters of 
their product to the United States 





ISS KIELY states that paper making in western 
M Europe has made little or no headway during the 

last seven years and the progressive spirit is not so 
pronounced as in America. The European factory worker 
1s an artist, but not a big producer. During her stay in 
Europe, Miss Kiely visited England, France, Germany, 
Holland, Belgium and Denmark, combining with her vaca- 
tion an attempt to learn all she could about paper trade 
conditions in the countries she visited. She was accom- 
panied by a young woman friend. 

They arrived at Boulogne-sur-Mer, France, after a 
pleasant voyage and went direct to Paris, where they made 
their headquarters for 14 days visiting the battlefields along 
what is known as the Hindenburg line. Letters of intro- 
duction were secured from H. Hery, editor of Le Papier, 
the principal technical paper journal of France, and with 
these letters they visited the two largest paper mills near 
Paris, the Papeterie -de la Seine and the Papeterie de 
Naute ye The former mill produces a quantity of news 
print, but the second has earned a reputation for producing 
some of the finest papers in the world. The mills of the 
Papeterie de Nauterre are built entirely of cement and 
one is impressed by the cleanliness inside and outside the 
buildings. This is characteristic of all the paper mills 
throughout Europe. Surrounding many of them are ex- 
quisite lawns, shrubbery and flower gardens. It is the cus- 
tom for the superintendent of the mill to live on the mill 
grounds, and there is no real manufacturing atmosphere 
in the small towns or villages where the paper mills are 
located. 

The Papeterie de Nauterre has two mills, one of which 
makes coarse papers such as cheap writings, book papers, 
etc. The other mill of newer construction makes chiefly 
light weight papers such as bible, cigarette and condenser 
papers. The machine which makes these light weight 
papers is practic ally similar to the ones used in American 
fine paper mills and is run at a very low speed. Miss 
Kiely was impressed with the very high quality of the raw 
mz terial used in making these light weight papers. Linen, 
ramie and very high grades of hemp are used exclusiv ely. 
The extreme care taken by each individual worker in the 
mill is very noticeable, each one taking pride in perfecting 
his own share of the operation before submitting it to the 
next worker. Mr. LaRoche, owner of these mills, said it 
is comparatively simple to make cheap cigarette and _ bible 
papers, but his mills aim to make the best sheet available, 
and this depends on the quality of the raw material used 
and on the care taken by each operator. Each process 
takes much time and cannot be hurried. Very small beat- 
ers of the Hollander type are used, and the stock is beaten 
at a very high consistency, about twelve percent for more 
than thirteen hours. A small laboratory is connected with 
this mill, where one chemist does the regular mill control 
work, such as analysis of bleach liquors, which are made 
here, alum, rosin, color, etc. He also tests the finished 
papers for weight, ash and pin holes. 


Main Paper District in Southern France. 

Most of the paper mills of France are situated in the 
southern part of the country around Grenoble, where there 
is a school of paper making run in connection with the 
university. The work of the Grenoble school is similar to 
that done at the laboratory of the American Writing Paper 
Company. 

At Grenoble Miss Kiely called at the works of Neyert 
& Berylier, probably the largest makers of paper making 
machinery in France. This company has sent many ma- 
chines to Germany, Denmark and other countries. Through 
lack of business these factories were shut down, but some 
of the engineers were engaged in studies to improve beat- 
ing engines and methods of beating 

At Nancy the traveler was escorted through the mills of 
Papeterie Berges, a huge plant which shelters twelve 
machines which manufacture cheaper grades of paper such 
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Neidich 
Carbon Papers 


Typewriter 
Ribbons 


‘‘The Line of Lowest Ultimate Cost’’ 











Superficial appearances are deceptive 
particularly in chemical products like 
Carbon Paper and Typewriter Ribbons. 
Go deeper and you will learn of the in- 
trinsic value of our products as revealed 
in the character of their performance, 
and of our service, in time and under 
all conditions. 


You will discover that inherent element, 
that characteristic difference, that 
counts so much in making them—“The 
Line of Lowest Ultimate Cost.”’ 


Our “‘Superba’”’ Brand above featured 


is a mighty fine medium-price quality, 
one of our best sellers. May wequote you? 


Neidich Process 
Company 


Manufacturers 
ESTABLISHED 1898 


Burlington, N. J. 
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as books, boards, bristols, etc. This mill is situated on a 
mountain side, and as the owners enlarge their mill with 
the development of business, excavations are made in the 
mountain to provide sites for the new additions. The 
mountain is even now being blasted away and a new 
sulphite mill is in process of construction. They were 
expecting to mix over sixty tons of sulphite and sixty tons 
of ground wood a day more than the mills of the company 

















consume. The pulp is pumped directly to the beaters and 
in some cases directly to the chest. The machines are 
oddly placed. The rock foundation has permitted the un 
\ usual erection of machines on all three floors. Here Miss 
\ Kiely saw the first hydraulic press for ground wood ever 
otary built. The press was invented here. Two save-alls in 
ae _, J | which the waste sediment from the machines is pumped 
DUPLICAT are employed and enough waste is saved almost to run 
ING the board machine. The words “no waste” have a real 
} rae meaning in European paper mills. This firm employs four 
Rotary Du chemists in a fine laboratory, who are keenly interested in 
ames the work, such as the control of sulphite liquors with a 
tog view to ne waste, ne of weight and ash 
of paper and an analysis of alum, rosin, bleach and _ the 
Ink Fountains like. No attempt has ever been made by this concern to 
standardize its products. The mill makes single ream 
-Wer-hed orders and the customer may have any color or size he 
= desires. All paper is sold in sheets, never in rolls. These 
mc AGO, S.A. ee a expensive methods seem to be hardly in keeping with other 
ee economies noted. Miss Kiely found here a unique recep 
tacle for the storage of excess ground wood Instead of 
running this over a wet machine, it is dumped in sludg« 
form into a dark cave dug out of the rock, from whence 
it can be drawn when needed. It keeps free from mildew 
and decay for years. 
Miss Kiely’s next visit was to the mills formerly belong 
ing to the Blanchette Freres, Kleber Compan it now a 
part of the Société Anonyme des Papeteries de Rives 
DUPLICATING INKS These mills produce good grades of bonds, writings, bank 
notes and photographic papers. There is a notable absence 
in all the mills on the continent of the medium grade writ 
Tha nwa ae “F oan ing or bond papers so popular in Americ: European 
he p! esent period of conse ry “ papers are aaaenty tll saad or very poo! Phe “ aré 
ative buying demands keen dis- no loft ae papers. or wf the oe Miss Kiely saw 
re Tas m6 90 ce io. ’ was machine dried, but she understood that air driers ars 
crimination. his is especially used in many mills. Appearance and color of the paper 
true of duplicating inks. Inks are very good, and the strength of the material used com 
Ss ee er a i pensates partially for the lack of tub sizing 
of superio1 quality retain thei At Voiron the Navarre mills are shut down to visitors 
original properties under ad- There is a fine laboratory in connection with this mill, 
aes ss Ye oon ane Ne a where new processes are tried out. 
verse conditions. That is: inks Germans Discourage Factory Visits by Foreigners. 
that drv up and become Miss Kiely left France and went to Germany in the hope 
: hy ee a erg a of being able to visit some of the mills there, but in this 
gummy , lose their original color she was disappointed, for the Germans are not anxious to 
and clog the intricate parts of have foreigners witness their operations and methods. Miss 
the duplicating machines are a Kiely believes that they do not wish foreigners to see in 
. < 5 < S< c just how bad a condition their mills are in view of the fact 
nuisance and a dead loss to the that during the war a good deal of the metal was lifted 
A ae bodily out of the mills and used for armament and has not 
purchaser . been replaced. German mill owners avoid every means oj 
: ae giving information of their manufacturing output. They 
Canode inks have become popular protest that as soon as the French and English know they 
because of their inherent quality— are making a success, pressure for further indemnity wil! 
their ability to outlast the average be put upon them. 
ink—to work smoothly and _ eff- A Word About German Laboratories. 


Miss Kiely’s first acquaintance with the German paper 
industry occurred at Dahlen, near Berlin, the seat of the 
government paper testing laboratories. She obtained per 
SPECIALTY AGENTS mission to visit them through the mediation of the Span 
ish consul. These laboratories she reports to be very 
similar to our government laboratories in Washington 


ciently under all conditions. 


Canode duplicating inks offer you The buildings are beautiful and well kept. At least five 
an extraordinary opportunity to separate departments are engaged in testing and stand 
capitalize on a good live line. A ardizing the materials used by the government. In_ the 
: . paper testing laboratory the personnel is impressive. There 
line which has been generally ac- . must have been about twenty doctors of science engaged 
cepted as a real winner. For full in comparatively simple paper testing methods. Many of 
particulars, send us vour name and these men are understood to have been engaged in this 


work for over twenty-five years. Proiessor Herzberg is in 
charge of the laboratory and Professor Dalen directs most 
of the research. Professor Herzberg is noted for his work 
on fiber determinations. His stain is universally used in 
CANODE INK CO paper testing laboratories. Much work is being done on 
od new fiber stains. The laboratory is using a new Schopper 
folding machine for heavy weight papers and bristols. It 
3011 Carroll Avenue works on the same general principles as the folding ma 
CHICAGO chines used in this. country, but possesses larger bearings 
and wider jaws. The laboratory has several small digest- 

ers and two small beaters. 

(Continued on Page 151.) 
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SPALL LLLP 





A Sample Set of 


Sie 


Folders, Guides and Cards 





supply business. Cheerfully 
sent to any dealer on request. 


Our Metal Tabbed Guides 
are ready sellers. S/S Cel- 


luloid Tab work is unexcelled. 


Wyss 
a 


The Sf te as a Co. 


162 Union Street 
Monroe, Michigan 
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Will aid you in procuring your 
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Two Months Old 
and Snowed Under 


This is the situation regarding 


The New 


Moderately Priced | 


wet 1700 Line 


at a Reasonable Price 
with a Liberal 
Profit to the Dealer 


We knew there was a demand. We ex- 
pected a rush---but we were hardly prepared 
for the avalanche of orders which we have 
received. Retailing at $20 for the four 
drawer letter width in North, Central and 
Eastern States ($25 in South, Southwest and 
West) this line has made a hit with today’s 
average buyer of filing equipment. A sample 
cabinet on your floor will be the best way to 
determine the value of this new We cabinet. 


Y ° 162 
The J/Z" Manufacturing Company Unio 
Se eeees Meee Michigan 
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No. 1722 
Letter Width Drawers 


DRAWERS INSIDE 
HIGH WIDI DEEP 
10° 124° 228° 
CABINET OUTSIDE 





agg" 147" 24" 
ial No. 1723 
No. 1732 = 
: ze Letter Width Drawers 
Cap Width Drawers seetinie aumnibeiae 
. , a DRAWERS INSIDE 
i 3 inches wider than Letter Width HIGH WIDI DEEP 
. 10" 123" 205" 
' NOTE:— Assorted Filing Drawers CABINET OUTSIDE 
v~ ' same as used in 421 Line can be 408 14j 24 
' specified for the 1700 Line No. 1733 No. 1724 
Be Sure to Specify Finish Cap Width Drawers ie 
e ; “tt ”~ . ; 3 inches wider than Letter Width a ee 
1700 Line Vertical Filing Cabinets ee 
me e om CABINET OUTSIDE 
Are the result of a desire to produce a panelled side, flat al 
top vertical filing cabinet to be sold at a popular price and No. 1734 


Cap Width Drawers 


at the same time embody a method of construction that . ; 
3 inches wider than Letter Width 


guarantees long life and satisfaction for the product. Made 

ms tw widths Letter and Cap. The Le ie , made from best grade of well seasoned kiln dried 
Width poe ys to a ee eee ae lumber, put together in a strong durable man- 
apers 65" X rertic ‘Ss DetTween fom , 

_— ‘ es ner. Assorted filing drawers designed for the 


uides in the usual way. The Cap Width cab- Hes ; ; ? 
g ape P filing of most any of the standard size business 
inets are three inches wider than the Letter 


oO wm Cw Que 


t. widths and are for filing papers up to 9"x14" in Papees Ss use Coe be arranged in a 1700 Line 
size. Drawers operate easily on hard, fibre rol- Cabinet in the regular two, three or four drawer 
lers; will not pull out accidently but can be read- heights. Furnished in Dark Golden or Light 

) ily removed from frame by a slight upward tilt. Natural Oak or Birch Mahogany finishes. 

“ Each cabinet is complete—not sectional—and is Always order by number and specify finish. 


—™) See Address 
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Or wish to add compact dis- 
play space for some special 
lines, it will cost you noth- 
ing to let 


Si ve 


make a layout for you and 
suggest the proper Sectional 
Display Cases to meet your 
requirements. 


There are a large number of 
merchants using Ja Dis- 
play Cases, some complete 
equipment others for special 
purposes only, but all are 
satisfied users and boosters 
tor this style of store display 
space. Installations have 
been made for a number of 
lines of business—stationery 
and jewelry stores, tailor 
establishments, dry goods 
stores and paper pattern de- 
partments as well as other 


lines. 

Se 
Sectional Equipment 
gives you the advantage of util- 
izing cases temporarily or per- 
manently in regular or special 
positions. Illustration shows 
the clean and very convenient 
method used by The C. F. Den- 
zer Company, of Sandusky, O., 
for displaying their line of inks 
paste, etc. 


We again request the privilege submitting suggestions and quotations on your requirements. 


The Sf Manufacturing Co. 


Monroe -- Michigan 


New York—The 94 Manufacturing Uo., A. H. DENNY, Mgr., 52 Park Place 
Chicago—Associated Stationers Supply Co., E. E. BLANKEMEYER, Mgr., 201-215 N. Franklin Street 





i MUU MMT 


If You Contemplate Changing 
Your Store Equipment 
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Paper Mills of Europe—Continued from Page 146.) 

Miss Kiely attempted to visit the mills in other parts of 
Germany, but failed to gain admittance. The secretaries of 
the Pulp Association of Germany and the paper associa- 
tion said that it would be almost impossible to obtain ad- 
mission into any of the fine mills which were running 
about twenty percent normal and that foreigners were 
refused admission to all German industries. They inti- 
inated that nearly all buildings and equipment were in need 


Oot repatlr. 


; ; 
At Ilensburg, M 


iss Kiely was able to visit a news print 
mill which was turning out considerable quantities of paper 


German paper makers use ground wood in every paper, 
so that almost every paper mill has its own pulp mill for 
srinding. The Germans screen their ground wood more 
nely than do the Americans. There are fine chemical 
laboratories at the University of Hanover, Hamburg and 
Ros The students are taught to use very inferior 


yet obtain excellent results. German manu- 
acturing is seriously handicapped by a shortage of coal, 

i long drought of last summer caused a 
scarcity of water and interfered with paper production. 





It said that a considerable quantity of bleached jute is 
used in German mills, a new process of bleaching having 
been recently patented. 


Denmark, Belgium and Holland. 


iss Kiely spent two weeks in 
small part of her time to Danish 


Denmark, devoting a 
paper making. The 


United Paper Mills at Copenhagen hold a position of 
yrestige in Northern Europe, but at the time of her visit 
lls wert nning only ten percent of their capacity. 


rvation was that the war had been the 
Europe’s industrial development at 


olland is ported to have no particular outstanding 
fe e to offer in paper manufacturing. A few hand-made 
papers are produced of superior quality. The University 


Hilverson has laboratory quite equal to any in the 
d States. 


' 1 
eigium there 


is at present little paper manufacturing. 


Brief Word on English Paper Making. 


1 


In England the Empire State. Mill, which produces paper 


for the Londo! Dailv Mail, is deve loping rapidly after 
ve years of comparative quiescence. New buildings are 
being erected and much new equipment is being added. 


Dr. Arthur Baker, 


president or tne 


a leading paper technologist of Britain, 
recently formed British Paper Technical 
\ssociation, holds a high opinion of American paper men 
and of the American Association. Dr. Baker claims that 
\mericans are readier to seize upon new ideas in paper 
making. We are also ahead in volume of production. Dr 
Baker called attention to one of the superior advantages 
of tinishing, which his mill possessed, and recommended 
that American paper makers would do well to use the same 
There is fine laboratory in connection with this 


J. B. Green, Maidstone, produces exceptional hand- 
made papers which have been made here continuously since 
1810. The equipment is practically the same as that in- 
stalled 111 years ago, even to the old water wheel. Now, 
however, the latter is supplemented by electric power. Only 
four tons of paper are produced per week, among which 
is a quantity of bank note paper, heavy ledgers, etching 
papers and imitation parchment. The mill uses white 
rags exclusive buying them from the country, because 
they are cleaner than those which come from the cities. 

It may be or interest to American paper men to note 
that the Empire State Mill, which has been using quanti 
ties of esparto grass for pulp, has discontinued the use of 
this fiber and has substituted a cheaper pulp. It is also of 
interest to note that in the English mills—in common with 
those on the continent—paper-making is a career. Each 
ov serves a long apprenticeship until he gains a thorough 
knowledge of the art. In the mills of J. B. Green at Maid- 
stone Miss Kiely tells of men who have worked there more 
than forty-five years. Even though the workers are im- 
hued with the ideals of quality, all the work is carefully 
and thoroughly inspected. 


Thomas Takes New Position. 

George P. Thomas, formerly with the Claude D. Kim- 
ball Company, previously known as the Kimball-Storer 
Company, has obtained an interest in the Midland Paper 
Company of Minneapolis. This company was _ started 
about May 1, 1921, by W. V. Pierce, a local salesman for 


one of the other paper houses. 
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We Are NOW Doing 
a “RECORD” Business 


Quality Service 











(We Cover the World) 


We Have Now 
“Rebuilt Like New” 


TY?Pe 


WRITERS 


and Finest “In Rough” 
Machines and offer 
NEW PRICES NOW. 


We furnish what you need—just 
when you want and expect it. 


Quan- 
lity 





(Our Leading Offering) 


GENERAL TYPEWRITER 
EXCHANGE, Inc. 


30 Main Street, Brooklyn 
New York, N. Y., U.S.A. 
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T’S one of the features 

that make Bates Machines 
supreme for automatic 
numbering. Greatly simplifies 
change of movement from 
consecutive to duplicate, or 
repeat, or the other combin- 
ations which can be furnished. 


Simplicity, durability, and 
accuracy have combined to 
make purchasing agents and 
executives prefer Bates 
Machines for their numbering 
work. 


That’s why so many dealers 
without hesitation recommend 
Bates to their customers. They 
occupy but little shelf room 
and insure a quick and easy 
turnover leading the way to 
satisfaction and repeat 
business. 


Enroll your name in the Bates 
family at once. We will be glad 
to send you attractive liter- 
ature as well as Price Lists on 
Bates Machines and supplies. 


BATES MANUFACTURING CO. 


Factory Orange, N. J. 
Address Dept. 0 
50 Church Street, New York City 
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Ahrens Eastern Representative—Rudd, Western, 
of Fiberstok. 
Fred W. Ahrens, who has made many friends among the 


stationers during his long connection with the America 
Lead Pencil Company, has joined the sales organization of 


the National FiberstoK Envelope Company of Philadel 
phia. Mr. Ahrens will act as eastern representative of this 
firm, covering the section east of the Mississippi river. He 
began a trip among the dealers of Detroit and other larger 


cities of Michigan, Ohio and New York a few weeks ago. 

R. E. Rudd, who has previously traveled the eastern 
states for the National FiberstoK Envelope Company, will 
now cover the trade in the West and Southwest, with head 
quarters at Chicago. 


Advertising Makes Rebuilts Business Good. 

Aggressive national advertising by the Shipman-Ward 
Manufacturing Company, Chicago, IIl., has greatly stimu 
lated the sales of rebuilts by dealers throughout the cou 
try. The company is devoting $25,000 a month to this 
national publicity. To hook up the dealers with the mag: 
zine advertising the Shipman-Ward Manufacturing Com- 
pany has provided a window display card. This is 21x16 
inches, done in red, black and gold, showing a rebuilt 





Underwood machine in its natural colors. These display 
cards are furnished to dealers only on request. 

Part of the direct mail campaign to dealers is a lette: 
modeled on the “K. C. B.” style, which is familiar t 





WE SELL 


SHIPMAN-WARD REBUILT 
UNDERWOODS 


TYPEWRITER EMPORIUM 


SHIPMAN-WARD MANUFACTURING CO. 
. CHICAGO, ILL 
Cash or Fasy Payments 4 




















SHIPMAN-WARD WIN- 
DOW CARD. 


readers of the Hearst newspapers. It is unique in that 
it is addressed, not to the dealer, but to George B. Samuel, 
manager, Corona Sales Company, Brooklyn, N. Y. It 
secures the dealer’s attention adroitly, and leads to a care 
ful reading of the letter and its enclosures. 





New A. B. C. Guide. 

The new edition of Walden’s A. B. C. Pocket Guide is 
out. This is the thirty-fourth annual edition of this use- 
ful book. The present issue contains between five hun 
dred and six hundred pages, giving a complete directory 
of paper distributors in the United States and Canada, with 
personnel and kinds of paper handled by each house; a 
list of paper mills in the United States and Canada with 
names of officers or owners, kinds of paper made, dimen- 
sions, capacity, etc.; and a list of manufacturers and con- 
verters of paper classified according to grades made, in 
cluding makers of glazed and coated papers, gummed pa 
pers, etc., etc. All those who use, deal in or buy paper 
in any quantity should have a copy of this book, which 
is published by Walden Sons & Mott, Inc., 41 Park Row, 
New York. 


English Friends Visit United States. 


E. J. Ward.and-his son, S. D. Ward of London, England, 
recently spent about a month in the United States. The 
special object of their visit was to interest an American 
manufacturer in the production of a small time and labor 
saving office device. Mr. E. J. Ward was connected with 
the London offices of the Burroughs Adding Machine 
Company as a salesman for a number of years and car- 
ries many medals and documents which prove that he 
reached a high position in that company’s service. This 
is the first trip of the Wards to this country and they 
will carry away with them many pleasant impressions. 
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STANDARD REGISTERS 


Are Used In 
All Lines of Industry 


Retail selling—all lines 
Manufacturing—all! lines 
lransportation—all classes 
Shipping Industry 

Telegraph and Telephone Cos. 


Warehouses 

\utomobile Service 
Electric Service 
Government—all branches 
Advertising 

Schools 

Professional men 
Laundries 


Hotels—Office Buildings 


Banks 
Architects—Contractors 
Civil Engineers 


Mines—Quarries 

Oil—Gas 

Water Companies 
Irrigation 

Large Farms and Ranches 
Dairies 

Lumber Companies 

Grain Elevators 
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Exclusive Feature 


Pin wheels engaging perfora- 
tions along the marging of the 
paper is an exclusive Standard 
Register feature, fully covered by 
patents. These — make it ab- 
solutely impossible for any of the 
second, third or more copies of 
any form to get out of alignment 
with the top sheet. They must 
be the same, word for word, iine 
for line. 


Accurate,Complete 
Fool-Proof Records 


You can have accurate, complete and fool-proof records of your business 
transactions. You can have clear, permanent, and legible records that will show 
you exactly where you stand every day of the year. 


You can have such records with- 
out the expense of a single extra 
dollar for clerk hire, or the loss 
of a single hour in compiling them. 


Standard Manifolding Registers 


record any transaction, from a 
Shop Order to a Telephone Mes 
sage, from an Invoice to a Sales 
Record. 


Every copy will be an exact duplicat« 
of the original. Every copy will tell you 
exactly what you want to know If a 


retail sales record, for example, it shows 
(1) the article sold, (2) the selling price 
(2) the purchaser, (4) the salesman, (5) 
the terms of sale—cash, C. O. D. 
charge, (6) any other information vita 
to your particular business. 

Standard Manifolding Systems elimi 
nate errors They standardize vita 
records. They enable you to keep a run 
ning inventory of stock. In addition t« 


1ccurate detail nformation, they give 


you a birdseye view of your entire 
business. 

An extra locked-in copy of every entry 
insures a permanent, alteration-proof 


record of every transaction 


The Standard Register Company 
203 Albany Street, Dayton, Ohio 


Roll Printing Costs Less 


Time Saving Forms to Fit Your Business 


Standard Manifolding Systems are made to fit your 
business. We have developed forms that are used by 
every kind of business. We would like to send you 
copies of forms used by~successful concerns in your 
line. Just check on the coupon the forms you would 
like to see, and we will mail you copies without any 
obligation on your part. 

















e=(5 | Check & Pin to Letter | c= 
THE STANDARD REGISTER CO., 
203 Albany St., Dayton, O. 
Without obligation, send me booklet ahd samples of 
forms showing: 
CBills of Lading (Department Orders 
(_JExpress Receipts (JRepair Orders 
{lDelivery Receipts (Sales Records 
{ ]Warehouse Orders CoService Station 
(jRailroad Orders Orders 
(_JWarehouse Receipts (Automatic Cash 
CJInvoices Drawer & Sales 
(_JPurchase Records 
Requisitions (Hotel Package 

(jStock Requisitions Receipts 
(jReceiving Orders (JEmployment Bureau 
(Shop Orders Records 
{_jStock Records (JTelephonic Messages 
(_JPiece Work Records (Telegraphic Messages 

NG xe) 





Standard 


Manifolding Systems az7d Roll Printing 
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Typewriter Dealers 
and Repairmen— 


You Con Me Make ee 


Money in 1922 







lif 
ys 


Boas © all 


A glance at the picture will tell the story—*Peerless Keys Sell on Sight 


to Typists Everywhere!” 


ing the suggestion on to you. 


A large number of dealers 


this by experience and are using this plan to good advantage. 
It will pay YOU to adopt it, for by so doing you 


and repairmen know 
So we're pass- 


can greafly increase your profits without additional effort. 


There is no SELLING or CANVASSING necessary 


You merely create 


an interest and desire in the typist for something to lighten her work—then 


fulfill that desire by supplying her with Peerless Rubber 
knows the advantages of Peerless Keys and when the oppor- 


stenographer 


Every 


Keys. 


tunity is offered they will gladly buy them. 


The Progressive typewriter dealer or repairman car- 
ries a box of Peerless Keys in the top of his tool kit 
when he goes to repair a machine. When he opens the 
bag, it is necessary to take out the box of keys in order 
to get at his tools. By laying it on the stenographer’s 
desk he immediately gets her attention. Then while he 
is working at her machine, her curiosity is aroused, she 
picks it up and examines it. A question from her starts 
the conversation. And nine times out of ten it results 


The next time YOU go out on a job just try this plan 
and see how well it works. Each sale means an en- 


thusiastic purchaser and a nice profit for you. Type- 


writer dealers, repairmen and stationery salesmen can 
all make more money in 1922 by supplying the growing 
demand for Peerless Rubber Keys. If YOU would like 
further information about this plan and details of our 
liberal offer, write us today—NOW—and get irted 


at once. 


in a sale. 

nvace THE PEERLESS KEY COMPANY, I eon et 

chine Seale y ANC. revoiiscii 
Sto 

seis? Ege 176A Fulton Street NEW YORK CITY and Twi Mier 

Keys. Chicago Pittsburgh Cleveland Philadelphia Boston a er use rs 

show you ow ‘o Seattle Minneapolis Toronto London, England yoy Sh Fe 
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Trick & Murray to Move. 


Crick & Murray, Inc., will move on March 10th to their 
new store on Second avenue, Seattle, Wash., in the heart 
of the retail district. The printing office and factory will 
remain in their present ‘ocation, 85 Columbia. This move 
will give Seattle but two large stationery stores on Second 
avenue, but is indicative of the business trend. The new 
store will be at 1005 Second. It will occupy four full floors, 
ground floor, full balcony, basement and sub-basement 
owing to the side hill construction of the building. 

The first floor will contain a full stock of commercial 
stationery and office supplies; the mezzanine floor the 
general offices of the company and display rooms for Art 
Metal Steel Furniture; Rand Visible Index equipment; 
mechanical bookkeeping and equipment supplies, and the 
printing sales office. 

The first basement will be used for store rooms, display 
rooms and shipping, and the sub-basement for storage. 
The firm is exclusive agent in King county for the Art 
Metal Construction Company, and for Washington and 

laska for the Rand Visible Index Equipment; Seattle 
agent for the Manifold Printing Supplies for the Under- 
wood Fanfold Billing machine; for the Irving-Pitt Loose 
Leaf, and the J. G. Shaw blank books; exclusive Washing 
ton agents for the Old Dutch Ribbon and Carbon Com 
pany. 

The firm of Trick & Murray, Inc., is now composed of 
QO. D. Trick, president, who started the business in Seattle 
seventeen years ago, a business which has continued under 
the same name, and has been for the past six years in the 
same location; ( R. Griffin, vice-president; Edward 
Trick, secretary, and Eldred Ireland, treasurer. 

The new store occupies the premises recently vacated 
by the New York Shirt Shops’ Seattle store, and is being 
remodeled throughout, with new windows and fittings 
and display cases. 


Eastern Hemisphere Grows Popular. 


Recent issues have reported European trips by promi- 
nent individuals in the stationery and allied fields. Febru- 


ary has added to the list. A. B. Dick, accompanied by 
his wife, sailed from New York on the “Adriatic” Febru- 
ary 18 on a Mediterranean tour. The voyagers expect to 


return to the United States in June. 

KF. D. Towne, treasurer of the National Blank Book 
Company, is on a trip to the Orient. He will be gone 
several months, 

It is now in order that our several friends scattered 
over the Eastern hemisphere should happen to “meet up” 
with the Millisons and the George S. Parkers and have 
a reunion, not only as Americans, but as associates in a 
common business 


A Useful Souvenir. 


Through the courtesy of Frank L. Severance the editor 
of Office Appliances received, the other day, one of the 
souvenir programs of the annual dinner and dance of the 
Stationer’s Association of New York held on Monday 
evening, February 6, at the Hotel Astor, New York City. 
\ report of this event appears on another page. The 
souvenir in question was unique. It was presented to 
members and guests by the Wilson-Jones Loose Leaf 
Company, and consisted of a pocket size ring book with 
red leather cover, Morocco-lined. Sheets of white celluloid 
protected the filler sheets front and back. Eight pages 
were given over to the program and menu, officers, com- 
mittees and list of former presidents, while the remaining 
filler sheets were the regular ruled stock provided for 
high-grade memo books. 

his souvenir was much appreciated by everyone 


New Concern in South Carolina. 

The firm of Young & Hull was recently established at 
Rock Hill, S. C., to carry a general line of commercial 
stationery and office supplies. Mr. Young has been in 
the drug business for a number of years, while Mr. Hull 
has been associated with the George D. Barnard Company 
of St. Louis. The new concern will soon be open for 
business, having been somewhat put back on account of 
delavs in the construction of their new building, which, how- 
ever, will soon be completed. 


Calendar from Germany. 
ur acknowledgments are presented to Hoffmann & 


Co. of Berlin, Germany, manufacturers of the “Freho”’ 
duplicating machine, for a 1922 wall calendar. 


() 
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Unquestionable 
Superiority! 
STEELCASE SAFE S 


Our New Line of safes, including STEEL- 
CASE Underwriters ““B” Label and Com- 
mercial Grade Light Weight models, is 
designed to give our representatives 
everything they require in the way of 
service, distinction and ample profit. 
Distinction in a STEELCASE Safe means 
utmost safety, dignified beauty and great 
adaptability of interior arrangement. 
Service is guaranteed by the STEELCASE 
standard of manufacture. 


Mail the coupon below and we'll tell you about the 
ample profits, and include catalog and details. 
found 
where 
business 
succeeds 


THIS BRINGS THE DETAILS 
CLIP AND SEND IT NOW 


METAL OFFICE FURNITURE CO, 











Grand Rapids, Mich. 
Gentlemer Please send me all details regarding STEEL- 
CASE Safes (complete line) and dealer proposition. 
IGM wot cece cee cece 6 eke ope + spe cami ls = 0 enn 
Str i N SPP rrrrrrrrrr: | ete Coeeeseese . 


Town and State Pere occcwobenbas wee 
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The Big Thought for Every 
Merchant to Fix In His 
Mind Is This: 


peENcils of the Penex kind make 
friends. We know this because 

we have been making them our- 

selves for three generations. 


The Penex quality standard has 
always been of the highest. Im- 
proved methods of manufacturing 
have constantly been invented. To- 
day these better pencils are manu- 
factured complete in two large fac- 


tories. 


Penex pencils are inde- 
They can, 


More! 
pendent of any others. 
therefore, be made at less expense 
—and give you a better profit. 





Write for samples, prices and 
details today. 


New Jersey leads in 
Pencil Production 
Peneil 


Exchange helps 
maintain the lead 


PENCIL EXCHANGE 


MAKERS OF LEAD PENCILS 
FOR THREE GENERATIONS~ 


JERSEY CITY,N.J. U.S.A. 

















March IQ22. 


“Y and E” Opens School of Filing. 


On January 13th Yawman and Erbe Manufacturing Com 
pany opened the “Y and E” School of Filing in Rochester 
The classes are being held at their retail store, 108 East 
avenue. The course includes complete instructions in in 
dexing, filing and record keeping routine. 

The school is in charge of Ladson Butler, manager of 
the “Y and E” Educational Department, and Jack Grey, 
manager of “Y and E” System Department 

The opening of this school of filing has received the en 
thusiastic support of the Rochester business men, and 
applications are now being received for the second class 


Imperial Methods Company Takes Larger Quarters 
in New York. 


Edward L. Sirus, formerly connected with the Peerless 
Wire Goods Company’s New York City office, has be 
come the eastern sales representative of the Imperial 
Methods Company of Chicago and has moved the offices 
to larger quarters at 132 Nassau street. Here he believes 
he will be in a more advantageous position to serve the 
trade. 


Old Hampshire Display at Direct Mail Convention. 
The last convention of the Direct Mail Advertising Asso 
ciation was held in Springfield and was the largest con 
vention the association has ever held and the largest con 
vention of any kind that has been held in Springfield. 
The meetings of the convention took place in the audi- 
torium and around the room as well as the basement below, 
booths were set up with interesting displays of various 
kinds. The display made by the Hampshire Paper Com 
pany was very attractive and was commented on with favor 





Ti ceiaiaiemaiiiitiiniens es J 
BOOTH OF HAMPSHIRE PAPER CO. AT DIRECT MAIL 
CONVENTION IN SPRINGFIELD, MASS 











by those attending the convention. It was a combination 
of display and direct mail advertising sent out by the flat 
paper department and was also composed of samples used 
not only for direct mail, but the fine stationery department 
entered full size boxes of paper of their manufacture. 


American Clip Establishes Chicago Branch. 

Charles R. Senior, sales manager of the American Clip 
Company, started not long ago on a trip west and south. 

During this trip he will make a long enough stay in 
Chicago to open and establish a Chicago branch office for 
his company. This branch will be in charge of J. 
Strauss as manager. Mr. Strauss will call on the trade 
and will build up an organization to take care of the 
requirements of the midwestern field. We expect to an- 
nounce the location of this new office in later issue 


A Hurry Up Order from Abroad. 

W. E. Thayer Company, Inc., of Mount Vernon, 
were much gratified recently at the appreciation of 
Silent Secretary evidenced by a cable order from London, 
ordering the immediate dispatch of fifty each of the six 
and nine pocket secretaries, twenty-five each of the twelve, 
fifteen and eighteen pockets, all quality 94, packed two in 
a box. 


Mss 


their 
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: The only complete line of 
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e steel “office equipment 
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> A= Metal leadership in ment specially designed f 
: the field of steel office equipment to fill these er- Ps 
D equipment carries with it an quirements. p 






~~. 


obligation that we have never 
shirked—an obligation to 
study the world’s office needs 
and produce Art Metal equip- 
ment to serve these needs— 






Art Metal meets the econ- 
omy demands of the times 
by producingsteelequipment 
at wood prices. 
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» economically, practicallyand Judged by any standard— RY 
fs completely. price, convenience, durabil- ; 
g Art Metal offers the most ity, beauty, utility, flexibility Ny 
p> complete stock line of steel —Art Metal stands pre- ip 
¥. office furniture — files for eminent. . 
> every purpose, as well as There is an Art Metal store . 
fs desks, tables, shelving, safes, in almost every city in the " 
é wastebaskets and supplies. land. If you are an office & 
s)) The office with unusual re- equipment merchant in one \p 
i quirements can secure of the few open territories, a 
» through the Art Metal Engi- write for details on the Art » 
oD neering and Contract Depart- Metal agency proposition. 
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JAMESTOWN, NEW YORK 
World’s largest makers of steel office equipment 
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se PETERS = 


A NEW-—COMPLETE—COMPACT aaae 
DURABLE — PORTABLE “ae 


Adding Machine 





The Peters Listing and Adding Machine 
Needs One Hand Only to Operate 


In the Peters, the total, the sub-total, non-add and repeat 
levers are solocated with respect to the path of the operating 
handle that the machine can be operated with ease at high 
speed by the use of the right hand exclusively. This gives you 
a machine combining accuracy, speed, durability, one hand 
operation and mechanical perfection with portability at a price 
that is right. 








Some interesting “PETERS’’ features: 


CAPACITY — listing and adding 99,999,999.99. 

KEYBOARD —10 bank and full flexible. 

CORRECTION KEY—located for greatest ease in operation. 
MAXIMUM VISIBILITY—COMPACTNESS. 

SIGNS—designating machine clear: total: sub-total and non added item. 
PORTABILITY—weighs 35 lbs. 





Territories are available for domestic and foreign business 


PETERS-MORSE MFG. CORP. 


Sales Office: 30 CHURCH STREET, NEW YORK CITY 
Factory: Ithaca, New York 
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March Doings in 1907. 


Views and News Glimpsed in Leafing Over 
Office Appliances for March of That Year. 


J. M. Price held that “Perfect Selling Organization is 
Possible,” and suggested how it could be accomplished 

The Genesis of profitable inventions was indicated in 
‘Fortunes Made in Patents Every Year.” The article 
cited the inception of the pencil eraser, the paper clip, and 


other commonplaces that won fortunes during the life of 
the patents 
lhe story of the Addressograph was narrated Che 
article did not t at the card index Addressograph, which 
was to be a development of the future 
Che perspective of fifteen years give humorous angle 
to the article, “Will the Combination Typewriter and Add 
ing Machine be Practical for Billing?” 
Philadelphia’s business show was described detail. 
ommented as an unqualified success 
R. Ritter wrote on the three R’s of “Trade Fratet 
nalism.”’ He urged an altruistic spirit among competitors 
I rade 
Speed contests on the typewriter had been limited to 


local and national events. The New York Business Show, 
» be held in tl fall, announced an international 

the winner to earn the title, “world’s champion.” 

th annual business show was scheduled 


contest. 


Chi ago’s S1N 
March 16 23 
\ change in selling policy was announced by the Aritl 
mograph Company, Chicago. Distribution was to be 
through dealers instead of through } 


branches 
Some Loose Leaf History” narrated the progress of 


the Jones Loose Leaf Specialty Company, known to the 
present generation as the Wilson-Jones Loose Leaf Com- 
pany 

Houdini,” the magician, staged an escape from a Derby 
desk at Keith’s theater, New York It took him thirty 


five minutes to work his way out, two locks securing the 
roll top 


The San Francisco Chapter of the American Institute 
of Banking held an adding machine contest. The winner 
was W. M. Connolly, who listed one hundred checks, 


averaging five figures each in two minutes, 34 1/5 seconds 

The Commercial Stationers’ Section advocated the asso- 
ciation idea as applied to the drawing materials trade. 
Now there is a division in the National Association of Sta- 
tioners and Manufacturers devoted to its interests 


Overcoming Conservatism. 


[ heard a story last week about a salesman in the add 
ing machine line He called on a Manchester merchant, 
and tried to sell him a calculator. The merchant was one 
of the “old school”’—a keen old gentleman who had a 
sneaking regard for the “good old times” and the methods 
of his grandfather. ‘“Laddie,” he said tersely, “I’ve got 
one of those things in my head! D’ye think I never went 
to school and learnt to count?” The salesman’s hopes 
were at zero, but he detected good humour in the mer- 
chant’s eye, and thought it an occasion for a jocular reply 
“Ah! You've got a calculator in your head, sir eS 
but the trouble is, only you can work it! Now this ma- 
chine ea ’ He sold an outtit—a big one.—Sales 
Management (London) 


Swan Song of the Goose Quill. 

The general secretary of the Canterbury episcopate, who 
records the wedding licenses of royalty, has ever been 
partial to quill pens, using some thirty of them in his 
official scrivening, each for a specific purpose. He has 
never debased his chirography with a steel pen. But the 
march of progress has now reached his cloister. The 
espousal papers of Princess Mary are the last to be re- 
corded to the accompaniment of the squeak of a quill. 
After royalty had been documented across the seas of 
matrimony, the general secretary of the Canterbury epis- 
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The PEM. Locke Loup Lime — 


METAL TIP GUIDES 








Important to Dealers! 


P & M METAL TIP GUIDES 
are now supplied in two weights 
of pressboard, H -aAVY and Extra 
Heavy, with Black Finish Steel or 
Bright Finish Nickeloid Tips. 


This change increases the number | 
of stock items thirty-five per cent 

and besides giving us the largest 
and most complete stock of Metal | 
Tip Guides carried by any manu- 
facturer, puts us in a position to 
render service heretofore deemed 
impossible. 


The quality of our guides has made 
for us an enviable reputation and | 
we will continue to supply only the 
highest quality Metal Tip Guides | 
that can be produced from the best | 
materials. 


Our new price-list is ready 






















The Plew & Motter Department of 


The Workman Manufacturing Co. 


Capital and Surplus Over $300,000.00 
CHICAGO 


Racine Ave. and Monroe St. 
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copate concentrated on reconciling himself to the horrid 
modern practice of making his records on a typewriter 
No expression has been secured from the geese, who have 
thus been limited in their relations with royalty to a mere 
gastronomic function. 

Jake Must Have Borrowed That Copy. 

The Weekly Protectograph Bulletin has a joyous depart 
ment headed “Homeburg Happenings.” The following ap 
peared not long ago: 

“We don’t know whether jake green wants to y a 
C/W or is just spoofing us. We received an inquiry from 
jake, typewritten in smal] letters on a Postal Telegraph 


é 


blank, from Kansas City, which we quote verbatim as fol 





lows: ‘dear sir tadd protectograph co I been seein in office 
appliances about you have a small one of check write 
if you have sent me the price and how it looks lak (signed 


your’n jake green 2418 olive st k ¢ mo.” 
Jake does not appear on our subscription lists, so he must 


> ° have been “sein” the Protectograph ad in copies of Office 
e rinctp e oO tf e Appliances belonging to someone else. We hope that th 


Kansas City Protectograph agent was able to show Jak« 


ed [ b Beh ° | th [ kb that he needed “Exactly” protection for his bank checks 


Fairly Started. 
A Baltimore business college received the following 


"ae Sales Pacemaker communication: 


“I wish you would let me kno how mutch it costes to 











lern tiperiting. I already know how to spel.”—Ketail 
Many Bankers have requested further Ledger. 
information relative to the ‘“‘Lock Behind 
the Lock’’, the exclusive INVINCIBLE E THE TOILER By Russ Westover 


TNE BEEN Looking For] On 
SMITHS CORRESPONDENCE 
ees. 1 CawT 


TILLI 





safety feature. This month they are getting 
it, through advertisements in leading bank- 
ing publications. This publicity will get us 
many new prospects. New prospects are 
turned over to our representatives in their 
respective territories. Then we help close 
the deals. INVINCIBLE Boxes outsell all 
others. Our literature tells you why. Mail 
the coupon below. 





GREaT ‘OTT: ANT Find 
OUR SALESMA4NH Lettecs in 
E 4S BLAME WOEK. SOME SYSTEM. 
= } wiSH “TILLIE Wowmd HuRRY ~~) 




















QINVUINCOB ILS 


SAFE DEPOSIT BOXES 
“The Lock Behind the Lock” 


**Add a Section at a Time’’ 
means Continuous Sales 


















INVINCIBLE Safe Deposit Boxes are 
furnished in Sections which intermember to 
form a solid unit installation. Banks may 
add Sections as they are required. Growth {Clipped from The Shaw-Walker Skyscraper 
of the bank means growth of your profits if 
you are an INVINCIBLE representative. 
Mail the coupon below for the many facts When 
of interest to you. for it. 

When a Lawyer makes a mistake, it is just what he 
wanted, because he has a chance to try the case all over 


INVINCIBLE METAL FURNITURE CO. | “3: 


When a Doctor makes a mistake, he buries it. 














Mistakes. 


a Plumber makes a mistake, he charges twice 


Manitowoc, Wisconsin When a Judge makes a mistake, it becomes the law of 
the land. 
ee ee ee ee ee Ge ee ee eee es ee ee When a Preacher makes a mistake, nobody knows the 
INVINCIBLE METAL FURNITURE CO. difference. ay . 
Manitowoc, Wisconsin When an Electrician makes a mistake, he blames it on 


Gentlemen:— 

Please send me complete facts on INVIN- 
CIBLE Safe Deposit Boxes so that I may judge 
for myself the value of your dealer proposition. 


induction; nobody knows what that means. 

When a Printer makes a mistake, he gets the “devil.” 

But when an Editor makes a mistake—GOOD NIGHT! 
—Better Advertising. 

Shocking the Repair Clerk. 

Dear Wake: Our steno broke a key on her typewriter, 
yet the girl at the Royal was angry when I asked her to 
send a man over because our typist had knocked “H” 
out of the machine.—Jed.—Wake of the News, in Chicago 
Tribune. 


Town and State _ 
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A Standard 8-Bank Adding 
and Listing Machine for 


| ERE is a machine that every stationery and office 
supply dealer can sell and make money on. 

rhe amount of salesmanship required to sell any article 

depends upon the relation between its price and its plain- 

to-be-seen value. 


It doesn’t take high pressure salesmanship to sell first 
quality sugar at half the market price. Neither does it 
take special adding machine salesmen to sell the Victor. 
When you can offer a standard adding and listing ma- 
chine at $100, which is plainly the equal of machines 
costing two and three times as much, you know you 
can sell them. 

You office supply dealers need no longer sit by and 
watch outside specialty salesmen sell adding machines 
to your own customers—men you would have first 
chance at through being constantly in touch with them. 
You can sell Victor Adding Machines—you do not have to buy 
in quantities or contract for “futures.” We have a plan that 
will fit your needs as well as though you: wrote it yourself. 
Mail the coupon today. Fill it out as you prefer. Go about this 
thing in your own way, but don’t pass up this chance to find 
out how you can make money selling adding machines. 


No obligation. 


Victor Adding Machine Co. 


3047 Carroll Avenue Chicago, Ill. 


Mail the coupon 





Capacity up to $1,000,000 

Self correcting keyboard 

Totals with one pull of 
handle 

All work visible 

Non-Add Key 

Red Totals and Clear 
Signal 


1000 less 
others 
Portable, easily carried 
around : 

Weighs only about 27 
Ibs. 

Finely finished in black 
enamel and nickel 


parts than 


ee ee ee ee ee 


Address 


information about your 


Victor Adding Machine Co., 
3047 Carroll Ave., Chicago, Ill. 


Check in one of these squares. 


[— Please send me ful! information about the Victor 
and your plan for an adding machine department 
in the office supply store. 


You may send me a Victor on approval, with full 


agency preposition. 


Off. Appl. 
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“The sturdiest typewriter 





Facts About Corona 


Corona weighs 6% Ibs. 
Folds compactly and fits 
into a neat traveling case 
—has all the modern im- 
provements, such as vis- 
ible writing, universal 
keyboard, two-color rib- 
bon, back spacer, margin 
release, etc. 


in the world” 


This is one of a series of true stories that 
prove the amazing durability of this 
litt-e six-and-a-half pound typewriter 


HE illustration above is the actual photograph 

of Corona (Serial Number 27025) owned by Mr. 
W. E. Conklyn, of Park Hill, Yonkers, N. Y. This 
photo was taken in January, 1922, after nine years 
of continuous use. In regard to his Corona Mr. 
Conklyn says: 
“This wonderful little typewriter has aided me in 
my business, increased my income, made school- 
work easier for my children, been private secretary 
to my wife—and in nine years of the hardest kind 
of use has cost me but 35 cents for repairs.” 


CORONA 


The Personal Writing Machine 


REG. U. S. PAT. OFF. 
Built by 


CORONA TYPEWRITER CO., Inc. 
116 Main Street’ Groton, N. Y. 
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-_ 


UP-TO-DATE 
OFFICE ACCESSORIES 


Some Little Kinks in Typewriter Rebuilding. 

Oiling typewriters with atomizers is one of the ideas suc- 
cessfully put into effect recently by the Manufacturers’ 
[Typewriter Clearing House at 193 North Dearborn street, 
Chicago. General Manager Percy Albihn states that this 
idea, suggested by one of the men in the employ of the 
company, has proved to be unexpectedly successful. Not 
only does it save brushes, but it brings under entire control 
the amount of oil used, and enables the mechanic to in- 
troduce oil into the most difficult and otherwise inaccessi- 
ble parts. As every one knows who has handled machinery, 
oiling is a rather nice operation, for too much oil is mussy 
and tends to thicken and clog the mechanism. It is ex- 
ceedingly dithcult to get exactly the right amount of oil 
into all parts of 4 machine simply by using a brush. An 
ordinary oil can is usually unnecessarily generous in its 
distribution, with the result that the oil runs down upon 
the table and spreads over the parts of the machine where 
oil is not needed, and everything, including the clothes of 
the workmen, is greasy. By using the atomizer, an ex- 
ceedingly thin film of oil is introduced into the main work- 
ing parts and even into the ball bearings, keeping away 
rust and yet not being sufficient to cause clogging. The 
slight amount of oil that strikes the exterior of the ma- 
chine is readily wiped off. This is not the only advantage, 
however, for oiling the machine with an atomizer once the 
workman becomes accustomed to it is a very quick opera- 
tion, in fact, it can be done in a fraction of the time re- 
quired to oil a machine by any other method. 

Another little idea which the Manufacturers’ Typewriter 
Clearing House has found to be an economy is the use of 
paper in rolls hung upon the usual racks for that purpose. 








The Chicago Glass Desk Pad promotes 
desk efficiency by affording a place to 
keep memoranda, lists, schedules, etc., 
always visible for ready reference. It 
avoids marring of the working space of 
the desk and at the same time furnishes 
a smooth, hard writing surface. The 
holder is backed with felt and has two 
raised leather corners which hold the 
oe in place. Two sizes: 18”x24” and 
0” x 36”. 








WORKROOM MANUFACTURERS’ TYPEWRITER CLEAR- 
ING HOUSE, SHOWING ROLLS OF PAPER AND OTHER 
CONVENIENCES READILY AT HAND FOR THE WORKMEN 





Instead of having flat sheets lying beside the inspectors for 
test purposes, rolls are placed at intervals along the top of 
the case before which the workmen adjust the machines. 

There are no !oose sheets of paper lying about and when 
it becomes necessary to test a machine, all the inspector 
has to do is to reach up and tear off a small portion from 
the roll, using the straight edge on the roll holder to get 
a clean cut, insert the paper in the machine, make his test 
nd throw it away. In this way he can use as little paper 
as he requires and no more, so that every test does not 
spoil an 8%xl1l sheet. There are no loose sheets lying 
about on the benches or the floor and this is in itself 
makes for an appearance of neatness and to a certain ex- 
tent reduces fire hazard. 

Another modern convenience, which is familiar to most 
rebuilders, is the use of a pneumatic blower to blow the 
dust out of the machines as they come in for rebuilding. 
This blower turns a thin powerful current of air into every 
part and is very effective in taking out loose dust. The 
illustration here presented shows the rolls of paper between 
the workmen as they are seated at their benches. In the 
foreground is the pneumatic blowing device ready to be 
taken down and put into operation by whomsoever 
needs it. 

{n talking the other evening with Mr. Froehlich and Mr. 
\lbihn a representative of Office Appliances learned of a 


A plate glass letter tray is a practical as well as 
an ornamental acquisition to any desk equip- 
ment. It is securely held together by nickel- 
plated clamps tipped with rubber. 





An office equipped with plate glass window venti- 
lators is insured of a constant circulation of 
air without the direct drafts. Can be attached 
quickly to any window. 


House uses a part of this window for display purposes. 
When the wind came, the glass was broken and showered Established 1890 
the machines with minute particles. Some of the heavier  SpgqqeegqeeeQeQeQeeUeeU0UG0U0000UUN000000000UNUROUOEOENEDOGOSROROROOOORAOIOES 


curious incident which occurred during the high wind one S& WRITE US TODAY 
night last winter. It seems that along the north side of S&S 
the store is a large plate glass window, one of the largest S&S The Chicago Mirror & Art Glass Company 
in Chicago. The Manufacturers’ Typewriter Clearing 3S 217 North Clinton Street Chicago Ifl. 
= ’ > 
5 
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TO ENDURE 


pondence is just as necessary =~ 
in the conducc of your busi- ‘ 
ness as keeping books and 
should be just as ‘well kept”’. 
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Globe-Wernicke 
WOOD UPRIGHTS 


Letter Size; Cap Size; Bill Size; 
Legal Blank; Card Index; 
Document; Storage; Cupboard; 
Roller Shelf; Wardrobe, Etc. 


quality at the lowest prices. 


Send for Catalog 9660 


Cincinnati 





Your Correspondence 


—trighc at your finger-tips—where you can get it 
—when you want it. Keeping your corres- 


In all lines, wood or steel, uprights or 
MR. DEALER ; horozontals, safes, steel shelving, The 


Globe Wernicke Co. offers you the greatest variety —the highest 


The Globe-Wernicke Co. 





a 











pieces of glass were hurled edgwise upon the machines, 
one or two of which were practically cut in two. The 
platens were severed as if by a cleaver and the steel por- 
tions of the machine were bent and marred. The bases 
were also cut. Two or three machines were practically 
ruined in this manner. 

Mr. Albihn, the general manager, was born at Gothen- 
berg, Sweden, and came to this country twenty years ago. 
He is an expert in mechanical matters and has worked 
for a number of rebuilding concerns, platen manufacturers, 
etc. 


Some New Thayer Appointments. 

The M. E. Thayer Company, Inc. of .Mount Verno: 
N. Y., manufacturers of the “Silent Secretary” desk files 
announce the appointment of men to handle their line as 
follows :— 

C. E. Davis, 351 Empire building, Seattle, Wash., Pacifi 
Coast and western representative; F. R. Horton, Hote) 
Edwards, Boston, Mass, representative for the state of 
Massachusetts; J. W. Reed, 1215 Market street, Philadel 
phia, Penna., Pennsylvania and New Jersey agent; J. ] 
Keefer, 50 Church street, New York City, Canadian re; 
resentative; W. C. Walling, 20 Quincy street, Chicago 
Ill., Chicago and surrounding territory, and W. A. Mills 
103 Park avenue, New York, N. Y., New York City 
resentative. 

Henry Parr, sales manager of the Thayer Company, 
ports that sales are increasing and that indications point 
to a very good year. 


Change in Corporate Title. 

The Medart Patent Pulley Company, Inc., has changed 
its name to The Medart Company. This company manu 
factures power transmission machinery, having its general 
offices and works at Potomac and DeKalb streets, St 
Louis, Mo. 

The name of the company was changed because the 
mer name fails now to indicate the scope of the company’ 
extensive lines and was to a certain extent misleading 
The company now manufactures everything in line shaft 
equipment, including lockers, etc. 

The company was organized in October, 1879, as a co 
partnership between Philip and William Medart and th: 
original device made was the Medart patented steel ri) 
pulley. The line, however, since the forming of the com 
pany, has been greatly extended until the factory nov 
covers a considerable tract of ground. Both of the original 
organizers of the company have passed away, Philiy 
Medart dying in 1912 and William in the following year 
The company is now controlled and managed by Walte: 
R. Medart, son of Philip. The company was incorporat 
in January, 1914. 


New Offices for Dalton Co. in Newark. 


Grubbs & Sheridan, Metropolitan agents for the Dalton 
Adding Machine Sales Company, have opened anothe: 
office tor the company in their district at 38-40 Park place, 
Newark, N.*J., under the direction of Clarence W. Tracy 
and Francis E. Ring. Edmond S. Spencer and Raymond 
V. Duffy will also be connected with the Newark office. 

Mr. Tracy, as manager of the Newark office of H. W 
Dubiske & Co., made a fine record, which was shared by) 
his associates, Messrs. Ring and Spencer. 


Fecher-Pearson Nuptials. 


As a result of a romance which developed in the offic: 
of the company, Frederick F. Fecher, sales manager of 
the Beck Duplicator Company of New York City, and 
Miss Amy Pearson of the office staff were married at the 


home of the bride February 1. Immediately after the 
wedding the couple started on a four months’ combined 
honeymoon and business trip to the Pacific Coast. Mr 


Fecher plans to visit all the Beck agencies before ret 
ing. 


New Stationer in Gotham. 


The Morlou Stationery and Printing Company, Inc., is 
a new concern, located at 152 West Forty-second street, 
Knickerbocker building, New York, N. Y., organized to 
engage in the retail stationery and printing business 

The officers of the company are Morris Kissler, presi 
dent, and Louis Charwat, secretary and treasurer. Thi 
name of the company is a combination of the given names 
of the two officers, 
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RISHEL DESKS 


Flat Top Salesman’s 
Typewriter Roll Top 
Standing Office Tables 
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J. K. Rishel Furniture Company 


Makers of Fine Furniture Since 1867 
WILLIAMSPORT, PENNSYLVANIA 
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ast Fiberstol\ == 


Flat and 
Expanding 
Envelopes 











Folders, 
File Pockets 


and Files 












Good Appearance 
That’s Worth Face Value 


Fiberstok has a built-in quality and 
durability that give unlimited backing 
to its attractive appearance. 








Which means simply this — that 
when you sell Fiberstok it stays sold. 
It makes steady customers out of 
casual buyers. 




















Here Is an Opportunity! 
Send us your name and address and let 
us forward to you Catalog 5 and FREE 
SAMPLES of Fiberstok with our special 


selling plan for your territory. 



















National Fiberstok Envelope Co. 


429-447 Moyer Street 
PHILADELPHIA 






























35 S. Dearborn Street, CHICAGO 
21 Park Row, NEW YORK 
Merchants Laclede Building, 
ST. LOUIS 
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Store for Shipping Room Supplies. 
What is probably the largest store in the world de 
voted exclusively to supplying the needs of the shipping 
room is that of W. H. Alexander at 42 Warren street, 


New York. The motto of the store is, “If it’s for the 
shipping room, get it at Alexander’s.”’ A slogan used by 
this store and imprinted by means of a rubber stamp on 
all delivery slips on goods sent out is “P. D. Q.,” mean 


ing “Price, Delivery and Quality.” This has hit a re 
sponsive note in those who have seen it and several re- 
quests for similar rubber stamps and permission to use 
the idea have been received. The slogan is lived up to 
as well and quick delivery and prompt service are at all 
times available. 

Mr. Alexander has a branch in Philadelphia in the 
Jourse building as well as being represented in Balti- 
more. The house is the eastern representative for the 
Ideal Stencil Machine Company of Belleville, Ill., and a 

















ALEXANDER 


STORE WINDOW OF W. H 


complete stock of these machines is carried at all the 
branches of the organization, which also represents the 
Garvey Fountain Brush and Ink Company of St. 
Louis, Mo 

The new tacking machine of the Alex. H. Irwin Com 


pany of Curwensville, Penna., is another article in this line 
that has earned a place for itself. 

A special line of stencil brushes called the “Alexander 
Special” are made up to certain specifications and handled 
exclusively by this organization. 

Some of the other items handled are: Gummed tape and 
silicate’ of f sealing paper boxes; gummed tape 
moisieners; rebuilt stencil machines of. all makes; tag 
addressing machines manufactured by the Addressing 
Machine Company of Buffalo, N. Y.; hand trucks, a com- 


soda for 


plete line of portable conveyors, box strapping, clutch 
nails, crayons, stencil board, stencil filing cabinets and 
shipping room hardware of all kinds. 


R. F. Alexander is manager of the New York store and 
territory, with a corps of six on the New York ' staff. 
Miss Jane Wilkie is in charge of the Philadelphia 
branch, assisted by Harold R. Pratt, J. E. Yost and W. S. 
(dams, who keep in touch with the shipping room needs 
of the Quaker City. 
C. E. Allderdice has charge of the Baltimore district. 
W. H. Alexander, the founder and owner of the busi- 
ness, has general supervision of the entire organization 


Albihn Business Incorporated. 
th 


Incorporation papers were issued in February to the 
Manufacturers’ Typewriter Clearing House, 193 North 
Dearborn street, Chicago, Ill. Percy Albihn, the owner 


of the business, plans extension and wished to put the busi 
ness on a corporate | Shortly he will extend the store 
to take the adjoining space on Dearborn street. 

Mr. Albihn plans a business trip to Europe in the 
future 


asIS 





Bermuda Distribution for Woodstock. 
Distribution of Woodstock typewriters in Bermuda has 
been awarded to L. Darrell & Company, Hamilton. 
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ALES can be 
increased even 
in these times—if 
you will send for 
photogravure 
plates of the new 


SIKCO LINE 


we can prove to 
you that onginal- 
ity will produce 
results. 


The new designs are 
protected by design 
patents and cover 
new and original 
features which will 
startle the office chair 
trade. Please direct 
your inquiries and re- 
quests for details of 


the “Sikco” Chairs to 


Service Department 


THE 


SIKES COMPANY 


PHILADELPHIA, PA. 
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BYRON WESTON CO.’S 
LEDGER PAPER 


lightens the labor of those who 
must search public and private rec- 
ords. Entries on Byron Weston 
Co.’s Paper remain clear and legible 
after years of storage. 


THE constant danger of error, and 
the great expense involved in re- 
copying old and discolored records, 
can be eliminated by making all 
original entries on B-W Record 
Paper. This fact, which is well 
known in the offices of public rec- 
ord, should not be overlooked by 
the business and financial insti- 
tutions. — 


IT is a profitable investment to pay 
a little more and get B-W Record 
Paper. For use in loose leaf books, 
you can secure Byron Weston Co.’ 
Linen Record Paper with a made- 
in-the-paper hinge, to secure flat- 
opening pages. 


Send for sample book of 
B-W Ledger and Record Papers 


BYRON WESTON CO. 
DALTON, MASS. 





New Men Join Realite Pencil Staff. 

C. M. Green, formerly assistant to the general sales 
manager and field superintendent of the Wahl Company, 
Chicago, has joined the staff of the Realite Pencil Com 
pany as assistant sales manager. His headquarters will 
be at the company’s main office in Chicago. 


Mr. Green may be said to be one of the pioneers in 
the mechanical pencil field. He has helped to make thin 
lead propelling pencils grow in demand from nothing at 
all to a place among the leading profitable novelties of the 
stationery store. He is known to the trade or his 
earnest and successful work in promoting pencil sales 


through effective stock arrangement, show case and win- 
dow displays. 

Another new man in the Realite organization is C. § 
Frye, formerly a district superintendent for the Wahl 





Cc. M. GREEN. 
Company. He joins the Realite Company in a similar 
capacity. Mr. Frye will supervise the activities of the 
salesmen in North and South Dakota, Minnesota, lowa, 
Nebraska, Kansas, Missouri, Oklahoma, Texas, Arkansas, 
Michigan, Indiana and Ohio. The city of Pittsburgh is 
also in his jurisdiction. Mr. Frye will call on the trade 
in this territory in the near future. 

A Striking Poster. 

In the January issue of Office Appliances on page 173 
mention was made of the efficiency of the Rebuilt Type 
writer Service, conducted by the Regal Typewriter Com 
pany, 359 Broadway, New York. Therein we said some 
thing about the various factors which go to make the pra 
tice important to the dealers including advertisi folders 



































: THORIZED DEALERS F 
REGAL “TYPEWRITER COMPANY Inc. 





circulars, cards, etc. It was intended to use a picture of 
the company’s posterlike card, 20x28 inches, but we dis- 
covered that the reduced cut was too large for our purpose. 
We present it here, however, that the trade may get an 
idea of this handsome piece of advertising matter Chis 
card is done in black, red and gold, 
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This directory includes 
tantaeemaree. <a 
The NEW UHL STEEL DIRECTORY agen 
“Work-Less” D ce ee 
ork-Less’ Desk = [gems 






Carnegie Steel Co, 
hebeal Railroad oN Pacitic Lizht & Power ( “, 
Eethalidesed Gea Co; Pearsyh ania System 

» Price, Waterhouse & Co. 


Henry L. Doherty & Co e 
DL & WR R « Sperry Flour Co. 


E. L Da Pon Standard Oil Co. 
De Nemours & Co Mudebaker Corp. 
Swilt & Co 


Federal Reserve Banks 
Marshall Field & Co. 


Traveters Insurance Co. 


Wm. Pilene’s Sous Co Tuyner Construction Co. 
General Chemical Co John Wanamaker 


Washburn4 :rosby Co. 


Western Union 






General Electric Co. 


. B. F. Goodrich Rubber Co 









Telegraph Co 
Wileox, Peck & Hughes 





AC omplete 
Figuring Service 


The Result of For the smaller office, there is the 12-place 


15 Y. . E ‘ Monroe. For the average office, there is the 

16-place Monroe. For the business figuring in 

ears xpertence large numbers or the engineer working to many 
decimals, there is the 20-place Monroe. 


After building over 30,000 Uhl Steel 


But every Monroe is an all-round machine that 


typewriter cabinets, familiarly known as handles the entire load of any kind of figuring— 

“the stand with the folding sides and adding or calculating, even square and cube root. 

roll cover.”’ we sensed a broader market Put it on the job of figuring a simple invoice. Or 
. , ° - e . . . ° fi 2 

for this device if we would refine its con- apes © to 9 Ct enenere ore , 

struction. We did it. The result you On any problem you have, it will speed directly 


to the answer as you turn the crank forward to 
multiply or add; or turn it backward to divide 
or subtract. 


see here illustrated—a neat, business-like 
desk, refined so that it will mesh in with 
any kind of office furniture. Where decimals are involved, the decimal point in the 
answer is automatically set before the operation is started. 


° . Furthermore, the accuracy of the entire calculation is assured 

Built of steel except side leaves and without recheck, by the Monroe’s Positive Visible Proof. 
top. Improved roll curtain slide; 20” Over 100 offices render Monroe service in the United 
wide between side leaves when closed; States and Canada. Mail coupon for appointment with the 


Monroe man nearest you. 


more room for stationery; a complete 
lamp unit swinging sidewise and two 
small, neat drawers in front under top, 
for accessories. Legs finished with 
bronze feet. 





Reg. Trade Mark 


And there's a complete sales plan Calculating Machine 


ready. Shipments can be made 





LT TT 
about March 15th. The price will 
h bi, ° Monroe Calculating Machine Co., Woolworth Building, N. Y. 
e an agreea e surprise. Without obligation (check items desired): 
-} Send your folder describing the new Monroe. 
() Arrange for demonstration in our office on our work. 


The Toledo Metal Furniture Co. Ea Gaeee 
1264 Hastings St. Toledo, Ohio, U.S. A. | oe ee oe seeeenaeeeeeeeeen : 
ss... coeoeeeseee 0.A.3-22 . 
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Made in 
fre sizes 





Fifty kinds of 
filing sections 


The VICTOR Filing Safe No. 653 


VICTOR Filing Safes bring good 
profits to dealers 


Because: 
1—The VICTOR Filing Safe meets the 


demands of the modern business man: 
a well-built safe equipped to house any 
types of records. 


2—There are enough sizes and filing 
sections to meet the requirements of any 
customer. 


3—The purchaser buys the model he 
needs, selects the files that will efficiently 
house his records and has them placed 
in the safe where most accessible. 


4—The files being individually sus- 
pended in the safe, can be easily re- 
arranged, added to or removed at any 
time. 


5—Handsome in design and finish, the 
VICTOR Filing Safe adds to the appear- 
ance of any office and looks good value 


for the price asked. 


ak * * 


Further information will be supplied to 
dealers interested in representing us. 


VICTOR SAFE & LOCK COMPANY 





1730 Cl y Avenue, Cincinnati, Ohio 














Kit 
ma 
jud 
ver 
me 
tag 
In 

ot 

1m! 


T 
ing 
Con 
vers 
the 
at { 
Oliv 
of s; 
thei; 
rolle 
lishe 
their 
Star 
stick 
clen¢ 
diffic 
bers 
Olive 


ing t 


W 


Th 
Wisc 
their 
this 1 
their 
of th 
handl 
in fac 
mont] 
some 
the « 
large¢ 
install 
work 

The 
line oO 
handle 
typew 
equipr 

The 
acqual 
equipn 








March, 1922. OFFICE APPLIANCES 


A New Emblem. 


The illustration which is presented herewith is the new 
official emblem of the Direct Mail Advertising Association. 
The selection of this emblem was the result of a nation- 
wide contest in which several hundred people participated. 
The contest was won by Hugo Neumann of the firm of 


DIRECT MAIL 
ADVERTISING 
ASSOCIATION 





NEW OFFICIAL D. M. A. A. EMBLEM. 


Kitson & Neumann, artists at Springfield, Mass. Mr. Neu- 
mann’s design was selected because in the opinion of the 
judges it best symbolized the idea of the Direct Mail Ad- 
vertising Association, the Truth emblem being the embodi- 
ment of the highest ideals of the organization and the pos- 
tage stamp representmg the mails as a direct messenger. 
In order to make it symbolic, the general form and size 
of the postage stamp were followed, without, of course, 
imitating its other features. 


Oliver News from “Oliver News.” 

The February issue of Oliver News, devoted to the sell- 
ing and manufacturing activities of The Oliver Typewriter 
Company announced the formation of the “Fighting Oli- 
vers” among the salesmen. It was inspired by a phrase in 
the address made by Vice President W. B. Stewart, Jr., 
at the president’s annual dinner. Any member of the 
Oliver selling organization is eligible, excepting the heads 
of sales units. Salesmen become members on citation from 
their respective chiefs. Holders of the first degree are en- 
rolled on the family tree of the Fighting Olivers, and pub 
lished in the Oliver News with a single star following 
their names. The second degree entitles them to a second 
star in the listing in Oliver News, and the right to wear a 
stick pin, watch charm or lapel button embodying a 
clenched fist, executed in gold. The third degree is more 
difficult to attain—demanding greater achievement. Mem- 
bers are entitled to triple stars in the list published in 
Oliver News. Fourth degree men receive an emblem show- 
ing two clenched fists—and they earn it. 


Wisconsin House Establishes Art Department. 

The Marshfield Office Supply Company of Marshfield, 
Wisc., announces the establishment of a new feature in 
their business—an art department. The company believes 
this to be an excellent addition to the service features of 
their business and are more than pleased with the results 
of the first month’s returns from the department, which 
handles cuts for letter-heads, cuts for advertisements and 
in fact, any kind of commercial art work. During the first 
month the department turned out over fifty drawings on 
some of which the store sold the paper for letter-heads and 
the engraved cuts. The department is going to be en 
larged in the near future and additional equipment will be 
installed, including air brushes for the finer retouching 
work, 

The Marshfield Office Supply Company carries a general 
line of commercial stationery and office equipment, and 
handles also a number of machines, including Woodstock 
typewriters and Remington portable typewriters, steel 
equipment, etc., etc. 

The company is a new concern and desires to become 
acquainted with all manufacturers who produce office 
equipment of any kind 
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S PAT OFF 


is a Guarantee of Ribbon 
and Carbon Perfection! 


When you sell Carbon Papers and 
Typewriter Ribbons, remember 
that Satisfactory Performance is 
the one big essential to the resale, 
customer confidence and contin- 
ual profit. 


Columbia Carbon Papers and 
Columbia Typewriter Ribbons 
render that satisfactory perform- 
ance. 


Scientific manufacture guaran- 
tees uniform quality. Effective 
and standardized processes reflect 
moderate selling costs..... added 
to this, Columbia’s Deal of Co-. 
operation Plan is building sub- 
stantial profits and better business 
for its representatives the world 
over. 


Write for details. 


Columbia's Scientific 
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COLUMBIA Seal 


COLUMBIA RIBBON & CARBON MFG. CO. 
69-71 WOOSTER STREET 
NEW YORK, N. Y. 

Branches Throughout the United States 





Methods of Manufacture 
-—in booklet form... Free on Request 
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Ideal Guides for 
Machine Posted Ledgers 


LL dealers who are interested in 

the big profit to be had from 
card ledger and statement equip- 
ment, should make it a point to find 
out about Wabash-Goodline Steel 
Tab Guides. These guides possess 
improvements that set them apart 
from every other metal tab guide on 
the market. Because they may be 
had at customary metal tab prices, 
they will outsell all competition. 


We carry a goodly stock of standard 
ledger sizes—ll x 11, or 12 x 12 in 3 
point pressboard, with 3rd or 5th cut 
tabs. Special sizes can be quickly fur- 
nished upon request. 


An ag variety of celluloid faced insertable 
headings is provided for these guides. They 
come in convenient strips. They can never be- 
come soiled or worn—in use or in stock. These 
headings give you an opportunity to make in- 
dexes as they are needed, thereby eliminating 

Note the necessity of huge stocks. Rapid turnover is 

certain. 

This line is new. 

It will appeal 

tremendously to 

ur customers. 
rite or wire for 
full particulars 
and an outiine of 
our dealer plan. 

If you wish, use 

the coupon. It's 

there for your 
convenience 


Wabash-Goodline Steel Tab Guides are made 


for practically every filing purpose. 


THE WABASH CABINET CO. 


Desk 7, Department B Wabash, Ind. 


FILING = al ashy. 


patenesnssnsezsnnncnnennnenmemmem= 











The Wabash Cabinet Company, 

Desk 7, Dept. B, Wabash, Ind. 

Gentlemen: Please send description and price list of 
Wabash-Goodline Stee! Tab Guides and let us know about 
your dealer plan. 

Name 
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Illinois Bookmen and Stationers Plan Convention. 

Office Appliances has just received the following an 
nouncement by C. W. Follett, president of the Illinois 
Booksellers’ and Stationers’ Association: 

The officers of the Illinois Booksellers’ and Stati 
Association met in Decatur, Ill, Feb. 19, to make plans 
for the annual convention to be held May 2 and 3. The 
local dealers in Decatur will spare no effort to see that 
this annual convention is the best of all conventions hel 
by the association. 

“A most helpful program is being arranged Men 
unusual caliber are to give us the benefit of their expert 
knowledge in every line. Ample time will be provided for 
discussion. This feature is especially helpful in 
new ideas.” 

Publishers and manufacturers who desire additional in 
formation can obtain it by writing to C. W. Follett, presi 
dent, 2008 Calumet avenue, Chicago, or to Fred. Green 
wood, 112 South Wabash avenue, Chicago 


y 
i 


ners 


securing 


Dixon Man Creates Display Case. 

The originator and designer of the No. 350-C type 
display case which is one of the things that are popular 
with the stationery trade, is H. B. Van Dorn, Jr., th 
Boston representative of the Joseph Dixon Crucible Con 


pany. This case has been an effective factor in the display 





H. B. VAN DORN, JR., BOSTON REPRESENTATIVE OF 
THE JOSEPH DIXON CRUCIBLE COMPANY, AND THE DIS 
PLAY CASE HE DESIGNED. 


and sale of Dixon’s “Best” colored pencils. Here in the 
picture is a likeness of the man and the case. Many sta 
tioners will be interested in knowing the designer of so 
useful a device. 


Chamber Opposed to Bonus. 

A referendum vote of the membership of the Chamber o1 
Commerce of the United States, completion of which was 
announced last month, commits the organization definitely 
in opposition to the cash bonus for ex-service men. A two 
thirds majority of votes cast is necessary to commit the 
Chamber. 

Although the chamber had declared previously at two 
annual meetings against the cash bonus, the referendun 
ballot was sent out six weeks ago, with the desire on the 
part of the chamber, according to Elliot H. Goodwin, resi 
dent vice-president, “to be perfectly fair and to record any 
change in public sentiment, if change there had been.” 

“Leaders of the American Legion,” said Mr. Goodwin, 
“had expressed to officers of our organization the opinio1 
that the action taken by delegates at our last two annual 
meetings in opposing the cash bonus did not represent the 
opinion of the membership as a whole.” 

The referendum, besides calling for a vote o1 
bonus and certificate plan, asked an expression by the 
Chamber’s membership on three other propositions con 
tained in the so-called veterans’ bill pending in Congress 
The result as shown by the ballot puts the chamber on 
record for a national system for reclamation for the bene 
fit of ex-service men and for vocational education for ex- 
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[249 NRADES CHAIRS 


2%) are comfortable chairs. 


Previous generations considered com- 
fortable chairs an evil —a detriment to 
human efficiency and an aid to man’s 
instinctive desire to be lazy. Time and 
changing ideas have demonstrated that 
the highest degree of efficiency is reached 
only under comfortable working condi- 
tions. Modern offices are equipped with 
furniture which is actually comfortable. 
So, in the manufacture and design of 
Conrades Office Chairs we make comfort 
the paramount consideration. 


Although comfort is the prime requisite 
of all office chairs, in Conrades Chairs 
strength and beauty are also outstanding 
factors. In every style and design, the 
same comfortable attractiveness, strength 
of character, and durability are blended 
into a delightfully finished piece of 
furniture. 


These features have made for Conrades 
Office Chairs an enviable reputation in 
the office furniture world. You can make 
these chairs turn out a profit for you. 
Write us and get our proposition. 


CONRADES MFG. CO. 


Makers of ‘‘Better Built’’ Chairs 
Second & Tyler Sts., St. Louis, Mo. 





9015 X 


We specialize in 
distinctive designs for 
courthouses, banks, 
schools, etc. We will 
submit sketches and esti- 
mates for any special job. 





9017 X 
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Team Mates 


RUBY INK No. 726 
IVY INK No. 728 











As their name implies, these pen- 
cils are especially adapted for 
permanent records, as they 
are used in place of ink. 
The brilliant lead in the 


Ruby Ink Pencil (Red) and 
the Ivy Ink Pencil (Green) were 
made especially for use of account- 
ants, bookkeepers and draftsmen, who 
in all cases desire thin, distinctive lines. 


Ruby Ink Pencils are furnished in 2 grades, soft and hard. 
The pencils are finished with a metal mouthpiece with the 


characteristic Mongol band. 


EBERHARD FABER 


“The Oldest Pencil Factory in America” 


NEW YORK 
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service men. A two-thirds majority, necessary to commit 
the chamber on a proposition, was lacking on the question 
of governmental appropriations to enable ex-service men 
to build homes 

The proposition submitted and the vote on each fol 
low 

1. Do you favor a national system of reclamation to be 
initiated through adequate federal appropriations and to 
be carried out for the purpose of affording ex-service men 
an opportunity to cultivate the soil—For, 1,249; against, 
452. Carried. 

2. Do you favor national legislation and appropriations 
to enable ex-service men to build homes?—For, 1,022; 
against, 668. No decision. 

3. Do you favor national legislation and appropriations 
to enable ex-service men to obtain vocational education? 
For, 1,378; against, 316. Carried. 

. Do you favor national legislation for a general bonus, 
whether paid in cash immediately, or with payment de 
ferred through use of certificates?—For, 487; against, 
1,221. Opposed. 

Votes were cast by business organizations in 365 cities, 
forty-six states, in the District of Columbia, Alaska and 
Hawaii, and by American chambers of commerce in Cuba 
and Mexico. More than seventy-two per cent of the votes 
cast were in opposition to the c4sh bonus. Both classes of 
the national chamber’s membership, local chambers of 
commerce and trade associations, recorded themselves 
against the bonus by a more than two-thirds majority. 

Tremendous Vote Polled. 

Of the thirty-eight referenda that have been taken by the 
chamber, the number of organizations voting against the 
bonus was the largest recorded, with the exception of 
three. More than the average number of smaller organiza- 
tions cast ballots. 

“For the last two years,” said Mr. Goodwin’s statement, 
“the national chamber has advocated adequate provision 
and care for mentally or physically disabled veterans and 
after that constructive measures for healthy, uninjured vet 
erans, such provisions to include vocational training, home 
building and land settlement aid. 

“With a desire to be perfectly fair and to be made aware 
of any change in public sentiment, if a change there had 
been, we submitted the matter to referendum. The test we 
made was nation wide. Arguments that have been made 
on both sides of each question were presented in detail to 
insure study and comparison by the chamber’s member 
ship. The fairness of the presentation was attested by the 
commander of the American Legion, who wrote Janu 
ary llth 

“ “There is no doubt in our minds that in your referendum 
every attempt has been made to present both sides of the 
question completely, but I cannot refrain from calling your 
attention to some seeming discrepancies—not more prob 
ably than would creep into any such document ; 

“During the forty-five days that the referendum was be 
ing taken a thorough. and vigorous campaign was carried 
on by veteran organizations advocating the bonus, and par 
ticular attention was given to presenting the bonus side 
before local commercial organizations. 


Many Veterans Voted on Question. 

“Thousands of veterans are themselves members of 
chambers of commerce and trade organizations. They sat 
as members of local committees in many instances, while 
the questions were being debated. 

“The full test has now been made. The complete re 
sults are now evident. The vote was widely distributed. 
It is apparent that the more fairly the bonus question has 
been studied the greater has been the reaction against a 
cash payment. The more vigorously the proponents of 
the bonus have presented the view that the country dé 
manded a Government bonus the more voluminous has be 
come the protests against it. The referendum vote was 
larger than the vote cast at our annual meetings. The re 
sult is more decisive 

“Adequate relief for the disabled still remains the first 
step in the National Chamber’s program. A present ex 
penditure of more than $1,000,000 a day for disabled men 
is evidence of the desire of the people that those veterans 
who suffered physical or mental impairment shall be cared 
for adequately until returned to a life of usefulness and in- 
dependence. Beyond that point the national chamber will 
continue to advocate legislation for the benefit of the 
healthy, uninjured veterans which will include opportu- 
nities for vocational! training and land settlement aid, con- 
structive measures which are best calculated to make every 
ex-service man an independent, self-respecting member of 
his community.” 











So the deed can answer the need 


ELDorADO 





Self Pointed Leads 


are now available 


No. 046 
HB F H 2H 


A “perfect fit” for the current 
“small bore” mechanical pencils you 
sell your customers. 


Made of the self-same materials 
and by the self-same processes and 
workmen as the unrivalled leads 
(ESPECIALLY UNRIVALLED 
IN STRENGTH) of Dixon’s Eldo- 


rado—“the master drawing pencil.” 


Packed in striking blue and gold 
containers—so your customers can 
see you have the goods. — 


Joseph Dixon Crucible Co. 


Jersey City, N. J. 
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The symbol of Olden Craftsmanship 


in Modern Furniture 


KARPEN CHAIRS 


Our comprehensive line per- 
mits a selection from the 
most fastidious or the most 
conventional. And through- 
out this entire line there is a 
gratifying knowledge that 
every chair is built in strict 
accordance with the Karpen 
idea of quality. 


Past performance, consistent 
and reliable, warrants our 
iron-bound guarantee of 
superior quality. 


We want to know you. May 


we have the pleasure of your 
acquaintance. 


S. KARPEN & BROS. 


CHICAGO MICHIGAN CITY NEW YORK 
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System Which Conserves Time. 
Suggestions for Gaining Ascendancy Over Office Vi 
Applying a Plan to it—-By A. J. Bruhn of the H. k 
McCann Co., San Francisco, in San Francis¢ 
Business. 
F INSTEAD of time you were given a thousand dollars 
each morning of which to make the best use, would you 
not feel justified in planning rather carefully each ex 
penditure and in keeping a record of just what use you 
were making of the fund? 


This question is asked by the author of the accompany 
ing article, a busy advertising executive, and he meets it 
in explaining the plan he has evolved for checking his time 
expenditures. 


While there has been a good deal of talk about efficiency 
methods for factory and office during the past ten years, 
and while it must be admitted, too, that many labor-saving 
plans have been worked out in these and other branches 
of human activities, it is likewise a fact that little or noth 
ing has been developed to help the man who works at a 
desk do his job quicker or better. Whether you are the 
president or the office boy, your work is almost certain to 
have problems that are common from a mechanical stand 
point with the problems of most other desk workers 

It is because of this dearth of concrete suggestions for 
the man in the office and because I know that no class is 
more appreciative of worth-while ideas that I am encour 
aged to describe a method that has proved of much help to 
me, particularly at those times when there has been more 
work demanding my attention than a man _ ordinarily 
tackles. 

The plan is a simple adaptation of a famous industrial 
engineer's complex system—easy to begin and easy to 
operate. It requires nothing more in the way of materials 
than a pad, say 8% x 11 inches, and a pencil. 

Draw a line parallel to the 8% inch edge about 1% inches 
below it to form the top of the page. From a point at 
approximately the center of this line draw a second line 
down through the middle of the page. Jot down the date 
above the horizontal line, and you are ready to begin 
your day’s operations. 

Let us say there are six or eight jobs pressing for atten 
tion, all of them more or less important. We jot these 
down in the order in which they occur to us in the space 
to the right of the center line, for instance: 

Read morning’s mail. 

Examine contract made with Farm and Field, and wire 
them instructions. 

Work out new filing system for engravings. 

Confer with Mr. H. regarding new developments in 
Seattle. 

Dictate the day’s mail. 

Make up estimate for try-out campaign in Chicago ter 
ritory. 

Call Shaw on long-distance at Niles. 

Having put down all of the jobs that are clamoring fo: 
our time, we have through this simple act alone gained a 
certain ascendancy over them, for the man who does not 


use a plan of the kind outlined here is depending on his 
memorandum pad for the important jobs and as likely as 
not on his memory for those of lesser importance. In 
other words, the fact that you have made a simple record 
of all jobs, large and small, eases your mind at once and 
leaves you free of the worrisome thought that some duty 


may be overlooked. 

After reviewing the day’s jobs as we have them written 
to the right of the center line we determine on the order 
in which we will dispose of them and number them ac 
cordingly 1, 2, 3, etc. Suppose we have decided that the 
first duty to be undertaken is to be “Make up estimate for 
try-out campaign in Chicago territory”; we mark this job 
1, and roughly enter it to the left of the center line near 
the top of the space as follows: “l—make estimate, etc.” 


To the right of this entry we provide four narrow columns 
and head them respectively, B, P, F, A. 
These letters represent Began, Planned, Finished, Actual 


We will assume now that it is 9:30 in the morning and 
that we know from past performances that it takes about 
half an hour to prepare such an estimate. Yet it is advis 
able to make allowances in scheduling the job for the 
inevitable “variables” that will come along—for instance, 
telephone calls, unexpected difficulties in the work, callers, 
etc. Therefore let us allow an extra ten minutes, or 33 
per cent above the estimated production time, making the 
following notations in the respective columns opposite job 
number one: Began 9:30; Planned, 40. 
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Steel Counter Height Cabinets 


WITH LINOLEUM TOPS 


In its Counter-Height Upright Steel Units The Globe-Wer- 
nicke Company has produced a cabinet having the added 
convenience of a counter on which to lay books and papers 
for reference purposes. 











Globe-Wernicke Counter Cabinets 


Height, 42 inches; depth, 28 inches. Interiors fitted with 
files for letters, documents, card indexes, catalogs — for 
practically any purpose; with roller shelves for heavy books, 
cupboards for storage and drawers for various uses. Detach- 
able linoleum tops, giving a most satisfactory working sur- 


face, can be furnished where desired. 





Mr. Dealer! You will always feel proud of Globe-Wernicke 
cabinets in any of your customers’ offices. 


Ask for Catalogue 9660 


The Globe-Wernicke Co. 


Cincinnati 
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You'll want to sell 
him again next fall 


When a man walks into your establishment 
and says he wants a cheap desk, by all means 
sell him, but make sure that his purchase 
proves cheap. If the sun takes off the varnish 
and the June weather makes the drawers jam, 
it will be a most expensive desk and your man 
won't like it. Kemember, you'll wan; to sell 
him again, as soon as he is in the market. 





Hoosier Desks are built true clear thru; three 
grades of selected white oak and one of ma- 
hogany, five-ply built-up tops and dovetailed 
Their appearance is convincing and 
Probably you already 
have our catalog “E”. If you have not, how- 
ever, or if there is some detail regarding mer- 
chandise or methods to be explained, write us 


drawers. 
their service lasting. 


today. We'll be glad to be of service. 
HOOSIER DESK COMPANY 


INDIANA 
formerly Jasper Manufacturing Company 


HOOSIER 
DESKS 


Built True Clear Thru 


LiL 


JASPER 
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How The Hotchkiss 
Guarantee Helps Sales 


ACK of every 
Hotchkiss Pa- 
per Fastener 
is the Hotch- 


SSP yd 


bs 





conditional. It is honor 
bound. It means some- 
thing. 

In effect it states that if 
any Hotchkiss machine 
proves defective within 
one year the dealer will 
replace that machine with 
a new one. (The dealer 
returns the defective ma- 
chine to us and receives 


full credit.) 


Tell your customers 
this. It is a sure way to 
overcome their hesitation 
in buying. It establishes 
confidence. It gives them 
the feeling of safety in 


CAUTION! 


Hotchkiss Fasteners 
are guaranteed only 
when used with genu- 
ine Hotchkiss Staples. 





ae ee a ou. Itmakes 

swipandthered “H” every Hote iss Fastener 

a ” of equal value. It builds 
sales. 


Try it and see! 


HOTCHKISS SALES COMPANY 
NORWALK CONN. 


HOTCHKISS 


PAPER FASTENING MACHINES 
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Having made these entries, which are but the work of a 
moment, we pitch into the job. 

Whether the unavoidable interruptions are greater or 
less in your particular case than in that of the average 
man who works at a desk, you will find that having 
adopted the plan I am outlining, or some similar plan of 
scheduling individual operations, incidental stops will mili- 
tate far less against your finishing a task in good time 
than they would if a definite schedule had not been set. 
Merely having planned to do a given piece of work in a 
certain time will in itself make for more dispatch than you 
would attain without having had such a plan. 

The real brass-tacks worth of this method, however, lies 
in this—that it gives you a certain ease of mind by reason 
of the fact that at the time you are disposing of one job a 
half dozen others are not bidding for your attention. 

You know that all your duties or obligations are entered 
on the pad at your elbow, and that you are disposing of 
them in a definite way. You acquire a sense of mastery 
over your job, which can be accounted for largely by the 
consciousness that nothing is being overlooked. 

Having made note of the lesser duties as well as the 
more important ones, you have taken from them their 
power to annoy you at the time you are trying to concen- 
trate on something else. Every job will get an allotment 
of time in accordance with its needs, but there is only one 
job that requires attention now. 

Let us assume that we finished job number one at 10:15. 
We jot down in column F (Finished) 10:15 and in column 
A (Actual) 45, which is the number of minutes it has taken 
us to do the work; then we tackle the next piece of work. 

Having determined on which entries to undertake in 
second, third and fourth order, and having scheduled num- 
ber two to be disposed of in twenty minutes, let us say 
that during the time we scheduled for job number two a 
telegram comes in requiring prompt action of some sort. 
It may be more important to act at once on the telegram 
than to dispose of jobs 2, 3 and 4 in the order in which 
you decided to do them; therefore the work required by 
the telegram may be fitted in as job number 2%, 3%, etc., 
depending on its urgency. 

However, only in cases of extreme importance would I[ 
permit the present job—that is, the work in hand at the 
time the interruption takes place—to suffer from the inter 
ference. It is a good plan always to finish the job that is 
in hand, not because of its worth in itself, but because of 
the fact that it has been undertaken and is therefore en- 
titled to the time and attention we mapped out for it- 
just as a caller, once we have permitted him into our 
office, is entitled to a reasonable amount of time, regard 
less of the interruptions that may occur during his visit. 

At the end of the day you may find that out of a total 
of 400 minutes used to dispatch the various jobs undertaken 
during the day only 320 had been scheduled; that would 
give you an efficiency of 80 per cent for the day—the 
scheduled number of minutes divided by the actual. Yet 
though your efficiency is but 80 per cent, yes, even though 
it is no higher than 60 per cent during the first days in 
which you use this method, you will find nevertheless that 
you accomplish a very considerable amount of work in a 
day beyond that which you would do without such a me 
chanical aid, and you do it with less strain on yourself 
because you know that since all jobs little and big are en- 
tered on your dispatch board, no job will go by default. 

You can figure your percentage by the days as indicated 
above or you can figure the percentage on each job at the 
end of the day. However, whether you figure your per 
centage on each piece of work or whether you strike one 
percentage for the day, I would suggest that each morning 
as you are making out a new sheet, at which time inciden- 
tally you are quite likely to find “carry-overs” from the 
previous day, you enter your net efficiency on a permanent 
sheet as a record of your improvement or lack of im 
provement day by day. I use the last sheet on my pad 
for this record. 

You may ask: “How about the time it takes to do all 
this work? Am I justified in devoting so much attention 
to a system of this kind?” 

My answer to these questions is that your time is a 
commodity of which you are given a fixed amount each 
day with which to accomplish maximum results. If instead 
of time you were given a thousand dollars each morning 
of which to make the best use, would you not feel justified 
in planning rather carefully each expenditure and in invest- 
ing a small sum to provide a record of just what use you 
were making of your fund? The time required to maintain 


the plan here described is negligible in comparison with the 
good it will accomplish for the man who has not acquired 
the habit of scheduling his time expenditures. 
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DID IT STRIKE YOU? 








Improved business, we mean. Busi- 
ness has improved noticeably among 
office equipment dealers. Naturally the 
change is greater among those who have 
taken the necessary steps to bring it 
about. The waiting process will take a 
| long, hardtime. The “go get it” process 


: -- is . re satisfactory. 
The “2 1” Cl is much mo 1 

-In- emco ; ; 
he You want to sell more desks. Lay in 





Without question this is the best type 


weiter duck We tas overy Mabuse Wak ain eo a stock of Clemco desks and then watch 
desired, at the same time it is a complete F a - x 

nothing Of the ordinary typewriter or clerical a little salesmanship bring in the profits. 
coe marae ae teeem two together. The desk The Clemco line is one on which you 





can build enduring business. Clemco 
4S, desks always satisfy. The quality in 
LIEMIG® them is apparent at first glance and 
IDTS STsS continued use brings a confirmation 


THE CLEMETSEN CO im " . 2 ; 
EAICASO. VBA of the first impression. 


The Clemetsen Co. 


3401-61 W. Division St. 
CHICAGO, ILL. 


P. S. In operating the “2 -in-1" Clemco notice 
ihe circular motion. 


THE FILING PROBLEM SOLVED 
**Spool-O- Wire’’ Reduces Filing Space 50% 


How do you diagnose the problem of a customer who has over- HUTCHISON 
crowded files in a limited filing space? More filing space is imprac- 
ticai if not impossible—more files are unquestionable. At any rate, 
these are only remedies—not cures. Did you ever investigate far 
enough to learn the source of all the trouble—the cause of the con- 
gestion? We did. We found that the actual cause was not inade- 































TRADE MARK 



















quate filing space but the use of pins and paper clips. The Hutchison FASTENER 
“SPOOL-O-WIRE” fastener was designed and perfected to eliminate Meat 4 
7 ; : : i sider entitled “This opens 
the use of the bulky and unwieldy pins and paper clips. Papers, let- Lin comertunition fee. Santee 
ters, documents, etc., bound together by means of the “SPOOL-O- demonstrate the interesting 
TIRE” —_ = off «ak pe ey = a , a 7 facts which determine the 
W IRE occupy just half ot the space torme rly consumed by the Same superiority of the “Spool-O- 


material fastened with pins and clips. Wire.” Write for it. 


WHAT THE “SPOOL-O-WIRE” DOES 

For binding or fastening paper, cardboard, silk, cotton, etc., as an 
efheient and labor saving device the “SPOOL-O-WIRE” has no equal. 
Without any adjustment, it binds and fastens from two to forty sheets of paper 
(depending on the stock) Material bound and fastened the “SPOOL-O-WIRE” 
way will not become detached. The staples are flat—they compress the ma- 
terial, instead of enlarging as in the case of pins and paper clips. Thus, the 
necessary space required for filing is just half Under all conditions materials 
bound with the “SPOOL-O-WIRE” are insured against loss, disarrangement 
and misplacement 


ECONOMICAL 


The Hutchisor SPOOL-O-WIRE” fastener is a time saver; it makes 
staples at a cost of only ten cents per thousand. One spool of wire within the 
machine is more than 1250 feet in length, enabling the machine to 
make and clinch more than 15,000 staples. Refilling (required only 
at long intervals) is easily and speedily accomplished. The parts of 
all machines are interchangeable. 





Send us your letterhead for full particulars 


The Hutchison Office Specialties 


Company, Inc. 
501 Fifth Avenue NEW YORK CITY 


EVERY SALE GUARANTEES SATISFACTION 


To illustrate the 
popular demand 
we have pub- 
lished a list of users. 
They contain the 
foremost leaders in 
the industrial world. 
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The Byron 


Typewriter Cabinet 


30 


Distinctive 
Time, Labor and 
Space Saving 
_ FEATURES 



















—every office 
a prospect 


—because the 30 time and space 
saving features instantly appeal 
to the prospective buyer and 
meet the present trend of 
economy. 


BYRON typewriter cabinets 
practically sell on sight insur- 
ing quick turnovers and splen- 


Byron Typewriter Cabinet Co. = 44 profits. 


Incorporated Write us today for interesting 


LOUISVILLE, KY. dealers proposition. 


TYPEWRITERS iccc: 


Underwood, Remington, Royal, L. C. Smith Bros., Monarch, Oliver 
AND ALL OTHER MAKES 


Wholesale Export 


for Immediate Delivery 
Write Today for Price List No. 508 


WHOLESALE TYPEWRITER CO. 







In point of construction, beauty of finish and de- 
sign, the “BYRON” is second to none. Eight 

stinctivoe models to select from. Our 
National Advertising ane is producing 
real inquiries on which our dealers are cashing in. 










Master Grade 


Re-Manufactured 





LARGEST WHOLESALE DISTRIBUTORS 
New York City, U.S.A. 


CABLE SALETYPE 


326-330 Broadway, 
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Newspaper Publicity for Speedster. 

Albert Tangora, typewriter speedster, received some ex 
cellent newspaper publicity in Chicago last month, despite 
the competition of grand opera stars and sensational mur- 
der trials. It transpires that a typewriter champion has 
some advantages in a newspaper office. The stage is al- 
ways set for him [Typewriters in various stages of ex- 
cellence abound. His performance enthralls the reporters, 
most of whom are followers of the illustrious Hunt, whose 
system of legible key tops is so widely featured by type 
writer manufacturers. So when Albert tickles the 
keys in his rythmic manner, the reporters are greatly 
impressed, and enthuse over his performance so earnestly 
that the cold-blooded copy choppers allow their copy to 
reach the linotypes practically free from the traditional 
blue pencil—which, by the way, is one of those effusive 
soft blacks so well made by our pencil manufacturers. 

An account in the Chicago Daily News shows how he 
impressed the “city” room: 

x * * 

Training for five months with five miles of road work 
each day, eating a rigidly prescribed diet and hammering 
a speedy typewriter for several hours each day may seem 
to the average athlete, either professional or amateur, to be 
rather unusual preparation for a championship tournament. 
But it is the training which Albert Tangora has given him- 
self in the summers of the last three years, with the result 
that he is the amateur champion typewriter operator of the 
world. 

Only Eighteen Years Old. 

Mr. Tangora, who is only eighteen years old and lives 

in Patterson, N. J., is in Chicago this week as a part of his 


seven months’ tour of the country, giving demonstrations 
at schools of his system of “rhythmic typing.” 

On a visit to the editorial rooms of The Daily News 
Mr. Tangora was asked what he meant by rhythm in typ 
ing. 

“Now, here.” he said, as he started tapping on the keys, 
“is the way the average stenographer writes.” 

“Tap-tat-at-tap— Tap-at-tap-tap-tat-at-tap!” 

“You see, no rhythm at all; goes by jerks. The average 
stenographer or typist with a year or more of experience 
writes that way and manages to print twenty to twenty-five 
words a minute from notes, from thirty to thirty-five words 
a minute from straight copy. Now, here is rhythm typing: 

“Tap-tap-tap-tap-tap-tap!” Only it was a lot faster than 
that, as Mr. Tangora made the type mill rattle like a ma 
chine gun. Something more like this—“‘Tatatatatatatatat!” 

“With that sort of rhythmic typing,” he added, as he 
raised his eyes from the typewriter, going ahead with a 
conversation, answering questions, while he wrote a page 
of perfect copy from memory—he calls that concentration, 
another necessity of the speedy typist—“‘I won the amateur 
championship with 133 words a minute for half an hour 
In the professional championships last year, writing for an 
hour, I placed third with 132 words a minute 

“Rhythm, concentration! Those are the things needed to 
bring about speed in typewriting. The average user of a 
typewriter does not study the machine, nor does she or he 
concentrate upon the business of getting speed out of it. 
Che schools are teaching speed now, however. It is only 
a matter of time until business men will be dictating 
directly to the typist at a machine, instead of going through 
the cumbersome notebook system.” 





Green House Organ Is Read. 


The editor of the Faultless Bulletin (Stationers’ Loose 
Leaf Company) has discovered that the January issue 
got a close reading. The February issue says so. A 


reader commented on the green ink used in the January 
issue, saying that the paper was difficult to read. Ralph 
Winans, the editor, explained this away. Then he let his 
foot slip on a job of subtraction, and was duly “called” for 
that. This was also soothed with a suitable alibi. The 
outcome of the whole thing is Mr. Winans pulled two 
palpable misstatements in the February issue, and offered 
as a prize to the first reader checking him up a morocco 
bound ring binder for the files of the Bulletin. Gosh, all 
the courage isn’t among the hooch drinkers 





Increase Planned for Commerce Bureau. 

The director of the budget has sanctioned an appropria 
tion of $1,970,530 for the work of the Bureau of Foreign 
and Domestic Commerce in the next year. The amount 
authorized for the last fiscal year was $742,000 less. Secre 
tary Hoover had asked for more than the $1,970,530 
allowed, but the estimate was reduced on the suggestion of 
General Dawes. 
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LETTER SIZE 


Aurora Steel Cabinets 


MAKE 


SATISFIED CUSTOMERS 


The following extract from a letter just re- 
ceived, shows the high standing of the 
“AURORA” Cabinets among the select 
buyers: 

“We have unpacked a No. 5264 green and 
are well pleased with this new case. In 
fact we have never seen anything, in a steel 
cabinet, that would compare with this new 
style ‘AURORA’.” 

We know your verdict would be the same, 
Mr. Dealer, if you were acquainted with the 
merits and value of our Cabinets. There is 
also a nice profit in the turnover for YOU. 
Now is a good time to get acquainted. 


Write for our handsome new catalogue just off the press 


“It's a better file if made by” 


AURORA METAL 
CABINET WORKS 


AURORA, ILLINOIS, U.S. A, 
New York Representative: 52 Park Place, New York City 
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ROGRESSIVE businessmen 

like St. Johns office tables. 
In them they find tables that 
reflect their business personality 
—express dignity and substan- 
tial worth. Every table is busi- 
ness like, and has ithat appear- 
ance of stability that inspires 
confidence. 


The best materials and the high- 
est type of workmanship have 
made St. Johns tables the very 
essence of perfect table making. 


With half a chance St. Johns tables 
will show themselves mighty friendly 
money-makers for men who-sell office 
furnishings. 


ST. JOHNS TABLE COMPANY 


CADILLAC MICHIGAN 
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Selling on the Cost Basis. 
Condensation of a Contribution to “100%, 
by George P. Wigginton, President of the 
Kalamazoo Loose Leaf Binder Company. 


” 


RICE COMPETITION was one of the great evils of 
P ite deflation period following the armistice. It was 

due largely to the panicky position of a number of 
concerns, who sliced prices far below the minimum neces- 
sary to protect and safeguard the business. The buyer is 
guilty with the seller under these circumstances, when he 
knows that he is purchasing below cost. 

When buying below cost the consumer is contributing 
to the downfall of business, thus weakening the entire in- 
dustrial fabric, and involving his own enterprise. 

In recent years the prices of many manufacturers have 
been so exorbitantly high that the average purchasing 
agent cannot know definitely today whether he is buying 
on an unfair market or a fair market. He is not certain 
whether prices are abnormally high, as they still are in 
some cases, or below cost, or just. 

If the manufacturers’s price is right, it will show a rea- 
sonable percentage of profit above cost. Any concern 
which tries habitually and continuously to beat down the 
price it pays for its commodities is as unjust and unfair 
as those who profiteer. Possibly the price buyer is the 
more dangerous. 

Buyer Must Determine Proper Price. 

It remains for the buyer to determine what is a reason- 
able and proper price. The burden of proof rests with the 
seller. Should the seller be able to produce at a proper 
price he can and should be willing to show the buyer his 
costs and his profits. 

Business can return to a normal basis only when every 
concern sells its goods at a profit—not an exorbitant 
profit, but merely a just return on his invesment. It 
is clear that if all concerns would maintain their prices 
at a point which would enable them to obtain this fair 
profit, there would be just as great a volume of sales. In 
dustry could then return very rapidly to a normal level. 

In dealing with banks it is found that many of them 
are “shopping around.” It is felt that banks, more than 
any other lines, can and should realize the necessity of per- 
mitting a fair profit to the concern with which they deal. 
In “shopping” they pit one quotation against another to 
beat the price down to the lowest level. What is the re- 
sult? Industrial conditions have been upset, and the dis- 
turbance will continue to the detriment of the banks. 
They will have been responsible for the losses of the pro 
ducers who have lost money on the business done. 

Salesmen Should Sell Fair Play. 

Mr. Wigginton holds that it is the function of the sales 
man to bring out the situation clearly in contact with his 
trade. He should convince his customers the necessity of 
playing the game fair and square. The salesman should be 
in a position to show his costs and profit margin. He 
should have courage and strength to stand firm on his 
prices when he knows they are right. 

Salesmen in all lines are a very decided and positive fea 
ture in aiding the return to normal conditions in industry. 
They should preach the gospel of square dealing, fair 
treatment of buyer and seller alike. The salesmen should 
exercise as never before their persuasive powers in holding 
the market steady and to prevent unwise price reductions. 

It is just as dangerous—in fact, more dangerous—to sell 
below cost than it is to sell at an unwise profit. It is just 
as foolish for the buyer to beat his purchases down to a 
point where they leave no margin for the producer as it 
is for him to pay any price which may be asked, regardless 
of the volume of profit added. Every time he buys below 
cost he lowers the vitality of his own industry. 

This one factor must be brought home to purchasing 
agents: A sane policy of buying at a proper price, with a 
fair margin of profit will aid the return to normal. 


National Association Membership Drive Successful. 


Success has attended the membership drive among man- 
ufacturers, recently instituted by the National Association 
of Stationers and Manufacturers. A number of the leading 
retail members of the association volunteered to write let- 
ters to non-member manufacturers, urging them to join. 
The results have been most excellent, and since the Atlan- 
tic City convention a considerable number of manufactur- 
ers not heretofore members have joined the organization. 
This drive is being kept up and it is hoped that before long 
the majority of manufacturers in this field not already in 
the association will have joined. 
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Illini 


No. 460F Illustrated 
Full Quartered Oak 








WINNEBAGO Desks 


Winnebago Desks are manufactured especially for that class of buyers 
who demand correctly designed and sturdily constructed office desks 
at a minimum investment. Because they meet this definite demand of 
the trade they find a ready sale the whole year around. 


The sale of a Winnebago Desk means a satisfied customer. Satisfied 
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customers mean increased sales. Let us send you our catalog in which : 
we display our entire line. 


WINNEBAGO FURNITURE MBG. Co. 
FOND DU LAC ‘ WISCONSIN 
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A Millor Cave io dupnfiut Ribbons 





THE MILLER LINE 
IS SUPERFINE Carbons 
Specially selected ribbon fabric is impregnated with liquid ink— 
Easy To that means longer wear because the ribbon “recovers” quickly—renews 
itself over night—gives clean, clear, sharp impressions to the last 


Recommend minute of use. 

Carbons are evenly coated, give long wear, make clear, clean-cut 
copies from the first to the last. 

The successful record of The Miller Line speaks for itself. You 
can recommend this line unreservedly. 


Your trade want 
goods they can depend 
on for satisfactory re- 




















sults and they expect Write for samples, prices, and terms. 
you to see that they b Mill B t Pi c 
J nates = 
are properly supplied. e mier-bDr y an 1erce oO. 
\ satisfied customer is General Offices and Factory: 231-241 River Street, AURORA, ILLINOIS 

— . a i nee Oe Branches: Chicago; New York; Boston; St. Louis; Detroit; Cleveland; New Orleans; 
the come -bac k again Minneapolis; St. Paul; Milwaukee; San Francisco; Indianapolis; Peoria; Springfield, II). 
kind. European Headquarters: 46, Avenue des Villas, Brussels, Belgium. 











The Miller Line is easy 
to recommend to your 
customers because you 
know 


It Will Make Good 


(1746 A) 
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Senate Size: 






Both paper and envelopes wrapped 4 boxes to 
the package. Obtainable in three weights of 


CRANE’S JAPANESE LIN 


Substance numbers 20, 24, and 28 and in 
thicknesses of 


BERKSHIRE BOND 


Substance numbers 20 and 24. Retail prices 
for one box of paper and one box of envelopes 
to match range from $2.00 to $3.85. 


Sponsors for Correctness in Correspondence 


225 Fifth Avenue, New York 


CHICAGO, ILL. PHILADELPHIA, PA 
100 So. Michigan Ave. 1024 Filbert St. 


TORONTO, CANADA 


BOSTON, MASS. 
633 Washington St. 





Berkshire Typewriter Paper 


for Professional & Business Correspondenc 


EATON, CRANE & PIKE CO. 


: SAN FRANCISCO, CAL 


_— 





EN 


Pittsfield, Mass. 


770 Mission St. 

















Patented 


Like lron- 
RT to the eye 
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NEW LIFEIN YOUR 
DESK SALES 


Show your customers the very latest 
thing in desks. 


Display the new GUNN DESK with 
the INLAID “LINO” writing sur- 
face. By far the most important in- 
vention in office equipment. Elimi- 
1ates cold, glaring plate glass and 
blotters. No varnish to scratch. A 
top that feels like kid and wears like 
iron. Its dull green color rests the 
eyes. Ink and other stains easily 
removed. 


Do not confuse “LINO” with leather 
or ordinary linoleum. It is a special 
material, scientifically prepared and 
treated. It’s no trouble to sell 
GUNN DESKS with this remarkable 
new top. Desks themselves are su- 
premely beautiful in design, work- 
manship and finish. The prospective 
desk buyer is easily convinced that 


the GUNN “LINO” is superior 


We furnish “LINO” tops for desks 
in use, for banks, counters and tables 
—including cafeteria equipment. Un 
limited field for sales of GUNN 
“LINO” top desks and “LINO” tops 
Write for samples and full particulars. 


The GUNN FURNITURE CO. 
Grand Rapids, Mich. 


30 Years Builders of Gunn Sectional 
Bookcases and Office Desks 


NEW YORK BRANCH:—No. 11 Eas 36th Street 
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An Old Export Peril in a New Guise. 


By Dr. Julius Klein, Director of the Bureau 
of Foreign and Domestic Commerce. Re- 
printed from Commerce Reports of 


February 20. 


ELL AUTHENTICATED confidential advices re- 
ceived by the Department of Commerce from vari- 


ous sources indicate the recurrence in a _ virulent has been something much 
form of an ¢ Id evil, which has from time to time imperiled desired in all lines. It is 
individual interests in the export trade, but now seems to ’ 
be directed against certain exporting industries as a whole. now an accomplished fact 
The means employed are to tie up the American exporter : h : f 
1 an agency agreement and to push competing goods of in the prices o 


reign make under the protection of the existing agency 
arrangement. 
his practice is not new, but apparently it has never been 


tried so extensively as at present, according to indications, © 
for which reason it is deemed expedient to issue a word ; 
of caution to American exporters. It is absolutely essen , 


tial, for the present prosperity and the future welfare of 


the American export trade, to exercise the most rigid 
scrutiny over the details of agency agreements which tie 
ip the exporter in a certain territory. 

Is your agent bound by open or secret affiliations to in 


terests other than American? Does the agency agreement 
permit him to paralyze the active promotion of your inter- 
ests and to devote himself actively to the sale of competing 








Dealers can now safely 


goods? The danger outlined is not a mere bugaboo, but “ 
actually exists and flagrant cases have been submitted to lay in adequate stocks 
the Department of Commerce as evidence. 

The problem which the situation presents is exceedingly to meet the constantly 
delicate and difficult. The solution—to entrust the agency increasing demand. 
of an American firm to a strictly American agency organi 
zation—is simple enough but can not be everywhere applied We handle All Makes 
in practice because such organizations are comparatively 


few. But it is imperative to examine most closely the in the 
existing and the proposed agency arrangements with firms 
whose affiliations are not entirely American. 

It has been suggested that where an American firm can 


Highest 
not be found, a native firm, free from any suspicion of 2 
foreign affiliations, should be entrusted with the agency, Quality Only 


but even this expedient may not always answer. In many 
markets the distribution of imported goods has never been 
in native hands 


The sad fact remains that in the task of distributing and ask the privilege of 
parma poets abroad pao - see traders had ee sending our Wholesale 
pended pbetore 1e war upon Luropean agencies and otner . . 
foreign channels. Even until very recent days they had List No. OA50 (issued 
depended upon foreign-owned bottoms to carry them. It February 20) as proof 
is the obvious and immediate task of American business that we con Quote the 
Right Prices. 





to create throughout the world a network of American 
agencies, or at | 





least agencies whose loyalty is not pre- 
empted by racial or commercial ties antagonistic to Ameri- 


can interests. 





his is not a task to be accomplished in a day. But until Large Stocks 
it has been accomplished, American export business will Special Type 
be greatly handicapped, dependent for its progress upon : 2 
alien and frequently unwilling effort. The thing to be Wide Carriages 


done at once is to examine the basis of all agreements with 
foreign agents and to analyze the affiliations of the agents. 

The Department of Commerce urges exporters to take 
advantage of the full resources of American banks, credit 
institutions, and Government agencies, particularly the 
commercial intelligence service and the commercial laws 


division of the Bureau of Foreign and Domestic Commerce, 
° ° , s 
Invest in Treasury Savings Certificates. ewrlt r 
lave you a “turn around” fund? It keeps away rainy : p e 


days and helps you take advantage of sunny opportunities. 
lreasury savings certificates vield four per cent interest, 


e 
compounded quarterly, when held until maturity. They Clearing House 


Prompt Shipments ‘ 











protect you against the rainy day, because they can always 
be converted on short notice into cash at more than their 


original cost. Established 1901 





Rotary Visualizing Prosperity 193 North Dearborn Street 
Rotary Club members are displaying apt slogans in their 
own advertising matter, and elsewhere, as a part of a CHICAGO 
movement to help bring about more prosperous conditions 
in every field. Conspicuous are the billboards throughout 
the country, which emblazon inspirational Rotary ideas in Cable Address ‘‘Mantype”’ 
city and country [he poster advertising is accomplished 
through the courtesy of the owners of the billboards 
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BWernichs 


TO ENDURE 


STRUCTURA 
STRENGTH 
SAFES 


With or Without Inner Doors 


Burglar-proof Chests 
Lock Boxes 
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Will withstand the fall plus 
crushing load due to 
TRUCTURAL STRENGTH 


Have Underwriters’ Label 
ALL SIZES 
Send for Safe Catalogue No. 9663 and 9924-S. 


The Globe=Wernicke Co. 


Cincinnati 
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How The Purchasing Agent Views Stationery 
Frank H. Carroll, Stationery Buyer of the 
Great Western Sugar Refining Company, 
Denver, Colo., Contributed “Cutting Corners 
in Stationery Purchases” to The Purchasing 
Agent. His Viewpoints Should Be Helpful 

to Dealers. 





N the hectic days of business prosperity, still within 

vivid memory, suggestions for effecting economies in a 

small way, or plugging little leaks in an organization, 
frequently would receive hardly more than passing con- 
sideration. We were all too busy then passing out divi- 
dends or figuring up income taxes to be bothered with such 
minor matters. The old adage “Pride goeth before a fall” 
once more has been verified by the cycle of events, how- 
ever, and with the transition in business that has taken 
place recently, has come also the revival of an old favorite 
indoor sport “Cutting Corners.” In view of this new 
era into which we have entered, a suggestion or two on 
the possibilities of effecting economies in the purchase 
and use of stationery and miscellaneous office supplies 
might be apropos. 

Stationery is one commodity which is consumed in some 
form by practically every member of an organization, 
from the office boy to the president. Individually, the 
consumption does not amount to much, but collectively it 
mounts into proportions of considerable volume, especially 
in any large organization. This statement is borne out by 
the mere fact that the paper industry today ranks seventh 
in the leading industries of the country. Many executives 
are prone to view the matter in the light of individual con- 
sumption and do not, therefore, give it the consideration 
due it. 

There are two main or primary sources of 
stationery supplies: (1) Purchase, and (2) Consumption. 
These may be divided into a great many subdivisions for 
the purpose of discussion, but probably the most im 
portant are methods of buying, standardization, store- 
keeping, distribution, and individual extravaganc: The 
duck hunter who expects to bring home any ducks goes 
where the ducks are. If we expect to fill our bags with 
economies, we must likewise hunt out our game in its 
natural habitats, which are the fields of waste, forests of 
incompetence, and sloughs of extravagance. 

Undoubtedly the biggest opportunity to effect ec: 
is in the actual buying, standardization, storekeeping and 
distribution, for one has these under positive control, with 
a definite point of attack for each problem, whereas con- 
sumption is a more or less scattered intangible element 
much more difficult to reach and control. 


The Principles of Purchase 

It goes without saying, of course, that the same gen 
eral principles apply to the buying of stationery as to all 
other commodities, and these will not be discussed, for 
every intelligent buyer is presumed to know them; i. e., 
keeping in touch with the markets, sources of supply, 
knowing goods, etc. However, a few details in this con- 
nection that will bear watching might be mentioned to 
advantage. 

For example, printed matter usually comprises one of 
the biggest items of expense in stationery supplies. If 
your printing is bought from outside firms, be sure that 
your specifications are absolutely clear when requesting 
competitive bids. Do not rely on the brief specification 
“as per sample copy herewith.” Show the name, size, color 
and weight of paper stock desired; whether printed one or 
two sides; whether machine or type ruling; numbering; 
padding; wrapping of packages, etc. By so doing, there 
will be no cause for misunderstanding on the part of the 
bidders. 

Remember, wherever there is an element of doubt on 
a job, the estimator is going to add a margin to protect 
himself, and what he adds depends on how much in the 
specification is left to guesswork. 

This means that the buyer must have a fairly intimate 
knowledge of the various grades of paper handled by 
different mills or paper jobbers who serve the trade in 
his community. It is not only necessary to have this 
knowledge for the purpose of drawing up proper specifi 
cations, but also, what is more important, to enable the 
buyer to determine just what grade of stock is best suited 
to any particular form that may be proposed. This is a 
prolific source of waste, and the opportunity for effect- 
ing economies here is always existent. 

The kind of use is not so important, in determining the 
proper paper stock, as the actual amount of handling it is 


waste in 


mommies 
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= DORNETTE DESK | 


This desk—a popular seller for 
bookkeepers — is a striking ex- 
ample of the Dornette 
idea of utility. It is 
this utility expressed 
in every Dornette de- 
sign which has made 
the Dornette Line a 
cuarantee of better value. 





















The sturdiness, appropriate 
design, modern construction, 
attractiveness, excellent fin- 
ish are the natural results of 
skilled craftsmanship in the 
manipulation of the best of 
materials. 


The Dornette Line is a real 
business builder — you can 
make it work for you. Write 
for our catalog. 


MAKERS OF FINE OFFICE DESKS FOR OVER 40 YEARS 


THE J. DORNETTE & BRO. CO. Barnard St. & Harrison Ave. 


JOHN DORNETTE, SR., President and Founder 
368 BROOME ST., NEW YORK 605 LUMBER EXCHANGE, MINNEAPOLIS CINCINNATI, OHIO 
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Prang Crayonex and Water Colors 
i] There are two reasons why Prang Crayonex Second---This standard of quality has been con- 

and Prang Water Colors have known such sistently raised through years of successful 

constantly growing popularity throughout the manufacturing and selling. 

world. This is all importaat to you as a buyer, for 
| First--The materials which fcrm these Prang Prang popularity and Prang quality assure you 

rroducts have ever been the finest obtainable. a quick turn-over. 


Sold in various other styles and sizes of packages 


+ Tor - AMERICAN - CRAYON - COMPANY + 
SANDUSKY: OHIO — : NEW YORK 
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In 11 Months He Earned a Six 
Cylinder Car in His Spare Time 


*[ HERE is always one great oppor- 
tunity in life that comes to each one 
of us — it is the golden opportunity. 
When the man seizes or lets pass 
this greatest opportunity, he positively 
determines his future—he definitely 
settles his position in the social scale 
for the remainder of his natural life. 


Perhaps right at this minute your 
great opportunity has arrived and it is 
beckoning you to bigger and better 
things. Perhaps at this reading you 
may make a decision that will take you 
away from lowly tasks and set your 
feet in the pathway of the mighty. 
Perhaps right now you may perform 
the vital act that will take you from 
behind that desk at which you’re plod- 
ding along all day, week-in, week-out, 
and start out on a career of success 
and splendid earnings. 

Here is the very opportunity that has 
made other men rich—that has brought 
them more money than they ever 
dreamed they could earn. 


This is the opportunity that gave 
Irving E. Ruggles, a receiving teller in 
a Wisconsin bank a six cylinder auto- 
mobile in eleven months—using only a 
little of his spare time and started him 
on the road to making big money. This 
is the same opportunity that enabled 
Robert R. Williams, Teller in a bank 
in Montana to pay up some heavy 
physician’s, nurse and hospital bills con- 
tracted through the illness of a member 
of his family—and which gave him and 
his family many of the pleasures and 
luxuries of life they never could have 
enjoyed otherwise. 

This is the opportunity that is in- 
creasing the earnings handsomely of 
hundreds of young fellows in banks and 
offices, in stores and in poorly paid 
professional offices—in all parts of the 
country, in most instances using only 
a portion of their spare time. It is the 
opportunity that can be a stepping 
stone for you—from a drab, common- 
place existence to a real position in 
business and to social prominence. 


Unusual Conditions Created 
This Opportunity 

Briefly this wonderful opportunity is 
selling the only form of check protec- 
tion that gives 100% security to all 
negotiable papers—the Safe Guard 
Check Writer. This is the only check 
writer that protects the Payee’s name, 
the amount and the numerals in one 
operation. A child can operate the Safe 
Guard Check Writer. It assures abso- 
lute protection where ordinary devices 
for a similar purpose do not. More than 
$100,000,000 is lost annually through 
check raising and altering crimes. Be- 
cause of the vital need of protection of this 
character, because of the wide-spread 
prevalence of check altering, and raising 
frauds, you perform an actual service 
to every individual, concern or firm 
you sell the Safe Guard Check Writer to. 

The selling field is practically limit- 
less. Every bank depositor with a 
checking account is a possible buyer— 
every individual or concern rated by 
the credit agencies—and there are more 
than 8,000,000—cun be sold the Safe 
Guard Check Writer. 


We Help You Seil 


We supply you free of any charge 
with all data on check raising and alter- 
ing—the legal aspects of the case—the 
lack of responsibility of the banks to 
make good amounts lost through check 
raising and altering crimes—the en- 
dorsements of some of the biggest banks 
in New York, Philadelphia, Boston, 
Chicago, Cleveland, Detroit, Cincinnati, 
St. Louis, Milwaukee, Minneapolis, 
Seattle, San Francisco, Los Angeles, 
New Orleans, Jacksonville, Memphis, 
Savannah, etc., etc. We give you ma- 
terial, by which you can demonstrate 
indisputably the superiority of the Safe 
Guard Check Writer over every other 
check writing machine in every detail 
of protection, 

We send district managers or sales- 
men to help you sell without decreas- 
ing your profits in any way. We don’t 


ask you to put upa cent in advance. 
You can sell the Safe Guard Check 
Writer without any previous selling ex- 
perience, in your spare time. It is a 
wonderful new business that makes big 
money for you right in your own office, 
among your own friends or associates. 
It is a dignified and profitable business. 
The opportunity it offers may be your 
one chance for you to get into big 
money, as it has been for others. 


Let Us Send You the Facts 


Get all the facts we have on this 
proposition and satisfy yourself if this 
is your biggest opportunity—don’t pass 
it by—it might be your final chance to 
do big things and make a success of 
yourself, 

You won’t be under any obligation. 
If you sign and mail us the coupon be- 
low, you will receive all the facts in in- 
teresting, attractive and easily digested 
form posting you in the simplest and 
most direct way so you can start in im- 
mediately making big money in your 
spare time. It will tell you how others 
similarly situated to you were able to 
make big money from their very first 
attempt. Men who are now making 
from five to twenty times as much as 
they ever did. 

Send the coupon now—this may mark 
the turning point in your life. 


he es | 
The Safe Guard Check Writer Co., Inc. 
5 Beekman St., New York City 
I would like all the facts relating to 
the sale of the Safe Guard Check 


Writer telling me how I can increase 
my earnings in my spare time. 


Name—— - — 


Address 





City — 
O-a-! 
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subsequently subjected to. Some of the cheapest paper 
will take an ink record as satisfactorily as higher priced 
stocks, but the former breaks down with much handling 
and it is therefore poor economy to use it if the frequency 
of reference is great. 

\ further consideration in this connection is where the 
material is used. If it is for strictly intra-company use, 
the cheapest grade consistent with the service demanded 
of it should be used. On the other hand, if it is going 
into the hands of the public or your customers, a grade 
should be determined upon in keeping with the dignity of 
your business and the standing of your clientele. 


Standardizing Stationery Items. 

It seems hardly necessary to mention the desirability of 
standardization in stationery supplies, and the economies 
effected thereby, for volumes already have been written on 
this general subject. It is true, no doubt, that every asso- 
ciation of any consequence existing in the present day, no 
matter what line of business it represents, has a standard- 
ization committee of some kind. What has been accom- 
plished by these committees is a matter of common knowl- 
edge. It seems only logical to assume, however, that 
every individual organization should accomplish the same 
results, in varying degrees, by the same method. 

No imposing committee is necessary for standardizing 
stationery supplies, so long as some one sits in who knows 
the goods, knows requirements, and has some authority. 
Usually the office manager, or his assistant, and the buyer 
constitute a sufficient committee for the purpose. Too 
often consideration is given to the adoption of a certain 
grade or quality, without properly considering size or sizes. 
We all know, for example, that manufacturers of various 
lines of filing equipment, binders, etc., have adopted cer- 
tain standard sizes to enable them to reduce manufactur- 
ing and marketing costs. Therefore it is plainly patent 
that it is economy to have all record forms which are to be 
filed conform to these standard sizes so far as possible. 
Similarly, manufacturers of paper have adopted standard 
sizes, and these should be taken into consideration always 
when devising any form so as to avoid cutting the stock 
to waste. 

The standardization committee will see that such things 
are given proper consideration, and many times unneces- 
sary forms, etc., will be eliminated altogether. We have 
reduced costs on individual items by this method as much 
as sixty per cent. 

Records of consumption are absolutely necessary for 
economical buying and control of distribution of station- 
ery supplies. By this means only can the buyer deter- 
mine with reasonable accuracy the proper quantities to 


purchase, and avoid buying short or over-buying and 
carrying an excess of dead stock. Furthermore, where 


supplies have been distributed to various plants situated 
in different localities, it is often possible, by means of the 
record, to effect transfers and thus save the necessity of 
buying additional supplies. 


The Storing of Stationery. 

Storekeeping is still another factor which materially 
affects stationery costs. There are no peculiar conditions 
applying to the storing of stationery which do not apply 
to the general run of commodities. It is susceptible of 
easy spoilage, though, and too frequently misappropriated 
for personal use. Waste through spoilage in the storeroom 
can be kept down to a minimum by proper wrapping and 
careful handling. It is well to have all letter-heads, printed 
forms, etc., wrapped in packages of convenient sizes to 
protect them from dirt and dust, and expensive printed 
forms which are padded in sets should have a blank fly- 
leaf on top of each pad as a further protective measure. 

Keeping the stationery room locked at all times, with a 
responsible employee in charge, is the only way, of course, 
to quash the “help yourself” method of distribution. 

Waste in individual consumption is, as stated, very dif- 
ficult of control. If a person is naturally wasteful and ex- 
travagant in his personal affairs he will be so with his 
company’s affairs, notwithstanding any methods of con- 
trol, within reason, which may be adopted. On the other 
hand, one who is instinctively frugal and saving in per- 
sonal habits, likewise will be with company supplies regard- 
less of whether or not any regulatory measures on con- 
sumption are in effect. 

True enough, in some instances direct methods of con- 
trol of stationery supplies can be and have been applied, 
such as, for example, requiring an employee to turn in 
his old pencil stub before issuing a new one to him. I do 
not question the efficacy of such methods, for no doubt 
they will show a decreased cost in the consumption of 
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MAYVILLE 
FILING 
FOLDERS 





ARE : 


CONSISTEN 
REPEATERS 


TATIONERY and office equipment 
dealers throughout the country find 
themselves in need of merchandise 

which will stabilize their business — in 
other words — merchandise which sells 
quickly and regularly. For many years 
Mayville Filing Folders have successfully 
and satisfactorily fulfilled the filing folder 
requirements of users and dealers through- 
out the country. We know their needs 
because we specialize in their production 
and have carefully and _ scientifically 
analyzed them. 


Thus, we originated the color system of 
classification and grouping of filing systems. 
This exclusive feature increases the 
efficiency of the files—it shortens the dis- 
tance between the desk and the file by 
facilitating reference and speeding up the 
work of the correspondent. 


If you have not examined the Mayville 
Line of filing folders you cannot appre- 
ciate their value. Let us send you sam- 
ples and our prices. Write for them now. 


Geo.W. Millar & Co., Inc. 


284-290 Lafayette St., New York, N. Y. 


Also makers of standard quality 
“MAYVILLE” 
Die Wiping Paper, Adding 
Machine Rolls and 
“MAYVILLE” 
Treated Tympan 
and Offset 
Papers 
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UP TO A STANDARD 
YET DOWN TO A PRICE 


HE FOUR DRAWER 
Steel Letter File 


shown here fills a very 
definite demand in every 
business community. 


It possesses every feature 
desired in such a cabinet, 
yet is sold at a record- 
breaking low price that 
overcomes every objec- 
tion to buying now. 


Immediate sales, profit- 
able sales and permanent 
satisfaction follows 
wherever this cabinet 
goes. It is a STEEL- 
CASE product. 


It Will Pay You Well 
to write for full information. 
METAL OFFICE 
FURNITURE CO. 


Grand Rapids 
Mich. 


‘STEELCASE! 


Business Hqguipitiertr 


We can supply you a 
wonderful line of sec- 
tional filing equip- 
ment. Stock sections 
to build up any re- 
quired addition can 
be shipped on short 
notice. Request full 
particulars. 











—found where business succeeds 





APPLIANCES March, 1922. 


the article or articles thus controlled, but to my mind 
economies of this kind are questionable. 

Be sure that any saving you make in this way is not 
more than offset by the feeling of resentment, antagonism, 


and temptation to deceive, which is engendered among 
the employees by small aggravations of this kind. The 
whole-souled respect and esteem of all employees is a 


mighty valuable asset to a concern, and no progressive 
management can afford to be “small” or penurious in this 
respect. Big business is like a big league baseball game 
It must go four-square to home plate in order to score, 
and “cutting corners” in this manner is very liable to 
count for naught when the final score is tallied. 

indirect or inobvious control can be applied to indi 
vidual consumption ofttimes with good results. By this I 
mean a control] that operates but is not readily apparent 
to the individual, and therefore not objectionable. Prob 
ably as good an illustration of this as could be drawn in 
reference to stationery supplies is the control of the con- 
sumption of toilet paper and paper towels by the various 
patented fixtures now on the market. These operate on 
the principle of making available all the material that is 
actually needed, but requiring some effort to obtain it, 
with the result that no more is consumed than is actually 
needed. This is a psychological principle which can be 
applied in a measure to all stationery supplies by exercis 
ing reasonable control over its distribution. 


Stationery Costs Money. 

Education of all employees to the fact that paper, printed 
forms, penci:s, etc., cost real money, and that wasteful 
and extravagant use of them causes an unnecessary drain 
on the company’s finances, coupled with the exercise of 
reasonable control over distribution, is, I believe, the most 
effectual way, in the long run, to curb individual consump 
tion. The tormer may be accomplished through various 
mediums, such as an occasional published article in the 
house organ—if one exists—by circular letter, or by word 
% mouth. Comparative statements showing quantities and 
costs of different items consumed also are valuable in this 
connection, where there are several departments or plants 
yperating under similar conditions. Control over distribu 
tion is largely an individual problem for every firm 
out for itselt. 

May | suggest again, in conclusion, that the purchase 
and consumption ot stationery supplies constitutes held 
teeming with opportunities for “cutting corners.” Look 
this field over carefully, Mr. Economy Hunter, and you'll 
be surprised at the size of the game you will “bag.” 


to WOrk 


Frospects for European Business Brighter. 


Arthur Williams, export manager of the Woodstock 
Typewriter Company, believes that conditions in Europe 
ire improving. Opportunities for the sale of all sorts of 
office equipment and appliances are improving, through 
the gradual recovery of the exchange. He cites the rise in 
the tranc, which has been the cause of a number of Ameri 
cans abandoning pleasure tours abroad, due to the les 
sened value of the American dollars they had planned 
spending. The fact that the franc will buy more may 
lead to its more general use in the purchase of American 
manufactures. 

In Germany labor unrest, and consequent increases in 
the pay of the working men, is working to reduce the dis 
parity between typewriters of German manufacture and 
those imported from America. Mr. Williams had a letter 
from an established dealer in Dresden late in February, 
asking prices. This dealer stated that German machines 
were sold at about 9,000 marks, while standard American 
typewriters were selling at 12,000 marks. The German 
dealer saw in this an opportunity to sell the American prod 
uct, because of its manifest advantages. 

Another straw showing the direction of the trade winds 
was revealed in cable communications from L. Katay, 
Vienna. In February came a cable order with remittance 
for ten machines. Later a request was received to expe- 
dite shipment. This order appeared to Mr. Williams to be 
sufficient for the Viennese requirements to cover an ex- 
tended period. Later in the month came a request for a 
monthly allotment of fifteen machines. Evidently Vienna 
has encouraging prospects. 


Pencil Clip in New Job. 

A motorist has found a new use for the pencil clip. He 
slips it over his tire gauge, and clips it to the edge of the 
door pocket. This keeps the instrument in place and 
obviates searching through the pocket. 
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Patented Leg and Panel Construc Desk open 
tion. Double Steel Panels with as at rear of 
bestos insulation knee space 


Linoleum Top writing bed 








Sliding Shelf Bronze Binding 


Letter file runs 
smooth on roller and 
ball bearings. 





Special Yale 
Lock auto- 
matically 


Cast Bronze Pull 








locks all 
drawers by 
closing cen- 
ter drawer! 






Box drawers perforated to 
receive adjustable parti- 
tions. Can be equipped to 
take 5” x 3” cards. 


Cast Bronzs« 






Note These Many Exclusive Features 


NALYZE the many exclusive features the creation of an artist and the finish the 

Ast this unusual steel desk and you will result of master craftsmanship. 

; The handsome battleship linoleum top 

is pressed on under a ten-ton hydraulic 

press. It can’t possibly loosen or curl. 
Freight, cartage and storage costs are 

reduced to a minimum by its knock-down 


realize at once its great sales possibilities. 
It is as rigid as a beam of steel! Electric 

spot and acetylene welding instead of 

rivets, bolts or screws insures that. 








And yet it is as quiet in operation as construction! : 
wood! All rattle is eliminated by the dou- Besides these exclusive features is a re- : 
ble thickness steel panels interlaid with tail price so reasonable it makes sales easy : 
asbestos. with a profit for you most liberal. Better i 

You'll agree with us that the design is write for details now. Y 

The JAMESTOWN METAL DESK CO., Inc., Jamestown, N.Y. | 























SORTING DEVICES 


FOR ALL BUSINESS PAPERS 


The various notes, orders, letters, etc., you use today 
must be arranged in order, to facilitate tomorrow's work. 
The matter is a minor detail and most not take much time 
or space, but to be of any value, if must be accurate. 


Kohlhaas Sorting Devices facilitate accurate sorting 
and there is at least one member of the line to serve your 
particular need, whatever size or shape of papers you have 
to handle. 


Above at the right is illustrated our No. 461 sorter in- 
tended for SALES SLIPS, COUPONS, CARDS or other 
papers shorter than six inches. The guides being notched 
at the side, any papers overlooked in clearing out 
the file are at once observed and taken out. The 
No. 912 correspondence distributor (shown at the 
right below) is of a capacity to accommodate sev- 
eral thousand letters and yet when not in use can 
be tucked away into any odd corner of the office. 


We have many other equally efficient devices. 
Ask your dealer or write us your requirements or 
for further particulars. 


The Kohlhaas Company 


183 N. Dearborn St. Chicago, IIl. 
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Tear out 
when at- 
tended to 


Robinson Reminder sells on sight 


HOW a Robinson Reminder 

to the average man and 
he wants it—what’s more he 
gets it! 


The original perforated cou- 
pon page makes an instant 
appeal, to the busy man. It 
fills his need for a memoran- 
dum book of live notes only. 


In many styles and leathers 
ranging in retail price from 
25c to $7.50. Refill pads 
bring repeat business. 


Also the Robinson Readipad 
—a handsome metal desk 
stand with the coupon pad, 
perpetual calendar, and pencil 
groove. In brass and art 
green finish. 

Continuous advertising in 
The Saturday Evening Post, 
American Magazine and Sys- 
tem are creating a national 
demand for Robinson Re- 
minders and Readipads. We 
furnish you with sales-boost- 
ing display material. 


Write today for details concerning 
these two quick sellers. 


ROBINSON MANUFACTURING COMPANY 
WESTFIELD, MASS. 


Robinson 
Reminder 


ORIGINAL COUPON REMINDER 
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Two Important BUXTON KEYTAINER 
announcements 


stock. A business - booster 


Order today! 


BUXTON KEYTAINERS 
come in all leathers; in sizes 
holding 1 to 16 keys; in retail 
prices 25c to $5.00. Display 
material furnished free. 


HE first: BUXTON KEY- 
TAINERS will be adver- 
tised continuously in big space 
in The Saturday Evening 
Post, American agazine 
and Cosmopolitan. The ad- 
vertising is striking. It will 
bring you business! Watch 
a 1922 will be the biggest Buxton 
The second: A new quick-sell- year ever. Get your share of 
ing $30 assortment in a splen- this unusually profi:able busi- 
did display case which displays ness. Writet day for detailed 
the, merchandise and holds the selling plans. 


Dept. P. Springfield. Mass. 
Marbridge Bldg., N. Y. 


BUXTON 
KEYTAINER 


The original patented Key-Kase 


BUXTON, INC., 

















OLD TOWN ana CROWFOOT 
TYPEWRITER RIBBONS 


are long wearing and give clear 
impressions. 
quality asin Old Town Carbons. 
Carefully packed to prevent 
deterioration, in attractively 


lithographed boxes. Ask for 







The Guarantee 
on face of box is 
backed up by the 
quality inside. 


OLD TOWN CARBON 
PAPERS prove up under 


test and in service. Our 
formula specifies the 
“right” materials and in- 
sures proper working of 
them. Twenty different 
grades — typewriter, pen 
and pencil — various 
colors and finishes. 


The same high 

















Keep Posted 





on the happenings in the office 
appliance field. Know what oth- 
ers are doing and learn of new 
devices just as soon as they are 
ready for the market. A difficult 
matter, you may declare, but it 
will not be very difficult for you. 
Read OFFICE APPLIANCES 
every month and you will be well 
informed concerning all such de- 
velopments. Our force, assisted 
by a thousand sources of infor- 
mation, collects the important ma- 
terial and publishes it monthly. 


A suggestion for your benefit 
more than for ours: Send $2.00 
for a year’s subscription (for 
Canada, $2.50; foreign, $3.00). 

















THE OFFICE APPLIANCE CO. 


417 S. Dearborn St. Chicago, Ill. 





samples and our proposition. 


Old Town Ribbon and Carbon Co., Inc. 


245-247-249 Centre St. New York, N. Y., U.S.A. 
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Chicago, Ill—A. C. Hempel, formerly with Ditto Sys- 
tems here, has resigned. 

Chicago, Ill.—A!I Chamberlain is now with A. F. Gerak, 
general sales agent of the Todd Protectograph Company. 

Chicago, Ill—The Shipman-Ward Manufacturing Com- 
pany has succeeded the Lightning Coin Changer Com 
pany 

Chicago, Ill—Jos. McChesney, secretary of Ditto, Inc., 
traveled to San Francisco to take in the Business Show 
there. 

Chicago, Ill.—The American Banking Machine Corpora 
tion has moved to larger quarters at Suite 404 in the 
Wrigley building. 

Chicago, Ill—-The Ralston Duplicating Company, 39 
West Adams street, has affiliated with the Chicago Asso- 
ciation of Commerce. 

Chicago, Ill.—Hothouse blooms from the greenhouses 
of Mrs. A. B. Dick gave a Valentine day aspect to the 
general ‘offices of A. B. Dick & Company. 

Chicago, Ill—C. H. Ward and Arthur Schmelik have 
joined the sales staff of Ditto Systems here. They are 
graduates of the February sales class, held at the home 
office. 

Chicago, Ill—C. P. Hanson, manager, educational de 
partment The Dictaphone, spent a week in Chicago last 
month. On his return to New York he stopped off at 
Pittsburgh. 

Chicago, Ill.—The Computing-Tabulating-Recording 
Company, New York, N. Y., has leased the first floor and 
basement at 323-25 West Madison street, and the third 
floor at 327-29. The company succeeds the Yawman and 
Erbe Manufacturing Company as tenant of the store at 
323 West Madison. 

Chicago, Ill—W. L. Stickney, vice president and gen- 
eral manager of the American Banking Machine Corpora- 
tion, spoke to the Chicago salesmen of the Addressograph 
Company in the Marshall Field & Company grill room 
last month. He discussed, “Don’t Be a Defensive Sales- 
man.” Mr. Stickney returned late in. February from a 
trip through the South, which included New Orleans. 

Dallas, Texas.—C. M. T. Leslie, general sales agent for 
the Todd Protectograph Company, was called to Wash- 
ington to testify before the investigating committee look- 
ing into cruelty to soldiers. Lieut. Leslie served under 
“Hard Boiled” Smith. While East he stopped over at 
Rochester to visit his relatives, and look in at the Pro- 
tectograph factory. 

Denver, Colo.—J. F. 





; Cooper is now resident manager 
of Ditto Systems, an exclusive office. He is a graduate 
of a recent sales class. He replaces E. S. Leiber and the 
Business Appliance Company in distributing Ditto dupli- 
cators. Ditto Systems is located at 402 Gas and Electric 
building. 

Detroit, Mich—\W. N. Whittemore, of Ditto Systems, 
is recuperating from a_ severe illness at Santa Barbara, 
Calif. During his absence C. C. Steenberg is in charge. 

Hartford, Conn.—The Dart Writing & Numbering 
Machine Company has incorporated to deal in box print- 
ing machinery; capital stock, $15,000; incorporators, Jos. 
R. Down, Windsor; Chas. Jorgensen, South Windsor; H. 
E. Burnham, 76 Greenfield street, Hartford. 

Minneapolis, Minn.—M. J. Murphy, manager here for 
the Todd Protectograph Company, is president of the 
Minneapolis Business Men’s Club. 

New York, N. Y.—John Walder has been placed in 
charge of the local office of the Automatic Pencil Sharp- 
ener Company. He has been covering the Atlantic coast 
with this line the past three years. Charles Epifano assists 
him in the New York office. 

Philadelphia, Penna.—Following the completion of his 
studies in the sales school of Ditto, Inc., F. R. King joined 
the local office of Ditto Systems. 

Portland, Ore.—B. E. Hamlin, representing the Ameri- 
can Banking Machine Corporation in Washington and 
Oregon, has opened offices at 615 McKay building. 

San Francisco, Calif—Allen Riches, of the Boston Spe- 
cialty Corporation, called on local stationers in February. 

(Continued on Page 198.) 
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Banks and Business Houses 
Use the Pearl Cutter 


For cutting the margins from monthly 
statements in quantity. Several hun- 
dred sheets ledger paper 
clipped at one stroke. 


—Zip! It is done in an 
instant and the edge is 
clean and straight. 


Also cuts card- 
board, leather, 
cloth, quicker 
and better than 
knife or scis- 
sors. 


Asaver of labor 
and gets the 








Has spring work out on 
balanced time. 

handle. se o 

ee a 

sers, 

The base is a ph are, 

waste receptacle togra —_ 
f oe ries, Stores. 
convenience gue 

and Made in sizes 
cleanliness. 13” and 19”. 


The BOSTON and OFFICIAL 
CUTTER 


Every office of every kind can 
use a Cutter in every depart- 
ment. The Bookkeeper, Mail 
Clerk, File Clerk, Price Clerk, 
Production Clerk, for a great 
variety of 
trimming. 
The Sales 


Department 
for cutting 
samples, illus- 
trations, en- 
closures. The Advertising De- 
partment for cutting out illus- 
trations, exhibits, dummys, etc. 
The Draftsman for blueprints 
and drawings. 


Invaluable in a hundred ways in 
every office, store and factory. 


Several thousand have been sold. 
Made in a variety of sizes. 









We make also a line of Power Cutters, 
Printing Presses, Tableting Presses. 


DEALERS WANTED 


Golding Manufacturing Co. 


FRANKLIN, MASS. 
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[mperial 


The Medium Priced Line of Good Quality 


Card Index 
Cabinets 


SOLID AND SECTIONAL 





Furnished in 3x5, 4x6, 5x8, 8x5 and 6x9 sizes. 
Plain Oak, Quartered Oak and Birch Mahog- 
any finishes. 


Write for your copy of our latest Price List 
No. 28 and make sure that you are buying 
them to the best advantage. 


Imperial MethodsCo. 


FOREST PARK (Suburb of Chicago) ILLINOIS 
N. Y. Office E. L. Sirus, Mgr., 132 Nassau St. 
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Akron, Ohio.—A. W. Spore has returned to The Good- 
year Tire & Rubber Company as assistant advertising 
manager. He had been engaged in other lines for some 
months. 

Albany, N. Y.—The Niagara Ink Company, Inc., has 
incorporated to manufacture ink, furniture, etc.; capital 
stock, $500,000; incorporator, J. B. Congdon. 

Atlanta, Ga.—The Ivan Allen-Marshall Company has 
acquired the Atlanta Blank Book Manufacturing Com- 
pany, and will operate it as a printing and binding depart 
ment. 

Baltimore, Md.—J. Edward Richardson & Company is 
now at 19 East Baltimore street; the old location was 112 
East Baltimore street. 

Brooklyn, N. Y.—The Chemical Ink Company has in- 
corporated to manufacture chemicals, inks, varnishes, etc.; 
capital stock, $100,000; incorporators, J. A. Seixas, 113 
President street. 

Camden, N. J.—Creely & Shirley have opened a sta- 
tionery store at 413 Market street——Bleakley Brothers 
have also embarked in the stationery business. 

Centralia, Wash.—O. C. Goss & Company has reorgan- 
ized, following the withdrawal of Arthur J. Haycox, who 
has gone to Tacoma. O. C. Goss is president and Mrs. 
M. J. Goss secretary-treasurer. 

Chicago, I1l1-——S. Parrott, bookseller and stationer, Sas- 
katoon, Sask., Canada, visited the Chicago market in Feb 
ruary. 

Chicago, IlL—The Abbott Educational Company, 205 
South Wabash avenue, has joined the Chicago Association 
of Commerce. 

Chicago, Ill—Two windows devoted to the Valentine 
day phase of the fountain pen were shown by the L. E. 
Waterman Company. 

Chicago, Ill_—Favor, Ruhl & Company, dealers in art 
material and drawing supplies, has joined the Chicago 
Association of Commerce. 

Chicago, Ill—Horder’s, Inc., has leased the store and 
basement at 228 West Madison street, for occupancy as 
a retail stationery store. 

Chicago, IIL—E. Y. Horder and wife, and W. J. Good- 
win and wife spent part of February at Mr. Horder’s 
orange plantation in Alabama. 

Chicago, Ill—The business of the Abbott Ink Com- 
pany, 105 West Monroe street, was incorporated last 
month. The capitalization is $9,000. 

Chicago, I1l.—C. W. Harris has taken the Chicago ter- 
ritory for writing fluids manufactured by The Ault & 
Wiborg Company, Cincinnati, Ohio. 

Chicago, IlL—Daniel J. Ryan, for twenty-three years 
with The Ault & Wiborg Company, has become vice presi 
dent of the James P. Roach Company. 

Chicago, Ill—Walter J. Raymer, of the American Pin 
Company, was appointed to the rivers and harbors com- 
mittee of the Chicago Association of Commerce. 

Chicago, IlL—The Barrett Bindery, now at 732 Federal 
street, will move late in March to a four-story building at 
Monroe and Throop streets recently purchased. 

Chicago, Ill.—Ogden T. McClurg, of A. C. McClurg & 
Company, is serving on the subscriptions investigating 
committee of the Chicago Association of Commerce 

Chicago, Ill—A. J. Mark is now representing the Asso- 
ciated Stationers’ Supply Company in the central West. 
He had been with the Hale Specialty Company, Chicago 

Chicago, IlL—The Commercial Stationery & Loose Leaf 
Company has organized a department specializing on bank 
supplies, represented by C. G. Morris, formerly with the 
Wm. Mann Company, Philadelphia. 

Chicago, Ill—Harry L. Short, who covers the entire 
United States for the Defiance Manufacturing Company 
of New York, is now making his headquarters in Chicago. 
His home address is 858 Leland avenue. 

Chicago, Ill—The C. O. D. Printing & Stationery Com- 
pany has opened at 6416 Cottage Grove avenue. G. B. 
Wilson, who heads the company, was previously with the 
Marshall-Jackson Stationery Company. 

Chicago, Il.—Frank F. Harris, of The Carter’s Ink Com 
pany, was appointed to the reception committee of the 
Chicago Association of Commerce. He is also a member 
of the committee on speaking engagements. 

Chicago, Ill—The building at 320-22 Federal street, 
occupied by Shea Smith & Company, has been purchased 
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BUOY INKSTANDS 


Air-Tight Dust-Proof Non-Evaporating 


Combining attractive appearance with 
real usefulness and economy. 


Both Inkstands and Bases made in a 
variety of attractive styles. 


Highest quality—reasonably priced. 


“‘House of Service’’ 


DEFIANCE © 
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MANFACTURING CO. 
384-386 Broadway 











New York 














Write for this 
Special Price Lis 


Calculating Machines 


Here is an excellent opportunity to secure 
a stock of calculating machines of such 
well-known makes as Comptometer, Bur- 
roughs, Brunsviga, Marchant, Tri - 
tor, Peerless, Millionaire, etc. All of 
machines have been taken in on trades 
and are in good working condition. We 
are in a position to offer these machines 
at a big discount from our regular dealers 
list. This is a good chance to stock cal- 
culating machines. Get in touch with us 
quickly. Write at once. 


Adding Machine Corporation 
323 S. La Salle St. Chicago, Ili. 




















National Desks Are 


Sure Business Builders 


The National line in a dealer’s store is a 
valuable business asset. It is complete, 
comprising the best to be found on the 
market, as well as desks substantially built, 
but medium priced, for use where price is 
the important factor. With National desks 
goes the assurance of dependable values 
and positive satisfaction to dealer and user 
alike. They build business and hold it. 


NATIONAL DESK CO. 
- N. Y. 


Herkimer - - 

















Style M—Dimensions 1014"x7"x7” 
This beautifully finished Metal and Glass 
Counter Cabinet 


displays in plain view the actual colors of the 
popular 


Moore Maptacks 


18 Distinctive Contrasting Colors 
The demand for Moore Maptacks is Constantly 
Increasing. Showing them on Your Counter 
Means Increased Sales at a Good Profit. 


Cash in on our Extensive Advertising. We have 
Created the Demand. Send for Samples and 


Discounts. 


Moore Push-Pin Co. 
(Wayne Junction), Philadelphia, Pa. 


Mfrs. of the World Famous Moore Push-Pins, Push-less 
Hangers, Glass Screw Knobs, Thumbtacks, etc. 


(For 22 Years our Products Have Been the Standard of the World) 
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The Clear-Swing Desk 


Easy to Sit Down To—To Work At—To Get Up From 
Fits MANY YEARS there has been but little change and 
$ 


light improvement in the design of office desks. However, 

in keeping with the modern idea of up-to-date, efficient office 
equipment, we are presenting an entirely new design which will 
appeal to all desk users as being sensible and wholly practical. 
The “Clear-Swing” Desk is the very latest improvement in desk 
design. This improvement has been accomplished by setting back 
the two inside front legs. A desk of this type has a considerable 
advantage over the old-style desk. With the ‘‘Clear-Swing Desk” 
it is easy to swing around—get up—and sit down. There are no 
legs to interfere with your feet—or to mar and scar your shoes 
against brass sockets. 


For over thirty-five years Mr. Anton Clemetsen, the desi o {this im- 
proved style, has manufacturing desks in Chicago oul tes built up an 
enviable reputation for a high standard of quality and workmanship. The 
“Clear-Swing Desk” is exclusive with us. Because of its practical construction, 
it will prove a business builder for those dealers who sell it. 


Further information on request. 


Anton Clemetsen Desk Co. 


MANUFACTURERS OF HIGH-GRADE DESKS 
4223 West Lake Street CHICAGO, ILLINOIS 




















Over One Million Index 
Cards Per Day 


This is the capacity of the 
Oxford plant. 


Our own specially constructed 
machinery enables us to turn 
out quality index cards at at- 
tractive prices. 


Samples and quotation on re- 
quest. 


Q ond FILING SUPPLY Co 


FORMERLY RECORD CARD CO. 


382 Jefferson Street, Brooklyn, New York 
CHICAGO SALESROOM 
106 No. LaSalle St. 


NEW YORK OFFICE PHILADELPHIA OFFICE 
23 White Street 939 Drexel Building 

















Realite pencils are generally recognized as the 
most popular mechanical pencil on the market. 
The reason—the barrels are constructed of a 
light, durable, hard and attractively finished 
composition, termed “Redmanol.” Light as a 
lead pencil and as durable as any metal pencil. 


Users demand Realite Pencils because they are 
simply constructed, refilled in a “jiffy,” sturdy, 
attractive in appearance and PERFECTLY 
BALANCED. Furnished in two grades. Each 
pencil is fitted with extra leads and a real 
rubber eraser for each pencil. 


without clip with clip 
Silvonite (white metal tips o - § £8 $ .65 
Gold Filled Tips - - - - - 1.00 1.25 














REALITE PENCIL Co. 


3011 Montrose Blvd. CHICAGO 














HotTeL WInTOoN | 


CLEVELAND, OHIO 











Headquarters for Office Appli- 
ance Men when in Cleveland. 


seesnccecetepeseesesseceenacte 


THT 


All large outside rooms each with bath 
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yy the Gunthrop-Warren Printing Company. It will be 
remodeled after the new owners take possession in 1923. 

Cleveland, Ohio.—Frank Millikan has been made chief 
salesman, office supply department, of The Burrows Broth- 
ers’ Company. 

Florence, Ala.—Mrs. H. B. Rahner has leased the build- 
ing at 117 South Court street, and will open a stationery 
store, newsstand and tobacco store. Mrs. Rahner had 
been in similar work at Key West, Fla., for seventeen 
years past. 

Hempstead, N. Y.—Louis Geisler has moved his sta- 
tionery store to 43 Main street. 

Jefferson, Mo.—Paul C. Hunt, now mayor of Jefferson 
City, says that he continues to receive advertising matter 
from concerns which have not noted that he sold out in 
March, 1921, to Botz & Sons Printing Company. He sug 
gests that his name be deleted from mailing lists, and the 
name of Botz & Sons Printing Company be added. 

Marion, Ind.—The Peerless Stationery Company has 
incorporated; capital stock, $10,000; incorporators, J. H. 
James and Isabelle Macadam. 

New Haven, Conn.—Herman Bill has opened a sta 
tionery store at 19 Center street. He had been with Tut 
tle, Morehouse & Taylor, of this city. 

New York, N. Y.—The Republic Stationery Company 
is now at 51 Ann street. 

New York, N. Y.—‘Casey” Goldberg has joined Ralph 
Halpern, 239 Fourth avenue. 

New York, N. Y.—The Silver Stationery Company has 
leased the store at 116 Fulton street. 

New York, N. Y.—The Central Paper Company has lo 
ated its New York office at 425 Broadway. 

New York, N. Y.—R. H. Baxter, 395 Broadway, is now 
representing the Tip-Top fastener in the East. 

New York, N. Y.—Marshall & Meier, die cutters, have 
moved to 298 Mulberry street. The old address was 59 
Park place. 

New York, N. Y.—The Stationery Products Stores 
Company has leased the store and basement at 40 John 
street. This is the first of a chain of stationery stores to 
be operated by the company. 

New York, N. Y.—A branch store at 219 West Forty- 
seventh street has been opened by A. Langstaiter, Inc. 
Al Feldman is manager. The stocks include office devices, 
supplies, loose leaf equipment and Weis filing dévices. 

New York, N. Y.—Tichenor & Frank, manufacturing 
stationers, 39 East Twentieth street, have dissolved by 
mutual consent. Henry Frank will continue the business. 
Frank H. Tichenor has established himself in retail busi- 
ness at Ashland, Ky. 

Omaha, Nebr.—Isaac Kohn, Megeth Stationery Com- 
pany, took in the February toys and novelties show in 
New York. At Chicago he visited with E. E. Blanke- 
meyer, Associated Stationers’ Supply Company. 

Owensboro, Ky.—The Progress Printing Company has 
moved to larger quarters. The capital stock has been 
increased from $5,000 to $15,000. 

Philadelphia, Penna.—A. M. Bushnell, Jr., returned in 
February from a Western trip, which included Chicago, 
Detroit, Pittsburgh and Buffalo. 

Philadelphia, Penna.——H. Silver & Company, stationer 
ind printer, formerly at Seventeenth and Market streets, 
is now at Twelfth and Race streets. 

Rock Island, Ill—The Safety Printing Company has 
idded a line of office supplies. 

San Francisco, Calif.—Stationers who don’t like to read 
the voluminous reports of the Arbuckle case have a snap. 
They can ignore the reports. Frank H. Coy, Jr. (Hall & 
Gutstadt) envies them. He had to take it all in as a juror 

the case. 

San Francisco, Calif—Sanborn, Vail & Company state 
that samples are now ready for the firm’s “Sanvail’ bill 
ind charge system for use in practically every line of busi- 
ness. The system has already been sold to over 325 stores, 
carrying various commodities. 

San Francisco, Calif—O. L. Gagg has taken over a new 
line which he says he could not resist, though he had 
ibout as much as he could comfortably handle before. The 
line is the Roneo “Tan-Sad” office chair which gives solid 
‘omfort to stenographers and other workers who engage 
in sedentary pursuits. Mr. Gagg will exhibit these chairs 
at the business show with his other lines. He is preparing 
especially to feature the “Universal Deale: Helps.” 

Seattle, Wash.—The Washington State Press Associa- 
tion, following its recent annual convention in Seattle, 
were taken to Port Angeles, Wash., by special train as 
the guests of the Washington Pulp & Paper Corpora- 
tion, where they were shown the entire process of paper 
making, from pulp log to news print. They were later 
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Counter Height 
Steel Uprights 





Tops 
Finished 

Permanent 
Side Walls 


Can be used side by side as a counter and 
at the same time as filing cabinets. Lino- 
leum top is detachable and is not absolutely 
necessary. Top is made of best grade Bat- 
tleship linoleum—very heavy and durable 
and never curls at the edges. 


In selling these Counter Height Sections 
you offer your customer— 


Greatest economy of space. 

Lowest cost per filing inch. 

Roller bearings cut from solid steel bars. 
Elegant Finishes. 

Beautiful Backs. 

Smooth Surfaces. 

Highest Quality. 

Lowest Prices. 


Particulars given in Catalogue 8200 


Fhe Globe=Wernicke Co 


Cincinnati 














198 OFFICE APPLIANCES March, 1922. 








Helping You Sell 


In the years they have been on the 
market, WORK-ORGANIZERS, —the 
original equipment for the organizing of 
desk work,—have become Nationally 
known to executives and other desk 
workers. 

Dealers everywhere are _ pushing 
WORK-ORGANIZERS because of our 
policy of co-operation. 


How We Help Sell 


—by placing our bulletins, “How to Organize Desk Work’’, 
in the hands of your customers. 
—by furnishing dealers with attractive window and counter 


display material. 
—by our re-assortment plan which keeps your stock well 


balanced. 
—by supplying your sales people with our training course 


in the sale ef this line. 
—by manufacturing a product so satisfactory that repeat 


business is an important item, 

—by manufacturing a line so complete and so flexible as to 

meet your customers’ requirements both as to price and 

completeness of equipment. 

—by insuring you a liberal margin of profit. 
Cash in on these helps. Stock 
and pushWork-Organizers. 
Write today for more complete 
information. 


Work- 
Organizer 
Specialties Co. 


725 W. Grand Blvd. 
Detroit, Mich. 


























INTRODUCING THE 


(SeANe Calendesk Pad 


This new addition to the well-known Elsane line 
of stationers’ specialties combines a desk pad, 
diary, calendar and memorandum pad. The memo 
pad consists of fifty-two sheets, seven perforated 
coupons to a page for each day of the year, with 
leather cover over memoranda when not in use. 





Made in twelve different leathers, stiff or flexible, 
with three different styles of fillers for the memo pad. 


Order your sample now and write for 
prices and circulars. 


SAINBERG & COMPANY, Inc. 
65-67 W. Houston St. NEW YORK, N. Y. 








entertained at breakfast by the company. The statistics 
impressed upon the news men and women of the state 
were that one log contains 500 board feet, 500 board feet 
contains a cord of pulp wood, and that produces one ton 
of paper. Fifty-two tons, or six hundred miles of paper 
are manufactured here each day, 675 feet a minute. 

St. Louis, Mo.—W. K. Woods, proprietor of the W. K 
Woods Stationery Company, is recovering from a pro 
practed illness. 

St. Louis, Mo.—The E. F. Fife Office Supply Company 
is now at 620 Chestnut street: the old location was in the 
Globe-Democrat building. 

Utica, N. Y.—Charles V. Sinisgalli now controls the 
Utica Office Supply Company, having purchased the in- 
terest of Ralph B. Pfleeger. It is planned to enlarge the 
business. 





(Other Machines—Continued from Page 193.) 

San Francisco, Calif—AlIl the California members of 
The National Cash Register force, who attended the an- 
nual Hundred Point Club Sales Convention, at Dayton, 
Ohio, and New York, have returned full of enthusiasm, 
as usual. 

Seattle, Wash.—The British Columbia Telephone Com- 
pany, Vancouver, B. C., having determined to use auto- 
matic public service telephones, is not going to lag be- 
hind in office routine. The company recently installed 
the Elliott addressing system. 

Seattle, Wash.—At a recent exposition of Northwest 
products held at the Bon Marche, Seattle, an exhibit which 
attracted constant attention was that of the Northwest 
Envelope Manufacturing Company, located in a corner 
window. The operator on duty turned out orders for 
customers, a placard placed on an easel announcing what 
Northwest firm the order was for. The signs included 
“The paper used in these envelopes is manufactured. by the 
paper mills of the Northwest,” and “We are making en 
velopes for most of the firms in the Pacific Northwest.” 
The machine used was the “Champion.” 

Seattle, Wash.—Converse & Company have no com 
plaints to make concerning business, particularly in inter- 
communicating telephone systems. They hold the agency 
for the Dictograph System, and have recently installed 
it for many leading concerns, including: Standard Fur- 
niture Company; Grote-Rankin Company; Seattle Post- 
Intelligencer; Chamber of Commerce, Seattle; University 
of Washington; E. G. Shorrock & Company: Puget 
Sound Savings Bank; M. Furuya Company; National 
Motors, Victoria, B. C.; King County, Wash., clerk’s 
office, and the British Columbia Fire Underwriters, Van- 
couver, B. C. 

Toronto, Ont., Canada.—J. M. Dunn, who graduated 
with the February sales class of Ditto, Inc., Chicago, IIL, 
is now resident manager of Ditto Systems here. 

Washington, D. C.—H. T. Worthington, a graduate of 
the February sales class of Ditto, Inc., Chicago, is now 
in charge of Ditto Systems, 514 Munsey Building. 


Courtesy to Salesmen 

W. H. Meehan, Purchasing agent of the A. B. Dick 
Company, was quoted by the monthly, The Purchasing 
Agent, in a department headed, “Pertinent Pointers by 
Prominent Purchasers.” Mr. Meehan advocated “Courtesy 
to Salesmen” in these words: “Accord to salesmen a 
a courteous interview, whether his subject is of immediate 
interest or not. Visualize the calls which the salesmen 
of your own company make, and extend to visitors the 


consideration you would like your own salesmen to get. 
Thousands of salesmen have interviewed me during my 
twenty years service with my company. The good will 
of these salesmen is of tremendous help in buying; and 


surely such good will augments the sale of the products 


of the purchasing agent’s company.” 


Juvenile Dorr E. Felt in Print 
The Chicago Herald-Examiner is featuring portraits of 
prominent personalities in its daily magazine section. A 
February issue printed the portrait of Dorr E. Felt, th 
inventor of the Comptometer, at the age of eight He 
was given place in the newspaper’s “hall of fame’ because 
of his inventive genius. 





“F. & E.” Sales Manager on Vacation 


B. G. Henn, general sales manager of the Hedman Man- 
ufacturing Company, Chicago, Ill. returned early in 
March from his first vacation in two years. He had 
denied himself vacations because of press of work 
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“THIS CATALOG INCREASED 
MY BUSINESS IN SPITE OF 
EXISTING CONDITIONS”’ 


—said a satisfied stationer who used the 
TANDARDIZED PI, 
TATIONERS CATALO 


He realized that a catalog was necessary to 
his success, and he used the plan that saved 
him the most money and that gave him the 
greatest benefits. 

You will need a catalog especially this year, 
and this liberal plan offers labor saving and 
money saving opportunities for getting the 
one that will produce results. 


We will be glad to send you a sample copy upon request 
BUXTON & SKINNER 


Printing & Stationery Company 
306 N. Fourth St., St. Louis 











cCOMPo 


Non-clogging Paper Stapling Machine 


cOMPo™ 


=— a 
. = zie 


WESTPORT 





The Device That Prevents Clogging 


Dissatisfaction with paper stapling machines 
continually clogging is eliminated when using 
COMPO. 

Guaranteed not to clog, even when using any 
standard No. 1 staple. 2 


Compo Sales Compan 


149 Church Street New York 
**COMPO— It will not clog” 














The 
AZORA 


Twirler 
Ring 





Air 


Cushion 





PATENTED 12-21-18 


Stationers can do good business with typewriter 
attachments that have proven their usefulness. 


AZ O R Air Cushions and 


Twirler Rings 


are in use all over the U. S. and are considered a staple 
standard article by scores of dealers. They Conserve 
strength in the typist’s fingers and relieve the typewriter 
of shocks that would materially shorten its period of 
usefulness. Every typewriter owner needs them, they 
are quickly and easily attached. A first glance at them 
impresses your customer with their useful and practical 
features. There is good profit in selling them. 


Write us right now 


AZORA RUBBER COMPANY 


54th and 20th Sts. Cicero, IIl. 














Typewriter Ribbons and 


Carbon Papers are made 
under climatic conditions that 
assure you of a most uniform 
article the year round. 


A few good agency propositions 
to live dealers. 


Ink Ribbon Mfg. Co. 


Factory and General Offices 


Branches 
San Francisco ioe A om 


Established 1909 
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Imp erial 


Steel wah Co., 
2130-2152 Fulton St., 


Chicago, will furnish blue- 
prints and prices which will 
enable you to secure your 
customers’ orders for any 
kind of special metal cab- 
inet work. This company 
has been furnishing this 
class of work through the 
trade for eighteen years and 
has the proper equipment 
and facilities together with 
the necessary resources to 
take care of your require- 
ments in a first-class man- 
ner. You can make thisa = 
profitable branch of your = 
Bstock cabinet department = 
°? without additional outlay = 
on your part. All work 
guaranteed and furnished 
subject to inspection and 
approval. 


TAVEMONAEVENEULELEUDAUEDONEOEON AANA LAAN ETAL 
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No. 330 
BURROUGHS 
CALCU- 
LATOR 
DESK 





- = 








EN have long recognized the rarity and value of 
consistency. Whatever possesses it is lifted out of 
the ordinary and easily gains universal confidence. 


The reputation for consistent 
quality which 











enjoys is unquestionably one of 
our more valuable assets. It was 
won by an unwavering attention 
to the details of production. 


Dealers who are building a per- 
manent business among their 
commercial furniture trade have 
found that there is a permanent 
satisfaction in handling this 
product. 


Write for the Furnas Catalog 


FURNAS OFFICE FURNITURE CO., "asin" 


TUAELEDT ATURE ENE 
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Buffalo, N. Y.—The Art Metal Construction Company, 
formerly in the Niagara Life building, has opened its new 
store and office at 11 South Division street. 

Chicago, Ill—Francis J. Yawman, sales manager of the 
Yawman and Erbe Manufacturing Company, visited the 
Chicago branch February 22. 

Chicago, Ill—A February sales class in the local office 
of The Safe-Cabinet Company graduated about a dozen 
new salesmen for the Northwestern territory. 

Chicago, Ill—Joseph F. Johnson, of the Johnson Chair 
Company, is serving on the interstate and foreign com- 
mittee of the Chicago Association of Commerce. 

Chicago, Ill—A. C. Scott, manager for the Yawman & 
Erbe Manufacturing Company, is busy preparing the 
building at 162 West Monroe street for occupancy. The 
Yawman & Erbe Manufacturing Company will be in the 
new place May 1. 

Chicago, Ill—The Archer Cabinet Manufacturing Com- 
pany, 3012 Archer avenue, has incorporated with capital 
stock of $2,000 to manufacture and deal in furniture, office 
fixtures, etc.; incorporators: Joseph Goldsand, Jacob Singer 
and Charles Cheer. 

Chicago, Ill—L. A. Burkholder has resigned as Chicago 
manager of The Van Dorn Iron Works to enter a new 
line. He left March 1 to become general sales manager 
of The Liberty Garment Company, Cleveland, Ohio. Mr. 
Burkholder has been in the Vanm. Dorn organization since 
1909. 

Dubuque, Iowa.—The C. F. Cody Company, has taken 
over the Dubuque Office Equipment Company. Adding 
machines and filing safes will be added to the lines car 
ried. 

Dubuque, Iowa.—C. O. Martinson has discontinued the 
sale of office equipment which he formerly handled at 
157 Ninth street, under name of Dubuque Office Equip- 
ment Company. 

Jamestown, N. Y.—C. W. Simpson has been appointed 
assistant advertising manager of the Art Metal Construc 
tion Company. He earned this post after two years’ serv- 
ice with the company.—Stanley R. Green has come on 
from New York to become house organ editor. 

Long Beach, Calif.—The Coast Desk & Safe Company 
has opened at 136 Locust avenue, handling safes, steel 
filing cabinets, wooden filing cabinets, desks and chairs, 
vault doors, vault trucks and equipment. 

Madison, Wis.—The Parker Company has purchased 
the Badger block, 10-14 South Carroll street. The com- 
pany has been the ground floor tenant for ten years. 
The second floor will house the general office and the 
furniture department 

New York, N. Y.—The Hale Desk Company has leased 
the store at 16 East Forty-fourth street in the Canadian 
Pacific building. It connects with the building arcade. 

Rochester, N. Y.—Carl Gazley has been appointed sales 
promotion manager of the Yawman and Erbe Manufac- 
turing Company; heretofore he had been assistant manager 
of the agency-dealer division. 

Rochester, N. Y.—Scrantom’s, Inc., is the new name of 
the Scrantom-Wetmore Company. Mr. Wetmore’s inter- 
est has been taken over by Albert C. Walker and Joshua 
T. Gorsiine. Harry A. Tompkins continues in charge of 
the “Skyscraper” department. 

San Francisco, Calif—The H. S. Crocker Company, 
Inc., will make a speoial display of its full line of Globe- 
Wernicke products, at the business show. 

San Francisco, Calif.—C. H. Victor, of the Yawman and 
Erbe Manufacturing Company, is serving on the ways and 
means committee of the San Francisco Sales Managers’ 
Association. 

San Francisco, Calif—Thomas E. Landon, in charge of 
several departments of the Pacific Desk Company, Los 
Angeles, is visiting here. Mr. Landon was formerly man- 
ager for the Pacific Desk Company in San Francisco and 
he is renewing old friendships and looking over the situa- 
tion. “There is a most gratifying volume of business in 
Los Angeles,” he stated. “Few people realize the immense 
amount of factory development that is going on there. I 
feel that San Francisco too is due for a good year, judging 
from present indications.” 

(Continued on Page 209.) 
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NATIONAL 


Fire-Proof 
Vault Doors 





ITH the increased activity in 

building operations a vast mar- 
ket is opening up for dependable fire- 
proof vault doors for courthouses, 
school houses and other public build- 
ings. 


National Fire-proof Vault Doors 
have the specifications that meet the 
most exacting requirements of archi- 
tects and contractors of modern pub- 
lic and industrial buildings. 


They give you an unusual oppor- 
tunity to successfully meet competi- 
tion in this highly important and 
profitable field. 


There is a National standard vault 
door to meet practically every re- 
quirement, but we will be glad to 
figure on special doors not covered 
in our regular line. We can make 
prompt shipments. 


Let us work with you on your 
prospects. 


THE - NATIONAL: SAFE- COMPANY 


Founded as The National Safe & Lock Company in 1883 


Cleveland, U.S. A. 


Makers of high grade BANK EQUIPMENT, 
SAFES, VAULTS, SEAL-JOINT SAFES. 
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WOOD - 


28 Inches 





Letter Size 


Counter Height Uprights 


“THE 2000 LINE” WITH ATTACHABLE PANELS 


Deep, 42 Inches High 


Letter Size 
Cap Size 
3x5 Card Index 
4x6 Card Index 
Document 
Legal Blank 
Cupboard 
Storage 


2081 V. L. Upright 
with End Panels Roller Shelf 


164 Inches Wide — Exclusive of 


Etc. 


Inside dimensions of Files 


12} inches 
10% inches 


WOOD UPRIGHTS 


li 


offer every filing device any other 


ne offers. 


Write for Catalogue 9660 


The Globe“Wernicke Co. 


Cincinnati 








PENS AND PENCILS 


Boston, Mass.—W. A. Berry is now New England man 
ager for the Realite Pencil Company, Chicago, III. 

Chicago, IlL—H. E. Waldron, vice president and gen 
eral sales manager of the W. A. Sheaffer Pen Company, 
held a sales conference at Dallas, Texas, late in Feb- 
ruary. 

Chicago, Ill—W. A. Sheaffer, president of the W. A. 
Sheaffer Pen Company, was in Chicago February 16. He 
was accompanied by Mrs. Sheaffer. They journeyed on 
to Miami, Fla., for a brief vacation. 

Fort Madison, Iowa.—A meeting of stockholders was 
held February 14 by the W. A. Sheaffer Pen Company. 
C. K. Sheaffer was elected a director of the company. The 
annual report has been sent to the stockholders. 

Los Angeles, Calif—The W. A. Sheaffer Pen Company 
has opened a branch here, in charge of G. P. Brew. He 
will handle Southern California, Arizona and New Mexico. 

Nashville, Tenn.—The Mason Pencil Company, Inde- 
pendent Life building, is marketing an automatic lead 
pencil. The company was incorporated with capital stock 
of $150,000, by N. R. Merick, Currell Vance and W. T. 
Schlater, Jr. The pencil was invented by J. B. Mason, Jr. 

New York, N. Y.—Andrew J. Pfaff is now assistant 
manager in the metropolitan district of the Joseph Dixon 
Crucible Company. 

New York, N. ¥.—The Morrison Fountain Pen Com 
pany, 1545 Broadway, was robbed by holdups, who took 
cash and merchandise. 

New York, N. Y.—John D. Cox, who had been with 
the Thos. De La Rue Company, is now connected with 
the greeting card house of Select Arts Corporation, 579 
Broadway. 

New York, N. Y.—Wm. I. Ferris, who returned last 
month from a visit to the L. E. Waterman Company fac- 
tory at Montreal, reports conditions in the dominion very 
encouraging. 

New York, N. Y.—The Eggens-Hambler Company, 180 
Broadway and Newark, N. J., has organized to manufac- 
ture fountain pens, pencils, stylos, etc. The principals— 
John H. Eggens and William C. Hambler—recently re- 
signed from the L. E. Waterman Company. 

Oklahoma City, Okla—Harry L. Roberts has returned 
to the Keeshen Advertising Company, supervising copy 
and art production. He had been advertising manager of 
the Brown, Blodgett & Sperry Company, St. Paul, Minn., 
since leaving this. city. 

Providence, R. I—The Improved Pencil Company has 
incorporated with capital stock of $100,000. 

San Francisco, Calif—J. L. Warwood, of the W. A. 
Sheaffer Pen Company, traveled Southern California in 
February. 

San Francisco, Calif.—J. Stephens, representing the 
American Lead Pencil Company, covered the local trade 
in February. 

San Francisco, Calif—Walter T. Yeazell, manager for 
The Conklin Pen Company, is making a series of short 
trips, from his San Francisco headquarters. The sales- 
men of the firm report a constantly increasing market for 
the Conklin pencil. 

San Francisco, Calif—D. B. Real, coast manager for 
the Dunn Pen Company, has returned from a conference 
of his firm held in New York. Mr. Real states that dur- 
ing the first half of the year the Dunn Pen Company will 
use local advertising and during the latter half it will 
advertise nationally. The coast advertising is to be done 
in Seattle, Portland, Spokane, San’ Francisco and Los 
Angeles. 

San Francisco, Calif—Eberhard Faber was one of two 
guests of honor when the Stationers’ Association of Cali- 
fornia gave a dinner January 24, to welcome two distin- 
guished visitors to the city. The other guest of honor 
was J. B. Irving of the Irving-Pitt Manufacturing Com- 
pany. The Commercial Club was the scene of the din- 
ner, which was one of the most memorable ever given 
by the association. Henry P. Dimond, chairman of the 
association, acted as toastmaster. Stationers were pres- 
ent from Oakland, Sacramento, Stockton and San Jose. 
The San Francisco firms were splendidly represented. 
The speeches were all of the bright after-dinner type. 
Eberhard Faber, J. B. Irving, H. P. Dimond and H. Ar- 
thur Dunn were among those who made brief addresses. 

(Continued on Page 209.) 
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S indicated by the name, our line repre- 

sents the acme of perfection, not only 
as regards uniformity but in durability; for 
instance, one sheet of our No. 698 carbon 
paper will produce 100 letter copies. 


As jobbers or retailers you are interested in 
a line that is fast gaining the ascendency in 
this country in point of ideal satisfaction and 
you cannot afford to miss the opportunity of 
becoming better acquainted with “Iron Clad” 
by failing to write for a sample booklet show- 
ing 24 papers in black. 


Largest distributors in the world of 
CARBONIZED ADDING MACHINE ROLLS 


Iron Clad Ribbon & Carbon Co. 


100 Grand Street New York City 











STAN DARD 
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Save Time and Eliminate Unsanitary Drudgery 





6 Models (Hand and Electric) $3.00 to $150.00. 


One suited to the requirements of every 
office, whether the daily mail is 25 letters 
or 150,000. 


Standards are the most efficient, durable, 
and widely distributed envelope sealers on 
the market. 

Used by all U. S. Government Departments, 
prominent banks, public utilities, and by 
large and small concerns in every line of 
industry. 

Over 50,000 in daily use. 


DEALERS AND OFFICE SPECIALTY SALESMEN: 


We have an interesting proposition to make you 
if we are not already represented in your district. 
Write for details, stating territory covered. 


Standard Envelope Sealer Mfg. Co. 


Revere Boulevard, Everett, Mass. 
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The Greater Protection of Steel 


This roomy all steel, strongly built Terrell Storage 
Cabinet is made convenient by adjustable shelves 
and dividers. Has three-way locking device and is 
beautifully finished to match any office equipment. 
Built to last forever. 





The mere showing of this ornamental, protecting 
cabinet and the telling of its reasonable price sells it. 


Write for booklet and dealer proposition. 


TERRELL’S EQUIPMENT CO. 
Hilton St. Grand Rapids, Mich. 
Solid 

or 


Sanitary 
Leg Base 


STORAGE 
BATTERY 


MODERN 
OFFICE . 








DEALERS] 


Why not add to your 
profits from sales of 


“CANT-SLIP” 





Ask us to prove it to you 


CANT-SLIP COMPANY, Inc. 





ROCHESTER NEW YORK, U.S. A. 


5 
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HOW TO REPAIR 
UNDER WOODS 


A new edition of our 
complete illustrated 
treatise on the mechan- 
ism of the Underwood. 


With this Book before 
him any one mechani- 
cally inclined can learn 
to repair Underwoods. 


Price $2.00 


wore & Marr, 


TYPEWRITER Co 





79 Queen St. BOSTON, 
LONDON, E. C. Mass., U.S. A. 











WANTED: an adhesive 
which sticks like glue with 
the consistency of paste — 





The trade sensed a growing need for an 
adhesive which had the sticking qualities 
of glue yét was a soft pliable substance as 
is paste. We searched industriously until 
we found a substance, imported from the 
West Indies, which with other constituents, 
formed a soft, light-colored, creamy paste. 
We called it GLUEY because it actually 
sticks like glue and yet is in paste form. 
Over 2,000 schools and colleges have speci- 
fied GLUEY. More and more it is finding 
its place in every walk of life. 


There is a handy container for every 
purpose. 


AT THESE LOW PRICES 
Gallon Stone, Self-Sealing Jars, 
ST 6 sts b entire ad «0.6 6.0 6 6 $14.00 
Galion Tin Friction Tops, per doz. 13.20 
Half Gallons, Stone or Mason Jars, 


An. -ecau abies teocend davis 7.80 
Half Gallons, Tin, per doz......... 7.60 
Quarts, Glass or Tin, per doz...... 4.50 
Pints, Glass or Tin, per doz...... 2.75 
Half Pints, Glass or Tin, per doz.. 2.00 
ae ee ear 1.00 
 & es aaa 80 


COLUMBUS - OHIO - U.S.A. 





a 


A CALL FOR “GLUEY” 


Commercial Paste Co. 
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Century Leather Goods 


The Quality Line 


When your trade demands quality and moderate 
price in leather goods, it is to your advantage to 
precure a line with these features embodied. 
Quality, long service, adaptability and moderate 
price are synonymous with the Century line. A 
wide variety of styles and sizes all of which 
possess quick-selling features, affords the dealer 
an excellent assortment to meet the demands 
ef his trade. 


Our catalog, and discount price list 
sheet will show the advisability 
handling this quality line. 


Century Leather Crafts Co. 
350 Broadway New York, N. Y. 





THE BABY TYPEWRITER STAND 
A FAST AND EASY SELLER 


F $650 


F.0.B. DETROIT 














Write for Liberal 
Dealer Proposition 


EVERY DEALER 
SHOULD CARRY 
THIS STAND 


IT IS 
THE BEST BUY 
ON THE MARKET 








A strong, well built 
stand, five ply oak 
veneered top, 174"x14’. 
Easy to move about. 
Suitable for home use. 
26” high. 

WRITE NOW FOR OUR LIBERAL PROPOSITION 


AUTO PARTS MFG. CO. 


1814 Trombly Avenue DETROIT, MICHIGAN 
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Atlanta, Ga.—J. F. Schad has been transferred from 
Jacksonville, Fla., taking post here as manager tor the 
Underwood Typewriter Company, 212 Transportation 
building. He was succeeded at Jacksonville by R. E. Boni- 
field. J. H. Spillane was manager at Atlanta before Mr 
Schad took charge. 

Austin, Texas.—Friends of Joe A. Barbish are rejoic- 
ing over the recovery of his wife from a paralytic attack. 
Mr. Barbish is widely-known in the Southwestern type- 
writer field, and is now district manager for the Wood- 
stock Typewriter Company. 

Bismarck, N. Dak.—The Bismarck Typewriter Corapany 
uffered a slight loss in a February fire. 

Boston, Mass.—A branch has been opened by The Noise- 
less Typewriter Company at 453 Washington street, in 
charge of P. J. Ritter. 

Buffalo, N. Y.—The American Typewriter Exchange 
has incorporated to handle all makes of machines; capital 
stock, $10,000; incorporators—D. Charles McGarl, Albert 
J. Schwartz and William J. Bullion. 

Chicago, Ill—The Shipman-Ward Manufacturing Com 
pany has succeeded the Typewriter Emporium. 

Chicago, Ill—Harry A. Smith is back in the Chicago 
field as sales manager for the Annel Typewriter Company. 

Chicago, Ill—W. B. Erwin, of the sales promotion de- 
partment, The Oliver Typewriter Company, served the 
commonwealth in February by doing jury duty. 

Chicago, Ill—Geo. W. Button, in charge of returned 
machines at New York, stopped over in Chicago in Feb- 
ruary on his way home from a trip to the Pacific coast. 

Chicago, Ill—R. D. Wolfe, formerly in the service de- 
partment of The Noiseless Typewriter Company, has 
been transferred to the general sales department in New 
York. 

Chicago, Ill.—J. J. McCormick, president of the Corona 
Typewriter Sales Company, has his quota men working 
on a “Blue Vase” contest. Winners receive a pin suitably 
inscribed. 

Chicago, IllL—C. V. Lavery, formerly with the Auto- 
matic Register Company, is now a district manager for 
the Woodstock Typewriter Company for a New York 
state territory. 

Chicago, ill—Harvey M. Smith, manager of the home 
office district, L. C. Smith & Bros. Typewriter Company, 
came on from Syracuse February 21 for a conference at 
the Chicago office. 

Chicago, Ill—Harry Bates, manager of the office equip- 
ment department of The Oliver Typewriter Company, has 
found an encouraging volume of business locally by going 
after it. He has men on the street soliciting orders. 

Chicago, Ill—The Standard Typewriter Service Com- 
pany has been established at 4859 Milwaukee avenue by 
V. S. Abney. In addition to affording service to type- 
writer users, Mr. Abney has stocked a general line of office 
supplies 

Chicago, Ill—The story in February Office Appliances, 
“Typewriters on the Farm,” reminds Vorley Wright, sales 
manager of the Woodstock Typewriter Company, that he 
has a complete farm installation. Thomas W. Lawson, the 
financier, has three Woodstocks on his Dreamwold Farm, 
Egypt, Mass. 

Chicago, IllL—M. A. Adams has become assistant sales 
manager of the Woodstock Typewriter Company. He 
succeeds Frank Brick, now in Mexico City with Compania 
Mercantil de Mexico, S. A. Mr. Adams had preceded Mr. 
Brick in his Woodstock position several years ago, mov- 
ing to New York. 

Chicago, Ill.—A conference of the twelve district man- 
agers in the Chicago territory of the Remington Type- 
writer Company, was held in February. Mr. F. E. Van 
Buskirk, vice president, attended the meeting. J. W. Ken- 
nedy, Chicago manager, is very optimistic over the busi- 
ness development of the early months of 1922. 

Chicago, Ill—The Universal Typewriter Company has 
succeeded Ben Samuelson & Company at 219 South Dear- 
born street. A general rebuilding business is done in 
typewriters and other office machines. The Universal 
Typewriter Company is composed of E. Wagner and S. 
J. Phillips, the former in the field seventeen years and 
the latter sixteen years. 












Sell your own 
Typewriter Ribbons 


As a stationer or office equipment 
dealer you sell typewriter ribbons. 
Would it not be to your advantage 
to sell the best high grade type- 
writer ribbons boxed in attractive 
containers bearing your name and 
address in the usual place of the 
manufacturer? This means that 
the advertising and the actual rep- 
utation gained by the consistent, 
reliable performance of the rib- 
bons reverts directly to you. Thus, 
you gain the repeat orders—the 
prestige—the goodwill—and satis- 
fied customers, 


We are well known manufacturers 
with a host of valuable customers and 
friends. If you are a wise dealer you 
will get in touch with us at oace. 


U. S. Typewriter Ribbon Mfg. Co. 


Sansome and 8th Streets 
PHILADELPHIA - PENNA. 


itil 








WHAT IS 
IN A NAME? 


When purchasing rebuilt t 
writers your paramount ws 
ation should be —the integrity 
of the house with whom you wish to deal. For, 
the reputation of rebuilders is based on the reli- 
ability of their machines which are now in actual 
use. And, you really purchase machines on the 
reputation of the house. So, the name really is 
a determin ing factor in the sale of rebuilt 
machines. 


Consistent performance, superior quality, and 
thorough service have made the name of Y G 
a symbol of reliability. Thus it is that type- 
writers rebuilt and in the rough, bearing the 
YOUNG guarantee have gained such a wide- 
spread popularity. 

We are able to make prompt deliveries of all makes and 
all descriptions—each typewriter bearing the money 


guarantee. We offer -he highest serial numbers and at low 
market prices. Ask for our new price list No. 900. 


YOUNG TYPEWRITER CO. 
25 W. Lake St., Chicago, III. 
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cLAR-O-TYPr 


THE WONDER TYPE CLEANER 


on display 
brings constant 
sales 


Typists are enthused over its 


SIMPLE — CLEAN —QUICK METHOD 


Just Apply With Dauber 
Cleans Instantly 


We back you up with advertising and 
furnish you, gratis, on request, with lit- 
erature, posters, displays, electros, movie 
slides, etc. 


CLAR-O-TYPE is a steady seller—a pos- 
itive repeater—a money maker. Its excel- 
lent qualities produce good-will for YOU. 


LET US PROVE IT 


Gentlemen: 


Kindly send us a trial order of........ se 


CLAR-O-TYPE with advertising and display 
matter. 


Mail this coupon to 


THE CLAROTYPE COMPANY, Inc. 
203-C Franklin St. New York 
Chicago: 105 No. Clark St. 


Eastern Canada Agents: Montreal, Standard Distributing Co. 
Western Canada Agents: Winnipeg, Smith Typewriter Corp. 
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Chicago, IllL—J. B. Stader, who was with the Elliott- 
Fisher Company four years, has organized the Stader 
Insurance Agency, with offices at 406 Reliance building. 
He has acquired the Caulfield-Graham Insurance Agency, 
some of whose employes have continued with Mr. Stader. 

Chicago, Ill—The Chicago sales department of the 
Woodstock Typewriter Company, exhibited an interesting 
typewriter in its show window, contrasted with a late 
model of the Woodstock typewriter. One of the Sholes 
& Glidden machines, exhibited at the Centennial exposi- 
tion at Philadelphia, was shown. It belongs to Dan Mce- 
Arthur, a city salesman, who took it on a trade deal many 
years ago. The old machine had a hinged cover, and 
wrote all caps. The platen was covered with rubber, like 
belting, cemented on. 

Cleveland, Ohio.—The new Cleveland Commercial has 
a complete installation of Woodstock typewriters through- 
out. 

Cleveland, Ohio.—The Noiseless Typewriter Company 
has established a branch here to handle the Ohio territory 
C. J. Monahan is in charge. 

Cleveland, Ohio.—C. F. Schrubbe, formerly a distributor 
of the Woodstock typewriter at Hammond, Ind., is now 
district manager in an Ohio territory. 

Columbus, Ohio.—R. C. Lockridge has taken over the 
interests of A. B. Brightman in The Corona Sales Com- 
pany, 71 East State street. 

Columbus, Ohio.—George A. Root has taken over the 
management of the Columbus Typewriter Company, 85 
North High street. Mr. Root has been in the typewriter 
business twenty-five years. 

Elmira, N. Y.—Fred A. Searles, 118 East Water street, 
combines the sale of office and typewriter supplies with a 
life insurance agency. 

Elmira, N. Y¥Y.—The Austin Shop, Binghampton, has 
opened a branch here. Woodstock typewriters are han- 
dled. This section of New York has had very favorable 
business conditions. 

Fall River, Mass.—The L. M. Noyes Company is now 
representing the Woodstock Typewriter Company in Fall 
River and New Bedford. 

Indianapolis, Ind.—West J. Johnson—a nephew of Roy 
O. West, a prominent Chicago business man—is now sell- 
ing Hammond typewriters at 36 South Meridian street. 
He is a graduate of the University of Michigan, and finds 
the typewriter field very interesting. 

Jacksonville, Fla.—R. E. Bonifield has succeeded J. F. 
Schad as manager here for the Underwood Typewriter 
Company. Mr. Bonifield was with the Jacksonville branch 
the past fourteen years. He is a member of various civic 
organizations. Mr. Schad has become manager of the 
Underwood branch at Atlanta. 

Kansas City, Mo.—Fire damaged the local branch of 
the L. C. Smith & Bros. Typewriter Company, 1009 Mc- 
Gee street, late in January. 

Mexia, Texas.—E. A. Wagner, P. O. Box 643, has 
opened a typewriter and stationery store here. He had 
been connected formerly with the Allmakes Typewriter 
Exchange, Houston, and the F. & E. Checkwriter in Texas. 

Minneapolis, Minn.—A. FE. LaFerte, 1317 Girard, N.., 
feels that normal business conditions are established on a 
firm basis, judging by January sales—the best the terri- 
tory has ever produced. He believes that many who de- 
layed buying in 1921 have finally reached the point where 
they are ready to buy. 

New York, N. Y.—A course in methods of teaching 
typewriter has been instituted by City College. 

New York, N. ¥Y.—Howard W. Kelsey has been ap- 
pointed publicity director of the Elliott-Fisher Company, 
in charge of house organ and direct mail work. He was 
formerly assistant publicity director, succeeding D. M. 
Monell. 

Omaha, Nebr.—Miss Margaret Andersen, South high 
school, won the first Royal Typewriter Company gold 
medal on a record of eighty net words per minute for 
ten minutes. She was penalized for five errors. 

Phelps, N. Y.—C. A. Names, formerly at Rochester, N. 
Y., is now with the Winton Supply Company, 35 West 
Main street. 

Pine Bluff, Ark—H. D. Parker, distributor for the 
Woodstock Typewriter Company, was formerly at Helena. 
He continues to handle the Woodstock business at Helena. 

Providence, R. I.—Maurice C. Smith has undertaken 
the distribution of Woodstock typewriters in Rhode 
Island. 





(Continued on Page 222.) 
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We cure your 


Loose Leaf Ills Perforated Memo Tabs 


S 
ws : - ‘onvenient ; “C ic 

SS When you are ill you visit a Convenient und economical. Round hole 
§ specialist—a physician. When perforation and secure binding make them 
you are troubled with a bad serviceable and practical. 
tooth you visit sepestalict in LIBERAL DISCOUNTS will be given from the 
SPA ie nee oem vine price list according to quantity desired. 

af sy ealing 


or rejuvenating you should visit FOR PEN USE—8@ Leaves Each 

a loose leaf expert. Our years List Price 

of experience as loose leaf manu- Number Size per 1000 
facturers and designers have 1088 3. ) $ 56.25 
made us loose leaf specialists. ees SxS BEARER SMe 
Call or write us, now. S 1003 4%x7%.. »'o'ws ots heen cee 88.50 
> 1004 4%x8 ... ica cdepne ewe entree 103.25 
A> 1005 SUMO 5 one nos coe ves 00a sien 134.00 
» 1006 CEI ..... 6... vc cccctuaneeepeapnenaee 185.50 


CHICAGO S POR PENCIL USE—72 Leaves Each 
BINDER & FILE co. List Price 











Number Size r 1000 

118 S. Clinton St., Chicago, III. 2000 ee Ree a 26.10 
2001 3%x 6 . p i 6: bd ak ieee een 32.85 

2002 SE 6M. ..... sccckés sce matiuwe: atheaeue 35.50 

2003 SU TU... ... 0.0 a.cie pe onls duced Olin eee 45.10 

2004 es re ee 55.50 

2005 5%x 9% » 00 0 bp 0:8 6 -aleiee es Ae ee 66.75 

2006 SUBMIS... .. 000.0 cleu oes Sule as Gn Dae 98.60 

2007 1 | ern ae ere her 118.50 


Manufactured by ~* 


ROCKWELL-BARNES COMPANY 


815 S. Wabash Ave. Chicago, Illinois 
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PERMANENCE 


TYPEWRITER RIBBONS—CARBON PAPERS 


SOY SR GON ES Py 






4 niversally liked. 

A SILK-Y-KOTE SILK-Y-FIBRE 
$ CARBON TYPEWRITER 
y PAPERS RIBBONS 





Mayors ire 


price cutters. Silk-Y-Kote Carbons make copies as clear 


as the original, they will hold your profits 
by making and keeping customers. 


iz profit not ruined by 









Silk-Y-Fibre Ribbons (formulated and man- 
ufactured by one of the foremost experts 
in the ribbon and carbon industry) give 
users the highest grade permanenée which 
guarantees long and consistent performance. 


on quality for success. 


U 
N’ line so complete. N 
T 
5 


S*<: to the line that relies 








They are leaders and real trade builders. 


Our line of KEEN-RITE ribbons and car- 
bons is an excellent line, made especially 
for service. 





C. HOWARD HUNT PEN CO. 
CAMDEN, N. J., U.S.A. 


Your business card or letter head will bring 
you full particulars. 








Cooper Carbon Coated Paper Co. 


4606-8 Montrose Ave. Chicago, Ill. 
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Q. K. Even Print Device 
for the Multigraph 


Every Letter an Original 


You invested your money in the Multigraph 

to attain results in your advertising — do 
you realize that the heavy short line reduces 
those results? 


Your prospect knows that with actual type- 
written letters the “Dear Sir’ and “Yours 
truly”’ are not heavier than the body of the 
letter. To keep him from throwing your letters 
in the waste-basket, you possibly tried filing 
down the type to lighten the impression, and 
spoiled whole fonts of type so that many char- 
acters failed to print up on subsequent letters. 
Why take a chance on this when you can 
remedy the whole matter with the 


O. K. Even Print Device 


SEND FOR SAMPLES OF WORK 
O. K. MULTIGRAPHING CO. 
Lincoln Building - Philadelphia, Pa. 
TITTLE pd 


QUALIFIED 


>ADDING MACHINE PAPER: 


heNEW dozen roll 
box sells itself , 
Attractive and Convenient 


—— 


PU 


” 


“Every roll in every bax is 
Guaranteed to be Satisfactory 


OS 25 i 7 ee Nd ee OO) 


MENASHA , WIS. 








NEW AND IMPROVED 


Stronger in every respect. 
Only loose sheets required. 









Best by 
comparison. 
Made to You to be 
sell at $1.00 the jud 
_with index. ea 
Made of cold 
rolled steel, 
will not 
bend 
Will not shift <4 
mat, A break 


better article 
for less money. 


HOLDRITE PAD HOLDER 


Put this dummy telephone in your window or on coun- 
ter and watch your sales. rite for prices today. 


EAGLE ENVELOPE CoO. 
431 So. Dearborn St. (Salesmen Wanted) Chicago, Ill., U. S.A. 














OUR letterheads and busi- 

ness cards are your press 
agents—your advanced guard. 
For the integrity and financial 
standing of your organization 
is reflected in your stationery, 
cards, etc. 
We know that the fate of your 
letters lies in a measure at the 
mercy of the engraver’s skill 
But copper and steel plate en- 
graving with all its kinks and 
turns is no mystery to us. We 
have learned the knack of do- 
ing better work well. 


Let us send you an estimate on 
your next stationery order. 


The American Embossing Co. 
192-96 Seneca Street BUFFALO, N. Y. 
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Aurora, Ill—The Miller-Bryant-Pierce Company has 
moved into its new factory. 

Chicago, Ili—C. P. Garvin, sales manager of the F. S. 
Webster Company, was in Chicago February 14. 

Chicago, Ill.—A. Scott is covering the neighborhood 
stationery stores on the South Side for S. S. Stafford, Inc. 

Chicago, Ill.—W. H. Prickett, of The Ault & Wiborg 
Company, is serving on the reception committee of the 
Chicago Association of Commerce. 

Chicago, Ill—Consumer appreciation for bonded cou- 
pon books continues to increase, according to Carter & 
Allen, representing Mittag & Volger. 

Chicago, Ill—W. A. Compton, president of the U. S. 
Manifold Company, has returned from an extended stay 
in Texas. He is now devoting his energies to the North- 
ern territory. 

Chicago, IllL—The M. B. Cook Company has moved 
from 440 South Dearborn street to 508 South Dearborn 
street. The change gives the company more space, and 
enables it to afford better service. 

Chicago, Ill—The local district branch of the Royal 
Typewriter Company, Inc., led the organization in its 
December showing over 1920 in the percentage of in- 
crease over average monthly business in ribbon and car- 
bon coupon book sales. 

New York, N. Y.—Harold Eadie, globe trotter in office 
supply lines, plans leaving in May on a circle tour. His 
lines will include those of the Union Carbon & Ribbon 
Company. 

New York, N. Y.—The Royal Ribbon & Carbon Com- 
pany has purchased the five-story building at 26 Barclay 
street. The company also owns the building at 28 Barclay 
street, giving a total frontage of fifty-five feet on that 
street. The company now controls approximately 30,000 
square feet of floor space. 

Rochester, N. Y.—Lester A. Faber, sales manager of 
the Carrib Manufacturing Company, welcomed a baby 
boy to his home circle in January. 


(Furniture—Continued from Page 201.) 

San Francisco, Calif—The F. W. Wentworth Company 
has taken double space at the San Francisco Business 
Show, in order to display all the newest “tricks” and 
equipment. The exhibits will include the new Library 
Bureau B label safe and its visible index. B. R. Lindgren, 
of the F. W. Wentworth Company, states that the firm 
is enlarging its space by the addition of a third floor taken 
from the building next door. “This will give thirty per 
cent more space for the display of our office furniture,” 
said Mr. Lindgren, “We expect to have about the finest 
office furniture display rooms in the West.” The factory 
place of the F. W. Wentworth Company is also being 
enlarged. 

Seattle, Wash.—Charles Mullen, for some time manager 
of the Library Bureau, Seattle office, has been transferred 
to the San Francisco office. 

Seattle, Wash.—H. C. Ristine, agency manager for The 
Safe-Cabinet Company, has recently opened a sales agency 
t Tacoma, at 1007 A street, with G. M. Harris in charge. 
Mr. Ristine has Western Washington territory. 

Seattle, Wash.—The Seattle Office Equipment Company 
has completely remodeled its Third avenue store, putting 
in show cases in a hollow square formation, and other 
fixtures to correspond. A new display room was opened 
in the basement for desks and chairs and other office 
furniture. This firm carries Marble & Shattuck chairs. 
The concern is exclusive Seattle agent for the “West- 
Made” desk, manufactured in Portland. 





(Pens and Pencils—Continued from Page 202.) 

Seattle, Wash.—The Seattle Equipment Company has 
taken the agency for the Dunn fountain pen, and is dis- 
playing this line attractively. Another line recently added 
is “DeLuxe” loose leaf supplies: 

Seattle, Wash.—H. F. Bradshaw, Western representa- 
tive of the Dunn Pen Company, visited Seattle in Febru- 
ary. This company is conducting an advertising cam- 
paign in Seattle on its fountain pen, and evidently has not 
been afraid to launch it in face of heavy competition. Ad- 
vertising covers pens from $2.75 to $75.00. 








Carbon Paper 


AND 


Typewriter RIpBons 


are judged by their 
QUALITY. For, quality 
of materials and work- 
manship guarantees EN- 
DURANCE. Proven 
formulae in the manu- 
facturing process insures 
PERMANENCY. The 
name “Standard” spells 
SERVICE. The result 
is SATISFACTION. 


STANDARD 
CARBON & RiBBON Co. 


(INCORPORATED) 


114 Liberty St., New York, N. Y. 











MULTISTAMP IT! 


‘ YOU CAN DO 
' WHAT YOU WANT 





WITH THE NEW 
FOUNTAIN INKED 
MULTISTAMP 








WHEN YOU 
WANT IT 


by on can address your shipping tags, return envelopes. post ip 9 imprint 
a vertising matter, make your en dorsement s' Past notices, 
changes in prices, your autograph. YOU cando Savthing with with the MULTI. 
STAMP that can be one with old fashioned rubber stamps. YOU can de it 
right now when you need it and do away with dangerous expensive delays. 
Speed up your business and solve your stamp problems with the MULTI. 
STAMP. Up wards of ten thousand impressions from one stencil written 
hand, with stylus, or typewritten—no typewriter attachments required. 
your dealer hasn't it in stock order direct. 
Price in U. S. A.—With full instructions and complete equipment for 50 
different stamps with Black, Blue, Purple, Red or Green ink nye 95.00 
cash with order or c. 0. d. parcel post. 


Some good territory ow for high grade office specialty sak smen 
and live dealers in U.S.A. and abroad—ne side line proposition. 


The Multistamp Co. Dept.K Norfolk, Va. 
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DIEMER 





PRODUCTS) 











HAT did your yearly inventory 

reveal concerning your paper 
goods line? Did you find the line to 
be a “dust catcher” and a “shelf poach- 
er’? If you found these things you 
were made to realize that the line was 
a dead loss. 


Dealers who handled the Diemer Prod- 
ucts experienced not a loss but a gain. 
They found the Diemer Line to be a 
“mover” not a “sticker”—and that in 
spite of the present selling situation. 


Here are four reasons why Diemer 
Products produce. 


1. The demand for a paper goods line 
is generally constant. 


2. But this demand necessarily re- 
quires the best of quality. Diemer 
paper goods and specialties have that 
inherent quality 


3. which insures durability and long 
service. 

4. And the one big thing necessary for 
complete satisfaction is completeness. 


In the Diemer Line there is an article 
to fit every requirement of your cus- 
tomers. We make our products to fit 
the customer’s needs. 








= 
% 





iS 


Our catalog and price 
list will certainly be of 
interest to you. We 
have them ready for 
mailing. Write us. 


Pressboard File Boxes 
—Document Box En- 
velopes—Letter and 
Legal Expanding Enve- 
lopes — Flat Wallets — 
Vertical File Envelopes 
—Leatherette Expand- 
ing Envelopes — Com- 
partment Envelopes — 
Vertical File Folders— 
Mailing Box Envelopes 
—File Boxes—Card In- 


' dex Cabinets. 


JOHN F. 


DIEMER Co. 


107-109 Lafayette St. 
NEW YORK CITY 























NOTE.—Manufacturers should read this department, for 
here are announcements from firms at home and abroad 
regarding their requirements for goods. Many of these an- 
nouncements outline business opportunities of importance 
to manufacturers in this field. 


Foreign. 
Bombay, India.—Surajmal Lallubhai & Company, dia- 
mond merchants, 225-27 Kalkadevi Road, wish to hear 


from manufacturers of addressing machines, folding ma- 
chines, envelope sealing and stamping machines, postal 
permit machines, etc. 

Montreal, Quebec, Canada.—C. H. E. Bullock has opened 
a warehouse and store at 308 St. Nicholas building, han- 
dling miscellaneous office supplies and sundries, includ- 
ing ribbons and carbons. He wishes to hear from manu- 
facturers, excepting those in furniture lines. Mr. Bullock 
was formerly with the Office Equipment Company. 

Shanghai, China—Wood Brothers, 445 Hardoon Road, 
are general import merchants, desirous of getting in touch 
with manufacturers of fountain pens, automatic pencils, 
paper fasteners, rubber stamps, typewriters, etc. Sam- 
ples, best discounts, catalogues and propositions on ex- 
clusive selling agencies are requested. 

San Sebastian, Spain—La Officina Moderna, Apartado 
103, desires to hear from manufacturers of stationery spe- 
cialties and modern office equipment. 

Stockholm, Sweden.—The house of A/B Automatic is 
the name of a new establishment just opened in this city 
at Bryggaregatan 6, by A. Sonnergard, formerly sales- 
man and director for the Roneo in Scandinavia during a 
period of twelve years. The Aktiebolaget Automatic has 
been specially organized to handle ofice machines, and 
the proprietor will utilize his long experience, his knowl- 
edge of the field and of conditions in Scandinavia to ad- 
vance the interests of those machines for which he is 
now or may in the future be appointed agent. He is 
open for practical novelties in the office equipment line. 

Sydney, N. S. W., Australia—T. M. White, P. O. Box 
1363, wishes to hear from manufacturers producing recent 
novelties in office appliances. 

Domestic. 

Chicago, Ill—A Minnesota salesman wishes to repre- 
sent manufacturers of stamp affixers, telephone attach- 
ments and other labor and time saving devices in that 
state. Manufacturers desiring representation in the Min- 
nesota territory are invited to communicate with A-6, care 
Office Appliances, 417 South Dearborn street, Chicago, III. 

Dayton, Ohio—W. H. Young, 127 West Herman ave- 
nue, wishes to act as manufacturers’ agent handling office 
specialties in Southern Ohio. He will consider an exclu- 
sive line. Mr. Young has been in this field for a number 
of years. 

Dubuque, Iowa.—The C. F. Cody Company plans_in- 
cluding adding machines and fireproof safes in its office 
equipment lines. The company recently acquired the 
business and stock of C. F. Cody. 

Madison, N. J.—F. A. Burnham is organizing a New 
York sales office to handle numbering machines and time 
stamps. He plans adding to these lines. For the present 
he may be addressed at his home here. 

Marshfield, Wis.—The Marshfield Office Supply Com- 
pany wishes to get in touch with manufacturers of office 
equipment of any kind who sell to the retail trade. Cor- 
respondence is invited. 

Mexia, Texas.—R. A. Wagner, P. O. Box 643, has en- 
tered into business for himself, and is interested in type- 
writers and stationery in general. He was formerly con- 
nected with Allmakes Typewriter Exchange in Houston. 

Monroe, La.—H. H. Boyd, formerly with Bath & Com- 
pany, Shreveport, La., has gone into business for himself. 
He wishes to hear from manufacturers in stationery lines. 

Rock Hill, S. C—Young & Hull are entering the office 
equipment field. A general line of commercial stationery 
and office supplies will be carried. 

Shreveport, La—The Lindsay Print Shop, Inc., M. A. 
Teinberger, director, Henderson building, Sprine and 
Travis streets. wishes to represent stationery and office 
equipment lines. The company now handles Shaw-Walker 
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Royal Pen and Pencil Spring Clip 


is the newest addition to the well established 


“Indispensable” 


ARGUS LINES 


the new royal clip is the last word 
in a pencil and pen clip. It is made 
of brass with the added new fea- 
ture of a strong steel spring. This 
new clip is demonstrative of the 
entire Argus Line. Everything is 
right up to the minute—an expres- 
sion of modern efficiency. 





















We carry a complete line of 


Paper Fasteners 

Pen and Pencil Clips 
Envelope Moisteners and 
Typewriter Erasers. 


Phone your jobber 
for samples and discounts 
or write direct to the 


ARGUS MFG. CO. 
1134 N. Kilbourn Ave. 
CHICAGO, ILL. 
U. S. A. 

















full SIZE exact size 
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A new manual 


Y vertical 

filing and 

card index 
supplies 


> FREE 


A catalog for dealers which tells 
about vertical filing and card index 
systems in a way never before attempted, mak- 
ing it easy and simple to sell a profitable line 
of goods. 

Shows sizes and kinds of folders used with va- 
rious filing methods and card index supplies used 
in modern office systems. Contents easy to find, 
explained with graphic illustrations and lucid 
descriptions. Compiled to offer dealers cooper- 
ation in building up and retaining a profitable 
business. 














Send for your free copy and 
attractive dealer proposition. 


United Business Equipment Company 
113-121 Albany Street 
Boston,11,Mass. 


























Pierce Carbon Copy 
Attachment 
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FOR TYPEWRITERS 


Produces a large number of good carbon copies on the 
regular correspondence machine. 


This simple, practical, efficient device corrects a fauit 
that exists in typewriters. Its use in no way interferes 
with the regular operation of the machine. 


It is a money saver, and will return its small cost to the 
purchasers several times over each year. 


PRICE LIST 
Size Underwood Fan-fold Royal 
10” $6.00 §= = eseoss $6.00 
12” 6.50 $10.00 — 
14” 700 8 8 =—=s_ eecece 7.00 
16” 7.50 12.50 cme 
18” | ee 8.00 
20” S55 #8 + wasces 
26” 10.06 $= = seccce 


Literature FREE 
TYPEWRITER MEN, get this agency 


PIERCE SALES COMPANY 


231 Fifth Ave. Pittsburgh, U. S. A. 











The 
Standard 
Stamp 
Affixer 


The Standard Stamp Affixer. 
Known as the simplest, light- 
est and speediest on the market. Saves 
time and money. 


It is a portable safe for your postage 
stamps. 


Endorsed by thousands of well-known 
users, including: 


Standard Oil Co. 

Bell Telephone System 
United Shoe Machine Co. 
Western Electric Co. 
Bauer and Black 
Willard Storage Battery Co. 
Eastman Kodak Co. 


and other prominent houses. 


DEALERS—We have an interesting proposition to make yeu 
which does not involve any outlay. 


STANDARD STAMP AFFIXER CO. 
EVERETT, MASS. 
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your customers make their dates with 


FULTON DATERS 


and use the reliable 
Fulton Self-Inking Stamp Pads 


they will save themselves time, 
money, vexation. Once a man 
uses Fulton Daters he never goes 
back to the tedious pen but will 
come to you for more Fulton 
Specialties. 

Stimulate sales for Fulton 
Daters and Stamp Pads by 
displaying them on your counter 
and in your advertising (we will 
supply cuts). 


FULTON SPECIALTY CO. 
Manufacturers of S Pads, Daters, Sign 
Markers, Indelible Ink, Rubber Type Printing 

Outfits, Rubber Stamp Ink, Office Stamp Outfits 


ELIZABETH, N. J. 





~~ ie 
The Perfect-Ink Tablets 


i. ink is quickly made, has ex- 
cellent body, no odor, no sediment, is 
non-corrosive, writes smoothly, and 
has a clear, intense color. 


INKLET ink is real ink; the water is 
added after the INKLETS are bought 
—your own faucet does the trick. 


INKLETS.are also climate-and-tem- 
perature proof and are always good. 


COLORS: Blue-black, Red, Green, 
Violet. Samples free. 


DEALERS: It’s good busi- 
ness to get our proposition. 


General Eclipse Co., Dept. A, Danielson, Conn. 
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Here’s a portfolio that shows 
you how to get more business 
in 1922—Only 500 printed 
—did you get yours 


"ARSHAL 


STEEL EQUIPMENT 
CLEVELAND O 























THE “SATELLITE” 
TYPEWRITER STAND 


Adjusiable to the natural position of any pair of 
hands. Every typewriter in your town, regard- 
less of its name, rep- 
resents an opportunity 
for profits for you. 
Every typewriting ma- 
chine represents a cold ‘ 
dollar and cents busi- _2=eeeee 
iness investment gir 
to its owner. It 
is a part of his 


equipment—a vital part. He wants 
his machine to pay dividends—to ¢i 


















oer ee 


turn out the greatest amount of Model 
work in the shortest space of time. i 
Sliding 

The use of the “Satellite 'Adjust- Base- 
able Typewriter Stand will help to — 
accomplish this. It has for offices Check 
e 


like the Larkin Company, of Buf- 
falo, N. Y., using 612; the Dayton 
EngineeringLaboratoriesCompany; 
The White Motor Company, 
and others. 

It puts more results into 
the day's work — 
positive dividends to Pthe 
owner and easy profits to 
you. Our dealers’ prop- 
osition and booklet will 
interest you. 


Write Dept. A. 


ADJUSTABLE*F TABLE COMPANY 


GRAND RAPIDS, MICHIGAN 
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goods, and is not interested in other furniture lines. Man- 
ufacturers are requested to communicate, sending cata- 
logues 

Springfield, Mass.—William M. Dow, 691 Belmont ave- 
nue, covers Washington, Baltimore, Philadelphia, New 
York City and New England for the Furnas Office Fur- 
niture Company. He seeks an additional furniture line, 
non-competing in character. 


Opportunities For Foreign Trade. 

The business tips which follow are collected from the 
various points where the United States has consular offi- 
cers and commercial attaches. If the reader wishes to fol- 
low any of the prospects, he can obtain the name and ad- 
dress by requesting the information from the Department 
of Commerce, Bureau of Foreign and Domestic Commerce, 
Washington, D. C., mentioning the number which identifies 
each item. This information can also be obtained from 
the district and co-operative offices of the department. 


APF". 


DISTRICT OFFICES. COOPERATIVE OFFICES— 


New York: 734 Customhouse, 
Boston: 1801 Customhouse. 


Continued. 
Baltimore, Md.: Export and 
Import Board of Trade. 





Chicago: 1424 First National Chattanooga, Tenn.: Foreign 
Bank Building. Trade Secretary, Southern 
St. Louis:_ 1209-1210 Liberty Railway System. 

Central Trust Co. Building. Cincinnati, Ohio: Chamber of 
New Orleans: 214 Custom- Commerc 

house. _ onl Cleveland. ‘Ohio: Chamber of 
San Francisco: 307 Custom- Commerce. 

house. fra Columbus, Ohio: Chamber of 
Seattle: 515 Lowman Building. Commerce. 


Manila, P. I.: George L. Lao- 


gan, Mer. 
COUPERATIVE OFFICES 
Akron, Ohio: Chamber of Com- 


Dallas, Tex.: Chamber of Com- 
merce. 

Dayton, Ohio: Dayton Cham- 
ber of Commerce. 

Omaha, Nebr.: Omaha Cham- 
ber of Commerce. 


merce. 
El Paso, Tex.: Chamber of Philadelphia, Pa.: Chamber 
Commerce. of Commerce. 


Indianapolis, Ind.: Chamber of Pittsburgh, Pa.: Chamber of 


Commerce. Commerce. 

Los Angeles, Calif.: Chamber Portland, Ore.: Chamber of 
of Commerce Commerce. 

Newark, N. Chamber of Richmond, Va.: Chamber of 
Commerce. Commerce. 

Norfolk, Va.: Hampton Roads Syracuse. N. Y.: Chamber of 


Commerce. 
Furniture. 
has been received from a business man 
in Syria with a view to purchasing filing cabinets, flat- 
top desks, typewriter desks, chairs, office chairs, leather 
upholstered armchairs and sofas, and other articles neces- 


Maritime Exchange. 


674.—An inquiry 


sary to furnish a large and up-to-date law office. Quota- 
tions should be given c. i. f. Tripoli. Terms: Payment 
half with order and balance against documents. Ref- 
erences, 

848 \ business man in Persia, who is soon to organize 


a commercial house for the importation of goods, wishes 
to receive catalogues and samples, with a view to selling 
textiles, clothing of all kinds for men, women, and chil- 
dren; household and office furnishings; leather and leather 
goods; paper goods; electrical apparatus; and pharmaceu- 
tical products. Quotations should be given c. i. f. Basrah, 
Bouchir, and Mohammerah, and also parcel-post rates. 
No reference given. 
General. 

670.—An American corporation having branches in Italy 
offers the services of its organization to manufacturers 
interested in the exhibition of American goods at the 
Milan and Padua sample fairs to be held in April and June, 
1922, respectively. 

880.—An industrial company in New Zealand desires 
to secure an agency for the sale of tools driven by com- 


pressed air, labor-saving devices, and machinery; hard- 
ware and novelties of all description; sanitary hotel fix- 
tures; pressure cookers; and wardrobe fittings. Quota- 


tions should be given f. o. b. New York or San Francisco. 
Terms Cash against documents in the United States. 
Reference. 

Other Machines. 

827.—An envelope maker in Japan wishes to purchase 
an automatic envelope-making omg we Quotations should 
be given c. i. f. Japanese port, or f. o. b. American port. 
Paper. 

American firms is desired by a 
Argentina for the sale of shelf 
Reference. 


680.—Representation ot 
manufacturers’ agent in 
hardware, tools and paper. 

718—A mercantile firm in Czechoslovakia desires to 
purchase paper for manufacturing purposes. Quotations 
should be given c. i. f. German, French or Holland port. 
Correspondence should be in German or Czech. Ref 
erences 

807.—A firm of commission merchants and importers in 
Egypt desires to secure an agency and purchase woolen 
and cotton goods, cotton yarn, writing, wrapping and other 


IANCES 


You ain USE the 


oro. SPEED 


—and SELL it, Too 


Speed up! Your salesmen need help. Pave the 
way for them with clean-cut, stimulating advertis- 
ing. Print it on the Rotospeed. Form letters, 
illustrated circulars and price lists. The cost is 
almost nothing. 


Here’s What Happens 


Your customers are looking for an economical, 
trouble-proof duplicator—a simple, easily-oper- 
ated machine—a money-maker and a time-saver. 


They want the Rotospeed. We know it. More 
Rotospeeds are being bought today than ever be- 
fore in the history of our business. The remark- 
ably low price, $43.50 complete, makes it a rapid 
seller. Let your salesmen take the orders—at a 
good profit—and don’t forget that the supply 
business is a constant source of additional profit. 


Nationally Advertised 


The Saturday Evening Post, American, System, 
Business and thirty other publications are run- 
ning ~Rotospeed advertising. Sales are being 


made every day in your territory. Do you want 
them? 


Our Plan Will Help 


Write now for details of the Rotospeed sales 
plan. Let us show you how we can be of help in 
increasing your profits. 


The ROTOSPEED Co. 


727 E. 3rd Street, DAYTON, OHIO 
Agency Division 
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has a proposition for a live wire sales 
representative in each city and com- 
munity, which we will gladly explain 
to responsible inquirers. 


Our products are of very excellent 
quality and cover every requirement 
in ribbons and carbons and a very 
wide range of competitive conditions. 








THE RUSH-FRASER DE LUXE 


The IDEAL Ink And Typewriter Eraser 
Used by Uncle Sam 
in engineering and governmental departments 
Used like a pencil; just a stroke and the letter or in is erased- 
For quick, clean, invisible erasing it is incomparable. 


RUSH FRASER 


An IDEAL Office Equipment Specialty 

combining luxury and economy 
THE FLEXIBLE DIAMOND 
BRUSH — ITS SECRET 


_ 


Sells at Sight to typists, steno- 
raphers: boutherpers and 















Made in 14K Gold finish. At 
your dealers or mailed direct 
id insured for 50c in 


Liberal terms to. the trade. 
Assembled twelve in handsome 
gold and silver display carton. 
Rush Eraser 


Company 
s200SA&K 
Building 
SYRACUSE, 
N. Y. 
Tagoementations for 


and Dutch East Indies: 
BLIKMAN & 
SAR 











papers; hardware for windows and doors, and furniture 
and household articles. Quotations should be given c. i. f. 
Egyptian port. Payment: Cash against documents. Ref- 
ences. 

889.—A merchant in Spain desires to purchase American 
periodicals printed in Spanish, paper, and printing and 
office supplies. References. See also No. 848 under Fur- 
niture. 

Pens and Pencils. 

681.—The purchase and agency are desired from manu- 
facturers by a merchant in India for the sale of watches 
and clocks; gold, silver, and rolled gold jewelry; fountain 
and stylo pens; spectacles, lenses and frames; cutlery, 
sewing machines, typewriters, camp furniture, cycles, mo- 
tor cycles and motor cars; cinematographs and films; 
toys, dolls, etc.; and electrical novelties. Quotations should 
be given c. i. f. Madras. Payment to be made against 
documents. Reference. 

Stationery. 

790.—A wholesale dealer in Spain wishes to purchasé 
sugar, coffee, spices, cereals, industrial chemicals, and sta- 
tionery. Quotations should be given c. i. f. Spanish port. 
Correspondence should be in Spanish. References. 

851.—A mercantile firm in Cuba wishes to secure the 
representation of manufacturers and exporters for the 
sale of sugar-mill machinery; industrial and pharmaceutical 
products; stationery and paper products; steel products 
and hardware supplies; asbestos and rubber goods; con- 
fectionery; foodstuffs; sanitary supplies; paints and var- 
nishes; cattle feed; lumber, etc. Samples are requested. 
No reference given. 

860.—A dealer in house furnishing goods in Austria de- 
sires to purchase general merchandise, such as textiles, 
rubber office equipment, sewing machines, shoes, and spe- 
cialties. An agency is also desired. Quotations should 
be given c. i. f. German ports. References. 

887.—An American consul in Palestine reports that 
there is a market for stationery and office supplies, iron- 
mongery, automobiles and accessories, drugs, enamel- 
ware for hospitals, sanitary supplies, clothing, harness and 
saddlery, and hardware. Catalogues of all lines of goods 
are requested. See also No. 888 under Typewriters. 

Typewriters. 

832.—A mercantile firm in India wishes to secure the 
representation on a commission basis of firms dealing in 
hardware, such as nails, wires, nettings, bolts, nuts, screws, 
hinges, rivets, butts, padlocks, hooks and furniture mount- 
ings; mason’s, carpenter’s and goldsmith’s tools; alizarin 
and ‘aniline dyes; oils, colors, paints and varnishes; caus- 
tic soda of seventy and seventy-two per cent; fresh-water 
pear! buttons, and other specialty goods suitable for the 
Indian market. This firm also desires to secure an agency 
for rebuilt goods, such as typewriters, sewing machines, 
baby carts, and bicycles. Quotations are requested, in- 
cluding return commission and interest. Terms: Pay- 
ment against documents in India. References. 

888—A firm of contractors and engineers in India 
wishes to secure exclusive representation of manufacturers 
for the sale of engines, tractors, motor trucks, lorries, bi- 
cycles and motor cycles, agricultural implements, general 
machinery and tools, hardware, window glass, lubricants, 
paints and varnishes, disinfectants, watches and clocks, 
photographic goods, drawing and surveying instruments, 
stationery, typewriters and other office supplies, chemicals, 
and colors. No reference given. 

See also No. 681 under Pens and Pencils. 


Officers of 1921 C. P. C. Club. 

Officers of The National Cash Register Company’s 
C. P. C. Club, to serve in 1922 were announced at the con- 
vention held in January. They are: E. C. Livingston, 
president, Los Angeles, Calif—301.7 per cent of quota; 
H. S. Whiffen, vice president, Los Angeles, Calif.—281.2 
per cent; Bert Woods, secretary, Los Angeles, Calif.—234.7 
per cent; J. E. Krueger, treasurer, Los Angeles, Calif— 
217.8 per cent. Directors: A. P. Barringer, Northeast 
division, Pittsburgh, Penna.—179.9 per cent of quota; G. E. 
Baudrand, Pacific division, Santa Rosa, Calif—178.4 per 
cent; A. L. Hoffer, Southeastern division, Miami, Fla.— 
176.8 per cent; H. C. Mills,, Northern division, Chicago, 
Ill.—176.1 per cent; J. J. Lippard, central division, Clarks- 
burg, W. Va—146.3 per cent; E. J. Paquette, Southern 
division, New Orleans, La.—134.3 per cent; C. G. Owen, 
Canadian division, Vancouver, B. C.—116.4 per cent. : 

The monoply of high percentages held by the Pacific 
coast, indicates in a general way, where business was best 
in 1921. 
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Guides 
Folders 
Index Cards 
Second Sheets 
Adding Machine Rolls 
Plain and Ruled Pads 
Wooster Brand Envelopes 
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Elsinore Typewriter Lines 








Elsinore Paper Co., Inc. 
MANUFACTURERS 


152-4-6 Wooster Street - New York 
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‘‘NOTE THE POSITIONS” 


A Burns Bracket holds the Telephone just where 
wanted without effort, annoyance or accidents. Your 
trade wants this convenience. Supply them now. 


Ask for Trade Proposition on Full Line 


Manufacturer 


State and 64th Streets Chicago, U. S. A. 











The Economo 
Time Stamp 


NV ODERN business estab- 
4 lishments should keepa 
very close tab on the receipt, 
forwarding and despatching 
of all mail and general rou- 
tine work. Because speed is 
essential. The Economo Time 
Stamp shows exactly the 
weak and slow points in the 
system. Thus, unnecessary 
delays can be remedied. 


The Economo 
equipped with a rubber 
cushion and flexible 
handle insures perfect 
impressions. It has no 
intricate and delicate 
mechanisms which wear 
and break— it is made of 


high grade rubber. The 
Seaacamaie so econom- Sample Impression of ECONOMO 


ical that it can be sold 
to every department. 
Price, including No. 42 
dates, die like sample, 12 

























$4.00; with a special Vetta, 1 
die including the name 10> “249 
or department, $4.50. S ‘ 
9: 23 
* e 7 A 
Louis Melind Co. \i., A 


* 
? 
¢ 


4, 4 


Sey gS 
NOV 30 1920 


Designers and Manufacturers 
362-364 West Chicago Ave. Chicago 


We carry a complete stock of 
Numbering Machines and Hand Stamps 








OFFICE 
CHAIRS 


That Conserve Vitality— 


A business man’s day is 
divided into three equal 
parts: sleep, recreation, and 
his office chair. The latter 
permits the other two. 
Hence the necessity for 
serious consideration of the 
chair. 


GUNLOCKE 
CHAIRS 


afford comfort during 
the day and  iend 
themselves to better 
work. 








Not only do they con- 
serve vitality but they 
are so finished as to 
preserve their appear- 
ance of newness. Aside 
from the built-in qual- 
ity of this compre- 
hensive line, particu- 
lar attention is given 
to the final job—the 
matter of putting on the handsome, transparent surface that 
protects against dust and gives the chair a beauty and char- 
acter often remarked upon. 


No. 688 


You would find our catalog worthy 
of study. Send for a copy. 


W.H. Gunlocke Chair Co., 


WAYLAND, N. Y. 
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QUALI ~ STEEL 
TRADE WATSO 





FURNITURE __ 


ESTOWN 


Watson’s Bond 
Boxes and Bank- 
ers’ Note Cases, 
constructed of 
highquality Metal 
Furniture steel. 

Successful and 
profitable mer- 
chandise iswholly 
dependent onCon- 
sumer confidence 
and only a long 
period of time and the 
satisfactory service that 
the product renders in 
use determines this 
Consumer value. 





Security Box 


Secure your maximum 
amount of business 
with Watson’s prod- 
ucts in ready-built and 
built-to-order steel fur- 
niture for Banks, Court 
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2305 to 2315 N. Broadway 


; 
\\ ST. LOUIS, MO. 


Write for Special Folder 





No. 2260—BANK AND OFFICE TABLE 


We know you are interested in good Office 
Tables, a line of well made Costumers, 
as well as Typewriter and Telephone 
Stands. We make all of these and feel 
sure we can please you. Write us for illus- % 
trations and prices. 
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UDELL -PREDOCK MFG. CO. % 
2305 to 2315 N. Broadway ST. LOUIS, MO. 
SOCOM X XXXNRKKXMKMKKKKKKEEY 


Houses and Libraries. —. : eS 
Let your interest rH] be 
proves a " — x FOWLER -MANSON -SHERMAN 6: Fd 

or complete catalogu : : 
Bankers’ Note (in two sizes) "OW. : pate Hd CYCLE MFG. CO. e 
on ee x WILLIAM R. MANIERRE, Prop. 1 & 
WATSON MFG. CO. % ; 1445-1455 W. Austin Ave. CHICAGO, ILL. | & 
RS 8 
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The Price of 
Quality 
Cuspidors 
Will Interest 
You 


CATALOG ON APPLICATION 





IRELAND & MATTHEWS 
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ADDING MACHINES 
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Baltimore, Md. 
has joined the local sales 
Adding Machine Company. 
Chicago, Ill—Charles H. Wilson, who attended the Feb- 
ruary sales class of The Dalton Adding Machine Company 


Wm. M. French, formerly in the coal 


staff of The Dalton 


business, 


at Cincinnati, has been assigned to selling work in the 
Chicago territory 
Chicago, IllL—Neal E. Newman, assistant general sales 


manager, the Felt & Tarrant Manufacturing Company, 
is a speaker in the Y. M. C. A. school of commerce, lec- 
turing on “Selling as a Profession.” 

Cincinnati, Ohio—J. Eshelman, of the maintenance 
agreement division of the Wales Adding Machine Com- 
pany, won first prize in a contest for developing business 
leads 

Cincinnati, Ohio.—C. W. Tracy, F. E. Ring, R. V. Duffy, 
E. S. Spencer and J. C. Smith, Jr., spent three weeks at 
the general offices of The Dalton Adding Machine Com- 
pany, attending a sales class. At the conclusion of this 
work they returned to New York and Newark to take up 
the duties of their several positions under the direction 
of Grubbs & Sheridan, New York, metropolitan agents 


of The Dalton Adding Machine Company. Messrs. Tracy 

and Ring took charge of a new office at Newark 
Davenport, Iowa.—S. H. Nissley and H. F. Keebler, 

heretofore with the American Can Company, are now 


agents at Davenport for the Sundstrand Adding Machine 
Sales Agency of Des Moines. 

Davenport, Iowa.—J. W. Darnell has become agency 
manager here for the Wales Adding Machine Company, 
succeeding C. R. Thomas. Mr. Darnell had been with 
the Elliott-Fisher Company and The Safe-Cabinet Com- 
pany previously. 

Dayton, Ohio. 
at 502 Ludlow building by C. E. 
Marchant Calculating Machine 
merly in 408 Ludlow building. 

Des Moines, Iowa.—Homer M. Pryor, formerly travel- 
ing service manager for the Sundstrand Adding Machine 
Company, with headquarters at the factory, is now in 
charge of service in lowa, with headquarters here. 

Detroit, Mich.—Robt. C. Brown has forsaken the 
trical field to sell Dalton adding machines. 

Fort Smith, Ark.—George F. Powell is a recent addi- 
tion to the local sales staff of The Dalton Adding Machine 
Company. 

Houston, Texas.—W. R. Mulford is in charge of an 
office at 211 Larendos building, established by B. C. 
Duffie, Jr., distributor in this state for the Victor Adding 
Machine Company. 

Ithaca, N. Y.—Jerome A. Fried, of the Peters-Morse 
Chain Company, gave an adding machine demonstration at 
a February meeting of the Rotary Club. He was assisted 
by two Chinese students. 

Kansas City, Mo.—The Kansas and Western Missouri 
district offices of the Sundstrand Adding Machine Com- 
pany were moved February 1 from 202 Railway Exchange 
building to Room B, Rialto building. 

Little Rock, Ark.—A. C. Smith has been appointed dis- 
trict manager for Northern Arkansas by the Victor Add- 
ing Machine Company, with headquarters here. 

Memphis, Tenn.—P. R. Dickinson, of P. R. Dickinson 
& Company, distributors here for the Victor Adding Ma- 
chine Company, visited the factory at Chicago in Feb- 
ruary. He returned home through New York. 

Minneapolis, Minn.—S. M. Olson, district manager here 
for the Victor Adding Machine Company, has established 
headquarters at 335 Metropolitan Bank building. 

Mobile, Ala—The Dalton Adding Machine Company’s 
office here is now located at 212-13 City Bank building, 
W. B. LaNicca, manager. 

New York, N. Y.—W. W. Hanabergh, former manager 
for A. T. Hanabergh & Company, exporters of this city, 
and T. B. King, until recently associated with the National 
Bank of Commerce, have entered the sales organization 
of Grubbs & Sheridan, metropolitan agents for The Dalton 
Adding Machine Sales Company. 


(Continued on Page 218.) 


More spacious quarters have been taken 
Russell, district manager, 
Company; he was for- 
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Sentinel Check Writer 


So absolute is the protection of the New 
Rotary Motion, Springless Action Sentinel 
Check Writer, that the FIDELITY AND 
CASUALTY COMPANY gives free to 
every purchaser a $10,000.00 Insurance 
Policy guaranteeing against AMOUNT 
LINE ALTERATION, PAYEE NAME, 
DATE or NUMBER CHANGE. Here 
is combined, absolute protection with 
mechanical perfection. 


Hall-Welter Company 
Rochester, N. Y., U. S. A. 


Our Sales Manager has a valuable contract for specialty 
men of proven ability. Write him. 
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Who constitutes the “court of last ap- 
peals” in the judgment of the actual 
value of an office desk ? The Dealer ? 
Sales Force? the Manufacturer? NO! 
THE LAST WORD COMES FROM 
THE USER. 


If you are desirous of increasing your daily sales 
sheet, you are interested in what users have to 
say about TELL CITY DESKS. We will send 
you some real “‘straight from the shoulder” facts. 
Just give us your name and address. 


Tell City Desks Satisfy 


TELL CITY DESK CO. 


TELL CITY, IND. 
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FREE 


How to Repair Damage 
to Varnished Surfaces 





It tells you how to remove packing 
marks, caster cup imprints, hot 
dish spots, lamp rings; how you 
can fix deep scratches and serious 
abrasions. In fact it explains 
how you can repair any marred 
and damaged furniture, quickly 
and without revarnishing. 


If you are interested in cutting 
down your refinishing expense 
write for your copy TODAY. 





If you are too busy to write a letter 
pin this ad to your card or letterhead and 
mailto us. We will forward booklet postpaid 


THE M. L. CAMPBELL COMPANY 
2334 Penn St., Kansas City, Mo. 




















Typewriter Desk No. 1531 


Here is a good leader 


Good Values. 
Money Makers. 


Time Savers. We to 
cannot think 
Mail us your order ha 
today. New cata- nae 
log ready to mail = 
books. 





you for the asking. 


EVANSVILLE DESK CoO. 


EVANSVILLE, INDIANA 








STAMPS & STENCILS 





Brooklyn, N. Y.—Chas. J. Honfeldt, a steel letter en- 
graver, has moved from New York City to 681 Macon 
street. 

Chicago, Ill—The Louis Melind Company mailed a new 
48-page wholesale catalogue to the trade in February. 

Chicago, Ill.—Charles S. Safford, president of the Inter- 
national Stamp Manufacturers’ Association, is encouraged 
by the character of trade. On a recent trip to Pittsburgh 
he found the trade there more optimistic than heretofore. 

Chicago, Il—C. O. Lindgren, manager Western 
branch, American Numbering Machine Company, returned 
in February from a trip which included St. Paul, Min- 
neapolis, Des Moines, Rock Island, Moline and Daven- 
port. He found business conditions improving. 

Louisville, Ky.—Brakmeier Brothers, who have taken 
over the Beecher-Fowler Manufacturing Company, have 
made improvements to the store and office. 

Newark, N. J.—The Universal Stamp Works, Inc., 285 
Market street, has added stationery lines to its rubber 
stamp and printing activities. 

San Francisco, Calif—The Lohmann Rubber Stamp 
Works has been re-established by W. H. Lohmann, and is 
now located at 502 Washington street. 

_ Washington, D. C.—R. L. Lamb, Lamb Seal & Engravy- 
ing Company, was a visitor in New York, calling on rela- 
tives. 

_ Washington, D. C.—Chas. B. Kirschbaum, Fulton Spe- 
cialty Company, Elizabeth, N. J., made his initial calls on 
the local trade last month. 


(Adding Machines—Continued from Page 217.) 

New Philadelphia, Ohio.—A. J. Albright, who manages 
the new office equipment and supply department of The 
Gintz Company, had been with the Burroughs Adding 
Machine Company. 

New York, N. Y.—B. A. Hackett and Frank W. Er- 
back, new members of the sales staff, Victor Adding Ma- 
chine Company, here, were previously with the Wales 
Adding Machine Company. 

Oakland, Calif—Offices have been opened at 384 
Twelfth street by Albright Brothers, distributors at San 
Francisco for the Victor Adding Machine Company. 

Philadelphia, Penna.—C. E. Dolaway, district manager, 
Victor Adding Machine Company, made comprehensive 
plans for the exhibit at the Philadelphia Business Show. 

Reno, Nevada.—H. S. Foote, district representative, Mar- 
chant Calculating Machine Company, has moved his office 
from 14 Fordonia building to 21 East Second street. 

Rochester, N. Y.—Arthur J. Sullivan is now selling Dal- 
ton adding machines here, under H. L. Grubbs. 

Salt Lake City, Utah—L. M. Hickok is now district 
manager here for the Victor Adding Machine Company 

Salt Lake City, Utah—Frank D. Smith has been trans- 
ferred from Pocatello, Idaho, to the local branch of The 
Dalton Adding Machine Company. 

Saratoga Springs, N. Y.—A. L. Morrissey, of the service 
department of the Burroughs Adding Machine Company, 
visited with his parents here early in February. 

San Francisco, Calif—S. J. Dinsey and D. L. Burbeck 
have joined the San Francisco sales offices of The Dalton 
Adding Machine Company. 

San Francisco, Calif—D. W. Saxe, western division 
manager of the Burroughs Adding Machine Company, at- 
tended a conference at the factory in January. He started 
westward February 16, stopping over at some of the 
agencies along the southern route. He planned to reach 
his San Francisco headquarters about March 1. 

San Francisco, Calif—The departments of the Bur- 
roughs Adding Machine Company, at present situated at 
742 Market street, on the second floor, are, it is under- 
stood, to be moved to a very desirable location at 533-535 
Market street. This is right in the office appliance district 
the building being situated between the store and offices 
of the Underwood Typewriter Company and the F. W. 
Wentworth store. The National Cash Register and a 
number of other appliance firms are in the same block. 

Spokane, Wash.—E. F. Ingalls has been added to the 
Spokane staff of The Dalton Adding Machine Company. 
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Corry-Jamestown Mfg. Corp. 
CORRY, PENNSYLVANIA 











A Safe and Sound Bank Specialty 


THE BANDLESS CURRENCY MAILING BOX 


A PERFECT MAILER of strong, heavy, durable manilla 

of exceptional strength throughout. Ends and sides do not 

in bending up over the currency and will stand the roughest kind 
of handling in the mails. 


The outside wrapper is genuine rope manilla as near cloth as paper 
can be made. It folds over each lap or fold at the ends to make 
a perfect, tight seal and attaches to the back of the box. It 
simply can not tear or pull away without destroying the entire 

box. No more danger of torn and tattered boxes on delivery. 
i| Each size contracts one half inch. In packing, squeeze the inner 
box tightly over the currency, moisten the gum on the outer 
wrapper and seal, bringing the end flaps over and sealing tightly 
to the back of the box. You then have a perfect fit and a perfect 
tight seal. On account of its lightness, from 2 to 4 cents in postage 
is saved on each box mailed, 


Steel Age Filing Cases, Steel Furniture Dependable bank stationers should have sample of this new line. 
'? 


Sheet Metal Specialties No obligations to learn all about it now. 
eet Metal Sp : 
Medicine and Bathroom Cabinets The Smead Manufacturing Co. (Bept. ¢) Hastings, Minn. 


Makers of High Grade Bank Filing and Mailing Containers 


& EF 


“GRAND RAPIDS QUALITY” 


in office chairs will make easy sales for 
dealers who take advantage of the 
selling points. Write for catalog and 
































Sound Selling Reasons 
why you should stock the 
Silent Secretary 
DESK FILE 





Thoroughly practical . ° 
Keeps the desk always clear for action. price list. 
A new style desk file for instant reference. 
Unusually attractive P 4 - 
Design and beautiful finishes to harmonize perfectly Grand Rapids Office Chair Co. 
with finest office equipment. 
Moderately priced 37-45 Prescott St... Grand Rapids, Mich. 


Quantity production insures correct pricing. 

6 section $3.50, 9 section $4.50, 12 section 

5.50, List. 

Seales tan leather only, $6.00, $7.00 and 

$8.00 List. 

Display of the Silent Secretary will amply repay you 
sales are sure. The novel arrangement of label holders 
gives compactness and takes only a trifle more room 
than an ordinary letterhead. Sides are built to prevent 
papers from protruding, thus insuring orderly appear- 
ance. Unique expansion feature prevents any hump or 
bulge when in use. A desk file that is highly appre- 
ciated by business men! 


Write to Desk 16 for sample on approval. Liberal discounts to dealers. 
Lf your dealer cannot supply you, send order direct, with his name 


, «W.«E’ THAYER CO., INc, MOUNT VERNON, N.Y. 
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TRINER POST OFFICE 
SCALE No. 9 


Specially designed for U. S. Post Office 
Service 
Cuts down Postal costs. 


—Used where a variance of 1/64 oz. means a 
saving of thousands. 


—Pronounced by experts as the best commer- 
cial model ever produced. 


—Extra heavy and precise construction without 
the objectionable features of the old type beam 
scale. 


—Many new and desirable points of interesting 
construction to make good sales talks and ex- 
cellent window displays. 


—Write for full particulars. 


TRINER SCALE & MFG. CO. 
2714 W. 21st St. CHICAGO, ILL. 




















CARD INDEX 
CABINETS 


Hoffman card index cabinets, with the 
new improved steel follow block on a flat 
rod, insure a thorough service to your trade. 
They are constructed of a substantial cas- 
ing, dovetailed-joints, to accommodate 3x5, 
4x6, and 5x8 index cards. These cabinets 


sell at moderate popular prices. 

Card index cabinets are 
but one phase of the ex- 
tensive specialty line that 
bears the Hoffman trade- 
mark. Hoffman products 
have taken an impor- 
tant part in the build- 
ing of many dealers’ 
trade. They offer the 
opportunity to create 
rapid turnovers and re- 
peat orders that guar- 
antee satisfaction to 
both dealer and cus- 
tomer. 

Other features of this line 
Legal and “letter cabinets 
Stationer’s shelf boxes 


Desk Pads 
Vertical box files, etc. 


L. HOFFMAN 


45 La Fayette St. New York, N. Y. 








Our price list and catalog 
will be sent on request 
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SUUTTTTL 


OPPORTUNITY 


DEALERS—here it is! 





Note this One Model, particularly the Raising and Lowering 
Device. Other models O-K and O-S are plain, portable 
stands equipped with two crutch tips in front and two 
casters In the rear. The one with a large board, the other 
a smaller one. These are the neatest and best stands on the 
market today. Suitable for so many purposes, the sales 
possibilities are unlimited. You are assured an excellent 
profit on your sales at moderate prices. Simplex Tubular 
Stands on display mean sales every day. Write for prices 
immediately. 


SIMPLEX STEEL STAMPING & MFG. CO. 
1900-1928 Gravois Avenue ST. LOUIS, MO. 
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F all the chair pads on the market, 

you can always identify the “Miss 

Comfort Widney” by the WIDNEY\ 
PATENTED SLIDING SLOT. It permits 
any edgewise, backward or forward move- 
ment and dispenses with the nuisance of 
straps. When you see that sliding slot you 
can always be sure of its quality. It is th 
only chair pad that “Moves as you mov: 
but never leaves the chair,” thereby pre 
venting shine and reducing wear on your 
clothing. 





Write for our proposi- 
tion on old style strap 
pads and *‘Miss Com- 
fort Widney” Seatpads 











THE WIDNEY COMPANY 


310K South Jefferson Street 





CHICAGO 


> 
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Na- 


Harris, sales manager of the 
tional Blank Book Company, spent four days in Chicago 


Chicago, Ill—cC. H. 


the forepart of February. St. Louis was also visited. 

Chicago, Ill—W. W. Buchanan, of the Commercial 
Stationery & Loose Leaf Company, was appointed on the 
education and the senior council committees of the Associa 
tion of Commerce. 

Chicago, Il1l—The Chicago Loose Leaf Supply Com- 
pany, 189 West Madison street, has opened to retail loose 
leaf devices of various makes, stationery, etc. It was 
organized by Harry Hyman and Arthur Ehrman. 

Chicago, Ill—Slight fire loss occurred February 12 in 
the building at 118-24 South Clinton street occupied by the 
Chicago Binder & File Company. One of the other ten- 
ants was affected, but not the Chicago Binder & File Com- 
pany. 

Benton Harbor, Mich—T. E. Kendall, sales promotion 
manager, is now directing the advertising of the Baker- 
Vawter Company, handling work formerly in charge of 
R. Calvert Hawes Mr. Kendall reports to Harry L 
Gillogly, general sales manager. 

Los Angeles, Calif.—The Heinn Milwaukee, 


Company, 


Wis., has opened a sample room and office at 226 San 
Fernando building, in charge of Robert Hare. 
Philadelphia, Pa.—Benjamin Oakum visited the local 


trade in February, replenishing stocks of “De Luxe” goods. 

San Francisco, Calif.—George Walcott, of the Irving- 
Pitt Manufacturing Company, called on local stationers 
last month. 

San Francisco, Calif—Hart Palmer, of the Boorum & 
Pease Company, has been showing a full line of samples 
at the Palace hotel, including loose leaf and blank books. 

San Francisco, Calif—A. E. Skerritt, of the H. S. Crock- 
er Company, Inc., is working under the leadership of 
Arthur C. Moench, general manager, to stage an especial- 
ly fine display at the San Francisco Business Show, March 


6-11. One of the features of the exhibit is loose leaf, 
including the “Standard,” I.-P. and McMillan loose leaf. 
The H. S. Crocker Company finds that the loose leaf 


business is keeping up excellently. 

San Francisco, Calif—The sample room of the Wilson- 
Jones Loose Leaf Company, at 323 Market street, is 
now attractively fitted up. A light effect is given by the 
white-and-gray tinting of walls, display shelving and large 


tables. Speaking the rapid progress made in receiving 
and arranging the displays, J. E. Polster said: “The stock 
is in good shape so that immediate shipments can be 
made. We are now preparing our ‘Special’ department.” 
—Thomas Moore, coast representative for the Wilson- 
Jones Loose Leaf Company, is in Southern California, 
where he is traveling for several weeks—J. E. Polster, 


who recently came here from Chicago, is handling the 
San Francisco end of the business during Mr. Moore’s 
absence. Mr. Moore is expected back about April 1. 


Lockridge Heads Corona at Columbus. 


The interests of A. B. Brightman in The Corona Sales 
Company, Columbus, Ohio, have been acquired by R. G. 
Lockridge, who has been sales manager five years. The 
business continues as before at the old location, 71 East 
State street. Mr. Lockridge has been with the company 
since its organization, with the exception of two years 
spent in the military service. 

H. J. Nichols, previously with The Corona Sales Com- 
pany, has returned from Des Moines, Iowa, taking position 
as store manager. R. B. Foster has joined the company 
as agencies-manager. He has been in the typewriter field 
fifteen years. 

The Corona Typewriter Sales Company will devote its 
energies to the sale of Corona typewriters and rebuilt 
machines of all makes 


Marilyn Monroe Brings Happiness. 
Early this year a daughter, Marilyn, was welcomed into 
the family of J. R. Monroe, president of the Monroe Cal- 
culating Machine Company. 


You have reached hell when you have lost interest 
The Mimeograph Stencil. 
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Dealers! 


Real distinctive quality in 
Carbon Papers and inked 
Ribbons at prices that are 
right. Packed under Car- 
rib Brand or Special im- 
print or in bulk. 


CARRIB 


Manufacturing 
Corporation 
ROCHESTER, N. Y., U.S. A, 














Give a Thought 
to Pins 


Pins are so commonplace that the 
average user gives no thought to 
them, so long as they're good. And 


there’s the point—on 


Those Good 
Crescent Pins 


Uniformly good—keen points, solid, 
with ‘‘comfortable”’ heads, that push 
the points through thick wads of 
paper and ‘‘stay put.” Our pride 
in making good pins is your assur- 
ance of unvarying quality. 


Bank Pins—Pyramid Pins 







Crescent Brass & Pin Company 
Detroit, Michigan 
Southern Representatives: 


PHIL Ff. WEBSTER 
Box 873 San Antonio, Texas 


Western Representatives: 


BERT M.MORRIS COMPANY 
444 Market St., San Francisco 
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CraneLadies’ Stationery 


Sold by all Stationers and Booksellers 


These goods are suited to the tastes 
of the most select trade. Their mer- 
its are known the world over, and 
they yield a profit to the dealer. 
Once tried, the purchaser becomes 
a regular customer. 


Presented in the following 

Styles and qualities: 
SUPERFINE QUALITY: In Light Blue 
Boxes, containing 4% ream of Note paper 
each, and in separate boxes 44 thousand 
Envelopes corresponding. 
EXTRA SUPERFINE QUALITY: In 
Lavender Colored Boxes, containing 4 
ream of Extra Fine Paper each; in like 
boxes are Envelopes to match. 
Our papers are supplied in 
Bordered Goods and other 
specialties by EATON, 

NE & PIKE CO., Pitts- 

field, Mass., and 225 Fifth 
Ave., New York. whose 


boxes bear the word 
“CRANES” containing our 





oods. 
All this stationery can be re- This trade mark 
lied on as represented every box 


MANUFACTURED BY 








Z. & W. M. CRANE wists" 
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Six Inch ‘‘Pyralin’’ Strips 
Your customers can make index tabs 
themselves of any color and attach 
them for any projection. 


Have You A Stock On Hand? 
















Write for Samples and Prices. 


UNIVERSAL INDEX TAB CO. 
435 Central Bldg. Seattle, Wash. 
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(Typewriters—Continued from Page 206.) 


San Antonio, Texas.—Friends of George E. Gray, rep- 
resentative of the Hammond typewriter, are gratified that 
his wife has improved in health a great deal. Her illness 
has kept Mr. Gray close to the home, 224 Walton street. 


San Antonio, Texas.—S. E. Slaughter, 543 Goliad street, 
is now district manager for the Woodstock Typewriter 
Company, covering Southern Texas. He had formerly 
been district manager at Galveston, and has re-entered 
the typewriter field. 

San Francisco, Calif.—George Button, manager of the 
wholesale department of the Underwood Typewriter Com- 
pany, in New York, was a recent San Francisco visitor. 


San Francisco, Calif—The Woodstock Typewriter Com- 
pany is making excellent progress with its employment 
department. The aim is to see that business men invariably 
get the right girls for every position. 

San Francisco, Calif.—Ira Riggs, Portland, Ore., man- 
ager for the Underwood Typewriter Company, has been 
here, accompanied by J. E. Neahr, general sales manager 
for the Underwood. 

San Francisco,:Calif—C. E. Gleason, manager for the 
American Writing Machine Company, has returned from 
a two weeks’ visit to San Diego. He states that there is 
a great deal of business in Southern California and that 
conditions seem to be on the mend throughout California. 


San Francisco, Calif—D. R. Conning, formerly connect- 
ed with the Pacific Gas & Electric Company, has joined 
the sales organization of the Royal Typewriter Company, 
Inc. On account of increased business, additional quar- 
ters have been taken in the Sheldon building in order to 
make room for the cashier’s department. 

San Francisco, Calif—D. Wallace has taken a selling 
territory for the Oliver typewriter in this city. Although 
he has been with the company for a short time, he has 
made a fine selling record. He reports that the majority 
of the prospects he has called on, are in a receptive mood. 
R. E. Walsh, of the San Francisco territory, has been 
transferred to Oakland. 

San Francisco, Calif—F. E. Van Buskirk, vice president 
of the Remington Typewriter Company, is expected in 
San Francisco in April. At least, Manager C. B. Waters 
and the whole staff hope that he can be present April 25 
when the twenty-fifth anniversary of the opening of the 
San Francisco cffice will be celebrated. Mr. Van Buskirk 
opened this office twenty-five years ago. 

San Francisco, Calif—Business in parts of the Pacific 
coast is showing a return to normalcy, according to J. E. 
Geissinger, director of Pacific coast sales of The Oliver 
Typewriter Company. Mr. Geissinger states that the 
reports of distributors conform the Rotary Club’s slogan: 
“Prosperity Is Just Around the Corner.” The new Oliver 
commercial keyboard had been enthusiastically received 
in this territory, although no formal announcements have 
as yet been made. 

San Francisco, Calif.— During the recent visit of George 
Ed. Smith, president of the Royal Typewriter Company, 
Inc., the salesmen of the Royal typewriter office here madea 
special effort to honor him by increasing their sales. W. 
B. Larsen, manager of the San Francisco office, states that 
during January the biggest selling business was transacted 
that the company has ever done on the Pacific coast. Mr. 
Larsen says that on the coast there is an improved trend 
in the typewriter business. 

San Francisco, Calif—The news that the Hammond 
Typewriter Company has taken over the Federal Type- 
writer Company seems to have created a great deal of en- 
thusiasm in the San Francisco offices and among the Ham- 
mond dealers on the Pacific coast. James H. Sait, local 
manager, has been very busy preparing an exhibit of fold- 
ing, mathematical and reversible Hammond models at the 
Business Show in the Civic Auditorium, March 6-11. In 
this work he has been assisted by F. Bilsborough and V. 
P. Long. 

San Francisco, Calif—George Pomeroy, having finished 
his term of service with the United States Navy, has re- 
turned to his position with the Corona Typewriter Com- 
pany. When this country went into the world war, young 
Pomeroy was one of the first to volunteer to fight for 
Uncle Sam, though he was barely of age. He has served 
ever since and on obtaining honorable discharge, at once 
returned to the Corona. Young Pomeroy is a nephew of 
the Stone brothers, of the Stone Typewriter & Ribbon 
Company, who are among the most popular members of 
the typewriter fraternity in this city. 
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FOR A CLEAN, 
LONG-LASTING 
IMPRESSION 





ALLEN & COMPANY 


MANUFACTURERS 
General Offices and Factory: 
11-13 Vandewater St. New York, N. Y. 























If You Bind Your Own Adding Machine Paper 


Loose Leaf Devices FIVE GRADES 
POSITIVELY GUARANTEED | 


We can show you how to cut the cost 
of making your special metals, at least 


in half. 


Whether or not you buy your Knock 
Down Metals from us, we want you 
to effect this saving, because we spe- 
cialize in the manufacture of Loose 
Leaf Metal Parts for the dealer who 
binds his own Loose Leaf Devices and 
therefore we want to co-operate with 
the purchasers of metal parts. All 
of them. 








We will gladly explain without cost 
or obligation to you the system we have 
devised to enable the dealer to make 
up his special metals accurately and 
economically. 


Write us. We are here to serve 


The Tenacity MENASHA , WIS. 


Manufacturing Company, Inc. Preferred Paper Products 


Reading, Cincinnati, Ohio 
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Accurate Results Secured 
Users of the National Non-Slip Ruler 


The ruler is made from flexible steel accurately 
graduated, having a Red corrugated rubber base, 
prevents slipping, which is so essential to the user. 


The combination of steel and rubber used in our 
Non-Slip ruler makes our product unusually attract- 
ive and, above 
all, it assures 


Efficient 






National Rulers are modern 
in every respect. They rep- 
resent the greatest advance- 
ment in ruler manufacture. 

~ We make them to English 
and Metric standards. The edges are true and 
smooth. The rubber is undercut, which avoids 
danger of inky fingers and blurred lines in ruling. 


Catalog and Price-list mailed on request 


National Rule Company 


Manufacturers 


Rochester New York, U. S. A. 








PHILCO BRAND 
Carbon Papers 


are of the finest quality manufactured. Made in 
25 different grades from the highest priced im- 
ported tissue down to the lowest priced domestic 
stock. A complete line for all requirements. 








PHILCO BRAND 
Typewriter and Inked Ribbons 


are made in three grades and are famous for 
their strong write, sharp work and wearing qual- 
ity. THEY ARE “ALL WRITE” and we can 
prove it. The priceis right, too. Let us send 
you samples. A card will bring them. 


Phillips Ribbon & Carbon Co. 


ROCHESTER, N. Y. 





On Ocean Front Fireproof 


The Breakers 


ATLANTIC CITY, N. J. 

Unusually attractive during Autumn and Winter Seasons. 
RATES GREATLY REDUCED 
Luxurious, heated Solarium, bathed in Sunshine, over- 
looking the ocean, where charming afternoon musi- 
cales and complimentary “Five O’clock” Tea Service 
invites complete relaxation after your return from an 
outing on the exhilarating Boardwalk, or from the 

Golf Course. 
AMERICAN AND EUROPEAN PLANS. 


New Golf Club Privileges Fireproof Garage 














KNICKERBOCKER 
Inkstand Wood Bases 


Know this line—you can depend on it for quality 
and salableness. Cleancut carving, neat, clear fin- 
ish and mortised to fit standard size inkstands. The 
wood base is a good convenient article which you 
can sell at an attractive price. 


Our line also includes 
Emeraline plate glass 
bases cut in square, rec- 
tangular, oval or octagonal 
shapes. Besides these you 
will find many other quick 
selling articles in our sta- 
tionery line. We are yours 
for a prosperous new year. 





Write for our catalog and 
price list. 


Knickerbocker Inkstand Co. 


Lyndhurst New Jersey 
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San Francisco, Calif—The Remington salesmen and 
local staff of the San Francisco office had a very eee 
ing conference in the third week of February. J. M. Post, 
manager of the Sacramento branch, a sub-office under 
San Francisco, told of his trip to Ilion and Syracuse, N. 
Y., and Bridgeport, Conn., where he spent two weeks at 
the Remington conference and visiting the factories. Mr. 
Post was one of the winners of the contest in December, 
proving himself a super-salesman. He earned the trip 
to the factory by the liberal way in which he exceeded 
his quota of sales. C. B. Waters, manager of the San 
Francisco office, presided at the conference. Later those 
participating enjoyed a banquet at the Commercial Club. 

San Jose, Calif—Henry True, who sold Royal type- 
writers in Philadelphia years ago, has taken over the 
Royal agency here. 

Seattle, Wash.—The L. C. Smith & Bros. Typewriter 
Company is now —— in the Coleman building. 

Seattle, Wash—F. B. Eylar, one of the well known 
five Eylar brothers ‘wan were at one time all connected 
with the L. C. Smith & Bros. Typewriter Company, is 
again with the Royal Typewriter Company, Inc,, at 910 
Fourth avenue, Seattle. Mr. Eylar dropped out of the 
typewriter business for a few years to try his hand in the 
automobile district, but has concluded that he prefers 
selling typewriters. Since his return to the Royal he has 
been able to place a number of large orders in Seattle’s 
business center, notably two or three banks, trust com- 
panies and so on. 

Seattle, Wash.—I. 1. Riggs, manager forthe Underwood 
Typewriter Company in the state of Washington, has re- 
cently opened three new sub-offices in the state. The 
first is at 117 East and A street, Yakima, with John E. 
McDowd in charge; the second at 505 Washington street, 
Olympia, with H. P. McDowd in charge; the third at 
Everett, with J. C. Parsons in charge. Mr. Riggs recently 
spent a week in San Francisco at a conference of Under- 
wood district managers.——O. E. Rosenberg, former shop 
manager for a number of: years in the Seattle Underwood 
office has taken a selling agency, succeeding U. G. Moore, 
resigned. Mr. Rosenberg is the third shop foreman who 
has asked for a chance to sell machines, and who has 
made good.—U. G. Moore, who has had charge of the 
southern territory in Seattle for the Underwood Type- 
writer Company has resigned to become branch manager 
for the Oregon Life Insurance Company, and has re- 
cently opened an office for Washington business. Mr. 
Moore’s brother-in-law, W. C. Chappell, now field man- 
ager for the Oregon Life, spent several years in the em- 
ploy of the Underwood Company, having been at the 
Denver branch, and later at Spokane as branch manager. 
Mr. Moore has made an enviable record as a salesman on 
the Underwood force in the coast territory, and his 
friends predict a like success in the new venture.—Mrs. 
M. H. Hatch, formerly with~th® Noiseless Typewriter 
Company, Seattle, has joined the Underwood selling force 
and is handling portables exclusively. 

Topeka, Kans.—Joseph C. Wilson & Company, 525 Kan- 
sas avenue, has distribution for the L. C. Smith & Bros. 
Typewriter Company for the northern half of Kansas. 
The business of the Topeka Typewriter Exchange has 
been merged with Joseph C. Wilson & Company. 

Personality in Sales Letters. 

Dealers handling the products of the Barrett Bindery, 
732 Federal street, Chicago, Ill., receive a weekly letter 
service that keeps that primed with good selling ideas. 
These letters are illustrated, showing the various binders, 
featured throughout the series. Each letter is signed, 
“King,” in red crayon, the signature being that of Irving 
G. King, the author of the letters. He uses this type of 
signature in all his correspondence. 

This letter series by Mr. King has produced effective 
results, because he embodies concrete sales ideas in each. 
They suggest consumers who can use the fifteen styles 
of Barrett binders. One idea was carried through four 
letters, each letter complete in itself, yet carrying con- 
tinuity throughout the series. The first letter was headed 
in a bold script: “A Sales Lead Three Weeks Long.” 
The succeeding letters maintained interest through the 
use of similar catch lines in script. 

This “King” letter series is sent to each salesman of the 
different dealers handling “the Barrett line of binders. 
They are punched for filing in a binder furnished. Thus 
the salesman can preserve the series, and have some live 
selling talk available when he unearths an unexpected 
prospect. 


PULL 


THE ONLY ADJUSTABLE 
POST BINDER 
ON THE MARKET 


Here’s a simple device that enables the office boy to 
bind into book form “‘in a jiffy"’ any kind of loose leaf 


SOULUAEEORODEGNGROULUSORUEGUUUOULUAEEOUOUGOOGGUUUUGUDUNGNONOREUNGNOQUONCEONONN 


records. 


The “‘F-B”’ Loose Lea 





Pat. May 13, 1913 


is adjustable to any distance between punch holes and 


to any size of paper. 


Advaatages acknowledgedin numerous testimonials. 
The retail price is $3.50 a dozen with liberal dis- 


counts to dealers. 


F. B. MANUFACTURING CO. 


1228 Intervale Avenue NEW YORK, N.Y. 
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**KEEPING TRACK 


INCOME WITH $ MY FINANCES$ 
IS A PLEASURE, NOT A 


DRUDGERY”’ 


Quotation from a User 


The Booklet of Directions furnished 
with each copy shows how simple it is to 
keep a ready reference record of every 
phase of one’s personal finances. 


Your customers need this book. 


Size 6%x3%—No. 308......... 


Size 8%x5%—No. 311......... 


Style KF is No. 1 grade cowhide. Style JF 
ig second grade cowhide. Trussell patented, 


one-piece, ail-leather covers. 


Send for samples on 
dealers’ discount. 


and 
cards and mail enclosures supplied. 


TRUSSELL MFG. CO., Publisher 
3 Ne. Cherry Street Poughkeepsie, N. Y. 





OFFICE APPLIANCES March, 1922. 


OF YOUR 


KF 
.. $3.50 $4.25 
~++ 4.26 5.25 


“Window 





are in demand. 


sample assortment 


2727 Franklin Ave. 





Stationers’ 


Tarboard 
Goods 





An established line of filing boxes, trans- 
fer cases and stock boxes assures you of 
a steady income and regular turnover. 
Your customers know these goods—thev 


If you now handle these goods, get our 
proposition and see how :t compares. 
If not, write for information about our 


which provides a small 


stock and a sample of each number. 


Advance Paper Box Co. 


Manufacturers of Plain and Fancy Paper 
Boxes, Filing Cases and Stock Boxes. 


St. Louis, Mo. 











Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer. 


The Royal Standard told of a peculiar method used in selling 
Royal typewriters by R. G. Nichols, dealer at Topeka, Kans 
. ¥* >. 


Tips and Nibs (The Wahl Company) detailed the value of 
the manufacturer’s trade mark to the dealer who handles the 
product. 

* * . 

“Prospecting for Prospects,”’ by Ralph U. Reed (The Bircher 
Company) suggests a plan for increasing contact with sales 
territory. 

> ad * 

Wilson-Jones Loose Leaf Notes featured catalogue service for 
dealers, a forty-page book imprinted for stationers carrying 
the ‘‘De Luxe” line. 

© * * 

What Next (Dennison Manufacturing Company) outlines a 
series of newspaper ads, six inches on two columns, providing 
a new ad every week during the year. 

* * . 


The Shaw-Walker Skyscraper printed an interesting sym- 
posium from some of its dealers on locating an office furniture 
store in the “high rent district.” 

* ~ + 

The Wales Visible devoted a page to “Oldtime Bookkeeper 
Passing,’” narrating the historical progress leading to the adop- 
tion of the adding machine in business. 

* * * 


The National (National Blank Book Company) suggested 
“Good Will Inventories’’ to supplement the annual stocktaking 
of merchandise, equipment and real property. 

* . * 


Scrits (Strathmore Paper Company) ran a telling allegory on 
“The Survival of the Fittest,”” personifying two grades of print- 
ing stock as they adventured via the direct-by-mail route 

* * ad 


The Protectograph Weekly Bulletin is now a four-page folio, 
11%x5% inches, four columns. It permits playing up important 
news in newspaper style, including the use of banner heads 

aa * . 


The Inside of the Case (Dennison Manufacturing Company) 
reproduced the ad of a fountain pen manufacturer showing a 
writing set in an attractive box. An obvious moral was pointed 

- + - 


“The Outlooking Glass” in Monroe Results was a quaint 
argument to adapt the mirror of the present to a reflector to 
show the calculating machine salesman what he can achieve 
in the future. 

~ . > 

The Winged Stylo (B. B. Stylo Company, Inc.) suggests that 
in figuring the cost of doing business the dealer divide the total 
cost by the number of prospects. The prospect who gets away 
without buying pays no profit. 

* = 

Dynamite (The Toledo Metal Furniture Company) requested 
dealers to submit lists of customers indicating the character of 
the “‘Uhl”’ products used. Such information is useful to deal- 
ers in other cities, particularly where the users are widely 
known, or have branch offi€es scattered throughout the country 

* aa * 


A plea for accuracy was made in “The Sales Manager’s 
Chair’ of The Faultless Bulletin (Stationers’ Loose Leaf Com- 
pany). It shows what it costs to rectify errors in placing or- 
ders. And the actual money cost does not approach the loss 
intlicted by impaired prestige, and the disappointment caused 
the customer. 

« + . 

The importance of a smooth platen in producing good type- 
writing is shown in “‘Good and Bad Typewritten Impressions,” 
in the Webster Way. A ‘‘veteran’’ platen was shown in half 
tone, with a sample of work done on it. By contrast similar 
work, done on a smooth platen, indicated what can be accom- 
plished when conditions are right. 

« + . 


The Red Envelope (United States Envelope Company) con- 
tinued with its history of the envelope industry in the January 
number. In tracing this history the author unearthed a story 
of General Daniel E. Sickles, narrating his part in the escape 
of a slave girl from being sent back to the South. The Red 
Ervelope told the story in full; an absorbing account of the 
days before the Civil Wa. 


Dealer. 

The Wiison Printing Company, Montgomery, Ala., issues a 
house organ called ‘‘Business.”’ 
+ * > 
A sixty-four page catalogue of marking devices has been 
distributed by the Northwestern Stamp Works, St. Paul, Minn. 
* 7 + 


“The Proof of the Pudding’ in Good Practices (Strathmore 
Paper Company) narrated a test of direct-by-mail pieces, which 
put a printer’s advertising campaign on a high plane. 

« + . 


The Shepard Staff (Henry O. Shepard Company, Chicago) 
made its appearance in January. The initial issue carried con- 
tributions from individuals in different departments of the 


Shepard plant. 
. . «. 


Parrottalks (Matt Parrott & Sons Company. Waterloo, Iowa) 
found material for a sermon in an unexpected place—the crow 
He is commended for teamwork and industry—if they were 

(Continued on Page 230.) 
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Roll Carbon —— Roll Carbon 


We are prepared to furnish to the trade CAR- 
BONIZED ROLLS for every purpose, any size. 


UNDERWOOD ROLLS 
ELLIOTT-FISHER ROLLS 
REGISTER ROLLS 
BURROUGHS ROLLS 


Our ROLL CARBON has the same distinctive quality as 
our OIL SOLUBLE PENCIL CARBON PAPERS and 
QUALITY PLUS TYPEWRITER CARBON PAPERS 


Our MULTIGRAPH RIBBONS are acclaimed unequaled. 


American Manifold Products Corp. 
General Offices and Factory: 
2900 Darwin Terrace CHICAGO 
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Mr. Dealer: “Ajax Eyelet Fasteners,” “Samson 
Punches,” “Eyelet Tools,” etc., assure you of a quick, 
profitable turnover and re-orders. } 

“The Ajax Eyelet Fastener” is a 
real necessity for binding valuable 
papers and documents, etc., where 
security, permanence and insurance 
agains$ loss and substitution are 
paramount. 


PUNCHES THE HO) 
j FEEDS THE 


and CLINCHES IT IN 
ONE OPERATION 

Handles three sizes of Ajax 

Eyelets without any adjustment 









No. 1 No. 2 No. 3 
Long Med. Short 





*‘The Ajax Eyelet Fastener’’ assures 
of Repeat Orders for ‘‘Ajax Eyelets’’ 


“SAMSON” EYELET TOOL 





“SAMSON” No. 1 HAND PUNCH 








Eyelets 
Write for Catalog and Pre-War Price List 











A “SOLO” IMPRESSION | 
IS A “PERFECT” IMPRESSION | 
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Business men want stamp pads that ink evenly, 


| print clearly, that stand up under constant use. 
The “SOLO” Stamp Pad gives you that quality at a price 
as low as that of any standard pad. It gives satisfaction 


to the user who realizes that a rubber stamp is only as 
good as the ink pad used with it. 

After severe tests many of the largest business houses 
in the country have adopted the “SOLO” as standard ink 
pad equipment. THE REASON:—The “SOLO” is not a 
felt pad. It has a strong, resilient surface that won't 
sag or smear. 





We will gladly send a free sample to any executive 
who submits his request on his business letterhead 


PEERLESS CARBON & RIBBON MFG. CO., Inc. 
Manufactarers of Carbon Papers, Typewriter Ribbons, Stamp Pads and Inks 
113 WEST BROADWAY NEW YORK, N. Y. 






























THE MACHINE APPLIANCE CORP. 
| 351 JAY STREET, BROOKLYN, NEW YORK 
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The Right Papers 


for copies of letters, lists, bulletins, 
etc.,and for printed forms on which 
manifold copies are to be made. 














If copies are preserved, or if they are 
handled considerably, even for a short 
time, they should be made on high grade 
ONION SKIN or MANIFOLD paper. 
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The ESLEECK papers are made of 
clean, new rags, in a quality mill. They 
are strong, serviceable, uniform. They 
deserve tobe on your list of “Standbys.” 
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Ask Dept. O for samples 
ESLEECK MFG. COMPANY 


ths Turners Falls, Mass. 
——— SS AA A a 
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Away With Individual Rubber Stamps 


Put all your stamps where you can locate them 
instantly and where the impression must be made 
right side up. Put them into one 
unit by using the 


R-E-N SELF-INKING 
MULTIPLE HAND STAMP 


which incorporates ten individual 
stamps (34”x2%4”) into one unit. 
The stamps are placed on a re- 
volving cylinder which is gov- 
erned by the crank and arrow in- 
dicator. Turning the crank re- 
volves the cylinder, the arrow 
indicating the stamp in place for 
printing. Each stamp 
is easily removed or 
replaced. The ink 
pad does not rest on 
any stamp except 
when in action; 
nothing to wear out 
or break. 











Dealers: Don’t let this 
wonderful opportunity 
pass. Write for pros- 
pectus and more infor- 
mation. 


The 
R-E-N 


Mfg. Company 
3641-43 Elston Ave. 
CHICAGO 





BUILT FOR SERVICE 


The Sealograph is built with the idea of 
service paramount. Being easily adapted to 
the requirements of any business establish- 
ment, it offers a longer and better degree 
of usage. 

The model B electrically driven Sealo- 
graph (cap. 150 per minute) is equipped 
with brass cut gears, two sets of rubber- 
covered sealing rollers, furnished complete 
on an iron stand which allows a greater ca- 
pacity for sealed envelopes. 


THE SEALOGRAPH COMPANY 


1700 Brooklyn Ave. Kansas City, Mo. 


The Seslograph |) = 


Particulars will Fs 
be forwarded on | 
request. 


$85.0 


is waiting your ‘ ms: 
request for a 
demonstration. | 














COSTS MORE — WORTH MORE 


Quality Is What a Machine Is— 
Reputation What It Is Supposed to Be 


Victor Standard Typewriter 





The Machine of Superior Quality 


ALIGNMENT BETTER—Inch wide cone typebar bearings and octuple 
roller bearing carriage give a rigidity of typebar and carriage 
action that combine to produce work of unquestioned superiority. 

OPERATION EASIER—Light key touch and speedy escapement enable 
the operator to do more work with less effort, 

SIMPLE DESIGN AND CLEVER CONSTRUCTION—Reduce materially 
the cost of upkeep. 

ney ROLLS—Enable operator to write to the extreme bottom 

eet. 

All modern improvements, including automatic ribbon reverse, single 
key decimal tabulator, back space bar, variable line spacer, 
bichrome ribbon. 

If there is no dealer in your District, write now for catalogue and 
agency terms. 


VICTOR TYPEWRITER COMPANY 


General Office and Factory: SCRANTON, PA., U. S. A. 


Department 10 















si UMP” 


The a 
Stand Paper 

Fastener” 
is a dual mechanism 
—one capable of 
fastening sheets of 
paper as well as 
punching a round 
hole to accommo- 
date aquarter inch 
binder post. The 
Handy Hand Fast- 
ener is particularly 
convenient in cases 
where the machine 
must come to the 
work. 


Dealers offering the “Bump” to their trade find it capable 
also, of ready sale and healthy profit. 








If you will give us your name and address we 
will be able to offer you a high class proposition. 


BUMP PAPER FASTENER COMPANY 
La Crosse, Wis. 


SEYMOUR CONOVER, Eastern Representative 
350 Broadway, New York 
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CATALOGUES 





Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convement reference. 
Manufacturer. 


A flyer from the Imperial Desk Company, Evansville, Ind., 
shows the Imperial calculator cabinet. 
+ * > 


C. J. Vanella & Company, 306 Broadway, New York, N. Y 
has a sample book on 1923 calendar pads. 
~~ . © 


An envelope enclosure in two colors whets interest in Model 
8 of the L. C. Smith & Bros. Typewriter Company. 
* * & : 

A catalogue featuring rubber stamps and metal goods has 
been circulated by W J. Cooley & Company, Memphis, Tenn. 
* * * 

Price List No. 5J of the Dennison Manufacturing Company 
covers changes on items in the jewelry catalogue effective 
February 1. 


* * - 
_A direct mail piece with reply postal advertises “Quick Re- 
finishing Varnish,’’ made by the M. L. Campbell Company, 
Kansas City, Mo. 

* * © 


The Sachs-Lawler Company, Denver, Colo., has reprinted in 
booklet form the ‘‘Lowly, Humble Rubber Stamp,” for distri- 
bution to customers and prospects. 

* * * 


Schoolday uses of fountain pens are capitalized for the sta- 
tioner by a six-page folder from the L. E. Waterman Company. 
It is executed in colors by the offset process. 

* * * 


A circular on the ‘‘Telefo-Safety,’”’ distributed by The Telefo- 
Desk Company, 219 South Dearborn Street, Chicago, Ill., shows 
this safety bracket for desk telephones. 

? * * 


The Illinois Bird Adding Machine Company, 840 First Na- 
tional Bank building, Chicago, Ill, uses a double letterhead, 
the last three pages featuring its Bird adding and checking 
machine. 

* * * 

A handsome announcement in plate printing features ‘“The 
3oston Line” of greeting, fraternal and sentiment cards, pro- 
duced by the McKenzie Engraving Company, 178 Congress 
Street, Boston, Mass 

* * * 

A folder issued by the Udell-Predock Manufacturing Com- 
pany, St. Louis, Mo., shows the company’s lines of bank and 
office tables, costumers, typewriter cabinets and telephone 
stands. These lines are unusually complete. 

* * * 


The Dennison, Manufacturing Company issues a “Party 
300k,’’ which is sold to consumers for ten cents. The book 
suggests decorations for all sorts of social events, and gives 
descriptions and instructions on giving various kinds of enter- 
ta:nments. 

* ¢ ® 

The “GF” all steel “Dreadnaught” file is attractively por- 
trayed in a folder sent out by The General Fireproofing Com- 
pany. It depicts a test in which a loaded drawer went through 
116,000 cycles of opening and closing ‘‘and still going.”” A test 
showing structural strength and rigidity is also pictured. 

* ea * 


The John B. Wiggins Company, 1104 South Wabash avenue, 
Chicago, Ill., has a unique circular showing the different popu- 
lar styles of engraving for cards, announcements, etc. Samples 
of completed jobs are reproduced in half tone, with one actual 
sample in colors secured to the circular through slits. Wiggins 
card cases are also shown. 

* * 

Several attractive pieces of printed matter come from the 
Victor Adding Machine Company, 3047 Carroll avenue, Chicago, 
Tll One describes the Victor adding and listing machine and 
the Victor caiculator; there is a book of general instructions 
for operating both machines; a third item is a folder briefly 
describing both types of the Victor product. 

* * * 


An elaborate catalogue has been circulated by the Evans- 
ville Desk Company, Evansville, Ind. The cover is in two colors, 
embossed with the body done in black and India tint. The book 
shows a wide variety of flat top, roll top, typewriter, book- 
keeper’s, teacher’s. salesman’s and home desks, tables, type- 
writer cabinets, office swivel and side chairs, typewriter chairs 
and bookkeeper’s stools. 

t * * 

Central Desks are effectively portrayed in Catalogue No. 35, 
issued by the Central Manufacturing Company, 454-56 Armour 
street, Chicago. It shows a full line of roll top and flat top 
desks, in several grades, with drop center and pedestal type- 
writer desks—the latter both flat top and roll top—typewriter 
stands, office tables and bookkeepers’ low desks. It is an 
attractive job of printing, with embossed cover in two colors 


Dealer. 

A blotter in colors features the typewriters, adding machines 
and check writers handled by the Walter H. Fox Typewriter 
Exchange, Inc., 164 North Wells street, Chicago, Il. 

+ a2 * 


The T. M. Sheppard Company, 537 South Dearborn street, 
Chicago, Ill., has distributed a catalogue of loose leaf devices 
to the consumers in its territory. 

* * > 

A mail series, including postal cards and letters, issued by 
the Manufacturers’ Typewriter Clearing House, 193 North Dear- 
born street, Chicago, offered Victor calculating machines—the 
non-listing model—at a special price. 








You Will Save 50 to 75% 


on your PRINTING BILLS if you 
purchase one of our 


REBUILT MULTIGRAPHS 


at approximately half new price. We offer all 
models for immediate delivery with or without 


attachments, also 
Addressing Machines, 
Duplicators. Folders, 


Sealers, 


Addressing Machine 
Cabinets, Frames, 
Supplies, etc. 


All Machines 
are thoroughly RE- 
BUILT by skilled 
mechanics and 


GUARANTEED Service- 
able as New 


Old machines purchased 
outright, taken in trade or 
handled on consignment. 
Price-lists, cuts, specifica- 
tions, etc., will gladly be 
forwarded upon request. 


OFFICE DEVICE COMPANY 


(Franklin 5896) 
162 North La Salle Street CHICAGO 












Typewriter Supplies Men 
Who Stock and Feature 


XTRAGOOD 
SUMMIT 
APEX 


Brands Typewriter Ribbons and 
Carbon Paper know that users 
appreciate their quality. Dealers 
who do not know these brands are 
now face to face with Opportunity. 


Write for samples today— 
a test will prove 
their excellence. 


Union Ribbonand Carbon Co. 


MAIN OFFICE and FACTORY 
Prout and Laurel Streets PHILADELPHIA ,PA 
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The wonderfu/ 97 


ge 





“O. K.” Paper Fasteners 
“O. K.” Erasers 
“O. K.” Letter Opener 


We reduced the price only. The quality of all O. K. 
trade marked products has actually been improved. 
We aim to establish a better quality at more reason- 
able prices. We manufacture our own products in 
our new spacious quarters equipped to turn out over 
two million fasteners a day. In this new price 
schedule, we are giving you the benefit of increased 
production and reduced cost. 


= > *~ 
OK. | Let us send you our catalog 
and price list 


THE O. K. MANUFACTURING CO. 
OSWEGO, N. Y. 


Where the Sale Begins 


First impression is important—see 
that the card you present is an indi- 
cation of your business character. 


Wiggins Book Form Cards can be 
beautifully engraved or printed, and 
are always clean and convenient. 
Bound at one end, they detach easily 
with a smooth, straight edge. They 
have the snap and “feel” of quality. 


We engrave them or supply blanks to 
your printer for type-printed cards. 
Convenient cases in several forms. 
Write for sample tab and information. 


\ 

















John B. Wiggins 
Company 
Established 1857 
1104 S. Wabash Ave. 
705 Peoples Gas Bldg. 
CHICAGO 











“‘Personnel” is a broadside in two colors featuring the organi- 
zation of Perry & Buckley Company, 729 Poydras street, New 
Orleans, La. It shows the officers and executives in charge of 
the different departments, and details the lines carried 

* > 


Samples of the standardized stationers’ catalogues have been 
sent by Buxton & Skinner Printing & Stationery Company. St 
Louis, Mo. A representative book is made up, with suggestions 
for the stationer in making up his own dummy. A book of 
extra pages shows additional matter available to the retail 
stationer. There are over three hundred pages of standard 
pages made up—special arrargements are made on an econom- 
ical basis. The “Standardized Plan’ of the Buxton & Skinner 
Printing & Stationery Company relieves the stationer of a 
tremendous mass of detail in preparing his catalogues He can 
readily make it fit his lines, has five different cover designs 
from which selection can be made, and controls every item 
shown in his book. This plan enables the dealer to strike a 
minimum on his catalogue costs. 

Accessory Advertising Matter. 

Whiting’s high grade correspondence papers are featured in 

a characteristic folding display. 
« 7 


The Shipman-Ward Manufacturing Company, 4401-09 Ravens- 
wood avenue, Chicago, Ill., has a window display card in colors 
featuring rebuilt Underwood typewriters. It is sent free to 
dealers on request. 

Price Revisions. 

A new price list applying to the stationers’ catalogue has 

been completed by the Dennison Manufacturing Company. 
© = * 


The Louis Melind Company, Chicago, Ill., has placed in the 
hands of the trade a 48-page wholesale price list. 
* * ial 


The J. C. Hoodwin Company, 2949-53 West Van Buren street, 
Chicago, Ill., offers a special discount on al! calendar orders for 
immediate execution placed in advance of the customary buying 
season. 

Calendars. 

The Blade Printing & Paper Company, Toledo, Ohio, favored 
its clientele with a weekly memorandum calendar, done in two 
colors. 

* * * 

The centennial of J. & A. McMillan, stationers and printers, 
St. John, New Brunswick, was signalized by the issuance of a 
calendar in four colors and gold, with the firm name embossed 
It pictured the concern’s plants in 1845 and 1922. 


(House Organs—Continued from Page 226.) 
applied in the proper direction the crow would displace the 
bee as a token of industry. 
Internal. 
The Strathmorean (Strathmore Paper Company) showed 
workers the income tax requirements, both Federal and state 
a * « 


tthe Breeze (Burrows Brothers’ Company) printed excerpts 
from a talk on ‘‘Modern Seliing,’”” by Franz House, of the loose 
leaf department. 

* * * 

The Woodstock Keyboard printed a picture of the Sholes & 
Glidden typewriter, shown at the Centennial Exhibition, Phila- 
delphia, 1876, with the No. 4 Woodstock as a happy contrast 

” + * 


The Hand Clasp (United States Envelope Company) has en- 
tered its second volume. A large number of associate editors has 
been appointed at the various divisions and the home office to 
make certain that all the news will appear in The Hand Clasp 








Wants to Exchange with Other House Organs. 


Hart Lehman, editor of The Winged Stylo (B. B. Stylo Com- 
pany, Inc., 850 DeKalb avenue, Brooklyn, N. Y.) wishes to ex- 
change with other house organ editors. His is a live sheet 
and should be productive of ideas for others responsible for 
manufacturers’ house organs. 





Horder’s Catalogue Copyrighted. 


Horder’s, Inc., Chicago, IIl., has found it necessary to 
copyright its retail catalogue. It has been found that some 
stationers have depended on the Horder catalogue for 
their own copy. In some instances entire pages, cuts and 
text, have been reproduced by photo engraving. To guard 
against this piracy, the current catalogue has been copy- 
righted, and future issues will receive the same protection. 
It is the intention of Horder’s, Inc., to prosecute infringe- 
ments of its rights under the copyright or the trade mark 
law. 

Typewriter Contest in Victoria. 

A typewriter speed contest will be held in April at Vic- 
toria, B. C., under the auspices of the Sprott-Shaw Busi 
ness Institute. It is open to all amateurs in Victoria and 
vicinity. A cup is offered the winner for custody until won 
by another. With it goes the title, “Champion Amateur 
Typist of Victoria.” Typewriter manufacturers are offer- 
ing prizes to the contestants making the best records on 
their respective machines. 


Catalogues Requested for Manila. 
The Philippine District Office, Bureau of Foreign and 
Domestic Commerce, Manila, Philippine Islands, requests 
trade literature for its files. 
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Gordon Perfect Ink Pencil 


‘“‘Writes Right’’ 


Manufacturers of the 


“GORDON PERFECT STYLO 





Simple as 


and FOUNTAIN PEN” ONE—TWO—THREE 





Write for factory prices and discounts 


ea” $1.00 Wag 


GORDON PEN COMPANY TWO-YEAR GUARANTEE 
450 Palisade Avenue West New York, N. J. THREE PARTS 














c ig 





“It’s worth 25c to insure 











my pen—against loss or 














, exchange because it 
identifies it as mine.” 

"i . “And, anyway, I LIKE to have my name 
on my pen.” 

‘ P Everybody says so—and wanes pays 25c to 
This name points the way to can Go it in acid. takes aniy Aaa 
BUILT-IN SERVICE THE NAMOGRAPH 

—_ . —* - > ‘ brings new customers into the store—especially 

| he VU ES | ERN trademark 1S in- if ae jag 7 1 tage Agee Nps _ 

stantly associated with real built- haiti te 

. . . r America’s bigges ven merchant ro se =the 

in, long lived desk service. W estern Namograph a success. Users realise” from $10.00 | 
1. Se : . TECH to $20.00 per day NET profit. } 

Desks aTe€ actually built tol service. Th investment is small—the electricity costs 5c 

Drawers. panels and tops which te a — materials le per pen—the profit is 

warp, crack or stick are unknown to Consider the profit. | 

Tacter 2cle car si ta we The Namograph kes effectiv ler dis- | 

VU este rn De sk users. [ hey S1Vv e iean tis Haag , vec —_ ps rye ie | 

genuine, lasting service which itself in oh ee | 
ates nermans ws. ‘ 20°11 - two weeks’’ ee = 

makes pel manent friends and regu Write for booklet 

lar customers. Write for our cata- : a 


log and price list. Modern Inventions Corporation 


WESTERN FURNITURE COMPANY Room 401 | 
(Blais Avenue and Palm Street - ST.LOUIS, MO. 1123 Broadway New York City | 


Y 














MILLER RRAND 
















@MILLER BRO'S 
tABOwi POINTED 


The Original Bowl Pointed Pens. Styles to Please All Hands 
Meriden, Conn. MILLER BROS. 305 Broadway, N. Y. 
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ILLERTE RAND 











PEE EE ON 








OFFICE APPLIANCES March, 1922 














case 

hold one or as many cards as needed for your daily 
routine calls. Notes made on these cards are easily 
filed for quick referen 


grades—50c, T5c 
$1.50 each. Liberal discount to the trade. Trial or- 


Holds Cards 
Safely 


Feldmann’s 


REMINDER 







accommodates standard 3x5 cards and will 







ce. 
Carried in steck in three and 





der invited. If not satisfactory return at our expense. 


FELDMANN’S SYSTEM MFG. COMPANY, 2306-2308 Armitage Avenue, CHICAGO, ILL. 


INVENTORS AND MANUFACTURERS OF LOOSE LEAF DEVICES 











WIRE WASTE BASKETS SPACE BASKETS 
, | LETTER TRAYS PAPER CLIPS 


GEM CLIPS “CYCLONE” 


Nos. 1, 2 and 3 


Special Prices on 
Gem Clips 
Extra Fine Quality Guaranteed 
Write Today for Samples and Quotations 
VAIL MANUFACTURING COMPANY 
SUCCESSORS TO MIDLAND STEEL PRODUCTS COMPANY 
1752-58 East 75th Street, CHICAGO 





Pacific Coast Representatives Southern Representative 
REID & GILMARTIN EDWARD V. BOGART 
444 Market St., San Francisco, Cal. 1218 Fourth Nat’! Bank Bidg., Atlanta, Ga. 




















STATIONERS GLASSWARE 


AND GLASS _ SPECIALTIES 





INKSTANDS DIXIE 

MUCILAGE STANDS VICTOR 

PAPER WEIGHTS ROYAL 
PEN BLOCKS GARDNER 

PEN TRAYS NOAIR 
PIN CUPS INKSTANDS 





SPONGE CUPS DIXIE PEN RACK 


GLASS ROLL MOISTENER VICTOR MUCILAGE STAND 
MADE IN OUR FACTORY SEND FOR CATALOGUE 


KIMPTON, HAUPT & CO. 


WHOLESALE STATIONERS GLASS MANUFACTURERS 











53 Beekman Street, New York, U. S. A. 











eliable Copies of Waybills, Letters, etc. 


THE EUREKA por? 


Blotter Bath and the Eureka Sanitary Copy- 
ing Cloth produce clear, neat letter press cop- 
ies of any document written by hand or type- 
writer, with copying ink. The construction of 
the bath provides for uniform moistening of 7 
the cloths and eliminates mustiness or mildew. / 
Clothsarenon-raveling andchemicallytreated & 
by a patent process insuring clean-cut copies. Y7 


MORE EUREKA BATHS IN USE 
THAN ALL OTHERS COMBINED 





Ee ESS sold Exclusively Through Dealers. Write for the Eureka Booklet. 


BLOTTER BATH COMPANY, 3732-34-36 South Wallace St., CHICAGO, U.S. A. 
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SHEDD’S DAILY PAD / 


To Find Any Day in the Year— = / 
Put Your Finger On It— / 
That’s All 


INDEXED to Every Day in the Year 
NEVER LOST A FRIEND 
Find Any Day Quicker Than Day After Tomorrow on Any Other Pad 


METAL BASE —— EASILY REFILLED 


SHEDD-BROWN MFG. CO. 


Patentees and Manufacturers Minneapolis, Minnesota 
















= 
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“PELOUZE” POSTAL SCALES 


are scientifically made. They show exact weight in ounces, also cost in 
cents on all classes of mail matter. 


LS 


eee 4lbs. MailandExzp...... 16 Ibs. 
BS Coben a Kod 2% lbs. Commercial ...... 12 Ibs. 
Columbian ... . . ..2 lbs, SE 4 lbs. 
, Pe ee 1 Ib. Standard oa 2 Ibs. 
re CO | BE cncccsewi 4 lbs. 


Parcel Post Scales 


Banks and business houses use “‘Pelouze” 
Scales because of ‘heir accuracy, reliability and 
durability. 

ASK FOR A “PELOUZE” SCALE 


PELOUZE MANUFACTURING CO. “STANDARD” 
232-242 E. OHIO ST. CHICAGO Kl 
TM 








MR. STATIONER: This is one of our lever self filling Stylo Pens 


which we guarantee to be the 4 most successful self filling ink pencil 
on the market. 





Write for prices and discounts to dealers 


PARAMOUNT PEN CO., Inc., 63 Irving Street, JERSEY CITY, N. J. 


G. N. HOSINGER, President L. J. FARRELL, Treasurer 
Western Union Code “*Paramount”’ 

















MORDEN SWIVEL RINGS 


MADE ON SCIENTIFIC PRINCIPLES 


The vital point to determine in selecting a loose leaf ring is its dependability to remain 
closed. Loose leaf sheets exert a certain amount of strain, tending to force rings unex 


pectedly, especially when leaves are crowded, or are turned in punches. Morden vel Rings 
are scientifically constructed to counteract this strain. Instead of opening by a pull in the same 
directign as the strain exerted by the contents, they open by a sidewise push at t angles te 


this strain. In addition, Morden Rings have no enlarged, clumsy joints to mar furniture, nor 
sharp projections to mutilate sheets. 


THE PERFECT SCHOOL NOTE BOOK RING 

Used for student note books, stenographers’ note books, eyeletted covers, metre reader 
band books, catalogs, swatch books, every conceivable variety of loose leaf books; and all loose 
sheets, charts, drawings, blue prints, maps, fashion plates, clippings, pictures, postcards, fabrics, 
in fact for any classified matter in loose leaf form. 

Loose leaf sheets need not be held in expensive binders. Heavy manila, or other material, 
cut to proper size to form outside protection covers, with Morden Swivel Rings inserted t 
such covers and sheets make a flat-opening book, costing but a few cents, yet as durable and 
convenient as the most expensively bound book. 

Supplied in ten sizes: % in. to 2 in. Liberal discount to the trade. Samples free. Cuts 
for catalogs furnished. 


THE MORDEN MANUFACTURING CORPORATION 
WATERBURY, CONNECTICUT 
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Established 1884 


Rival—tne Master Craftsman Fountain Pen A triumph of thirty-eight years’ experience in 


the manufacture of Fountain Pens. Wemanu- 
facture fountain pens for the trade, and specialize on imprints for the jobbing, retail and mail 
order trade. Prompt service in repairs, All work is done in our own shops. 


The export trade is skilfully handled. A host of busi- We make all modern designs in Lever Self-Filling, 
ness friends allroad testifies to our close study of their Screw Cap, Non Leakable and Slip Cap Fountain Pens; 
requirements. also Stylos—Fully Guaranteed. 


Get in touch with us at once. Our prices assure you good profits; Beaumel quality pleases users. 


D. W. Beaumel & Co., Inc., Office and Factory: 17-27 Vandewater Street, New York, N. Y. 
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BRASS CUSPIDORS 


of Every Description 
Backed by 
FIFTY YEARS OF 
KNOWING HOW 
All Are Quality Marked— 


“AMCOIN” 


TRADE MARK REG U. S. PAT. OFF. 
WRITE 


ALDRICH MFG. CO., Inc. 


57 Illinois St. Buffalo, N. Y. 






















BOEHNER IMPROVED 
CARD HOLDER 
FOLDERS proved Card "older Tre 


forated or bound cards. 
It keeps your cards 







FILING 


MARK 


clean; it holds one card 








securely as well as a ~ 2c. acensegnigmagenafaiggame 
full case of cards. LEATHER NOVELTIES 
FOR ALL SYSTEMS ; ; 
When a card is with- 
Kay Folders are made from a long fibre drawn the others are 
Sulphite stock that will stand the hardest but are kept on. the 
wear without getting dog-eared or break- bottom of the holder. 
ing down. Furnished in twenty-eight different sizes; bound in imported 
morocco; metal parts highly nickel plated 
THE KAY COMPANY Improved Boehner Binder Co. 
HIGH STREET and BOYDEN PLACE 142-144 Fox Street Aurora, Illinois 
NEWARK NEW JERSEY We manufacture Leather Novelties only and are not Engravers. 




















Projection guide lin E-F INDEX TABS Colored Insert 











4. Vv 











USE GUIDE LINES FOR PROJECTIONS) — 


7] 4 inch _E-F_INDEX TAB 
% inch ___PATENT PENDING 












































Va Inch 
PS PE SU TREE See Era Dee 

Use scale 
for cutting 
accurate 
lengths 

SIZES—-by cutting to desired lengths (use cutting scale). 

WIDTHS—by attaching according to the printed guide lines 


ns ON COLORS—by simply changing inserts. 
( ad CLEAR PYRALIN—molded in 6” strips 


The best tab for indexing books, files, price books, catalogs and reports of all kinds. They are permanent, changeable 
do not soil. “THE TAB FOR EVERY OFFICE NEED” 


Write for dealer’s sample outfit and prices. 


NEW YORE’ EFFICIENCY FILE COMPANY, 1120 S. Michigan Ave., Chicago it? Dre. 
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SOME OF THE tire 
88 STYLES e—— STA 


WELDON RoBerTS” 
No. 83 Size 20 


PLIABLE .3 
NEWARK U.S.A 


EDCE VIEW SHOWING 
INLAY OF INK ERASER 


WELDON ROBERTS RUBBER CO. NEWARK, 








DEALERS — Here Are Two Big Sellers 


Special reduced dealers’ prices 

a on the SO-EASY Moistener. Big 
Dollar Seller. Your price $8.00 a 

fat June doz.; 3 doz., $7.50 a doz. I will 
Formerly P®y parcel post chargesin U.S. 
the if cash comes with order. Imprinted cir- 
Peerfess culars FREE with order for 3 dozen 

Big label moistener $3.00 p: i 






ANALYSIS PAPER 


Buff and White—Four Gradee— 
4 to 28 columns wide, in variety 


So eto sat a eine nati to alamo niin Sie 






ied in st 
of styles, always carried in stock, SO-EASY LOOSE LEAF SYSTEM DRAWS THE TRADE 
padded or loose. A low-priced book for anyone 
who has to keep books. The 40 
Send for price list and samples stock forms get the customers 
tate ro { Pager] ya oe . 
inder an -Z index only $2.50. 4 -PAID 
L. H. BIGLOW & COMPANY, Inc. Dealers’ diacount 40% of in doz- apres 
b % in | .f.o.b. HVE <0 owrenent 
24 BEAVER STREET NEW YORK Chicago. 40 stock forms and im: anaes 5 


print circulars FREE with quan- a 
tity order if you send order now. A Leose Leaf System Dealers Wanted 


A. MOHLER, Mfr., 416 S. Dea born St., Chicago, Ill. 


sips 9|| PSN 
YAN VALEENEURE — 
wD wD S wo a Trademarks I 


For Pen, Pencil and Papers iT and Cop yrigh ts 


















































ok gg — Wis Difficult and rejected cases specially solicited. No 
om a misleading inducements made to secure business. 
| Wx Over 30 years’ active practice. Experienced, personal, 
SS a V1 Wie conscientious service, Write for terms. Book free. 
Write for Samples and Prices Specialty—Typewniting and Adding Machines. Address 
L. D. VAN VALKENBURG CO. E. G. SIGGERS _ “uit, 38,N. U. Building 
Holyoke, Mass. =< 


























WastePaper 
Baskets 


Letter Trays, Mail and 
Tape Baskets, Space 
Baskets, Build-Up 
Trays. 


UNIFORM MESH AND FULL 
GAUGE WIRE 


Special Baskets Made to Order 


PEERLESS WIRE GOODS COMPANY 
20 East Jackson Blvd. CHICAGO 








PEERLESS SANITARY | 





PEERLESS SANITARY LINE 





Write for Catalogue 
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TRADE MARE 


PERFECTION 


REG. U. 8. PATENT OFFICE 


The t and most complete assort- 
ment of DESK MEMO. CALENDARS made 


This line is superior in quality 
and covers everything that is 
practical in such devices. 
PERFECTION stands are made of 
Cast Iron, Wood and Steel. 
Descriptive matter furnished upon 
application. 

The date leaves are printed in 
both ENGLISH and SPANISH. 


This form iiustrates Ne. HALE SPECIALTY CO., Inc. 


3 Forms of bases Sole Manufacturers 
3 Sizes 128 N. JEFFERSON 8T., 
Many finishes CHICAGO, ILL. 





CORONA brand typewriter ribbons 
and carbon papers have attained and 
held preeminence among such goods 
many years. 





They are non-drying and non-fading, 
Est. 1905 of remarkable durability and capable 
of clean, sharp work from beginning to end. 
Corona ribbons do not fill the , 

type. 

In unoccupied territory, ex- 
clusive sales rights may be ob- 
tained by responsible dealers 
and agents. 


CORONA SUPPLY COMPANY 
Rochester, N. Y., U.S. A. 


é 














BUSIER THAN EVER 


That’s the answer this season to ‘“‘How’s Business”. 


The ever-increasing demand for our “SUPER- 
GRADE” RE-MANUFACTURED machines is posi- 
tive proof of their high standard of excellence at a 
mighty reasonable standard of price. 

If you haven’t learned this yet will you grant us 
the opportunity to prove it before you place your 
next order elsewhere. Our new price list No. 110 
now ready. 


Ag» UNITED TYPEWRITER EXCHANGE CO. 
WHOLESALERS 
E| J 137 High Street Boston, Mass. 
Cable Address “Unilypexo” Beston 











Aen AND DEALERS 
CALCULATING | attention 
MACHINES Write for particulars 


NEW--REBUILT--ROUGH 


— machine te be thor- LISTING AND 

t igh 
in every respect before they | NON-LISTING 
are permitted to leave our 


plant and that our prices are DOM ESTIC and 


right. 
Damenber we handle all 


























makes. FOREIGN 
BARRETT ADDING MACHINE AGENCY 


Phone Central 0943 111 West Monroe St., CHICAGO 














IDEAL 
KANT 


SMEAR 
STAMP PAD 


It’s all in the ink—Kant Smear Ink 
will not smear or offset. 
Kant Smear Ink will not injure rub- 
ber stamps. 
Kant Smear Inked Pads will not dry 
on your shelves. 
TWO SIZES ALL COLORS POPULAR PRICES 
Write us for further information 


IDEAL STAMP PAD COMPANY 





AGENTS WANTED 


Rema Calculating Machine 
SMALLEST MACHINE IN THE WORLD 
WEIGHT 7} LBS SIZE 4 IN. X 7 IN 


Multiplies Adds 
Divides Subtracts 





STANDARD MACHINE WHICH CAN BE CARRIED 
In Suitcase or Placed in Drawer of Desk 


Sol eDistributor 
RALPHC.COXHEAD. Woolworth Bldg., New York 











441 Sixth Ave. Pittsburgh, Pa. 
Medium and 


HIAWATH High Grade 


TYPEWRITER PAPERS 


The highest grade of excellence at 
the fairest of reasonable prices 
with a superior service of prompt 
and immediate attention to all 
shipments. Our complete line in- 
cludes all qualities of typewriter, 
manifold, onion akin, ledger and 
bond papers and envelopes of all 
descriptions. We make a spe- 
cilalty of shipping papers in the 
flat. Our catalog and book of 
samples will interest you. It is 
yours for the asking. 


HAMILTON CARD AND PAPER HOUSE 


27 Green St. A. S. Landsberg, Pres. New York, U. S.A. 











“Phone” Without Being Overheard 











The wonderful sanitary 
“Whispering Mouthpiece” 


enables you to talk freely with- 
out being overheard—Hold se- 
cret conversation—every ad- 
vantage of a booth telephone. % 
A scientific marvel and positive 
comfort in telephoning. Sold 
on 30-day, money-back guarantee. This 
little specialty literally selis itself from 
our attractive counter display. 


4 
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Counter Display 


Send for circular or order from your jobber. 
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SIMONSON 


Patented Metal Tip Guides 





They’re Saying it Now with 
Graffco Vise Signals 


BROCE VIA 860. 











In thousands of card files in offices, plants, and For Vertical Letter Files, Card 
Systems and Check Files, Are 


Indestructible 










institutions everywhere. Instead of relying on mem 
ory and memoranda, they’re using Graffco Vise Sig 





nals to point out instantly where this, that, 
ind the other important card is to be found; 
to classify data; to keep track of follow-ups, 


mailing dates, salesmen’s traveling, etc. 





None Genuine un- 

less stamped U. S. 

Patent No. 794,749 
on Metal Tip. 


Graffco Vise Signals will help you, too, and 


we should like to prove it. Buy at any stationer’s 





or write us for free samples and literature. 


FREE Samples Sent on Request. 
Discounts to Dealers. 


R. A. SIMONSON & CO. 
122 S. Michigan Ave. CHICAGO 


GEORGE B. GRAFF COMPANY 
18 Beacon St., Somerville, Boston 42, Mass. 








\ 





% 
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Panama 
Improved Eye Shade 











The Pen for Business Men 


SELF-FILLING INK PENCIL 
‘‘INDEPENDENT”’ 


Commands Attention Because 
of the Service It Renders. 
Guaranteed Improved 
Fountain Pen. Elim- 
inates fatigue. Pro- 
motes efficiency. 


Writes uni- 
form. A busi- 
ness neces- 
sity. 


Write for quantity prices ao? 
J. K. ULLRICH & CO., 161 Washington St., New York 
















Meets all 
require- 
ments. Sell fill- 
ing, non-leakable, 
safety cap. Attached 
clip. Smooth writing gold 
point. 


Protects your eyes from those side lights. 


Made in Transparent and Opaque green 
celluloid. 





Sold by every leading Stationery store. 
Manufactured by 


Chicago Eye Shield Co. 


Main Office 
2300 Warren Ave. CHICAGO, ILL. 


San Fancisco Office, 268 Market Street 
CURUUULEUOGGGURGRUEREREQERRGRROERRGRGQGGRUCUUGRRGRRRGRRORRRURRORERRRERRRREES 


THE TRINER 
POST OFFICE SCALE 
THAT SYMBOLIZESS?EED 


Dial and platform conveniently 
in front of operator. Indicator 
does not oscillate. 


96,000 Triner All- 
Steel Parcel Post 
Scales used by the 
Government. 


Write for Booklet No. & 


Your Name in Gold —35c Extra 








PEUUGUGACROCUOOGUUROUAEAOESEAURAOROGUGHOROUNOEOOAOEE 
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STEEL BACK 
i. “aan ——__ TARIFF FILE 


ae the back of this file is made of steel, no wood, 


no screws and no rivets, but all metal parts are spct 
welded, we claim to have the most durable file known. 
Equipped with two locks operated by single lever. 
Any style binding, standard sizes in stock, special 
sizes to order. 

Tariff File Uses—R. R. Tariffs, public service records, 
manufacturers’ cost records, samples, loose leaf cata- 
logs, price lists, etc. Write for price and description, 


STEEL BACK FILE & LEDGER CO. 
= 1422 Altgeld St. Chicago, Illinois 





















ee 
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Triner Sales Co. 


53 W. Jackson Blvd. 
CHICAGO, ILL. 














“Steel-Strong” Coin Bags 


WITH T4E TAPES 


Graywoop SERVICE— 


The Graywood all-purpose envelope sealer insures a= 
superior degree of service because of the simplicity 


Ra Wr earns eee KL paneer a ee ae 


of its construction. This enables the machine to be / These bags are made f 
made of a light though dur- t wality drilling with d 
able material which allows ae ne 
the greatest possible speed 4 : “ 
~ in operation. There are no | ALL DENOMINATION 
~~ springs or belts to break PRINTED IN BO 
%h or stretch—thus all : 
possible friction is RED FIGURI 


eliminated. It 


will be to your ; User's name impr 
benefit to exam- t — rdered 
ine our proposi- ; ink where so ordered 
tion. contrast. 


Send for Price List 


THE Hs 
GRAYWOOD SOLD BY LEADING STATIONER 


MFG. co. The C. L. Downey Company 
LYNN, MASS. 941-943 Clark St 
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To6P FASTENERS 

}| CANNOT INJURE FINGERS 

iS ——S> 











The largest jobbers sell them. Write us 
for samples and prices. 


We have a particularly attractive 
proposition for foreign dealers. 


ToP. The Tip Top Mfg. Co., Inc. 
fa, SYRACUSE, N. Y., U.S. A. 
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No supplies 
and practically ne 


repairs needed. 
ENVELOPE 


REYNOLDS sar 


Thousands of users have testified to the reliability of the Reynolds during 
the past ten years. Most of the first machines are still giving service as good 
as new. What it has done for others it candofor you. A good article for 
office appliance dealers. Simple, Sure to Seal. 


REYNOLDS ENVELOPE SEALER CO., Chicago 
© 111 NO. MARKET STREET SS © 








DEALERS WANTED 


FOR MANY CITIES 


Livewire men—connected with the typewriter business. 
Men who visit offices to sell, repair or inspect Typewriters 
or who sell office supplies. 


EXCLUSIVE SALE—Given where satisfactory results 
are shown. 
Send for samples of 


MASTER SPEED KEYS 


BY FAR THE BEST KEY MADE 
NOISELESS AUTOMATICS 


TYPEWRITER NOISE AND SHOCK ABSORBER 


SPEED KEY MFG. CO., INC. 
29 Columbus Place Brooklyn, N. Y. 





Y PEWRITERS 


QUALI TY—SERV1ICE—PRICE 


EXPORT DOMESTIC 
ROUGH & REBUILT 


We are prepared to execute promptly 

all orders, any make or grade and with 
any language type. Send for our new prices, 
terms, etc. 

GUARANTEE TYPEWRITER CoO.., Inc. 
39 South 10th Street 
PHILADELPHI4, PENWNA., U, S.A. 

Cable Code: BOYERTYPE, A. B. C., 5th Edition 














EXTRA DOLLARS 


are added to the profits of the dealer who 
handles HEYER’S REFILLING COM- 
POSITION for use in filling hektograph pans 
and gelatine duplicators of all makes. 


The Heyer Duplicator Company manufac- 
tures Hektographs, Gelatine Duplicators, 
Film Duplicators, and Supplies. We 
also furnish the trade with Hektograph 
carbon paper and Hektograph type- 
writer ribbons at lowest prices. 








Write for literature. Domestic and 
foreign inquiries given prompt attention. 


The Heyer Duplicator Co. 
160 N. Wells St. Chicago, III. 











Taurine Mucl'age 
Pheto Mounter Paste 

Drawing Board and Library 
Office Paste 


Drawing !nks, Blacks and Colors 

Eternal Writing Ink 
4 IGGINS Engrossing Ink 

; Liquid Paste 

Vegetable Glue, etc., ete. 
Strictly Original Goods of the Highest Grade Only. 
Show Cards, Color Cards and Imprinted Matter Sup- 
plied to the Trade. Discounts and Trade Pricesgive 


good profits. 
Consumers, emancipate yourselves from the use of 
corrosive and ill-smelling inks and adhesives and 
adopt the Higgins’ Inks and Adhesives. They will 
be a revelation to you. 

We protect the trade by referring 

all orders and inquiries thereto, 


CHAS. M. HIGGINS & CO., Nofned’ fair and “Aduesives 


Main Office and Factory, Brooklyn, N. Y., U. S. A, New York-Chicago-Lenden 























FOR A LIMITED TIME 
ONLY 


If you are a Jobber, Dealer 
or Manufacturer interested 
in Index Shields or Stays 
you should get our quotation 
on our special offer. 

Get our prices. We know 
you will grant us our mutual 
interests are being based on 
pretty close to the so-called 
“Pre-War” Period. 

Don’t delay. This offer is 
for a limited time only. 


G. J. Aigner & Company 


Manufacturers 
521-523 W. Monroe Street 
Chicago, Illinois 

















NEW MODEL 


BRISTOW 
RADIAL DISTRIBUTOR 


CLEARS THE DESK OF 
BASKETS AND TRAYS. Desk 
space occupied:—12 x 64 inches, 
one-third less than occupied by 
a single desk tray. Maximum 
number of compartments: — 4. 
Compartments:—14 inches wide 
at base, flaring at top to allow 
ease of access. 

This Model is constructed 
on the same lines as our ; 
larger Models and is built with the same high standards in 
mind. The few compartments make it of use to clerks as well 
as executives, so everyone in an office needs one and is, there- 
fore, a good prospect. The result is many and large sale. 


This Model and larger sizes illustrated im our circular which will be sent upon request 
STANLEY R. BRISTOW, 171 Washington St.. Newark, N. J. 





Model 4 - - Price $5.00 
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“ONE ON EVERY DESK” a Protectograph Check Writer 


(TRADEMARK REGISTERED ) 


Eveready Paper Fasteners EXACTLY NINETY FIVE DOLLARS NO CENTS 
are rapidly replacing pins, 
clips and old style stapling 


(Denominations in Black; Amounts in Red) 












machines. Representative The world’s standard of protection— 
Business Houses and In- in every country, in almost every 
dustrial Establishments in language and monetary system. 
all parts of the world, after PROTOD-Greenbac, 
careful tests, have added the world’s first forg- 

MODEL D an “Eveready” to the equip- ery-proof checks. 
ment of every desk where Insured. 

a stapling machine is re- Todd Two Color Patents 
quired. 
pasen pabemen Todd _Protectograph Co. 
(ESTABLISHED 1899) 
EVEREADY MFG. co. OF BOSTON, BOSTON, MASS. World's Largest Makers of Check-Protecting Devices and Forgery-Proof Checks 
NO DESK COMPLETE WITHOUT AN EVEREADY 3 1129 University Ave., Rochester, N. Y. yo 














BRASS — iN Sell More Waste Baskets 








PAPER FASTENERS ll) sss 








ROUND AND FLAT HEADS 


SIZES | to 9 
PACKED IN PAPER BOXES 
OF 100 EACH ALSO IN BULK 


LIBERAL TRADE DISCOUNT ence 
THOMAS STATY. MFG. CO. The Massillon Wire Basket Company 


SPRINGFIELD, OHIO, U.S.A. Massillon, Ohio 
_| 


SIGN_PRINTING OUTFITS | (z= 

















Daisy Baskets 


. are ctardy, of of, cuflicions capacity and 
lastlong. Made of coppered an my Bo 
This construction 


assures 
strength and F fine trash from 
falling to the 



































Wasted Time Eats | 


, 
; 
¥ 
¥ 
3 
; 
; 
' 
7 
J 
: 


accurate e 
= Profits 
— Up Profi 
a 
, ne Recewea Time leaks in work done in your 
pene shop, plant or office, have to be 
Answered nid for out of your “profits.” 
a Time leaks are dead loss to you. 
a ; 
sat THE AUTOMATIC : 
Shipeed TIME STAMP 
shows you when and where time-leaks 
occur, helps you to eliminate them, and 
besides gives you an accurate record of 
ac otual time used on each piece of work 
by ach man. No toy—no novelty—but a 


common sense, money-saving aid that has 
hi 1d 40 years’ success, You wili never give 
it up once you learn its valuetoyou. Write 
for folder and list of prominent users. 


The Automatic Time Stamp Co. 


For printing signs, show cards, price tickets, etc. Has temupengeeel iosk 159 Congress St., Boston, Mass. 


base and shock-proof “Originators of the Art of 


HANS H. HELLESOE 204e SS othe oe eoes . action Printing Time Automatically” _ 


KIPCO BRAND 


DUPLICATOR INK 


For Rotary Stencil Machines 


The quality of this ink is 
Men) gesesnteee by nearly, hal 
l (iu \ a century of practical ink 








Boal a ta tice Si 

















BS aie ak ix | tos ale a 


New Martinsville Line | 


Stationers often _ consider 
glassware a “dead weight”— 
something that must be car- 
ried without profit. But NEW = 
MARTINSVILLE _ glassware 1a D 


; 








“comes across” and it is prof- 
itable. Expert workmanship, 
superior raw materials and methods, attention to 
details produce attractive sales compelling ar- ) we A 
ticles). NEW MARTINSVILLE dealers show re- he aaah As manufacturing experience. 
sults that substantiate our claims. Write us—we | Misr ena Per ; 

will explain how glassware may be made profit- errean, Samples and prices sent on request, 


able to you. — 
NEW MARTINSVILLE GLASS MFG. COMPANY Kruse Printing Ink Co. 


NEW MARTINSVILLE, W. VA. 
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TYPEWRITERS | 223935 wm sa 
: € INDICATOR Ey COMPANY, 
“Smithtype Rebuilts” : TRADE | / Ta 
The highest development of typewriter re-construction + 


QUOTATIONS ON REQUEST 


TYPEWRITER COVERS 


“Smithtype Leatherette Covers’’ 
What {i cover I ever saw—send me 100 additional.” 





“Beet value I ever saw—make rubber covers look like joke.” 
dealers “Sample better than expected—quote us on 5000 and how 
sy>— soon we could expect deliveries. 


Send 60c for sample—Spectal quotation on quanttty orders 


SMITH TYPEWRITER SALES CO. 


(Successors TO Harry A. Suir) 


218 N. Wells St. CHICAGO, ILL. 








Either Agency or Price Protection Proposi‘ion 


KEYSTONE CARBONS 
AMITY RIBBONS 
KEYSTONE CARBON PAPER MFG. CO. 
R.A. BECK, GENERAL SALES AGENT 


@20 Seuth Wabash Ave., CHICAGO 
New York New Orleans Los Angeles 








Retails ° a 
Se MIM, Cleamatlh Lyposmislr, 
Each Bruel ~~ 


Ras that will clean all parts of machines. Small end cleans t 

leans in bet k 

: c ae ween PETS. ender corstage. the type rods, and all hard-to. 

Adopted by Business and Public Schools, Public Institutions, Hospitals, U.S. Ger- 
ernment and City Department and Largest Concerns in the Country. 


CLEARALL TYPEWRITER BRUSH CO., Mfr. of Wire Twisted Brushes, 199 Lafayette St., NEW YORK 






















© natic typewriter copyholder. Big profits and easy sales. Write now. 


DEALERS & EXCLUSIVE AGENTS wanted for this improved auto- Ps 
@NIELSON SUPPLY COMPANY ~ - CHICAGO, ILL. @ 





The manufacturer with an article to be exploited 
among the office equipment trade finds 


“OFFICE APPLIANCES” 


a publication which brings satisfactory results. 
Advertising rates furnished upon request. 























THE OFFICE APPLIANCE COMPANY 
417 So. Dearborn Street, Chicago 
- - — - = , ? ™ ] T mM \ 


ATM 
Wh a 














Modern esiheners Specialties and 
PAL—the Pencil 








215 Fulton St., 


The HOGE MANUFACTURING GO. Inc. J 


New York., N-Y. 








A Fast Seller, Dealers 


The Razornife is a knife handle into which 
a safety razor blade can be inserted. Blade 
can be pulled out and a new one forced in. 
Put up with blade complete in glassine en- 
velopes in bulk or on display cards. A Key 
Ring Knife. 

Send 15c for sample and quantity prices 
GITS COMPANY 
3561 Fifth Ave. - - Chicago, Ul. 





AUHORERETE 4 








“Stayon’’ Rubber Platen Twirler 


For All Typewriters 


% A new invention with a double Senge Guaran- 

tee | not to come off knob. A big seller and big 
profits. Buy the Nielson cushion foot shock ab- 
sorber ; typewriter felts; and Rubber Key Caps 


Nielson Supply Company 
810 FIRST NATIONAL BANK BLDG., CHICAGO 











ADDING MACHINE ROLLS 


For all makes of machines 
THE PERFECT ROLL—guaranteed to contain 
250 linear feet. Edges free from lint or dust. 
Stock white wove’ hard-sized. Writing 18 pound 
folio basis. 

We make all size rolls. 

Write for prices’ giving detailed specifications. 


GEORGE IRISH PAPER CO., Manufacturers 
BUFFALO, N. Y. 

















EXCELLO DESKS 


Made to Excell 


High grade desks at medium prices. 
atalog and price list upon request. 


EXCELLO PRODUCTS CORPORATION 


4820 W. 16th Street, Cicero, Illinois 
(30 minutes from downtown Chicago) 


‘GOLD PEN _—o Shapes and Styles 





Imprint Prompt 
Work a Repair 
Specialty Service 


All makes Gold, Fountain, Stylographic Pens. Pencil Cases perfectly 
repaired and returned day received. Satisfaction guaranteed. 


GAYDOUL GOLD PEN CO., Inc., 64-68 Fulton St., New York 

















Solidhed “Eyelet Pliers 


ACOMBINATION PUNCH . 
AND EYELET SET 


Solidbed “Eyelets 


SOLIDHED TACK CO. 
37 Murray St.,N. Y 





SALESMEN 


and Representatives Wanted— 


to handle display hooks and metal 
novelties on commission basis. 


McCORKLE ENSIGN CO., Inc. 


Mfrs. of Display Hooks—Key Hooks 
Office and Factory: 428-432 ERIE ST., ELMIRA,N. Y. 

















SHIRLEY PENS 


Used by over 40% of the Banks of the 
United States. Order from your jobber, or 
NATIONAL SUPPLY COMPANY 


Distributors INDIANAPOLIS 
Samples on Request 





SPEeDMoe Moistener 


REG. U.S PAT. OFF. 
The “New-way” for stamps; 
labels, envelopes, fingers. 
Guaranteed fast seller. 
Liberal dealer discounts. 


RIVET-O MFG. CO. 


Dept. P. ORANGE, MASS, 
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CERTIFIED—GUARANTEED 


RUBBER BANDS 


Pure in Fact — Not in Name Only 


Clear, Pure Rubber Is Very Light in Weight 
d,] Mere Bands in a Peund — Less Cost — Mere Durable 


~~, 1 to 10,000 Pounds—All Standard Sizes 


VULCO RUBBER FABRICS CO. 
Dept. O, 51 E. 8th Street NEW YORK CITY 

















() CLIMAX 
\ SQUARE TOP 
‘4... PAPER CLIPS 


Best and most Economical Paper Clip on the market 


CLIMAX PAPER CLIP MFG. CO., **’.ARRLoo Noy. Ss 








Hughes Ledger Metals 


Expansion 25% 
more than the 
ordinary ledger 
metal. 


All parts well 
anchored and high- 
ly nickel - plated. 
Double reinforced 
posts and tubes. 


Anything in the Loose Leaf Metal Line. 
Write for our latest catalog 


HUGHES LOOSE LEAF METALS CO. 
544 WEST LAKE STREET CHICAGO, ILL. 














This Typewriter Brush Sells Rapidly Because 


® is made right and the price is tga. The bristles are non-breakabie. 
ering end permits the brush to be 
ecratching the enamel. 





The 
in the smallest openings without 
Retail Price per doz. $3.00 





© 





MORTON'S Washable Bristle 
TYPEWRITER CLEANING BRUSH. 


Send 20c for sample postpatd and ask for dealer's terms. 
MORTON MANUFACTURING CO, ~- Louisvile, Kentucky } 








Typewriter Ribbons and Carbon Paper 


For the Typewriter, Adding Machines 
Time Clocks. Put up for the trade. 


Official and Empire Brands, or in plain boxes with imprint if desired 


SNELLING & SON M="igeiseney Bush Tpemina! 


Exclusive Territory Rights Not Entertained 

















The Pencil with the Automatic Push-Back 
Made and Guaranteed by Brown & Bigelow, St. Pau! 














“WRITERS 
Hl EL KY Aut = ssAUSLAIL 
" REBUILTS ARE THE BEST 


SENO FOR OUR NEW PRICE LIST & DEALERS DISCOUNTS 


oA FIEADCUARTERS “Resincrs“Rerains-tyee ~ano PARTO 





READY FOR DELIVERY 
The Original Tim Calculating Machine 
Representatives now wanted for Oan- 


ada and Cuba, and the principal cities 
of the U. 8. 


THE TIMES-INTO CO. 


Sole Agents North America 


General Offices, 5 N. Wabash Ave., Chicago 











WRITE US FOR PRICES 
On addimg, listing and calculating machines, typewriters, multigraphe, 
dictaphones, checkwriters, duplicating machines, mail-om-eters, time 
clocks, safes and steel lockers, new and second-hand office furniture, and 
all office devices. , 

We are the largest dealers of the kind east of the Rocky Mountains 
and will save you half on your office needs. Everything first-class; noth- 
ing cheap but the price. Write Today and Save Money. 


Chicago Safe & Merchandise Co. Gut Zor "iciinors 


\ In Every Office 


Let MAX MEMO PAD supply that needed 
' scratch paper. SELLS FOR ONE DOL- 
LAR. Small, neat, nickel plated; 150 feet 
of paper always at your finger tips. Cal- 
endar. Attractive proposition to Dealers 
and Agents. Sample post-paid. Send for 
yours today. 


Max Memo Pad Co., Gi ckest ty: 











Time Savers and Money Savers That Are 


PROFIT PRODUCERS 


Sell Ulrich filing and sorting devices. Installations result 
in substantial savings to the purchasers and nice profits 
on the sales. Investigate. 

THE ULRICH PLANFILING EQUIPMENT CO. 


Jamestown, N. Y. 











| Gold Pens for Fountain Pens 


Repairs on Gold Pens and Fountain 
Pens Attended to Promptly. 
: . EXPORT TRADE SOLICITED 
Acme Gold Pen Co., 17-27 Vandewater St., New York 


Manufacturers of Fine Geld Pens Established 1884 








REAL EYE PROTECTION 


Working under adverse lighting conditions subjects the 
eyes to a strain that results in headaches, weak eyesight 
and sometimes more serious injury. The Feather- 
weight Eyeshade is constructed to protect the wearer's 
eyes from glaring artificial or natural lights or brilliant 
reflections. Durable, hygienic, adjustable, lightweight. 
Where it touches the forehead, the celluloid is curled, 
presenting a smooth round surface—no binding to get 
dirty, no metal parts to break out. Lies flat on deskor 
rolls up to fit pocket. Your inquiry willreceive promps 
attention. 


The Featherweight Eyeshade Co., Merchantsville, N. J, 























PEET’S 


PATENT 


IMPROVED TRIANGLE cup 


HOLDS PAPERS SECURELY 


PAT, MAY 22.1917. 


Only after trying this new paper clip. can you @ te 
its superiority. It is so easy to slip on, and it _ 
papers, etc., absolutely firm. The patented crimp does the 
work. It will be worth your while to send for samples and 
prices. 


If your stationer does not carry them, write us direct, 


PEET BROS. 


618-20 Cherry St. Philadelphia, Pa. 








erates wate Neen ier Sahithaos SO ee ee ee eee 
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wanecenee css YOU ARE PROTECTED BY OUR PATENTS | 
scr WHEN SELLING THE FAULTLESS LINE 
“ gaepsssccess, OF FLEXIPOST BINDERS 


THEM NONPROTRUDING 








> Exclusive link post construction 
. MECHANISM CASE INTO Thavte te aiwave ey TRY 
a CASE INTO There is always a two-inch expan 
WORAWN TO°COMPRESS sion, permitting easy manipulation 
SHEETS AND LOCK P ey we ae , 
THEMBINDER of sheets. Positive locking feature - 
FLEXIBLE LINK POST Flexible capacity 
FOR_EXPANSION WITH- . , ' 
YOUT AD SECTIONS from one sheet 
. to any number 
destred 
The 


Non-Protruding 
Sectional 
Post Binder 
with 









Expansion 
ACCOUNTING PRODUCTI 
De PT. DE ~~ On ( ‘atalog ‘“o 
\ nies 7 STATIONERS 
the World’s Best Binders 
LOOSE LEAF 
COMPANY 
TOCK 
are <x ___ MILWAUKEE 
ew or U. S. A. icago 








MEILINK “MASTER MODEL” SAFES 
IN SMALL BUSINESS SIZES 
Inside Sizes 
No. 88—17” High, 133” Wide, 224” Deep 
No. 90—20” High, 15" Wide, 14” Deep 
No. 92—24” High, 18” Wide, 14” Deep 








May be used with Cabinet as shown, and 
as many adjustable shelves as desired, 
or with full size adjustable shelves with- 
out Cabinet. 


Small Safes for BUSINESS or HOME 
USE have always been sold on price. 


With the enormous need of better Fire and Thief Protection, 
we have designed three sizes to meet these requirements. 


A Fire Resistance Laboratory test of 11/2 hours at 1800° F. proves its efficiency. 


THE MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 














a 
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This is No. B-158 of our No ‘ 
B-180 grade of selected quar i 
tered oak, birch mahogany and 4 
ight golden oak finish which in- 






cludes thirteen styles of roll, 
and flat top, typewriter desks, 







and tables Tops are 5-ply 
built-up, 3-ply panels built-up, 
1%” legs, dove-tailed drawers 






; 

1% :¥, | 
of hardwood ; 
a 






7 7 . 7 
Consider Furniture in Terms of Service BENTLEY 
To give the utmost service at the lowest possible expenditure, is 
the ultimate purpose of office furniture. Attractiveness, compact- & GERWIG 


ness, durability, sanitation, and comfort—features that go together to 


provide utmost service are at once recognized in our line. Dealers FURNITURE CO. 


who consider office desk value in terms of service to the user and 
merchandising value to themselves, usually decide on BENTLEY PARKERSBURG, W. VA. 
AND GERWIG DESKS. 


on tt etre andteeee-s tis 


Write for complete information and catalog 











0 dadeue vee 


“All of the BIG things of today were the little ones of yesterday” 


CROCKER 
CHAIRS 


A chair for every purpose 


Shown permanently at 


Gtr brig Pic pope 


Se ee ae 


Furniture Exchange Building 
Grand Rapids 


1414 South Wabash Avenue 


Chicago 





San Francisco Furniture Exchange 
San Francisco 


601 First Avenue. N. E. 
Minneapolis 


| Fannie, li AP Ts ea ibtes ey nes 





° No. 6634-5E 
Crocker Chair Company No. 6635-5PE. Perforated Leather Seat over Cane. 


Sheboygan, Wisconsin Seat, 184 inches wide. 
Back, 174 inches high. 


Jit eatin deh A PPR AS Ne aoa Oe 5 Uli Rb Shag 


BRANCHES: CHICAGO NEWYORK MINNEAPOLIS OAKLAND 
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THE CLIMAX LINE DATER and 
NAME PLATE DATER can also be fur- 
nished with Wheels for all languages. 
THE TRAUT & HINE M’F’G CO. also 
make thumb tacks, pencil clips and the 
well-known “Kon Kave Kut” Pencil 


Sharpener. 


CLIMAX NUMBERING MACHINE 
Patented, other Patents Pending 








CLIMAX NAME PLATE DATER 
Patented, otherPatents Pending 


A SERIES of CLIMAXES 
The Greatest TIME SAVERS on the MARKET 


These Machines are ALL METAL (with the ex- 
ception of the Rosewood handle) with metal 
type and figures, giving neat, clear-cut impres- 
sions. They are self-inking, dust and rust 
proof, absolutely accurate, compact, neat and 
of exceptional appearance. The Climax ma- 
chines do identically the same work and in 
just as satisfactory a manner as the highest 
priced. Our guarantee is given with every 
machine. Prompt deliveries. 


CLIMAX LINE DATER 
atented, other Patents Pending 
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Our proposition for 





Six Wheels 

7 to 999,999 dealers and agents in 

Three all countries of the 

Movements: , 
world is an attractive 

— ANSW FRED one. Write for our 

Duplicate. illustrated catalog. 














JUL 15 ‘20 
Facsimile of Jraprind 


e 9 


LI 


THE TRAUT & HINE M’F’G. CO. 
1 UNION SQUARE, NEW YORK CITY, U. S. A. 





123456 


Facsimile of Imprint 


FACTORY, NEW BRITAIN, CONN., U. S. A. 
Export Department for Europe and the British Empire, 9 and 10 Cheapside, Londen, E. C. 


JUL.15 20° 


Facsimile of Imprint 











IMPRESSIONS 


BRITAIN’S BIGGEST LITTLE BUSINESS MAGAZINE. 





THERE IS NO MAGAZINE IN THE WORLD JUST LIKE “IMPRESSIONS”. IT TREATS 
business as the most important thing in material life and shows in a fascinating manner how easy it 
is to get pleasure and living at the same time. There are no technical articles in ‘‘Impressions’’. 
The great subject of Business is handled in a way which provides inspiration for all, whatever their 
profession or trade or calling. ‘‘Impressions’’ stands for better business and better living in the 
highest sense of the term. It is the monthly mentor of our biggest business men, and in its own 
circle, carries an influence more powerful than outsiders can understand. 


IT IS EDITED BY G. E. WHITEHOUSE, WHO, IN A REMARKABLY SHORT TIME, HAS 
earned for himself an international reputation for being the most interesting, yet fearless, writer on 
Business subjects. He writes a large part of the magazine each month; says what he thinks and 
thinks so nearly right that big men believe in him and applaud his views. 

“IMPRESSIONS” IS NOW PRINTED IN A HANDY SIZE OF 7” x 4” WHICH YOU CAN 


You may not agree with every- 


carry in your pocket and read it whenever you have the time. 
thing ‘‘Impressions”’ prints, but there is a certain fascination which even hard-headed business men 


have found to be irresistible. The subscription price for United States and Canada is One Dollar 
a year. The best way is to send a Currency Note. If after receiving the first number, you express 
the slightest dissatisfaction, the dollar bill will be returned to you. ‘‘Impressions” has almost as 
many subscribers in North America and in Canada as in Great Britian, and nobody has yet asked 
for the money back. 


IMPRESSIONS 


19 Beaufort Mansions, Chelsea, London S. W. 3, England 
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100% 
VALUES IN 
PATTERNS 
MATERIALS 
FINISH and 
CONSTRUC- 
TION 664-C Oak 
GUARANTEED in Shelbyville Desks 


Live Dealers Only, Wanted for Exclusive Sales Agencies 


SHELBYVILLE DESK CO. 


SHELBYVILLE, INDIANA 





























BATTLESHIP LINOLEUM DESK PAD 
The newest POLAR innovation— 


Now, as always, Polar specialties represent 
the most modern -developments in office 
equipment. Now—the Battleship Linoleum 
Desk Pad. 






The new desk pad features: 


No blotters required. 
Sanitary—can always be washed clean with wet 
cloth when soiled or spotted with ink. 


















Stiff yet flexible. a 
Will lie perfectly flat on any smooth surface. A NEW USE FOR OUR CATALOG | 
It is most durably constructed. What it is and what it is for: 
Will wear a life time. es are sold mostly by the dealer's outside men carrying 
them ar —_ Our Beng h nom tee ae real business po hy 
. ‘ , , ny salesman. 
You will find this desk pad described in The ilustrations are large and plain. Each page is practically» daplay card. 
wii ‘ The busy man rrp they tn the 32 pages in a few minutes and get the point 
our new and original idea of a catalog. In of each item. 
it are our forty odd articles features in an 5 ee SS ST See 
entirely new way. -_ 
| We have a at e every dealer and every member of his selling 
| force Send for them. 
Write for this new catalog ieaeiiia 








101-107 N. Marshall Street 


POLAR MANUFACTURE CO., PHILADELPHIA, PA. 
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‘*Multiple” Type for Pamphlets 





No Punching or Mutilation 


be The Barrett Bindery Co., 725 Federal St., Chicago, Il. 





The Famous “Emerson” Type 








Only As Thick As Its Contents 


a... Binders 


FOR ALL PURPOSES 


Catalog covers are an ever increas- 
ing field for the loose leaf binder. 


The Stationery Store can handle 
this business easily no matter how 
special the order, and each order 
is always of considerable volume. 


Send us a copy of the catalog your 
customer is using now and we will 
submit a sample binder made es- 
pecially for it, so complete, so indi- 
vidual and so attractive, that your 
customer is bound to be pleased. 


We will tell you what it will cost 
you in any quantity you say— 


All you have to do is take the order 


Hinged Covers 





Inexpensive Ring Metals 





“Congressional” Type 
One Sheet or a Thousand 




















“U- Need-Me’’ Embossed and Plain Folding Desk Pad 


with Work Distributors ; 


Every user of a flat top desk welcomes 
the “U-Need-Me” folding desk pad which 
gives him the safety and privacy of the 
roll top desk regarding his valuable pa- 
pers and active matters. When he leaves 
his desk he simply turns over the flaps. 
Work distributors provided on both sides 
or one side only. Each distributor has 
six pockets with changeable index 
holders. 





Patent Applied For 


“‘U- Need-Me’’ Embossed and Folding Glass Desk Pad 








Patent Applied For 


George E. Fox & Company 


CHICAGO, ILL. 


Manufacturer 


35 West Kinzie Street 


with Work Distributors 


Made of the finest plate glass with bev- 
eled edges resting on a soft pad of felt, 
whose upper surface is covered with 
moire cloth of maroon or brown shade 
to match finish of desk. The handy space 
under the glass used for memos, price 
sheets, reminders of all sorts requiring 
immediate attention. 

We have a new line of folding desk pads 
in ornamental Spanish imitation and gen- 
uine leather with beautiful two-toned em- 
bossed effects. These beautiful articles 
are attractive sellers. Get our catalog. 
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AND | 
PRICE LIST 
No. 2266-4W OF No, 2266-6W 
“PIERCECRAFT” MARKET LEADERS 
MADE BY 
S. K. PIERCE & SON COMPANY 
Established 1830 Sta. A. GARDNER, MASS., U. S. A. 














This is one of CUTLER’S new patterns for Bankers and Executives 
See catalog for Period Furniture and strong Commercial Line in 
four grades, in all woods and finishes. 

For quality in construction, beauty of finish, the CUTLER line 
is unsurpassed. 






If not established in your city, write us for Agency proposition. — j 

20-64 Churchill St. “Chey Express Success” 

Cutler Diese Co. BUFFALO, N. Y. Established 1824 
FULEECUUUUEUOUEUHCEQUEGEGUCHCEOUEGUGHGUCUEUOOUCUCUGEOGUGHCEORUGUOUGUOGEGUGUOUOGHOOGUGEODEGEOEOROGUGEOQCEEGOCLGECECCCUCEOGHOEORODIOOGRORUOORAORODODROROROOOOOEE 








248 OFFICE APPLIANCES March, 1022. 















Carbon 
Papers 


UR experience of HOME OF PRODUCTS 
O 25 years has EALERS are solicited to 
taught us what is best write for our proposition 


adapted to every pur- for exclusive territory or 
pose. special imprint arrangement. 


THe BUCKEYE RIBBON & CARBON CoO. 


FACTORY AND EXECUTIVE OFFICES 
1466-68 EAST 55th STREET CLEVELAND, OHIO 


‘T ypewniter 
Ribbons 





i ea ha ; 





OLD HAMPSHIRE GIFT BOXES 


Our Salesmen can’t reach you but our circular can. 
Write at once for information and prices on these new numbers. 


Many dealers have already bought—you may want to. 
The original “Stationery of a Gentleman” now in gift boxes. 
It solves the problem for many a woman as to what to give him. 


FINE STATIONERY DEPT. 


HAMPSHIRE PAPER COMPANY 


South anny Falls, Mass. 
SHESHESHSSHCIHOKC SHOKGHGGHGGME SASH SAGGHGIK SAGAN, SCOGAGHSRON KOKO OI 


RO EE OES BE 
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VENUS THIN LEADS 


ss ” 38 








Metal Pencils 


HE name VENUS is 

your guarantee of per- 
fection—the VENUS Thin 
Leads No. 38 are perfect 
leads. 


Always straight—smooth— 


long wearing — crumble- 
proof and perfectly graded. —w 


Retail Prices + 
15c per tube of 12 leads 7 DEGREES 
2 tubes for 25c 2Bsoftandblack F firm 
B soft H medium hard 
HBsoft medium 2H hard 
D 


Saemers 4H extra hard 








Sell your customers the VENUS Leads No. 38 
and you will sell them to him time and time again. 


Write for samples and information. 


American Lead Pencil Co., 220 Fifth Ave., New York 


Ask us about the New VENUS Everpointed Pencil 





Orpin Five Ply 700 


Probably your trade talks like most other neople—they which closes the sale will be followed by an excellence of ser- 
want the best possible value for their money pin quality vice which makes satisfied customers and brings repeat orders. 
means real value. Show your customers Orpin desks and Let us tell you about Orpin desks. Full particulars will be 


you will make profitable sales. The first favorable impression _ mailed as soon as we hear from you. 


ORPIN DESK COMPANY, 121 Medford Street, Charlestown, Mass, 
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“ROSCO” BACKS UP ITS SELLING TALK 


The “‘Rosco’”’ Glass Desk Pad is the best container for important memo- 
randa, lists, tables, etc. and when these are placed in it, it is practically impossible to 
overlook them. This is the reason stationers are so successful with the line. It covers a 
large field of usefulness and therefore has a uniformly good demand. 


Always keep up your stock; if you are not on our list write for descriptive 
matter at once and get in on this excellent business. 


Ravenswood Office Specialties Co. 
1800 Newport Avenue, Chicago, Illinois, U.S. A. 


Makers of 
“‘Ravenswood”’ 
Desk Pads 


Originators of 
Glass Desk Pads 





He 








“MI B 99 To us “M. B.” stands for “MON BUREAU” 
e 2%- To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed too. ‘This 
especially applies to office furniture and all 
modern business appliances. To sell your goods 
in France, you should advertise in the right French medium. 
Now, this right medium is M. B. because it is the pro- 
gressive business publication “‘par excellence.’ Asa mat- 
ter of fact, M. B. was the first to advocate highly efficient 
business methods in France and was the pioneer of modern 
office equipment in thiscountry. So it is no wonder that 
it is read all over France, Belgium, Switzerland, Spain, 
Italy and Rumania, by the most progressive firms, that 
is by the firm that is likely to be interested in your goods. 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public 
_ you are anxious to get at. 
Write today to the Advertising Manager of M. B. He will be pleased 


to send you a free copy of this interesting publication. His depart- 
ment will write ads that pull for you or translate your copy into 


French just as you like. 


“MON BUREAU,” 52, rue des Saints-Péres, PARIS 7°. FRANCE 
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No. 6560 


Valley City Desks 


FLAT TOP—ROLL TOP—TYPEWRITER 


MAHOGANY—OAK 


We make more than torty different desks, all shown in the Blodgett Build- 


ing, Grand Rapids. 


VALLEY CITY DESK COMPANY 


Dealers, we shall be pleased to send you our catalog. 


. Grand Rapids, Michigan 














‘‘The Madas’”’ Calculating Machine 


for Muitiplication—Automatic Division—Addition—Subtraction 





The Machine with Automatic Division 


This latest calculating machine is a product of 
Switzerland. It is designed for rapid work in Divi- 
sion, which is ABSOLUTELY AUTOMATIC. You 
merely set your two factors and turn the crank 
until the desired number of places are recorded in 
the Quotient. The turning of the crank is contin- 
uous, while the shifting of the carriage is AUTO- 
MATIC. Lightning-like results obtained without 
mental strain. Compact—Portable—Simple to Op- 
erate. 


“The Millionaire” Calculating Machine 
The Durable Machine 


The only calculating machine that requires but one 
turn of the crank for each figure in the Multiplier 
or Quotient. We are now carrying a full line of 
these wonderful machines and deliveries can be 
made without delay. “The Millionaire” can be sup- 
plied in either Hand Operated, with or without key- 
board, and Electrically Driven, with or without key- 
board. 


Ww. A. MORSCHHAUSER, Sole Agent, 1 Madison Ave., New York City 
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NO STATIONERY STOCK IS COMPLETE 


without an assortment of 


Durable Xathoroid Expanding Wallets Nen-Soiling 


Send us a Trial Order for the Best Selling Sizes. 

STOCK NO. SiZE EXPANSION LIST PER 100 
1026-C 4x914-13% $12.50 
1027-C 444x104 -134 13.00 
1028-C 444x11-13; 14.00 
1033-C 9144x113; -13( 20.00 
1035-C 914x143; -134 24.00 
1037-C 10x 16-134 27.00 

Packed 50 to a box. 
Liberal Discount to Dealers. 


Write us for copy of Catalog No. 6, just off the press. 


Northwestern Paper Goods Co. 
MIDWAY, ST. PAUL, MINNESOTA 
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We maintain complete stocks for local distribution in the following cities: 
LOS ANGELES, CALIF. CHICAGO, ILL. NEW YORK, N. Y. 
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SEVEN MACHINES IN ONE 


Every stationer and printer endeavors to accomplish as much and 
as many different kinds of work in as small a space as possible. 
And the utmost requirement is that ALL WORK BE DONE WELL. 


THE NELSON NO. 3 PUNCHING MACHINE 


and equipment occupies but 40x46 inches floor space and it is seven ma- 
chines in one. 





No. 1 Die-Cutting 











Punching—This machine punches all work quickly, accurately 
and satisfactorily. 


Die Cutting —With this special die-cutting attachment (illus- 
tration No. 1) any conceivable shape or design (limited to the 
size of the plate, 5x12 inches) can be produced. Very fast and 
extremely accurate in operation. 


Perforating—This device (illustration No. 3) satisfactorily per- 
forms any perforating job. For pin hole perforating, it has 


no equal. 





Tab Cutting—These dies are to be had in 
sets (8 different sizes) to handle all classes 
of card index tabbing, loose leaf tabbing, 
guide and letter file folders as well as cut 
out indexing. The size of the tab may be 
regulated from %” to any width. 







No, 2 Round 
Cornering 


Round Cornering—In this attachment is obtained the neces- 
sary rigidity to guarantee perfection. The base of fibre 
prevents the knife from dulling unnecessarily. The knife is 
readily and easily sharpened. It does clean cut and accu- 
rate work. 


Embossing—<A steel chase is provided with or without elec- 
tric heating element for hot or cold embossing or stamping. 
The compactness and accessibility of the parts subjected to 
adjustment and the direct application of power over the op- 
erating member brand it as a machine with staying quali- 
ties. For further information write us at once. 


C. R. & W. A. NELSON, INC. 


225 Michigan Avenue CHICAGO, ILL. 





No, 3 Perforating 
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THE tra | DESKS ARE CONSTRUCTED FOR 
STRENGTH AND DURABILITY 


FULLY GUARANTEED 


Central Mig. ann 454-56 Armour Street, Chicago, Ill. 
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Catalog No. 35 
illustrates our com- 
plete line in four 
grades. Please write 
for same if you have 
not received a copy. 





We Sell 
to Dealers 
Only 





No. 5260 Oak 


60)” * 36” 
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It will pay you to write for our 
prices and discounts before buying. 


General Offices The Bentson Mfg. Company aurora, Illinois 


Chicago Representatives and Show Rooms Associated: Stationers’ Supply Company, E. E, Blankemeyer, Gen’! Mgr., 201-15 North Franklin Sireet 
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A Daily Financial News 


APPLIANCES March 


is a 


paper 


of Your Business 


VERY morning you can have on your 
desk a brief, accurate, typewritten 
statement of the previous day’s busi- 

ness. You can know exactly where you stand, 
how your business is going day by day. 

You can have this without adding a pen 
stroke or a key stroke to the work of your book- 
keeping department. In fact, you can very 
decidedly reduce the labor of the bookkeeping 
department, cut out the night-work, decrease 
the personnel, and at the same time get your 
bills out every day and your statements out 
on the first day of the month. 

The Elliott-Fisher Accounting Machine can 
do all this for you because it permits the 
operator to perform five essentials of book- 
keeping with absolute accuracy and with less 


effort than the pen and auding machine method 
requires to perform one. 


You are not interested in how the Elliott- 
Fisher Machine works, but you are interested 
in what it can do. Ask your chief accountant 
how many clerks are needed to (1) post the 
ledger, (2) list the daily postings, (3) balance 
the ledger, (4) write statements, and (5) prove 
and balance them. Ask him to investigate the 
claim that one operator with an Elliott-Fisher 
can do all these things in one simultaneous 
operationand provide aclean-cut, machine- 
written record, proved against errors. 

If your accounting work is small, requiring 
but one Elliott-Fisher machine, that machine 
will save you labor, time and expense. Or if 
your bookeeping requirements are tremendous, 





IQ2 





iott-Fisher 


Accounting and Writing Machines: Flat Writing Surface 
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The | 
Elliott-Fisher Idea | 


TO MAKE AN ACCOUNTING MA- 
CHINE THAT MEETS ALL THE 
REQUIREMENTS OF THE BEST 
ACCOUNTING PRACTICE, 





1. Gives a complete record (written 
description as well as figures) of 
each transaction. 


. Saves the maximum of time and 
labor by making the greatest num- 
ber of records at one operation. 


3. Furnishes mechanical proof of ac- 
curacy of operation. 


4. Provides a daily financial state- 
ment of your business containing 
the information that you want as 
you want it. 


Li) 


Exclusive Elliott-Fisher 
features are: 


THE FLAT-WRITING 
SURFACE 


providing the quickest 
imsertion and removal of 
forms—without the han- 
dling of carbon. 


A DAILY AUDIT SHEET 


which saves all checking of 
correct work, and 90 per 
cent. of the time usually 
spent in locating errors. 











as in the order-writing department of Sears-Roebuck, 
the statistical work of the Erie Railroad, or the 
accounting work of Morris and Company, Ford 
Motor Company, the Goodyear Tire & Rubber 
Company—calling for batteries of machines—again 
the Elliott-Fisher system will save you 25% to 50% 
in labor, time, and expense over the hand method 
and 25% over other machine methods. 


The Elliott-Fisher system will not uproot your 
present accounting practices. It adapts itself to 
your methods, improves them, performs them more 
efficiently, more quickly, and with less expense. 
Your books are always in balance, and you have a 
clear, 100% accurate set of accounts. 


Elliott-Fisher Economy offers to the executive in- 
creased profits through the elimination of needless 
overhead. Our representative will welcome a chance 
to prove these facts right in your own office. Are 
you open to conviction? 


ELLIOTT-FISHER COMPANY 
342 Madison Ave., at 43rd St New York City 


Branches in All Large Cities 


iott-Fisher 


Accounting and Writing Machines: Flat Writing Surface 














Trade Mark//Rea. U. 8. Pat. Of. 


The Sengbusch Self-Closing 
Inkstand—as standard as ink. 
Made in many styles and a 
wide range of prices. Keeps 
ink—either ordinary or spe- 
cial kinds —absolutely clean 
and fresh, and instantly 
ready for use. Prevents pen 
from taking too much ink. 
Saves blots and wasted ink. 


| 


Trade Mark Reg. U S&S. Pat. Off. 





The Ideal Moistener—the best 
way to moisten stamps, labels, 
fingers, envelope flaps, etc. 
Attractive, practical, sanitary 
Constructed of glistening 
white porcelain, with polished 
nickel-plated metal bearings. 
Appeals strongly to the best 









The Mucilage Applier affords 
the cleanest, safest and most 
economical way of handling 
mucilage or glue. Keeps the 
“stickem” fresh and ready 
for instant use. Molded of 


hard rubber, with neat nickel- 
plated cap. Non-spillable and 
refillable. 
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Supply the Demand 


The demand for these Sengbusch 
Office Necessities will net you a 
mighty nice profit—in dollars and 
good will—if you keep your stocks 
in condition to supply the demand. 


These three “Old Faithfuls” have 
established themselves in the heart 
of the business world. Many banks, 
government offices, hotels, clubs 
and business houses have standard- 
ized on “Sengbusch.” Get in line for 
your share of their business. 


The wise merchant is one who, 
today especially, offers only the 
most efficient and economical mer- 
chandise. His future business is 
assured. 


Write for our catalog, 
circulars, etc., sent free 
imprinted with your name 


Sengbusch 
Self-Closing Inkstand Co. 


400 Stroh Building 
Milwaukee, Wis., U. S. A. 


(1 





724) 


March, 1922. 
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T-e-n-S-1-0-n 
Mail Containers 


are used in every line of business and they 
cover the mailing needs of any and all of 
your customers. 


The TENSION line includes open-end 
tension envelopes, double metal - clasp 
envelopes, single metal-clasp envelopes, 
metal-flap clasp envelopes, document 
envelopes, photo-mailing envelopes, filing 
envelopes, folders, mailing boxes, etc., etc. 


You will be especially interested, perhaps, 
in the Open-End Tension Envelope you’ve 
seen everywhere and the Metal - Clasp 
Envelopes, one type of which is illustrated. 


- Our book, “Envelope Specialties,” is in itself 
an education in mail containers. Send 
for a copy. It’s yours for the asking. 





The Tension Envelope Co. Inc. 
Bush Terminal—33 to 87 34th St., Brooklyn, New York 
Telephone Sunset 6000 
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WHAT IS THE REGAL IDEA? _ 


MANY IDEAS IN ONE—A COMPOSITE 














HIGHER GRADE “ROUGH TYPEWRITERS 


THAN THE NOW ACCEPTED “BEST” A SOURCE OF SUPPLY 


EQUAL TOANY DEMAND 




















A BETTER SERVICE THAN 
YOU HAVE EVER KNOWN 

























A FAIRNESS IN PRICE THAT 
LEAVES NO ARGUMENT 














IMMEDIATE SHIPMENTS FROM| __— 
ANY ONE OF 70 CITIES 














| SATISFACTION TO YOU 
OR YOUR MONEY BACK 














SPECIALIZED REBUILT ROYALS IN | 
APPEARANCE AND WORK LIKE NEW 











A DEPENDABLE TYPEWRITER HOUSE 
AND A DEPENDABLE. PRODUCT 











There are still some territories open on Regal Rebuilt Royals— but for 
“live wires” only. 


‘The Regal Idea” will mean money for you if you Capitalize it. * 


REGAL TYPEWRITER COMPANY, INC. 


359 BROADWAY, NEW YORK CITY, U.S. A. 
MARCUS HARWITZ, General Manager 


CABLE ADDRESS: ‘‘REGALTYPE’’, N. Y. 
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Business Men 





EMAN D clean, quick, stenographic service. 
Sell this thought to your customers who buy office 
Tell them Munson’s International keys save the eyes from reflected 


nerves cannot give it. 
supplies. 


APPLIANCES 


MUNSON’S 


RUBBER KEYS 


for Typewriters 


Stenographers with strained 


keyboard glare—the cause of upset nerves. 


Munson’s International Cushion Keys of resi- 
lient green rubber wich heavily mlaid white 
characters eliminate that eye strain. Rubber 
and air are Naiure’s greatesc shock absorbers. 
Munson keys are tmade of pure live 
rubber, resting on an air cushion, 
thereby giving greater resiliency, 
longer wear and less vibration. 

Munsen keys fits over the present keys 
easily and _  se- 
curely and are a 


Baltimore Detroit 
- Boston 


Chicago 
Cleveland 


Enlarged section of keyboard showing 
glare from unprotected keys and the remedy 


23B CITY HALL PLACE 
—BRANCHES 


Los Angeles 
Buffalo Minneapolis 
Newark, N.J. Toronto, Can. 

Philadelphia Montreal, Can. 
Pittsburgh 


comfort to the finger tips as well as a preserver 
of the sight. 

These keys will increase operators’ output at 
once; they quiet operation and reduce machine 
vibration. 

Keys last three to four years, are fully guaran- 
teed and only cost for the typewriter $4.00 
per single keyboard set. 

Write our nearest office for our co-operative 
plan. It will appeal to you. 


MUNSON SUPPLY COMPANY 


Oldest and largest exclusive manufacturers of rubber keys in the world 


NEW YORK, U.S. A. 


Richmond 
San Francisco 
St. Louis 
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ONE SELLS 
THE OTHER 


WET 
SUPERIOR FOR FOUNTAIN PEN ee 
AND GENERAL USE 
LE Waterman Compaty 





Waterman’s Ideal Fountain Pens just naturally sell Waterman’s Ideal Ink. 


Your customers who think —and rightly, too— that Waterman’s Ideal is the best Fountain 
Pen in the world, want to use the Ink which gives the best results in this pen. 


Ae at AN 
Ideal 
INK 


is a perfect chemical compound; non-corrosive and free of sediment. It is uniform in 
flow and consistency; permanent in record properties; and practical for all writing purposes. 


It comes in Blue-black, Green, Violet, Jet Black and Red; and is put up in convenient 
bottles — desk style for self-filling pens — desk filler —travellers’ filler —and in pint, quart, 
half-gallon and gallon bottles. 

The purchaser of a Waterman’s Ideal Fountain Pen must have ink. Why not make both 
sales yourself; and, at the same time, be of service to your customers by recommending the 
best ink that can be put in a fountain pen? 


The next few months will be busy times in your Pen and Ink Department, with people 
buying for their holiday trips. 


Stock the complete line of Waterman’s Ideal Ink as well as Waterman’s Ideal Fountain 
Pens. One sells the other, and you make a nice profit on both. 


SEQ WeuermareCompanvy, 


129 So. State St., Chicago 






S 





New York San Francisco Boston 
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Six Months— 
Each Bigger than the Last! 


UTO SEAL’S record of sales for the six months following its 
introduction has been astonishing. First sales were easy; 
dealers were quick to see its possibilities. More important still, 
the volume of repeat sales has grown by leaps and bounds from 
month to month. 





DEALERS ! AUTO SEAL Needs No Explaining AUTO SEAL’S Six Big Selling Points 

Auto Seal filled with two Its advantages are instantly appar- (1) It can’t spill, no matter how you 
Blue Black. Ra oer ee ent to everyone, and every user be- handle or upset it. (2) Ink can’t 

- ys ‘ et-Dle c Vi - >, ~ 
Nubian, retails at 15c. comes a salesman. Every sale paves evaporate. Sealed, yet always open 
Filled with non-copying the way for more. for business. (3) It brings up the 
Carmine, Blue, Green_or A ask eel ; ri ink that your pen couldn’t reach. 
bie rng Fp - oe AUTO SEAL sells for only 5c more’ (4) Inks only the penpoint, not the 
aaees saneaiiedie, slaeia than the usual bottle of the same holder. (5) Pen can be left stand- 
to usual discount. Packed size. The ink saving alone offsets ing in the bottle; no ink can touch 
three dozen to a box. the slightly higher cost. it. (6) It’s filled with Stafford’s ink. 
Each Carton contains a 
handsomely lithographed : : = , 
counter display that tells Read the paragraph on prices and discounts. Then, if you are not already 
the whole story. selling AUTO SEAL, send a first order today. 


S. S. STAFFORD, Inc., 603-609 Washington St.. New York City 
Established 1858 
Chicago: 62 W. Kinzie Street Canadian Factory: 9 Davenport Road, Toronto 


PHASTA to paste with pot oe with CARBON to copy with 
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Make a Strong Bid for Business 


If you start with the right kind of merchandise and your cam- 
paign is carried with vigor and persistency, you will come in 
with real winnings. Plenty of good, forceful selling talk—con 
tinual follow-up, founded on serviceable merchandise. 


CANTON LINE Quality Filing Equipment has permanent 
sood features of appearance, operation, capacity and protective 
qualities. Ask about our “different from the others” proposition. 
It’s designed to solve a problem for you. 


THE CANTON ART METAL CO. 
CANTON, OHIO. 
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We Will Stand 











Or Fall by This Test 


Have your stenographer write a letter 
on any make, or on several makes of 





typewriters. 


Then have the ame stenographer write 
the same letter on the Woodstock. 


Compare the results yourself, or, hand 
he finished products to a competent 
critic and ask him to pick out the neatest 
letter. 


The reasons are built in the machine. 


Woodstock Typewriter Company 
Chicago, U. S. A. 
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A Strange Thing! 


Isn’t it strange how many men, personally as modest as the 
proverbial violet and as truthful as the day is long, will, on 
the drop of a hat, grab their Company uniform and gun and 
‘‘shoot”’ extravagant claims for their product almost to the 
point of downright untruthfulness? 


‘*Just as good for $10.00 less,’’ greets you in your morning 
newspaper. Possibly so, but probably not. Reasonable 
profits and reputable products don’t live on bargain tables. 





‘‘Paperoid”’ Filing and Mailing Containers are sold, not com- 
pared, at a certain price with the quiet but distinct under- 
standing that ‘‘Paperoid”’ is pure rope paper, not wood pulp. 
That every care is used in the construction and the inspection 
of each article. 


This may not be extravagant—but it is truthful. 


ALVAH BUSHNELL CoMPANY 


925 Filbert Street Philadelphia 
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The and Now 


ROM the day it was invented, the Oliver 
kK Typewriter has symbolized progress. As 

all remember, it was the first to bring vis- 
ible writing—since adopted universally. 

And year by year The Oliver has ranked as 
the leader in design. Its betterments have in- 
fluenced the whole industry. 

The Oliver No. 9, our latest and best model, 
has never been equaled. Its basic superiorities 
cannot be obtained elsewhere. 


offers that 
which 


For instance, The Oliver alone 
great advantage, an arch-shaped typebar, 
affords downward printing. 


This construction, an Oliver idea since the 


beginning, solves many problems. 

It insures permanent alignment, it gives 
lighter touch, it brings clearer impression. And 
it adds to the fame of The Oliver for durability. 

The Oliver offers all that is obtainable in the 
finest standard typewriter PLUS its own exclu- 
sive betterments. Such a combination is not to 
be overlooked by the buyer who insists on the 
most for his money. 

No buyer, whether he is figuring on one or one 
hundred, should decide which is the best until he 
is familiar with The Oliver. Comparisons will 
enlighten. 


The Oliver Typewriter Company 
1523 Oliver Typewriter Bldg., Chicago, III. 
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